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When you sella BEAVER 


..-- you make a friend! 


THE BEAVER MODEL-A HEAVY-DUTY 
PORTABLE PIPE AND BOLT MACHINE 


RANGE: 1/8 to 2 INCHES 


@ A heavy-duty 's” 2” 
pipe and bolt machine range 
with geared tools and drive shaft 


ld for the past 20 years. Weight, 365 


THE BEAVER MODEL-B PORTABLE 
UTILITY PIPE AND BOLT MACHINE 


RANGE: 1/8 to 2 INCHES 


, = 
, 
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Ve 


@A medium weight 
utility model 's to2 pipe 
ind bolt machine range 


e shaft. Aluminum body 


THE BEAVER MODEL-E, LIGHTWEIGHT ECONOMY 
MODEL, PORTABLE PIPE AND BOLT MACHINE 


RANGE: 1/8 to 2 INCHES 


ut economy model 's to 2° pipe 
to 8 with geared tools 


». Weight, 185 lbs. Price, $375 up 





+ Backed by more than SO years experi- 
ence and “know-how” in the manufacture of highest 
quality pipe tools and machines, BEAVER products 
have justly earned consumer acceptance in all 
parts of the world. And, a constant policy of 
friendly service has built a tremendous amount of 
good will among users and distributors alike. 

As a distributor, it is greatly to your advantage 
to sell your customer a product which will give him 
complete satisfaction and trouble-free performance 

thereby eliminating irritating and costly service 
calls on the part of your salesmen. 

When you sell a BEAVER—you know that your 
customer will be pleased .. . and that you have 
made a friend. 


Want catalog of complete line of hand and power tools? 


B E PV E R 
PIPE~TOOLS 


216-300 Dana Avenue ® Warren, Ohio, U.S.A. 
Over Fifty Years of Friendly Service) 


THE BEAVER MODELS C1 and C2 
PORTABLE POWER UNITS 


yar 


@ Rugged and powerful. Gears 
run in oil. Many patented features 
Popular the world over because of trouble-free 


performance. Made in two models. Price, $175 up. 





June 1952 


Industrial Distribution 


VOL. 42 ¢ NO. 6 








PARDON OUR PAR- 
ODY—But a Toledo sup 
ply firm found out that, 
when lake boats are a-com 
in’, sales are in sight 
Prompt and efficient serv- 
ice are the keywords. Page 
82 gives the whole story. 


DPA—CMP Priorities and 


oe 


DO IT YOURSELF—In 
diana firm has set up an 
advertising department to 
handle publication — of 
salesman's catalog, adver 
tising and sales promotion 
material, plus a_ weekly 
house organ, You may 
get a few tips—see page 84 


CONCENTRATION— 
Keynote in a Rochester 
firm’s arrangement was to 
bring all industrial depart 
ments on one floor 
Smooth operation and a 
tighter department organ- 
ization are main results. 
Read about it on page 87. 


regulations winding you 
up in red tape? The pri- 
orities analyst of a Cali 
fornia firm has written an 
article (page 88) on how 
his company helps itself 
and its customers to know 
and understand govern- 
ment regulations. 


REACTIVATION of 
plants occurring in your 
area? Here’s how an At 
lanta distributor met the 
challenge offered by Lock- 
heed’s jet bomber plant 


“ON THE BOARD- 
WALK in Atlantic City 
...” Tf you were there, 
you'll be looking for pic- 
tures of yourself and your 
confreres. If not, you'll 
be interested in both the 
photographic and text re 


port. In either case, turn 


See page 92. to page 97 





FEATURES IN THIS ISSUE 
Outlook for Expenditures... ... 


Talk of the Trade 


Editorial 


Washington Bulletin. . Selling Is My Business 
Supply Sales Trends. . 


The Outlook for Business. .... . 126 On the Market Today 





The Good Old Summer Time 


Food experts say that light foods are best in 
hot weather. On the chance that this works for read- 
ing material too, your editors will present next month 
an article on the “lighter side’”’—an article that will 
supply you with tailor-made alibis if you succumb to 
summer weather. The boss, of course, has heard all 
the alibis that have been thought of but even so he, 
and you, will enjoy them in cartoon style. 

Even though light foods are good in summer, the 
same food experts will tell you that you should have 


at least one good substantial meal each day. Your 
reading dict in InpusrRiAL Disrripution next month 
will not all be on the light side. There'll be some 
substantial articles, too. These subjects, for example, 
will be covered: 

Sales contests: How a distributor conducts monthly 
contests with the salesman setting the rules. 

City sales: The results a distributor gets by figuring 
it is just as easy to make big sales as little ones. 

Back orders: How a successful system operates. 








is THIS YOUR FASTENING PROBLEM? 


al Wrenching solved it! 


The Problem... 


To successfully design and maintain in production a complex, machine 
Punching Die with standard “off the shelf” fasteners. 


Intern 


HK SOCKET SCREWS ARE: 


* Made of special analysis alloy steel by a 
Holo-Krome patented process and heat 
treated to develop the utmost in physical 
properties. 


* Quality controlled in Holo-Krome’s own 
Physical and Chemical laboratories. 


STRIPPER BOLT 


WEIGHT MATERIAL 
HK SOCKET SCREWS ARE: 


* Held to Class 3 Thread Fit . . . Individu- 
ally hand inspected. 


* GUARANTEED TO GIVE 


UNFAILING PERFORMANCE, AXUUUL LT <o.- 4 
™' Te * : 2 = DABaaar A SS a we 
SATISFACTION GUARANTEED [dt {} } DOWEL PINS 
Distributors find profit and —_— Spa : 


satisfaction in the H-K 100%, The Solution... 


Distributor Soles Policy. Specify standard Holo-Krome Socket Screw Products because internal 


wrenching permits maximum tightening — PLUS easy and rapid 
adjustment. 


ayy ge 
SOCKET SCREWS 


THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN. U.S.A. 
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Link-Belt Offers Complete Take-up 
Line for Easier Shaft Adjustment 


Wherever conveyors or elevators are 
used, distributors can find a ready market 
for Link-Belt take-ups. They provide a 
positive and easy method 

* Sales 


Meeting 
in Print 


foot shafts to suit chain 
or belt lengths 

Made with babbitted, 
bearings, Link-Belr take- 
ups may be mounted on sides of casings 
or structural supports. Frames of 
maximum strength and 
weight, and are made of pressed steel, 
fabricated welded steel or grey iron. 


ball or roller 


are 


BABBITTED BEARING TAKE-UPS can 
be used for light, moderate or heavy 
duty applications. The babbitted bearing 
blocks are of grey iron, compact and 
sturdy, with bores accurately machine- 
finished for concentricity and proper fit 
on shafts. The -blocks are provided with 
tapped holes for grease cups or pressure 
lubrication fittings 


BALL BEARING TAKE-UPS, also de- 
signed for a full range of duty, are 
equipped with Link-Belt Series 200 ball 
bearing blocks. The excellent bearing 
seal makes these take-ups especially ap- 
plicable for dusty conditions. 


ROLLER BEARING TAKE-UPS, for 


moderate or heavy duty applications, are 


Vertically mounted take-up provides 
desired shaft adjustment at foot of 
tray elevator employing double 
strand of Link-Belt combination 
chain. Link-Belt “RC” roller chain 
drive connects with eccentric shaft 
of automatic loading devices 


for adjusting head and | 


minimum | 





Link-Belt protected screw take-ups maintain 
proper distance between shaft centers on this 
chain conveyor 


fitted with Link-Belt Series 400 roller 


bearing blocks. The regular bearing seal | 


can also be furnished reinforced with 
felt-neoprene for extra protection, in ex- 
treme conditions, from dust, dirt, etc. 


AS-2600 Babbitted Bearing Take-up for verti 
cal or horizontal mounting with base 
degrees to shaft. (Nort illustrated BS-2700 
Babbitted Bearing Take-ups for mounting 
with base parallel with shaft.) 


DS3-400A Roller Bearing Take-up for maxi 
mum adjustment 
| models also available 


NT-200 Ball Bearing Take-up for maximum 
adjustment in limited space applications. Bab- 
bitted bearing model also available. 
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Babbitted and ball bearing 


Welded Steel Pulleys 
Reduce Deflection of 
Belt Conveyor Shafts 


Belt conveyor operators can depend on 
Link-Belt Welded Steel Pulleys. With 
them, costly break-downs and protracted 
shutdowns of additional equipment are 
decreased. 

Shaft deflection on head and shaft 
pulleys is minimized by the modern 
Link-Belt design. These pulleys are built 
so that the hubs are mounted flush with 
the extreme edge of the pulley face. 
Bearing support and pulley hub nearly 


touch. This helps hold bending moment 
| on the shaft to an absolute minimum. 


Link-Belt offers Welded Steel Pul- 
leys in 6 to 60 in. dia. Welded 
Steel Slat Pulleys also available 


Dangerous stresses, caused by shaft de- 
flection, are diminished. 

Link-Belt Welded Steel Pulleys are 
especially durable, and their minimum 
weight factor adds the advantage of 
lower power consumption. Removable 
hubs are interchangeable with prede- 
termined bore ranges. 

These pulleys can also be equipped 


} -° 
| with taper-lock bushings. 





LINK-BELT COMPANY 


Plants in: \ndianapolis - Philadelphia 


Chicago - Atlanta - Minne- 
apolis - San Francisco - Los Angeles 


Seattle. Offices in Principal Cities 


Houston - 








tt 











“Threadwell 


Tools do 
many jobs 
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Distribution 


The Cover 


It's a great year for presidents! 
Herewith we present three worthy 
representatives of the highest office 
in their respective associations: 
lL. F. Perkins, Southern; Jack 
Proven, American and Harold Tor- 
ell, National. Congratulations to 
both the new officers and to the 
nominating committee. 





Publisher 
A. M. Morris 


Editor Walter F. Crowder 
Managing Editor Raymond W. Barnett 
Associate Editor John A. Wertis 
Associate Editor D. A. C. McGill 
Assistant Editor Leugel Foss 
Assistant Editor Robert M. Slater 
Assistant Editor J. Van Ness Philip 
Assistant Editor C. H. Holdsworth 
Washington Bureau GCG. B. Bryant, Jr. 
Editor, World News Russell F. Anderson 


District Managers: E. \. Grantvedt, Chi- 
cago; E. J. McOsker, Cleveland; H. E 
Thayer, New York and Boston; John P. 
Ora, New York and Philadelphia; John 
W. Otterson, San Franciseo; J. H. Allen, 
Los Angeles; J. Cash, Dallas. Business 
Manager, W. A. West. 
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CLAUSING 











HEAVY-DUTY PRECISION 


12" LATHES 


“OUTBOARD” DRIVE WITH DUAL A-BELTS 


Clausing’s drive mechanism is engineered to insure full transmission of 
power from motor to spindle, quicker speed changes, and easier belt 
replacements— you don’t have to take the spindle assembly apart to 
replace belts. Drive is underneath with spindle pulley mounted outside 
so headstock can be enclosed — reverse gears, front spindle and small back 
gear run in bath of oil. For greater drive traction, the speed variation 
station is ahead of the speed reduction station, the speed reduction pulley 


is 8” in diameter, and the spindle pulley is driven by dual A-belts. Back 
gears are engaged outside. 


V’ COLLET CAPACITY, 15s” BORE, 
TAPERED KEY-DRIVE SPINDLE 


The precision-ground steel spindle 
with 18” bore, 1” Coilet capac.ty, 
and hardened, ground tapered nose 
is another of the many features 
that make Clausing 6300 lathes out- 
standing in tool rooms and produc 
tion shops. Others include Timken 
bearings, splash-lubricated apron 
and quick-change gear box, heavy 

PR. duty precision-ground bed. Stand 
—— ard drive provides 8 speeds between 
eS 50 and 1300 RPM. “Vari-drive” 
. provides every speed between 30 

and 1400 RPM. 


Shi BC OE AIAN LLL, 


. . * . * 


This is typical of the current Claus- 
ing advertising—emphasizing each 
point of superiority about these 
unusual lathes. It runs in all lead- 
ing machinery magazines. 

Greatly expanded production now 
makes possible the addition of 
aggressive representation in sev- 
eral territories. Write for full 
particulars 


CLAUSING DIVISION 


ATLAS PRESS CO. 
610 N. PITCHER ST. 
KALAMAZOO, MICHIGAN 


SONALI 





HEAVY DUTY 
PRECISION V BED 


DIVISION 
ATLAS PRESS COMPANY 
t MICHIGAN a 
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NEW! Baga: 


vat development by Dodge that means 


t new Dx » Tri-Matic Overload release pro 
s mact ss mechanically and electrically. This 
ve acting release replaces the standard torque 


= ¢ hed with Dodge Speed Reducers. Over 
i pressure instantly loosens the belts, cuts off 
ower, and, when desired, activates a warning 
rer r ight e PRY S 
Torque-Arm Speed Reducers are available 
sries Single Reduction and Double Redux 


n-— with yacities from | hp to 43 hp, speeds from FOR THE FAMOUS DODGE 
to 330 rpm. Write for details, including special TOROQUE-ARM 444°) daelila 4: 


lata on the new Tri-Matic Overload release 


DODGE MANUFACTURING CORPORATION 


abe Gadeb Gerens, ehauate, Gane 1 LOOSENS THE BELTS 


2 CUTS OFF POWER 


3 GIVES A WARNING 











TRIPPED! 


Overload pressure has caus- 
ed piston of Tri-Matic to 
plunge through unit, loosen- 
ing belts, cutting off power, 
setting off alarm 


DOD (DGE 


—» a. Mishawaka, Ind. 


THE TRANSMISSIONEER is featured * ~ 
every Dodge advertisement. Prospects - 

are urged t sil the Transmissioneer - 

for information about th roducts ad 4 a P 

vertised and news of latest develo 

mentsin power t miss hinery ; 


< SEALED LIFE V.BELTS AND TAPER LOCK SHEAVES TORQUE ARM SPEED REDUCER ROLLING GRIP AND DIAMOND D FRICTION CLUTCHES 
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THE OUTLOOK FOR CONSUMER EXPENDITURES 


By The Economics Department 


McGraw-Hill Publishing Company 


r_NHe MOST FREQUENT COMPLAINT 
| ibout business today is that “‘con 

Actually they 
something, for total 
onsumer expenditures rose from $202 
billion in the second quarter of 1951 
to $209 billion in the first quarter of 
1952—which happens to be a new 
record, topping the first (scare-buying) 
quarter of last year. (That’s in dollar 
volume. Physical volume has not re 
covered quite as much). 

The fact that for many 
retailers business is far from. satis 
factory. And as a result, many manu 
facturers are having trouble selling to 
retailers. This is chiefly because they 
sold them too much in 1951. Con 
sumer makers expected the 
post Korea buying spree to continuc 
and they produced so much in this 
expectation that dealers were over 
loaded with unsold merchandise 
Actually, retail sales went below 1950 
for most of 1951. And the slow rise 
in recent months has not been 
enough to clear the market of left 
over 1951 goods 

That’s why 
discount 


sumers aren't buying.” 


must be buving 


remains 


gi I ds 


still see so many 
television sets and 
why auto dealers are offering generous 
trade-ins. It’s also why General Elec- 
tric recently cut production of re- 
frigerators by 50% and dishwashers 
by 25 


you 
S ik § on 


In short, retail business is up from 
the low point reached last summer 
But it’s not up enough to absorb all 
the goods industry can produce today 
with its enlarged capacity. And 
there’s still a lot of 1951 merchandise 
around to prove this point. 


Durables Feel Slump 
The 


mostly 


retail trade is 
sales of durable 
goods—particularly automobiles and 
electric ippliances Soft goods busi 
ness isn’t really so bad 

Easter business in department 
stores for example, was about as good 


slow ness m 
slowness in 





SUMMARY 


1. Consumer expenditures have “been rising steadily for the past year. 
But the rise has been slow. So industrics which over-produced consumer 
goods—like textiles and electric appliances—still have large stocks on hand 


2. The place where spending has really lagged is in the field of consumer 
durables, particularly automobiles and home appliances. Other retail lines 
have shown considerable improvement in the past six months. 


3. The main reasons for the lag in spending on durables are: 

a. People have had to spend a larger share of their incomes for food and 
housing. They are also paying higher taxes. So the average wage earner’s 
family hasn’t much more to spend on durable goods than it had a year ago 

even though wages are higher. 

b. Retail prices of durable goods—at least list prices—are generally higher 
than a year ago. Credit terms have been stiff. This has increased the difh 
culty many families have in finding enough cash to buy. 

c. Other families do have the cash—the piles of “liquid assets” you read 
about. But many of these well-heeled customers bought new autos or 
appliances last year. They don’t need replacements yet. And new models 
haven't been exciting cnough to tempt them. 


4. There’s a good chance for a pick-up in spending on consumer durables 
over the next year if 

a. Wages continue to rise and living costs level off 
trend so far in 1952. But it hasn’t gone far enough yet 

b. The makers of consumer durables combine some healthy price cuts 
with attractive new models and a lot of hard selling. In that way, some of 
the gains in real income and some of the piled-up savings may be tempted 
in their direction. 


That's been the 


5. But over the long run, the outlook for consumer expenditures depends 
on the genera! level of employment and incomes. And whether or not we 
can maintain high-level employment into 1953 depends more and more on 
the course of business capital expenditures. 











as last year because textiles and ap 
parel moved well. But appliance sales 
were way below 1951. Food stores 
are selling more than they were a 
year ago. And apparel 
doing about as well 
automobiles and 
aren’t coming 
records. 
People have had to spend more for 


stores arc 
But dealers in 
home appliances 


close to last year’s 
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food and housing. And this has left 
less to spend on durables. Families 
are getting bigger. ‘The family market 
basket is getting bigger too—and 
more costly 

Food prices considerably in 
1951. They're still higher than a year 
ago, despite a drop in February. ‘The 
combination of higher prices and 

(Continued on page 10) 


TOSC 








This Is The 


TIMELIEST 
VALVE ON THE MARKET TODAY 


As far as your customers are concerned, nothing could 
be more timely than a method of reducing expenses. And 
your famous “Renewo” line meets this need in two important 
ways. First, it supplies the hard seating surfaces and other 
features that result in longer wear. And second, it |cts your 
customers reduce their inventories . . . stock fewer types of 
valves which will do more jobs. 


Your customers can regrind their “Renewo” Valves 
... they can renew the parts quickly and easily . . . they can 
convert from fullway to plug type by simply switching the 


matched seats and discs. 


Take a ‘‘Renewo” Valve from your stock and carry it 
along on your calls. Show the prospect Lunkenheimer Circular 
No. 577. Call his attention to the main selling features. Point 
out how he can lower his stockroom investment by keeping 
fewer valves and parts on hand. Ask him to compare the 
‘“Renewo,”’ feature by feature, with any similar valve. Invite 
an actual service test. 


You'll find that more and more prospects are cost- 
conscious. Make them Lunkenheimer-conscious by showing 
and selling the cost-reducing features of your famous 
“Renewo”’ line. 


PREPARED BY LUNKENHEIMER 
ESPECHALLY FOR 
LUNKENHEIMER DISTRIBUTORS... 
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HELP YOUR CUSTOMERS 
SIMPLIFY VALVE INVENTORIES! 


These “RENEWO”’ Valves Convert From Fullway To Plug Type! 


Lunkenheimer “Renewo" Valves feature renewable and re- 
grindable seats and discs . . . convertible from fullway to 
plug type. Stockroom investment and maintenance expense 
can be cut substantially by users who standardize on the line 
for all their 200-Ib. bronze globe valve needs. A similar line 
is also available in the 300-lb. class. 

“Renewo” Valves can be reground, renewed, or converted 


easily. 200 LBS. S.P. 


FIG. 16 
300 LBS. S.P. 


(FULLWAY TYPE) Seats and discs 
of hard, wear-resistant nickel alloy. 
Excellent for general service applica- 
tions. One of the most popular valves 
ever designed. 


' 
a 
: 
1 
> 
4 
: 
i 
i 
; 


(PLUG TYPE) Seats and discs of 
500 Brinell Stainless Steel. Superior 
for severe erosive applications. Max- 
imum resistance to effects of close 
throttling. 


FIG. 73 PS 
200 LBS. S.P. 


FIG. 16 PS 

300 LBS. S.P. 
WRITE FOR 
Copies of Circular 577, which describes the line in 
detail, to pass out to your prospects. The Lunkenheimer 
Co., Box 360U, Cincinnati 14, Ohio. 


BRONZE © IRON + STEEL 


ENH EI MER 
COX NAME IN VALVES 


-452-5 
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THE DUMORE 


Automatic Drill Head 
offers your customers new 
“Resistance Drilling”. . . 
( sot eliminates drill breakage 


- 
7 





TH Dumore Automatic Drill Head is 
the talk of the industry. That's be 
cause it’s proving that the entirely new 
hnique of “Resistarce Drilling’ can 
ually eliminate drill breakage when 
{in small-diameter, deep-hole drilling 
rations 
ake advantage of the tremendous 
interest generated in this new tool by 
national advertising and at industry con 
ventions and shows. Demonstrate the 
Dumore Drill Head. Show how “Resist 
ance Drilling” lets the workpiece deter 
mine the rate of drill feed and speed 
How the tool always maintains uniform 
pressure. How it permits working closer 
to the maximum strength of the drill 


Do this and watch your sales go to 
town! There's no other drill head on the 


market like it 


I 
I 


s $ ; £5273 pieces 
THE DUMORE COMPANY 
1321 Seventeenth Street * Racine, Wisconsin 
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The Outlook For 
Consumer Expenditures 


Ytarts on pi 





more mouths to feed put consumer 
expenditures for food in the first 
quarter of 1952 up 5% from the first 
quarter of 1951) 

Ihe same factors are at work in 
housing. Bigger familics need bigger 
places to live—or at least MN prove 
ments to the old places. Rents on 
new apartments, and annual pay 
ments on new homes, are higher than 
on the old ones. Besides, rents are 
gradually rising all over, as ceilings 
ire revised or eliminated. And stiffer 
credit terms on new housing increasc 
both down-payments and annual 
carrying charges 

The tight credit terms have a fur 
ther effect—people who want to buy 
1 house must save more and spend 
less over a considerable period befor 
they are ready to make the required 
down-payment 

I'he continued boom in housing 
has helped sales of durable goods to 
1 certain extent—the extent necessary 
to furnish new dwellings. People 
have been spending heavily on furni 
ture and house furnishings. Sales 
were as high in 1951 as in 1950. And 
thev’re still not down very much 
Builders have had to buy a certain 
number of electric appliances to put 
in new homes. But most. electric 
ippliances—refrigerators, ranges, wash 
ers, radios or TV sets—are sold as re 
placement for items in existing homes. 
And when people are spending mor« 
for food and rent, they're just as 


likely to keep the old appliances 


Why Won't People Buy? 


The high rate of spending on food 
and housing (which might also be 
called the high cost of living) helps 
explain why many families have had 
to postpone purchases of durable 
goods. Of course, incomes have in 
creased during the past year. But 
taxes have increased too. After de 
ducting the higher taxes and living 
expenses, the average wage carner’s 
family hasn’t much more to spend on 
durables than they had a year ago 
even though wages are higher 

Manufacturers of durable goods 
have still not adjusted their selling 
policy to this change in the market 
Retail prices of 1952 models—at least 
list prices—are generally higher than 
was the case in carly 1951, although 
a few of the more aggressive met 

(Continued on page 14 





DURKEE 


ATWOOD 
V-BELTS 








KEYSTONE FOR V-BELT 


NATIONAL 
ADVERTISING RESALE PLAN 








Durkee-Atwood gives you a solid 
structure for greater gross profit 
COOPERATION V-belt business from user, dealer, 

FROM and OEM accounts. Quality of DISTRIBUTOR 


TERRITORY product and liberal policy are RESALE PLAN 
SALESMAN 








backed up by every component 





available for securing and holding 





greater sales volume. 


COMPLETE Here is an opportunity for alert ’ DIRECT MAIL 
V-BELT LINE distributors. The Durkee-Atwood SELLING AIDS 
Industrial V-Belt Program em- 
bodies the cooperation and sup- 
port of Durkee-Atwood’s complete 
MOLD EQUIPMENT engineering and production facil- 

AVAILABLE FOR ities. You'll do well to investigate 

SPECIAL 
APPLICATIONS 








ISO-DYNAMIC 


MATCHING UNDER 
its possibilities. Fill in and mail FULL LOADS 


the coupon below for our Master 


—~ Industrial Distributor Proposal! © Ce 
FACTORY 


ENGINEERING g anneal 
COUNSEL 


Bee ee eee eee es we 
Form No. 530 MAIL THIS COUPON TODAY! 
DURKEE-ATWOOD CO., Dept. A6-6 
Minneapolis 13, Minn. 





























. PRODUCTS 
i + 


a | 


y 
Gentlemen: I'd like to know more about your Industrial V-Belt 
DURKEE-ATWOOD opportunity Please send me the details. 
COMPANY omg ite 


Firm 


Address 
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HALLOWELL’S 9 NEW "640” SERIES 


3 BASIC MODELS 
with 
5 BASIC PARTS UNIT work benches 


for your convenience Multiple Unit design is another SPS tool to help 
you sell HALLOWELL Unit Work Benches. It enables 

| COMPONENT PARTS you to offer your customers a choice of two cabinet 

units, two drawer tier units, or one drawer tier and 

1 bench top one cabinet unit. Any combination of units can be 

1 drawer unit topped with steel, Presdwood-covered steel or lami- 

1 cabinet unit nated wood. Other profit-building sales points include 

2 boses ample storage space to encourage good housekeeping; 

standardized construction to permit individual or 
continuous bench installations and to provide inter- 
changeability with existing HALLOWELL work benches 
of similar dimensions. Write for literature. STANDARD 
PRESSED STEEL Co., Jenkintown 13, Pennsylvania. 


} bench top 
2 drawer units 


2 bases 


aie CEYENCTAT SHOP EQUIPMENT DIVISION 


2 cabinet units 


2 bases 


JENKINTOWN PENNSYLVANIA 
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Sir Launcelot 
Wins All His Duels 
o. Cause 


PROTO means 
PRO fessional 


PROTO * TOOLS 


PROTO meons 


MADE INUS A LOS afice.es PUB tersional 


To 


REG U.S. PAT. OFF 
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EVERY INDUSTRY NEED S 


TAPES AND RULES 
for fast, accurate 


measurements 


EASY TO READ 
MARKINGS 
WAT ARE DURABLE 


Lufkin tapes and rules are accurate, durable, and dependable. 
Years of experience devoted exclusively to manufacturing meas- 
uring devices plus constantly high standards of inspection make 
Lufkin tools unquestioned in quality. Only Lufkin tapes are Chrome- 


Clad — more durable — longer wearing — easier-to-read. 


SELL UFKIN TAPES, RULES, PRECISION TOOLS 


SOLD THROUGH DISTRIBUTORS 


THE LUFKIN RUS CO., SAGINAW, MICHIGAN 
132-138 Lafayette St., New York City * Barrie, Ontario 
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The Outlook For 
Consumer Expenditures 


Starts on page 7 





chandisers (Sears Roebuck, for ex 
imple) have begun to cut. The fact 
that dealers are cutting prices at spe 
cial sales shows the need for bringing 
prices down. 

In addition to high prices, up until 
just recently there have been fairly 
tiff restrictions on consumer credit. 
his was particularly important in the 
case of automobiles, where the diffcr 
ence in months to pay—and so in 
monthly payments—often determine 
whether or not a family can afford 
to buy a car 


Those Piles of Savings 


Some families could buy durable 
goods with their savings. At the last 
count, people had $182 billion 
stashed away in cash and government 
bonds. But, that’s not all money 
available to buy durable goods. 

There are a lot of small savings 
accounts, none of which by itself adds 
up to the price of a refrigerator. ‘There 
are other savings which are bigger, 
but which represent money put aside 
to invest in a home or a_ business 
when enough accumulates. Still other 
savings are put aside to pay maturing 
debts or taxes, to finance a vacation 
trip or to provide for their retire 
ment 

Ihe savings which might be spent 
on durable goods belong to families 
who are fairly well off—people who 
usually buy for cash and don’t worry 
much about credit terms. But these 
ire just the people who bought most 
heavily in 1950 and 1951. Most of 
them have recent model automobiles 
and electric appliances. Obviously, 
this group also bought a lot of other 
possible shortage items like worsted 
suits, nylon stockings and scotch 
whiskey. They don’t need replace 
ment yet. And new features in 1952 
models haven’t been exciting cnough 
to tempt them 


Pick-up in °52? 


There's a good chance for a pick 
up in spending for consumer dura 
over the next vear, if two things 
happen 
1) If wages continue to rise, and 
the cost of living levels off. That's 
been the trend so far in 1952. The 
average family is in a better financial 
position now than it was a few months 
igo. 


Continued on page 18 








DUTCH 
BRAND 
Electrical Tapes 


DUTCH BRAND Friction Tape—Jumbeo Package 


Contains ten No. 8 rolls each (% in. by 68 feet) 
in sealed tamper-proof container. 


The Latest Addition to 
The DUTCH BRAND Line 


*a D B ” 
Wire Connectors 
for convenience of customers 


To make the DUTCH BRAND Line a complete 

source for insulating materials .. . “DB” 

Wire Connectors have been added. They 

are available in four standard sizes to meet 
all needs . . 


. are weatherproof... 
they resist pull out and vibration. 
They are U. L. listed. Furnish your customers 
with all electrical insulating needs by han- 
dling the complete DUTCH BRAND Line. 
**DB” Stands for DUTCH BRAND 





For DISTRIBUTORS 


all three electrical tapes 


produce everyday repeat sales 


DUTCH BRAND Electrical Tapes are in steady demand 
... all three tapes provide the selection necessary 

to meet customer requirements — Rubber Insulating, 
Plastic and Friction Tape each with separate 

characteristics. Handling the full line makes more sales. 


Contains five roils of % in. by 


44 feet in a rewsable screw-top 
container. Also Shop Pack- 
age 5 rolls “tool kit size % in. 


by 20 feet and .010¢ Plastic 
Electrical Tape in 36 yd\solls, 
all widths, for heavy-duty 
industrial uses. 


DUTCH BRAND Rubber 
insulating Tape— 
Hippo Package 
Contains ten No. 8 rolls in a 
sealed tamper-proof container. 





VAN CLEEF BROS. [NC. 


of Rubber Products 


row of Johns -Manville 
7800 WOOOLAWN AVE © CHICAGO 19, ILLINOIS 
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ARMSTRONG TOOL HOLDERS 


ARE AN INDUSTRIAL DISTRIBUTOR’S 
SUCCESS STORY 


Few, if any, industrial products have ever at- 
tained the wide distribution of ARMSTRONG 
TOOL HOLDERS which are used by over 96% 
of the Machine Shops and Tool Rooms; are the 
standard tools the world over, wherever metal is 
machined. This tremendous selling accomplish- 
ment is a tribute to the capabilities of the na- 
tion’s Industrial Distributors and their salesmen, 
for ARMSTRONG TOOL HOLDERS have always 
been sold through Industrial Distributors. 


ARMSTRONG TOOL HOLDERS and TOOLS 
provide a continuous source of sales and profits 
to those distributors who go after this ever-pres- 
ent business—who capitalize on this universal 
preference of ARMSTRONG Quality and cata- 
log, stock and sell ARMSTRONG Lines “Across- 
the-Board.” 


ARMSTRONG BROS. TOOL CO. 


“THE TOOL HOLDER PEOPLE” 
5205 W. ARMSTRONG AVE. CHICAGO 30, ILL. 
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Three 


When a pilot bails out in the 
stratosphere he doesn’t count the™= 

usual 10 and pull the ripcord. If he 
did—at that altitude—the chances aq 

that he would receive too high a shé 
from the opening forces of the parach 

or that he'd freeze to death or run oueag 
of oxygen before he floated to the grout 


br 


The alternative is to plummet to a lower an® 
warmer level before releasing the cord. . 


Who'll pull the cord? U. S. Gauge will. We have 
designed and built the mechanical brain, a combinatiof~® 
of an altitude sensor and a timing mechanism that wi 
automatically release the ripcord at the right altitude. 


Se ae mine Relea RBI, 


es 


One can readily visualize the meticulous care and planning + 
that have gone into the improved development and eed 
manufacture of the Automatic Parachute Ripcord F 
Release. Not only must every part be manufacture 
to most exacting 
tolerances but each 
assembly must bea 
thoroughly season 
and tested. Extremé™ 
operating and 
climatic conditions 
have been simulated and every unit is 
subjected to true life tests before 
shipping. It is only with such care 
and planning that we can hope to 
bring safety to the stratosphere. 


: 
| 
| 
) 
t 
i 
: 


USG starts with an idea—your idea, 

for example. USG’s creative instrumentation 
plus manufacturing know-how and production 
capacity bring you in volume the finest instruments made 
in America. May we serve you? United States Gauge, 
Division of American Machine and Metals, Inc., 
Sellersville, Pa. 


t 


PRODUCTS OF UNITED STATES GAUGE... Absolute Pressure Gauges * Aircraft Instruments * Air Volume “ontrols * Altitude Gauges * Boiler Gauges 
* Chemical Gauges * Mercury, Gas, and Vapor Dial Thermometers * Glass Tube and Industrial Thermometers * Flow Meters * Inspectors’ Test Gauges * 
Precision Laboratory Test Gauges * Marine, Ship and Air-Brake Gauges * Voltmeters * Ammeters * Welding Gauges 
OTHER DIVISIONS OF AMERICAN MACHINE AND METALS, INC. AT SELLERSVILLE, PA.: GOTHAM INSTRUMENTS, AND AUTOBAR SYSTEMS 
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The Outlook For 
Consumer Expenditures 
WHEN YOU ARE READY FOR A (Starts on page 7 


But the improvement hasn't gone fat 


NEW CATALOG =e 
The Wage Stabilization Board's 


Ease decision in the steel case practically 
you are naturally thinking in terms of sales. assures another round of substantial 
You want a catalog that will do a full sales wage increases, even though most of 

them won't be as big as in steel. And 

| retail food prices aren't likely to rise 
that has character, quality, and individuality. much for the rest of 1952. So workers 
probably will increase their real in- 

come—an important difference from 


1951. 





job for you wherever you send it—a catalog 


i (2) If the makers of consumer dura 
WHEN YOU CONSULT WITH A #/ eens 
of hard selling. In that way, some 

of the gains in real income, and some 


CUNEO SPECIALIST ye ee a 


tempted in their direction 


your catalog planning is in the hands of one Phis isn’t so easy to do. Products 
; be have already been designed and priced 
who knows distributors’ specific catalog re- for 1952. And rising costs don’t leave 
quirements. Every step of the way, from initial manufacturers much elbow-room to 
get out cheaper models. For the next 
few months too, any 1952 merchan 
on years of similar helpful cooperation dise has to compete with left-over 
items from 1951, on which prices are 
be ng s] ishe d 


conference to successful completion, is based 


More Lines In °53 

la YOUR CATALOG KY But there’s every sign that manu 
facturers will come up with more at 

tractive product lines for 1953. And 

thev’ll rush to introduce them as early 


as possible—well ahead of the New 

Year in some cases. More materials 

j will be available. That means _ better 

design and more cfhcient production 

It also means the start of what will 

probably be the most ferocious com 
Pp Pp & p A 2 E D petition since prewar days 

Even though things are gloom 


P ° 2 < ‘ now, peopk who make and s¢ Nl con 
you'll find that it is outstanding in every re- sumer durables may be feeling cheerict 





spect—that the material is arranged so that by Christmas, 1952. Most forecasters 
expect a drop in the cost of living by 
then. And if some hard selling is don 
You get results that count heavily in the vital in the meantime, consumers ought to 
be spending more of their incomes on 
wutos and appliances. Retail business 
could turn very strong in the later 





your customers find your catalog easy to use. 


matter of better business. 


-> 


@ One of our catalog experts is ready . . . whenever months of 1952 
or wherever you are to discuss your needs. It’s important to remember, though, 
Write, wire, or phone DAly 5340, Catalog Depart- that over the long run the outlook 
for consumer expenditures depends on 
the general level of emplovment and 
incomes. And whether or not we can 

maintain high level employment 

through 1953 depends more and mor 

on the course of business expenditure 

for plant and equipment. So if vou'r 

watching the retail outlook. don’t for 

239 EAST CHICAGO STREET MILWAUKEE 1, WISCONSIN et to kee 


im eve on what’s happen 
ing in the capital goods industries 
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7 HARD ¢ LONG WEARING « FASTER CUTTING 


" Tangier Chi 


DO YOUR DRILLING TOO! 


We Have the Type of Drill 
You Need~ And the Engineer- 
ing experience to help you to 
use it properly Ask for Supple- 
ment No 4 on Carbide Drills 


DISTRIBUTORS ( M 
SUPER tools are advertised regularly in leading trade papers. There is a 


substantial user demand for them. Why not get your share of this business? 


QUALITY CARBIDE TOOLS peolos}Gmaes | t-7'0, ad 





21650 Hoover Rd... Detroit 13, Michigan ando Rd., Glendale 3, California 
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To Norton 
* distributors salesmen: 


Show customers how 
Norton New-Process Wheels 


bring HAW Giivlelan CY ooo 





to toolroom grinding 





MOST UNIFORM WHEELS EVER PRODUCED! within themselves and from wheel to wheel 
Manufactured under constant quality control, matched for inherent balance and grinding effi 
Norton New-Process Wheels are truly uniform ciency in the entire abrasive field. 
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Unlimited Selling Opportunities! 


Every one of your customers who uses cutting tools is a hot prospect for 


Norton New-Process Wheels — the outstanding timesavers 


money-savers on 


every tool grinding job. So be sure you talk up the whole New-Process story of 
better balance, stepped-up performance and less tool spoilage — because you 
have unequalled advantages to sell, and your market is as broad as industry 


itself! 


Remember—You're Selling: 





IMPROVED GRINDING OPERATION. You have a big talking 
point in the more uniform structure of New-Process Wheels, 
that assures even wear, fewer machine adjustments and longer 
wheel life. And customers can count on identically marked 
wheels for identical top performance. 


IMPROVED RESULTS. Show how New-Process Wheels grind to 
closer tolerances and smoother finishes . . . how vibration is 
reduced and chatter marks are eliminated . . . thanks to their 
built-in balance that lasts for the entire life of each wheel. 


IMPROVED TOOL MAINTENANCE. Explain how New-Process 
Wheels will take heavier cuts on expensive high-speed steel and 
cast alloy tools without drawing tempers or risking spoilage. 
And emphasize the fact that tools stay sharp longer — and 
last longer — for added savings in toolroom operating costs. 


More ALUNDUM* Types Now Available 


New-Process Wheels are now being made in sizes up to 14” 
diameter in the various types of ALUNDUM abrasive — 
Regular ALUNDUM, 19 ALUNDUM, the new, outstanding 
32 ALUNDUM, 38 ALUNDUM, 57 ALUNDUM — for best 
results in every toolroom application, from rough grinding to 
high precision work. And don’t forget that New-Process 
ALUNDUM Wheels are also ideal for many other industrial 
grinding jobs on hardened steel and other materials of high 
tensile strength. 


We're Advertising You to Your Customers 


Norton advertising, in industry’s leading trade magazines, is 
careful to channel business through the distributor. Realizing 
your key position in the sales picture we make a point of tell- 
ing your customers to go to you for the advice and expert 
service they need to boost their grinding efficiency and cut 
costs. Count on us — as we're counting on you — for con- 
tinued profit-building cooperation. 


*Trode-Mark Reg. U. S. Pat. Off. and Foreign Countries 


NORTON COMPANY, Worcester 6, Mass. 


Warehouses in 5 cities. Distributors in all principal cities. 
Export: Norton Behr-Manning Overseas Incorporated, Worcester 6, Mass. 


NORTON 


ABRASIVES 
Qlaking better products to make other products better 
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zoseus, wEW ee > 


When the #ATSOW-STLLMAN 
Story is Unfolded... 


...it may be in the form of 24 informa- 
tive pages on stainless steel and alloy 
fittings; or maybe it’s the big 44-page 
catalog on carbon steels... or hydraulic 
tools...or the sensational new feather- 
lite line. However it's told—in technical 
literature or through striking big ads- 
in-color to a half million industrial 






readers every month—it's always the 
WHY of W-S Double-Diamond Forged 
Steel Fittings, and the WHERE to get 
them: 

THROUGH LOCAL DISTRIBUTORS. 
Yes, wherever the Watson-Stillman 


Story is unfolded, you can be sure it’s 
YOUR STORY, too! 





Designers and Manufacturers of Forged Steel Fittings, 


Wire Rope Shears, Hand Pumps, Jacks, Pipe Benders and Hydraulic Equipment 
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All-out"support 


ereates more demand for 





for Stanley Distributors 


Whether building greater sales for Distributors, or building 
powerful, dependable tools for your customers, Stanley goes 
“All Out” to give you the kind of support you need... and 
deserve. It’s this cooperation, plus the Distributor’s best 
effort, that makes the Stanley “‘team” so successful. Take ad- 
vantage of this ‘“‘All Out” support . . . it makes your selling 
job easier, more profitable, more secure . . . stock up now. 
Stanley Electric Tools, 412 Myrtle Street, New Britain, Conn. 


1 Selective Distribution policy protects your sales efforts . . . is backed 
by the Stanley reputation for honest, fair dealing. 


2large Field Organization employed solely to help you service and sell. 


3A Complete Line of quality electric tools for industry .. . you can offer 
a dependable, cost-cutting electric tool for practically every purpose. . . 
an evergrowing line of new tools to meet changing conditions. 


Athe Largest Portable Tool Catalog in the field . . . an important sales 
“tool” made easy to use, easy to carry ... allows you to show the complete 
line from one handsome, compact volume. 


5Consistent National Advertising in Saturday Evening Post and all 
leading trade and business publications pre-sells prospects for you. 


GEffective Sales Aids .. . window and counter displays, bulletins, direct 
mail pieces, window streamers, newspaper mats, electros . . . all designed 
to promote more and bigger sales . . . all available to Stanley Distributors. 


7The Stanley Name is behind you 100% . . . needs no introduction... 
has consumer confidence and respect . . . known for outstanding quality 
for over a hundred years. 
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DRILLS 


(Ne. 161 Drill, \" capacity) Avail- 


able in 17 models with capacities 


SAWS 

(No. W65 Saw, 6” blade) Stanley 
Safety Saws available in four sizes: 
6", 7", 8", 9". Many exclusive 
features. 





ELECTRIC 
SCREW DRIVERS 


(No. O2M Electric Screw Driver) 
Speed production line output . . . 
adjustable clutch. 





PLANES 

(No. J5, 1 hp. ) — ge et 
encom a 

PORTABLE sizes, %, 4 and 1 17% 
GRINDER-SANDER 

(No. 92) Indispensable for grind- 
ing welds, removing tust, cleaning 
molds, etc. 3 models available. 





UNISHEARS 

(No. U218 cuts up to 18 ga. steel) 
Available in 9 sizes with metal cutting 
capacities from 18 to 6 gauge sheet steel. 


ROUTERS 

(No. R8A Router, '» h.p.) Powerful 
motor and sealed bearings. Portable 
models '», 1, 2 and 3 h.p. 











ELECTRIC HAMMERS 
(No. 310-A Electric Hammer, 1%" ca- 
pacity) Drills concrete, stone, brick; scales 
paint, rust. Operates on A.C. or D.C. 





GRINDERS 


(No. 257 with No. 600 Eyeshield) 
Available in 10 sizes, 4 portable, 6 
bench styles, Smooth, dependable 
operation, 
Reg. U.S. Pat. Off. 


HARDWARE © TOOLS ¢ ELECTRIC TOOLS ¢ STEEL STRAPPING © STEEL 
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Concord ‘20 
Steam Hose 





Illustration shows how special built-in lining of stain- 
less steel inner wire braid assures long life under the 
most severe operating conditions. 

Pat. applied for 





BWH Concord #20 Steam Hose 
has a protective built-in lining of 
stainless steel wire braid that guards 
against tube swelling ... assures de- 
pendable, long-lived service. 


This rugged, braided inner lining 
assures maximum steam flow... . per- 


mits easy recoupling in the field. 


Other Concord #20 construction 
features: two or three braids of al- 
ternate high tensile steel wire and 
rubber layers firmly bonded over 
outside of tube. These provide max- 
imum burst-protection and safety. 
An asbestos braid provides positive 
cover adhesion and acts as cover in- 
sulator. A durable, abrasion-resist- 
ant cover withstands severest abuse. 

If you're handling Concord #20 
Steam Hose now — more power to 


you. If not, put it to work for you. 





Another Quality Product of 


Boston Woven Hose & russer comPANY 


PLANT: CAMBRIDGE, MASS - P. O. BOX 1071, BOSTON 3, MASS., U.S.A. 
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WHERE EVERY non 


Records prove it—sell any one of these 

S-A cost-cutters and it will sell many more 
in the same area. Almost every industrial 
plant is a prospect for one or more of 

these S-A products. Your men can build good 


volume business on these items. 


Remember—no investment is required 


because you don’t have to carry any stock. 


Find out now how easily you can turn the 
S-A line into profiteble business. Write today 
for tull information, prices and discounts. 





S-A CAR PULLERS 

save manpower. One 

man can move and 

in Lest 3 “ spot up to six loaded 

“ me me | m cars. Every firm with 

S-A “TELLEVEL } J a switch track can use 

regulates bin levels one. Bulletin No. 1339. 
automatically, pre- 


vents overflow — 
controls material 
y level in bins, tanks 
ACO and storage silos. 
SPEED REDUCERS Bulletin No. 1048. 
adapt standard full 
speed motors to any 
speed required. Saves : S-A Hand and Motorized 
time, floor space, in- 3 WINCHES 
stallation costs and enable one man to lift 
maintenance. Bulle- —or move—heavy loads 
tin No. 643. —up to 6,000 pounds. 
Ask for Bulletin No. 340. 





S-A S-A 


BOX CAR “SWIVELOADERS” 
LOADERS } fill and trim dry bulk 
. materials — up to 2” 
speed up loading : size — into cars, bins 
= ae of ‘Soe and storage spaces at 
OSS, Sa lump low cost. Bulletin No. 
materials into box “é 1046. Can also be fit- 
> a - > ted to conveyors to 

‘ 3 

.: > . t extend storage range. 
Bulletin No. 948. Request Bulletin 650. 


MERCHANDISE DIVISION 


STEPHE . DAMSON 


MFG. CO. 
B RIDGEWAY AVENUE, AURORA, ILLINOIS or sss ANGELES, CALIFORNIA #& BELLEVILLE 


INDUSTRIAL DISTRIBUTION © JUNE, 1952 








, ONTARIO 


27 








You should expect the best value 
from G-E fluorescent lamps 





> 





WATER TOO PURE TO DRINK HELPS GIVE YOUR CUSTOMERS MORE LIGHT. It’s the water 
on the right you wouldn’t want to drink. It’s so pure it’s tasteless. You’d prefer the water on the left. Ordi- 
nary tap water, it’s safe enough for drinking. But not for G-E fluorescent lamps. A chemical reagent shows 
mineral impurities. If they got into the phosphor coating, they would cut light output. On the glass tube, 
they wou!d create a streaked look. So General Electric uses the specially ultra-deionized water shown at 
right in making our phosphors and to wash our lamp tubes. It’s twice as free of minerals as distilled water. 
A small precaution — perhaps. But it helps give your customers more light and better looking lamps. 
It’s another reason why you and your customers should expect the best value from G-E fluorescent lamps. 


You can put your confidence in 


GENERAL @@ ELECTRIC 
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For a better understanding of 
distributors’ problems... 


OIC has named to its 
Board of Directors 


MR. HESKET H. KUHN, 
PRESIDENT OF THE 
HARDWARE & SUPPLY CO., 
AKRON, OHIO 


a 
YOU HAVE KNOWN ‘‘Hess’’ Kuhn as an 
earnest worker in the National Industrial 
Distributors Association in various Capacities, 
including the presidency for three years. 
OIC has known him, too, for many years, as 
a good neighbor in nearby Akron and as the 
head of a loyal, hard selling organization. 
Long ago, OIC established a policy of giv- 
ing all possible help to distributors’ organiza- 
tions. Realizing how much valve selling know- 
how Mr. Kuhn could contribute, OIC invited 
him to join our Board. Now he is available 
to counsel with us on the expansion and im- 
provement of this distributor program. 
So OIC takes another important step forward. 
THE OHIO INJECTOR COMPANY f 


WADSWORTH, OHIO : 
HESKET H. KUHN 


THE LONG LINE OF VALVES 


eile 


FOUNDED 188 


VALVES 


FORGED AND CAST STEEL * IRON * BRONZE 
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Only WILLIAMS IMPACT 


© Distributors of Williams products know the potent selling value of a known name backed 
P P 

by over 70 years of product performance and business integrity. That’s why it is good business 

to feature Impact “Supersockets”" on every call where you can also sell: 


e Williams Open End, Box, Adjustable e Impact Sockets 7 Flange Jacks 


nd Ratchet Wrenches e Tool Holders e Pliers 
@ Detachable Sockets and Sets 


e Chain Pipe Tongs and Vises : 
( @ Hoist 
@ Soft Faced “Nuplaflex” Tipped .7 lamps Hoist Hooks 


Hammers e Pudches ind Chisels e Eye Boles 
e Crank and Balance Handles e Thumb Screws and Nuts @ Rod Ends 


e Lathe Dogs @ Screwdrivers 
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"Supersockets” offer Distributors 
ALL 9 ADVANTAGES! 





In handling any line, you want fast turnover, dependable performance and 
a good profit margin. In addition, Williams alone gives you 9 extra 
advantages when you feature Impact “Supersockets”” 


1 2 3 


ad os} 


A complete line Pp to Built in durability of specially Advertising Support . . . that 
all socket locking methods . . . heat-treated, extra-tough works for you by preselling the 
accurate fit assures top safe alloy steel .. . gives you a sales benefits of Williams Impact 
performance on power wrenches point proved by performance in “Supersockets”® opens the door 





of the impact and nut running withstanding shock and pound- to new accounts ... saves valuable 
types...7 square drive sizes — ing—far beyond ordinary power “missionary” time 
over 300 sockets and accessories. sockets 





4 5 6 


A “natural” for distributors... Extra “companion” sales of An expanding market means 
large and small users look to power equipment .. . a natural additional sales ...as Williams 
Williams distributors as their profit-maker when you sell technical researchers continue to 


ae Recta aE NN IN a I ar Rp ERE 


source for Impact “Supersockets.” advantages of impact method. engineer new applications. 





7 8 9 


Technical Assistance . . . by our Repeat orders pyramid profits Scientifically designed pack- 
trained field staff, supported by .. of expendable Impact “Super- aging... cuts down on detail 
performance - proved methods, sockets” established users time enables you to give 
helps you expand your market are a steady income source. better service at less cost to you. 
and profit possibilities. 





Let us send you 


our latest catalog 
A100...ask us for 
complete details 
when you write — 


J. H. WILLIAMS & CO., 400 Vulcan St., Buffalo 7, N. Y. 
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A Big Safety Story! 


= *4,, |... DUilding demand for 
ats the capacity ree CROSBY 


af this block? 


Ong RANI. aaa aR 


WIRE ROPE BLOCKS! 


We had to “shrink” this advertisement to 
show it to you. 

Actually, it’s a 24 page ad which meas- 
ures approximately 41/)” by 10” in the con- 
struction and industrial magazines in which 
it appears. 

But it’s a bigger ad than it looks in other 
ways, too. 

It's big enough so that with other ads in 
this series, it has made American CROSBY 
Blocks the fastest growing line in the mill 

An Page droppin ° te CROSBY bap ednny supply business! It’s big enough to have 
nt such coe sale work . ks are built with the made CROSBY Blocks (which can be 
é wees crane blocks. Indiv ordered with CROSBY Clips) a demand 
aa TCAN item! It's big enough so that engineers, 


be as ex yensive 45 ut dangerous For | 
P 9 


exam 


found in gient A 
Jelivered in « jean, 

ly houses every 
ws C he famous wit 


tect opera 
<a and made by the makers 


< 


teners 5 
sl ~sineneer safety men, and buyers are overwhelmingly 
of genuine Cro ANY, St. Paul 1, Minneso 


HOIST & DERR specifying ‘“Load-Rated” blocks, packed 
in neat, individual cartons. 

We'll prepay freight on shipments of 100 
lbs. and up, and you'll find each carton 
numbered for simpler stock-keeping. For 
full details of our distributors’ plan, write. . . 


2309 


aca * 
" merican Fioist 


This advertisement appears & Derrick Company 


in leading national magazines ST. PAUL 1, MINNESOTA 
reaching construction and 


industrial markets. 
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Gets You More / : 
Big Volume Cutting Tool Orders 


Besly can serve any order—Large or small, That’s why you're ahead when you stock and 
standard or special—but concentrates on sell the Besly cutting tool line—with the sales 
helping distributors sell those 25% of the help aimed at getting you the lower sales costs 


cutting tool users who buy 75% of all taps, and higher profits of more big unit sales. 
drills and reamers for mass production. 


ALITY TAPS 


BESLY Taps, Drills and Reamers are consistently 
“The World’s Most Accurate’—made to surpass 
the exacting standards of the biggest users. 


eR Y 


BESLY is realistic about the service that big-volume 

4 users require—and gives “what it takes” in prefer- 

= ential treatment to hold them. This applies to order 

Ss handling and delivery of “specials” as well as 
“standard” tools. 





Mi ‘ ‘ae , 
2 4 : : CO. 


_ : — - ths of bd ond et’ recy, 
BESLY Field Engineers are not only factory-trained ~*~ movranain,?! of 
in the design and manufacture of Cutting Tools, 

they are also long-experienced in applications and 

methods—with particular emphasis on the mass- 

production operations of big-volume tool users. 

They help to sell by practical demonstration of bow 

and where Besly Taps, Drills and Reamers cut costs 

and improve production. 


Slim; 
n 
Pitch diet* 


ESLY-WELLES( BEsly ] 


CORPORATION 
Established as Charles H. Besly and Company in 1875 
106 Decrborn Ave., BELOIT, WISCONSIN 


~~. a 


INDUSTRIAL DISTRIBUTION © JUNE, 1952 





with this 
complete line of 


JOHNSON 
SLEEVE BEARINGS 
EM ELECTRIC 


MOTOR BEARINGS TOP AND THINK of the tre- 
Over 300 items fz; all mendous advantage you have 
mohes of motors. when you sell Johnson Sleeve Bearings 
and Bearing Metals. Practically every 
customer's needs can be filled from stock. 
You can check over his requirements when 
you call and this should result in increased 
sales volume. It saves him time and money 
—it makes money for you. Remember. 
too, there is a Johnson Warehouse near 
JOHNSON CAST you to supplement your stock and assist 
BRONZE GP SLEEVE on deliveries. 


__ BEARINGS JOHNSON BRONZE COMPANY 
ae 535 South Mill Street « New Castle, Pa. 


JOHNSO EARINGS 
Sleeve: 


Supe Sleeve Bearing Head- 


BABBITT METAL % quarters since 1901 
Tin base and leod \° ee 


base alloys. 








JOHNSON CAST 
BRONZE GRAPHITED 
SLEEVE BEARINGS 
Only Johnson Distributors are able 
to furnish Graphited Bearings 
from stock. ~ JOHNSON UNIVERSAL BRONZE 
Cored and solid—over 400 sizes. 


JOHNSON Ledaloyl Write for informe. 
on on r 
BEARINGS AND PARTS % —tiet ont woe 
Straight, flanged and self-aligning, self- your firm name— 
lubricating bearings avoilable in stock catalogs 
sizes. . 
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Score Another “Assist” 
for the G.T.M.— 


You can have 


his help 
with the hard ones! 


LARGE Aeronautical Research Center oper- 
A ates 3 vacuum pump units—each with a 
250 HP motor driving 2 pumps at 440 RPM. 
They called in a Goodyear Distributor to rec- 
ommend V-belts for this severe drive with its 
high load requirements. 


This distributor called in the G.T.M.— 
Goodyear Technical Man—for help in belting 
this high HP drive—just as you can call on the 
G.T.M. for help on your tough problems. With 
the technical assistance of the G.T.M., this 
distributor was able to belt the drive—supply- 


ene 


BLUEPRINT FOR PROFIT 


cele ha 7¥') INDUSTRIAL 
RUBBER PRODUCTS 


1. Reputation of “Th 
Rubbe, ; 
2. Proved 


Greate 
eatest Name 


age Quality thor brings repeat sol 
- Aggressive : is 
- National advertisin th 
comets a 9 that boosts 
4. Liberal 
franchise that helps <¢ 
©PPortunities ee 


5. Technical sales help of 
of the 
Goodyear, Technic rhs 
P co cal Man 
. Ho 
rd-hitting business 


oer c 7 
campaign getting direct mail 


i Com ete line of t 
-ompl line o Sistributor le 
Or sales 


literature 


8. Subs bo lalite! rofit mara r nN each ale 
t tial Pp g Cc U 

cn s« 
9. Leadersh P In new Product 


ion i develo 
Pioneered by Goodyear Re pment 


search labo 


ing sheaves and matched sets of Goodyear 
Hy-T Belts. Results: one brief shut-down for 
take-up after 10 hours’ operation—and no fur- 
ther interruptions of service since! Another 
satisfied customer! 

The help of the G.T. M. is but one of the many 
reasons why the Goodyear franchise has been 
—year after year—one of the top money- 
makers in the Industrial Supply field—always 
at work to build your profits. 


GOOD, YEAR 


THE GREATEST NAME IN RUBBER 


Hy-T—T. M. The Goodyear Tire & Rubber Company, Akron, Obio 
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EXTENSION PIECE is similar 
to a coupling except that it 
has a male thread at one end, 
female thread on the other. 
As the name implies, it is used 
to make short extensions of 
the line. 





ELBOW is used to change di- 
rection of a pipe line in any 
of several standard and spe- 
cial angles. Standard angles 
for iron and bronze are 45° 
and 90° ... for drainage ells 
1114%4°, 2214°, 45°, 60°, 90°. 


STREET ELBOW has a male 
thread on one end and a fe- 
male thread on the other. It is 
also called a Service Elbow. 
Straight and reducing sizes. 
STREET TEES, one end male 
threaded, also available. 








“Y"’ BRANCH is similar to a 
Tee, but has side outlet set at 
angle of 45° to the run in- 
stead of 90°. It is ideal for 
steam return and blow-off 
lines as it offers less resistance 
to the flow. 





RETURN BEND is a U-shaped 
fitting with female thread at 
both ends. More economical 
to use than two 90° elbows, 
and eliminates unnecessary 
joints. Available in open, 
medium and closed patterns. 








SCREWED UNION connects 
straight lengths of pipe. Elim- 
inates complications of right 
and left threaded couplings 
. «+ permits easy removal at 
any time. Ground joint, gas- 
ket and special types of unions 
are available. 





FLANGE UNION connects 
straight lengths of pipe. Gen- 
erally used on pipe sizes 21/2” 
and over. Gasket type is usu- 
ally satisfactory, as wide area 
of gasket contact helps keep 
joint tight under minor mis- 
alignment. 





COMPANION FLANGE con- 
nects a flanged valve or fitting 
to threaded pipe . . . or two 
pieces of threaded pipe to- 
gether. Reducing flanges 
available. BLIND FLANGE is 
solid disc to close flanged fit- 
tings or flanged pipe lines. 








with this quick refresher course 


TEE is a 3-way fitting used for 
making a branch at 90° to the 
main pipe. When ordering 
reducing sizes always specify 
in this order: (1) largest size 
on run; (2) opposite size; 
(3) size of outlet. 


CROSS is a 4-way fitting, simi- 
lar to a Tee with a back-outlet 
opposite the branch outlet. 
Used to join two branches to 
main line. Not always recom- 
mended because of inherently 
weak design. 


——— 
COUPLING joins together 
lengths of straight pipe. They 
are threaded right hand, or 
right and left. Right and left 
couplings have raised bars be- 
tween bands to indicate this 
particular threading. 


CAP is used to close an open 
end of pipe having male 
threading. A PLUG is used in 
female threaded connections. 
KENNEDY offers a complete 
line of plugs and caps in Cast 
Iron, Malleable and Bronze. 


=i 


REDUCER continues the flow in 
a straight line, but joins two 
pipes of different diameter. 
Standard reducers have the 
smaller tapping in the center. 
When tapping is off center, 
it is called “eccentric.” 


BUSHING is a hollow plug 
with male and female threads. 
Connects male end of pipe to 
fitting of larger size. FACE 
BUSHING, for close work, has 
faced end at female thread 
instead of hexagon nut. 





—) for sturdy reliability 
— low original cost 
—) low operating cost 


LINE-0-POWER ORIVES 


Here is one of a number of compact Foote Bros. 
Line-O-Power Drives installed in the Ford 
Motor Company Dearborn Specialty Foundry 
Rouge Plant. These drives are transmitting 
power to the bucket conveyors that raise sand 
to the hoppers. 


Heavy loads, continuous service, dust condi- 


tions, all try the stamina of enclosed gear drives 
in applications such as this. Line-O-Power 
Drives have proved their ability to stand up, 


even under such tough conditions, and to assure 
long, trouble-free service. 


FOOTE BROS. LINE-O-POWER DRIVES 
OFFER THESE FEATURES 


Duti-Rated, high hardness gearing 
Rugged cast iron housings 
Modern streamlined design 
Simplified construction 

Direct splash lubrication 
Efficiencies of 96% or higher 
Capacities from 1 to 175 h.p. 
Double or triple reductions 

Ratios 5 to 1 up to 238 to 1 


FOOTE 
BACKSTOP 


One of the many Foote Bros. Line-O-Power 

Drives installed in The Ford Motor Company 

Dearborn Specialty Foundry Rouge Plant, 
When one direction of rotation is : Detro#. 


desired and reverse direction would 
cause damage or danger, Line-O- 
Power Drives may be equipped with 
the Foote Backstop. Simple in design, 
tugged in construction, this unit will 
give years of service with minimum 
maintenance 


Foote Bros. Gear and Machine Corporation 
ms Dept. ID, 4545 South Western Boulevard 
Chicago 9, Illinois 
Please send me a copy of Bulletin LPB on Foote Bros. 


Line-O-Power Drives. 








Cellee Fewer 7 an eooin Thwugh Caller Saar 
Name 


Company 
ce. Position 
; Company Address 


City Zone State 
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“Quit shovin’... 


theres enough 
Thor drills for 
everybody- 


» 


[ Too. cris |. 


i> 
<| 
2 <li 








~ 


ae 


The best portable electric drill? Ask the 
operators — they prefer Thor “Silver 
Lines"... for power... compact size... 
light weight . . . longer service. See 
Thor's full range — 50 models from %” 
to 1%” — write for free catalog. 


Independent Pneumatic Tool Co., 
Aurora, Ill. 


DRILLS @ IMPACT WRENCHES e@ SCREWDRIVERS e@ TAPPERS 
NUT SETTERS @ GRINDERS e@ SANDERS e@ BENCH GRINDERS 
POLISHERS @e SAWS e HAMMERS e NIBBLERS 
BALANCERS e@ BELT SANDERS e VALVE SHOPS e ACCESSORIES — 


your 


euvir 


‘DISTRIBUTOR’ 
FACTORY SERVICE BRANCHES IN 20 PRINCIPAL CITIES 
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Some people still think of files as a staple that doesn’t change. Here are a few 
“introductions” toward correcting such impressions. They provide the dis- 
tributor salesman with an approach that can make files a top item of interest. 
They picture some of the Nicholson Special Purpose files to show that 
file engineering has moved right along with the specialization that dominates 
modern industrial production. These files are not superficial novelties but 
are specially designed and thoroughly proved tools for specific jobs and 
metals on which “‘regular”’ files are no match for speed and efficiency. 
Carrying a ‘‘calling card’’ sample of one of these production-cost savers 
is a bit of good field strategy. It’s an excellent ‘“‘opening wedge”’ for present- 
ing the complete, fascinating stories behind the Special Purpose files described 
in the technical pamphlet shown here. How many copies of ‘‘10 SPECIAL 
FILE TYPES” do you need for salesmen’s kits and office use? 
det} 


og © 
i s.a.* 


pega, 
NICHOLSON FILE COMPANY * 42 Acorn St., Providence 1, R. I. > 


(In Canada, Port Hope, Ont.) 
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FILE TYPES 
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5% of Our Business comes thru 





% 











ps MANY important consuming centers, 90 to 100% of our 
business is done through industrial supply distributors. In 
Detroit, and a few other areas, the percentage of distributor 
volume is lower due to certain large consumers insisting on 
dealing directly with the drill manufacturers. 












a 
REPUBLIC jg 
} 
| 


On an overall country-wide basis, 81% of our civilian bus- 
iness is being done through industrial supply distributors. 


Every month we are adding new industrial distributors 
because they find that Republic drills lick one tough job after 
another and because they like our distributor policy. 





sales office. There are several very desirable territories still 
open and your territory may be one of these. 


OUR DISTRIBUTOR POLICY 


1 We advise our Authorized Distributors of all inquiries 
and orders received directly from consumers in their 
territories and suggest to such prospects and customers that 
they order our products through our local Authorized Dis- 
tributor. 


2 We do not sell directly to consumers except in those 
few cases where the consumer insists upon buying 
. directly from tool manufacturers. In all such instances, we 
DLL~ ORG) J co-operate with our local Authorized Distributor in his 
: effort to obtain such business. 

3 We do not authorize more than one Republic Dis- 
| tributor in any given market unless more than one 
Distributor is required to adequately serve the consumers 
in the area. Furthermore, we will not add a new Republic 
Distributor without consulting with the established Author- 

ized Distributor in the area. 


f 
/ 
/ 





rect ree 


FACTORIES AND OFFICES AT: 
CHICAGO — 322 South Green Street 
NEW YORK — 96 Lafayette Street 
LOS ANGELES — 1320 Santa Fe Avenue 
STOCKROOMS AND ENGINEERING OFFICES AT. 
=. = 6=sCéDEETROINT — 2832 East Grand Bivd. 5 : + a 
Ss CLEVELAND — 4416 Euclid Avenue . ae 


- oa i 


REPUBLIC DRILL AND TOOL COMPANY 
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BULLETINS AND LITERATURE 


LENOX HOLE SAWS 
FROM OUR LARGE 


H 


ll 
~ YACK SAM BLADES. 





ARBOR SCREWS INTO 
BODY OF SAW, SECURED 
BY TWO DRIVE PINS 





» 





TOUGH ALLOY 
STEEL BACK 


ELECTRIC WELDED 
HIGH SPEED 
STEEL EDGE 











SHATTERPROOF 


R LENOX HOLE SAW 


TODAY! 


SARS 
ARR 


Shedd 


IATE DELIVERY OF 


RAD RSRRS 
diab 


MRIS 


SS SS 
RAT DMB MAA MM MWBBWVWRB 


ae 


STOCK 


6 
O Le ait 
SAMAVPMVAVAA POO 
GROUND FLAT STOCK - HOLE SAWS 
6 a tt a hh te Fh Fe ha ff a a I he 
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...and now 
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\ \ \ 
THEY COMA ETT DIRSld (ame Teas 


These UNBRAKOscrewsarestrong, 
accurate and uniform. They are 
designed for applications where 
countersinking is not practicable. 
They feature: 

Head and threads concentric with 

the body 

Threads to head 


Low head height that streamlines 
design 


Nonslip drive that speeds 
assembly 


Nonburr socket that eliminates 
injuries from sharp splinters 


Class 3 fit—an UNBRAKO standard 


Stocks at your UNBRAKO industrial 
distributor 


Standard sizes—#8 through %"’ 
diameter 


Write for literature. STANDARD PRESSED 
STEEL CO., Jenkintown 13, Pennsylvania. 


UNBRAK SOCKET SCREW DIVISION 


JENKINTOWN PENNSYLVANIA 


INDUSTRIAL DISTRIBUTION © JUNE, 1952 








-»-and cash in on 
added lamp volume 
and profit 


Champion Lamp’s Engineered Maintenance 
Plan is the hottest thing in the lamp business 
today. 

It's being intensively advertised in these 
leading magazines. 


MILL & FACTORY 


ACTORY MANAGEMENT & MAINTENANCE 





MODERN INDUSTRY 
PURCHASING 


ELECTRICAL EQUIPMENT 


Place Sin 
ELECTRICAL SOUTH + 10 replace uP for 
MAIL THIS bg 


INDUSTRIAL EQUIPMENT NEWS COUPON 


NEW EQUIPMENT DIGEST 





Industrial lamp users in your territory are showing extraordinary 
ees ’ ; GET THE CLEAN Cur, 
interest in this Champion Plan. They’re telling us it’s the clearest, SURE FIRE SALES STORY 


most helpful contribution to lighting efficiency and economy that ON THIS REMARKABLE 
; ue : ae " y BUSINESS BUILDING OP- 
they’ve seen. They're eager to put it into effect with CHAMPION PORTUNITY, NOW WHILE 


iT’S HOT! 











Write, phone or wire Champion Lamp Works, Lynn, Massachusetts 


CHAMPION LAMP WORKS 


Lynn, Massachusetts 
A DIVISION OF CONSOLIDATED ELECTRIC LAMP CO 
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two big 


EXTRAS 
you get in ; 


EXTRA SAFETY 


You can depend on Coffing Hoists to fully protect men 
and equipment. Each is guaranteed to work at full- 
rated capacity — with an extra margin of safety. 
Load can’t slip or drop. All load-holding parts are 
factory-tested at 100 percent overload. Specially 
designed hooks are heat-treated alloy steel — 

will not break or straighten out. 


LOW-COST MAINTENANCE 


Heavy-duty construction throughout keeps Coffing 
Hoists on the job — assures longer life, less maintenance 
Gears are drop-forged alloy steel, hard-faced for 

extra wear, soft-cored for added strength Moving parts 
run in oil bath and on heavy sealed ball bearings, 
These and. many other construction extras are your 
assurance that Coffing Hoists will keep working even in 
hardest continual production line use. 


z= . 
. 
" 


Coffing Quik-Lift » 
Electric Hoists “ For more information on 
Seventeen models — 


capacities trom 500 Quik-Lifts, Safety-Pulls and 
F other Coffing products listed 
below, write Dept A-6. 














Coffing Safety-Pull 
Ratchet Lever Hoists 

Ten models — capacities 
from 1,500 Ib. to 15 tons. 














Hoist-Alls * Mighty-Midget Pullers * 
Spur-Gear Hoists * Differential Chain 
Hoists * Load Binders ¢ |-Beam Trolleys 


COFFING HOIST COMPANY 


Danville, Illinois 
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NU-HEX COMPRESSION 
STOPS, STOP & DRAINS 


hi 


Hays quality products . . . designed for depend- 

LAWN FAUCETS able operation and a lifetime of satisfactory 

(Sill Cocks) service . . . over 80 years’ manufacturing ex- 

Wheel Handle or perience . . . extra grade bronze . . . precision 
Loose Key 


machined . . . individually tested. 


A complete line of brass and iron products 
for water, gas, steam, plumbing and indus- 
try is available at a single source—HAYS. 


SEDIMENT FAUCETS 


(Boiler Drains) 
Male |.P. or Female |.P. 


eDUsTRrar 
paooucrs 


HAYS MANUFACTURING COMPANY 


12TH & LIBERTY STREETS, ERIE, PENNA., U.S. A. 
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Original troughing idler with Converted troughing idler with 
plain bearing and grease cup. Fafnir Sealed Ball Bearing Unit 


Distributor- 
Customer 
Teamwork 


Le 
a feature of 
FAFNIR ADVERTISING 
in Factory”, "Mill & Factory" 
and ‘Purchasing’ Magazines. 


HERE'S HOW General Mills in Duluth, Minnesota realized 
important advantages from a simple bearing conversion 
on a grain conveyor. 


THREE YEARS AGO, the grain conveyor was in need of a 
complete overhaul. Its old-fashioned babbit bearings, and 
11g” shafts on which they were installed, were badly worn 


\for the most part. Before making replacements, however, 


a.Fafnir Industrial Distributor was consulted. As a result, 
only 200 troughing idler bearings were replaced . . . and 
these with Fafnir Countershaft Boxes. The boxes were 
mounted on the old shafts reground to accommodate a box 
of standard shaft dimensions. 


RESULTS! In addition to the substantial saving gained by 
the utilization of existing shafts, the following advantages 
after three years of operation were reported: (1) 20% 
power saving; (2) maintenance nil; (3) once-a-year lubri- 
cation instead of once-a-day; (4) not one Fafnir Unit has 
required replacement; (5) conveyor service life greatly 
extended. 


YOUR OPPORTUNITY to get similar results may come 
through the use of Fafnir Ball Bearing Power Transmis- 
sion Units too. Check with your Fafnir Distributor. The 
Fafnir Bearing Company, New Britain, Conn. 
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tt Helps You Sell B&D Tools! One of your 
strongest competitive selling arguments is the 
excellence of our Factory Service Branch Pro- 
gram. It puts modern factory-operated service 
branches (with ample off-street parking), fac- 
tory -trained mechanics, genuine replacement 
parts and special electric tool servicing ma- 
chinery within 24 hours of any customer! It 
helps the customer get maximum productive 
life out of his B&D Tools! 











it's Convenient For You! Under the Black 
& Decker Factory Service Branch Program, 
you don’t have to stock a lot of replacement 
parts or send a tool to some distant factory. 
You don’t have the headache of deciding 
whether the guarantee should or should not be 
invoked. Our far-flung service operations re- 
lease you for your main job... selling new 
tools. Yet, you still make a good profit on the 
service business you place with us. 





We're pushing Black & Decker SERVICE 
in the June 14th issue of THE POST! 


This eye-catching, two-color, half- pairs . . 





. back up your use of 


Black & Decker Service 
is within 24 hours of you! 








— 


page advertisement in The Saturday 
Evening Post will reach many of 
your best customers and prospects 
. . +. point out the common-sense 
need for electri¢ tool service . . . ex- 
plain why it pays to bring Black & 
Decker products “home” for re- 


6 Cecume GecTes Toms 


ee ® 


“WHERE TO GET SERVICE” 
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B&D’s service facilities as a com- 
petitive selling point! 


It’s a high point in our continuing 
promotion of these company-owned, 
company-operated service stations 

. through ads in the “yellow” 
classified sections of all major tele- 
phone directories, featuring the local 
B&D service station . . . through 
constant service reminders in mil- 
lions of Black & Decker ads in The 
Saturday Evening Post and leading 
trade magazines! 








SCREW CONVEYORS 
ORI WORTH uv AccESsoRIES 
DELIVERY FROM STOCK 


On Most Standard Conveyors and Accessories 


The standard accessories shown below are a few of the many carried 
in stock for replacement purposes or for new installations. We will be 


pleased to furnish your requirements. 








VERTICAL 


OR HORIZONTAL 





HELICOID CONVEYOR flighting is cold-rolled for 
harder wearing surface. THE MOST 

BUTTWELD SECTIONAL conveyor is furnished in COMPACT CONVEYOR 
sizes too heavy for cold-rolling process. FOR BULK MATERIALS 


FORT WORTH screw conveyor and 
vertical screw elevators provide the 
Boxend are steel plate type most compact means of conveying or 
which are unbreakable and elevating bulk materials, such as 





DB (detachable bearing 


have interchangeable bab grains, or other free flowing products 
bitt or ball bearings Space occupied is less than half that 
of most other types of conveyors 
Vertical screw elevators are used to 
lift materials up to seventy feet, de 
pending on the nature of the prod 
uct. Initial installation cost is low. A 
ROLLER BEARING THRUST END for minimum amount of upkeep is re 
heavy duty installations. Plain and quired 
Ball Thrust units for light and med 


um loads 


‘Semi meme 


am 


BALL BEARING = 
HANGERS tt 
remelte ne leletean “RB [roller bearing) Counter- 


pe shaft end with tapered roller 
STEEL FRAME HANGERS bearings and cut-tooth gears 
sate aallitie’ teak: eed’ aur Gis The finest available. Standard 
: ha ‘ babbitt bearing 
types also avail 
able 


b+ 


bitt bearings offer least re 


Wis 
— 


sistance to flow of material 


STEEL TROUGH has bolt- 
ed flanges and detachable 
feet for ease of alignment 


during installation 


OTHER 


ie) 18 o)-1I 


PReOoOododucrTs 


Roller chain Sprockets 
V-BELT SHEAVES 
\ A [ey TH STEEL AND MULTIPLE V-BELTS 
OR K MACHINERY CO INDUSTRIAL FANS 
POWER SHOVELS 
Dept. 16, 3600 McCart, Ft. Worth, Tex. 
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Card covers you: 


You know these magazines. They’re five of the best read, 
most powerful selling-agents in industry. 

Together, this year, they’re carrying 830,572 Card ad- 
vertising messages to every metal-working trade. They're 
reaching plenty of cutting tool users right in your area — 
selling Card — and telling every reader that the man to see is 
his local Card Distributor. 

Card backs up this nation-wide advertising with a full line 
of merchandising aids, prompt deliveries from seven ware- 
houses across the country — and with factory-trained repre- 
sentatives who are always ready to help your customers and 
you in any cutting-tool problem. 

For over fifty years the advantages of Card’s liberal, 
forward-looking sales policy have been bringing steady 


selling-field with 


.LER 


profits to Distributors. Your Card representative will gladly 
give you the details. S. W. CARD MANUFACTURING 
COMPANY, Mansfield, Massachusetts. DIVISION OF 
UNION TWIST DRILL CO. 


Also makers of DIES + SCREW PLATES «+ DIE STOCKS 
TAP WRENCHES 
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Count up the Profit Advantages in 





powerful profit 


advantages 


Only Cc 


| Represent the world’s 
best known brand name 
in abrasives. Customer 
acceptance for the brand 
name CARBORUNDUM Is SO 
widespread that it amounts 
almost to demand 


"Carborundum” is a registered trademork of 
The Carborundum Company, Niagara Falls, N.Y 


54 


2 Get practical answers 
to every technical question. 
Continuous counsel from an 
engineering staff with the 
world’s widest experience. 
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3 Save time and money. 
Simplified stock control and 
reduced paper work are 
natural results of doing busi- 
ness with a single source of 
supply on a// abrasive line: 


ARBO 


TRA ODE 








the CARBORUNDUM Franchise... 


Eagerly looked for in the CARBORUNDUM distributor's morning mail are the 
TECHNIGRAMS, those sales engineering news flashes which go to all distributors 
from Niagara Falls. This stream of development news in fact 
originates from our distributors and our sales staff; 
headquarters serves as the clearing house—and so a new 
cost-cutting wrinkle developed in a Seattle machine 

shop can be reported to operators in Boston, Houston 

or Los Angeles. Equally important—the newest developments 
from the CARBORUNDUM laboratories also go out 

to industry on this powerful communications network. 





4 develop keener, more 
valuable salesmen. Inten- 
sive sales-training courses 
at the CARBORUNDUM plant 
—plus a year-round flow 
of application information. 


5 Be well received by every 
prospect. CARBORUNDUM's 
pin-pointed sales promotion 
and saturation advertising 


reach every key buying factor. 


6 Enjoy complete -line 
selling. Not two or three 
abrasive product lines from 
two or three different 
sources, but a// lines from 
one source 





7 Attract other top-quali 
lines. CARBORUNDUM is a 
honored name among al 
manufacturers who sell ¢ 
industry through distributors, 


MAR X 


DISTRIBUTORS 
supply ALL abrasive products under ONE brand name 
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FEDERATED 


Helps You Sell... 


Y... customers know Federated Acid Core and Wire Solders . . . your 
customers demand these faster-working solders time and again because 
they know from national reputation and national advertising that 
Federated produces only the finest quality products. 

Federated helps you sell these profitable solders with a year ‘round, 
hard-hitting advertising program that reaches your prospects in fields 
of immediate interest to them. In addition, Federated distributes sales 
aids for your own use... such as advertising reprints, booklets, brochures, 
catalogs and other merchandising material. With Federated’s advertising 
and Federated’s reputation, you get repeat sales ... volume sales! 

For display purposes, Acid Core Solder is packed in a bright blue and 
white package; Solid Wire in neat black and grey. Available in all com- 


mercial sizes and compositions. Listed by Underwriters’ Laboratories Inc. 


dened, 
Sedewdal Wilats Diwiion 
AMERICAN SMELTING AND REFINING COMPANY « 120 BROADWAY, NEW YORK 5, N.Y. 
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O-B has always backed the distributor — 
by channeling orders thru him — helping 
to land the tough ones — and most 
important, never competing with him. 


For over sixty years, we have kept faith 





with this policy—convinced that it is the 
fairest, most efficient, most profitable way 
for a manufacturer and distributor 


to do business. 


42086 


BRONZE GLOBES - =A ANGLES = CHECKS - FOR INDUSTRIAL SERVICE 
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Make Blackhawk Your 


HYDRAULIC TOOLS 


INDUSTRY'S MOST VERSATILE HYDRAULIC TOOL! 
With its all-directional hydraulic power 


UTILIZE THE MAGIC of Blackhawk gauge-equipped 
hydraulic jacks—to measure or test a load, check 
separate pump and ram connected by a flexible the weight of cumbersome members, draw cables 
hose its wide variety of attachments—'Porto. 


to specified tension. Here a gauge-equipped 
Power’ will lift, pull, press, clamp, bend or push. jack fits into a specialized shop-built press. 


its 





Headquarters for the world’s most complete line 
‘ ° ° 
of hydraulic equipment 
Whether your customers need 2 tons or 50 tons of versatile 
Porto-Power”’ — or hydraulic jacks up to 100 tons — you can 
sell the right hydraulic tool for the job from the complete Black- 


hawk line. And because Blackhawk combines mass manufacture 
bo. with precision quality, it costs less to own the best. 
Hydraulic jacks he 


“2 BLACK 


Power-driven Hydraulic pipe 
“Porto-Power” hydraulic pumps benders and knockout punches €<“<@&\\ 


_ te jacks 
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No. 1 Source for 


and HAND TOOLS! 





COMPARE ALL WRENCHES — you'll sell Black- 
hawk. Complete line of interchangeable socket 
wrenches creates dramatic advantages over slow, 
cumbersome, solid types. Exclusive features give 
more nut-settings per socket. 


HERE'S THE MOST PRACTICAL LINE of torque in- 
dicators. It's a complete line with dial type 
wrenches up to 1000 ft. Ibs. capacity. Also 
famous ‘““Torkflash” that indicates the correct 
tension by a flash of light 

. . 














Headquarters for hand tools designed especially 
for industry Identify YOURSELF as 


To reach production goals or cut maintenance costs, today Headquarters for Blackhawk 
more than ever, it pays to equip men with the best in hand 


tools, That’s why so many leading firms have standardized on Hydraulic Tools and Hand Tools! 

Blackhawk. And, remember, there is no premium for Black- ; , 

hawk superiority! Blackhawk is the only single source for 
: all this essential equipment! You'll clean 


up with a “clean” line. Every item is a 

fast-mover—your assurance of quick turn- 

over. What's more, you get protection — 

because Blackhawk has selective distribu- 

tion and a policy that measures up to the 

highest ideals of the industrial supply 
€ <7 


fraternity. A big advertising campaign and 
reciprocal missionary program lay profit- 


Specialized g able business right in your lap. 
hand tools 
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SIGN OF BEST SELLERS 


The product that’s known best is the one that 
sells best. Every month in the year, hard-hit- 
ting advertising in top industrial magazines 
hammers home the story of CINCINNATI su- 
periority. Cash in on this ready-made market 
for electrical tools backed by a 50-year record 
of outstanding service to industry. Send today 
for Catalog 52-UE of THE CINCINNATI line 


SIDE HANDLE 
TYPE DRILLS 


Dependable, heavy-duty operation in 
large or small shops. Heat-treated alloy 
steel gears, running in grease-tight 
Heavy duty, rugged for trouble-free service. compartment. Ball bearing armature 
Ball bearing armature shaft; ball thrust bear- shaft; ball thrust bearings on drill spin- 
ings on drill spindle. Heat-treated alloy steel die. Two-pole self-releasing trigger. 
gears, running in grease-tight compartment. Universal motor for AC or DC, 25 to 60 
Capacities: 44”, 5/16” or 36”. Universal mo- | cycles. Capacities: ~, 2. 
tor for AC or DC, 25 to 60 cycles. %”, 1”, and 142” 


END HANDLE TYPE DRILLS 


6’’ PORTABLE GRINDER 


Designed for grinding rough cast- 
ings, welded metal, all buffing and 
polishing. Ball bearings mounted 
in dust-proof housings. Patented 
overrunning clutch eliminates vi- 
bration and chatter. Universal 
motor for AC or DC, 25 to 60 cycles. 


BENCH AND 

PEDESTAL 

GRINDERS 

Sturdily built and well engineered; designed to boost 

production in shops of every type. Fully enclosed 

motor and ball bearings in dust-proof housings. Fur- 

nished in 6”, 7", 8", 10", 12”, 14” and 18” sizes. 
Snagging grinders up to 24” size 


BALL BEARING 
TOOL POST 


GRINDER _ Efficient grinding on lathe centers, cutters, 
reamers, rolls and dies. Mounts on compound rest 
of any lathe with 9” swing, or larger; and grinds 
within 242” of maximum swing. Grinder can be 
swiveled around clamping bolt; spindle height 
easily changed. Adjustable motor mount to main- 
tain belt tension. 


AIR MASTER 


BUFFING AND 
DUST COLLECTOR 


POLISHING LATHES 


Perfect protection against dust 
and abrasive grit for men and 
machines. Trapped as they 
leave the wheel, flying particles 
are filtered out by fabric and 
steel wool bags. The AIR MAS- 
TER is a self-contained unit— 
rugged and dependable in every 
detail. Sizes to fit any grinder or 


Engineered for continuous heavy 
duty service. High-grade steel mo- 
tor shaft, accurately ground to 
size; locking device for changing 
wheels. Four deep-groove ball 
bearings, in dust-proof housings, 
locked to shaft to provide end 
thrust and eliminate wear. Fur- 
nished in all sizes from 42 H. P. 
to 15 H. P. 





THE CINCINNATI ELECTRICAL TOOL CO. 


of RK 


2686 MADISON AVENUE 


' moma LeBlond Ma hine Tool Co 


508 1a denivcemney 
‘a 





CINCINNATI 8, OHIO 
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J AUGHLIN 


offers both 


THE MOST COMPLETE LINE 
There are almost 1500 types and sizes in Laughlin's 


quality line of drop forged fittings. 


There are many different styles of shackles, swivels, hooks, 
thimbles, clips, sockets, eye bolts and other products designed for 


a wide variety of applic 


ons throughout industry. If you use wire rope 


or chain, you can be sure that Laughlin has the right — and safest — fittings 


for the job. 


THESE EXCLUSIVE PRODUCTS 


SAFETY HOOKS... . The latch locks the load, will 
not open until released by operator. Strong, drop 
forged steel hook hos improved latch that leaves 80% 
of throat opening. 15 sizes; 3 patterns, eye, shank 
ond swivel 


CLEVIS GRAB AND SLIP HOOKS .. . These 
sturdy hooks ore easily attached to ony welded link 
chain. Pin and cotter make it easy to attach or remove 
for use on another job. Needs no connecting fittings 
or special tools. 


JAUGHLIN, 


THE MOST COMPLETE LINE OF DROP FORGED WIRE ROPE AND CHAIN FITTINGS 


Safety “FIST GRIP" Wire Rope Clips . . . Foo! 
proof, easy to install Fist Grip clips hold rope more 
securely, can't go on wrong. Fewer clips are required 
thon for ordinary types, and they will not crush or 
distort the rope. 


“MISSING LINK" (Reg. U. S. Pot. Of.) Cheaper than 
welding, sofer than cold shut or cast link, ‘Missing 
Links” go on in a jiffy and are stronger than proof 
coil chain. 17 sizes from 3/16” to 1-7/8”. 


of drop forged wire rope and chain fittings with illustre- 
tions, description and specifications. Write for it tedey 


THE THOMAS LAUGHLIN CO. 
612 FORE STREET, PORTLAND, MAINE 


Lovghiin's new Cotalog No. 150 lists the complete = 
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“lhe Proved Line 


FOR MAKING CUSTOMERS 
THAT STAY WITH YOU.. 


% Year after year MORGAN VISES keep doing the kind of job that is of 
particular value to distributors. Their extra heavy weight and the even 
distribution of this weight gives you a vise of dependable strength and 
precision on the toughest jobs. 


We urge our industrial users to buy thru their local distributor 


MORGAN VISE CO. 


108-112 N. Jefferson St. Chicago 6, Ill. 


MORGAN 


SEMI-STEEL y ‘ . & % 
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Reliability 


was a must! 


...80 Collyer Wire 
specified 
quality-controlled 


SPANG CW 
Steel Pipe 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 


General Sales Offices: Pittsburgh 30, Po. District 
Sales Offices: Atlanta, Boston, Detroit, Houston, 
Los Angeles, New York, Philadelphia, Pittsburgh, 
St. Louis 











z > 


ee 


Whenever reliability is a must, careful buyers con- 
sistently use Spang CW for their piping needs. For 
instance, in this unusually-designed warehouse, The 
Collyer Wire Company of Pawtucket, R.I., insisted on 
a sprinkler system that would ensure dependable fire 
protection .. . then selected Spang CW Steel Pipe. 


There's a good reason why you get more for 
your money in this better pipe. Here at Spang the 
steels we use must meet the most exact metallurgical 
standards, and we carefully control temperatures all 
during forming. 

As a result, Spang CW Steel Pipe is a quality pipe 
that bends easier and is easier on dies during threading 
and cutting operations. The pay-off to you is extra- 
dependability, faster installation and, of course, lower 
installation costs. 


If you would like to see how we make Spang CW, 
write for Bulletin 370 


Owner: The Collyer Wire Company, Powtucket, 8.1 
Genera! Contractor; Dolben and Co., Boston, Mass. 
Sprinkler Contractor: Rhode island Supply & Engr. Co. , Providence, RA. 
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You know the sensational success of Du Pont Sponges 


Now Cash in on New 


easy to sell 
HERE’S WHY 


@ Sponge yarn mops clean floors better... absorb more 
water thon ordinary mops. 


@ They leave no lint, do an all-round neater job . . . 
won't sour, snarl or tangle. 


@ They're easier to clean—dirt and grease 
wash right out 


@And sponge yarn mops are 
tough give service that 
means repeat soles. 


46 us pat orf 
SETTER THINGS FOR BETTER LIVING 
... THROUGH CHEMISTRY 


These wonderful mops are making just as big a hit with 
customers as famous Du Pont Sponges have made. 
They’re ideal for all the industrial organizations you 
serve. And most important to you, every sale of a sponge- 
yarn mop brings you bigger profits! 

Now’s the time to cash in on the increasing demand 
for these new mops. Get in on the ground floor . . . order 
your supply of mops made of Du Pont Sponge Yarn. 
Send coupon today for the names of mop manufacturers 
whom you can contact. 


r-—-—-—— SEND for FREE BOOKLET ----4¥-- 


E. I. du Pont de Nemours & Co. (Inc.) 
Cellulose Sponge Sec. O, Wilmington 98, Del. 


Please send the names of manufacturers and free copy of 


the booklet describing Du Pont cellulose sponge yarn's ad- 
vantages for floor cleaning and maintenance. 


Name 








Street 


City 


lL_~-~——~———-—-—— 
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REGULAR TAPS SPECIAL TAPS, big t ttle ones, pre 

dalactele, carbon cut thread, specially heat treated hrome plated, that 

GTD-GREENFIELD LINE 

At “Greenfield” no tapping job is too sma ToMareleyoliite mate)» iKe 


welcome them all. Go for the complete tap line. Go for GTD-GREENFIEL 


GREENFIELD TAP and DIE CORPORATION 


GREENFIELD, MASSACHUSETTS 


we 


[ 























Jolit second 


“Live-Stick” action of GaK Hairitan® 
Leather Straight Check Straps 
assures smooth shuttle throw 


Positive follow-thru is necessary for smooth shuttle throw with 
no bounce. To get this “live-stick” action with proper boxing 
and uniform shuttle flight on every pick, many textile men 
prefer Hairitan Straight Check Straps. Their low permanent 
stretch and high degree of resiliency mean top performance 
over long periods without down-time. Note how the Hairitan 
Straight Leather Check Strap flexes back as the stick draws 
it through the fingers — forms a “cushion” which receives the 
stick upon its return and gently slows its flight to a perfect 
landing at the end of the lay. 

Orange Line loom leathers are engineered for that particular 
job which they are to perform, assuring the user of greater 
production with less maintenance. G&K-Dixie produces more 
than 50 types of loom leathers for use with Draper and Cromp- 
ton & Knowles Looms. 


CATALOG presents the com- 
plete line of Textile Leathers for 
weaving — also aprons and tapes 
for the woolen and worsted in- 

| dustry. Ask for a copy, on your 
letterhead. 


CGr SHUTTLE 


(No hot spurs 


STOP KINKY FILLING 


(No shuttle-bounce 


REDUCE BANG-OFF 


Perfect boxing 


INCREASE PROFITS 


Cost 


Yi, 


and 


second centu 


GRATON 


KNIGHT 


GRATON & KNIGHT COMPANY, Worcester 4, Mass. 


een 
ws 


sy 
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These photographs were taken 
from the underside of a 
Draper X2 Loom operating ot 
175 picks per minute. Each 
picture was taken in 1/20,000 
of a second. Note the 

ing flexing these 

Straight Check Straps must 
withstand. Their long life on 
this difficult job comes only 
from the scientific treatment 
given specially selected hides 
(hair-on and hair-off) result- 
ing in high tensile strength 
with low permanent stretch. 
Made in all standard lengths 
and widths in single-ply 
3/16”, 7/32", 1/4”, 9/32"; 
two-fold 5/16”, 3/8”. 


Orange Line Textile Leathers 


(IME) DIXIE LEATHER CORPORATION, Affiliate, Albany, Ga. 


ene 











‘ *Series 12100 


CARBON; 800 Pounds @ 750 F. 
STEEL | 1500 Pounds Cold Non-Shock 


For 150-800 pounds service * Round 
Bolted Bonnet * Bolted Gland * Gasket 
or Ground Joint * Outside Screw and 
Yoke * Renewable Seat Rings * Solid 
a Wedge — Slotted Type * Rising Stem 
11'/-13 Chrome Stainless Steel 
Trimmings ¢ Sizes | to 2 


4 inclusive. 


HENRY VOGT MACHINE CO. Louisville 10, Ky. 


' BRANCH OFFICES: WEW YORK 


@ PHILADELPHIA «© CLEVELAND @ CHICAGO eo ST. LOUIS @e DALLAS 
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“Buy ing i Hearing Bronze in 105" Lengths 


Cuts ‘Short-End Serap Drastically 


The National Broach & Machine Company, Detroit 

scrapped 4%" to 6” of bronze for every spindle and 
shaft bearing made from standard 13” stock. The 

bearings run 7” to 8%" 


be 


; therefore only one could 
made from each standard bar. 

By buying Asarcon 773 bronze bars in 105” lengths, 
the company is able to cut pieces in the exact 


size needed for its “RED RING” gear testing 


machine bearings. There is only one short end for 
an entire bar ... scrap loss is at a minimum. 


ASARCO Continuous-Cast Bronzes . . . cut in 


the length you want ... can reduce scrap losses for 


you, too. In addition, the consistent dimensional uniformity of the 
stock means that you get a virtually finished product that 
requires less machining. Metallurgical 
defects are non-existent. There are no hard and soft 


spots, no porosity, no dirt, dross or sand. 


Why pay for metal that will only go to 216 sizes of ASARCON 773 (SAE 660) 
scrap? Specify ASARCON 773 bearing 


bronze are stocked in 105” lengths . . . 


bronze and get the length you need. tubular or solid round and from 4%" 


to 5” 
diameter . . 





. at warehouses in principal 


cities across the country. Distributors will cut stock 


, long or short to suit your specific requirements. Other 


ulloy rods, tubes and shapes are available in any length up to 20° 


ace 
CONTINUOUS CAST 


West Coast Sales Agent: 
KINGWELL BROS. LTD., 444 Natoma Street, San Francisco, Calif 


American Smelting and Refining Company 


OFFICES: Perth Amboy Plant, Barber, New Jersey 
Whiting, indiana 
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Uns Osbley Selle Sijts.727/ 


ESTABLISHED 184 8 Best By Test 


HGH CARBON SOLID STEEL Seems, 
REGAAR PalliRn 
FOR STRAIGHT CUTTING 


+ CARBON INLAID BLADE 
GULAR PATTERN 


FO® STRAIGHT CUTTING 


53” high x 24'2" wide Approx. shipping weight 72 Ibs. 


WISS NO. 1 
SNIP PANEL 


Here is the best snip “salesman” ever devel- 
oped. Not every dealer, of course, can use a 
panel of this size, BUT EVERY DEALER WHO 
HAS IT ON HIS FLOOR CERTAINLY DOES SELL 
SNIPS! 

Snips are mounted on attractive jade green 
plywood panel. Stock number and descrip- 
tion of each item is clearly marked on gold 
and black decals, which also show the heav- 
iest gauge metal each snip will cut. IT’S EASY 
FOR YOUR CUSTOMER TO CHOOSE EXACTLY 
THE RIGHT SNIP FOR HIS PARTICULAR NEEDS, 
and the information is invaluable to sales 
clerks when customers need help in selecting 
the right tool for the job. 


CONTENTS —1 pair each Retail Price 
INLAID BLADES 

Size 
LY as Bulldog regular pattern. . $7.75 
14%” Regularpatternstraightcut 6.25 
13%” Regularpatternstraightcut 5.75 
12%" Regularpatternstraightcut 5.25 
11% Regular pattern straightcut 4.75 
13%” Combinationpattern..... 6.25 
12’2" Combination pattern 5.75 


SOLID STEEL 


A-16 16” Bulldogcomb. pattern... .$ 
A- 9 12% Regularpattern straight cut 
A-10 11” Regular pattern straight cut 
A-11 9%” Regular pattern straightcut 
A-12 8” Regular pattern straight cut 
V-1300 7” Combination pattern 

V-19 13” Combination pattern 

J7-CB 7” Light metal Jewelers Snips 


COMPOUND ACTION SNIPS 
M-1 10” Cutsleft 
M-2. 10” Cuts right 
M-3. 10” Cuts straight 
M-5 9%" For notching 

TOTAL RETAIL 

Prices slightly DEALER’S NET COST. .$55.13 
higher Denver 


and West PANEL FREE 


J. WISS & SONS CO., NEWARK 7, N. J. 
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SC Explosion Proot 


Vertical Mounted SR Stip Ring Wound Rotor 


When you handle Century's complete line of electric motors, 
you can supply a motor with the characteristics to get all the 
performance built into your customer's equipment. 


Hundreds of kinds and types are available to meet many different 
power requirements... and these motors are available in 5 different 
types of frames to assure satisfactory performance in any kind of 
surrounding atmosphere. Choose from open type, drip proof, splash 
proof, totally enclosed fan cooled, and explosion proof frames. 


You can learn how to select the right motor with just a little 
help from a Century application engineer. He is 
anxious to help you get this kind of motor business 
Write for more information 








CENTURY ELECTRIC COMPANY 


1806 Pine Street ¢ St. Louis 3, Missouri 
Offices and Stock Points in Principal Cities 
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featuring 


Dpuatoc* 


Your stock 

of these components 
will handle 
all normal 


lifting requirements 


ACCO Registered DUALOC Slings 
are Lifting Tools 


@ Defense work has introduced new lifting problems for all of your customers. New 
opportunities are open to you for service to old and new customers alike. 


ACCO Registered Dualoc Slings permit you to furnish exact, accurate lifting 
tools that have set the strength and safety standards for industrial slings. 
Through the ACCO Registered ‘“‘Assemble-Your-Own”’ program you can handle 
all of your customers’ normal lifting requirements directly from 
your own stock, economically . .. and without delay. 


Write today for complete information. 


PN Of ©) 
*Trade Mark Registered Patent No. 2463199 Registered 


WIRE ROPE SLING DEPARTMENT DUALOC 
AMERICAN CHAIN & CABLE Slings 


Wilkes-Barre, Pa., Chicago, Denver, Houston, Los Angeles, New York, 
Odessa, Tex., Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 
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“SHINYHEADS” 
America’s Best Looking Cap Screw 


Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws— 
bright finish. Heads machined top 
bottom. Hexagon faces c 
cut, smooth and true, mirror finish. 
Tensile strength 95,000-110,000 
p.s.i. Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treatment 
is not required and where ordinary 
hexagon heads are satisiactory. 
Hexagon heads die made to size — 
not machined. Points machine 
Tensile strength 75,000- 
95.000 p. 8.1. Carried in stock. 


FILLISTER CAP SCREWS 
Heads completely machined top 
and bottom. Milled slote—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on ta: 
end unless otherwise specif tied, 


Lil ttong, 


THE FERRY CAP & SET SCREW CO. 


2153 SCRANTON ROAD e 


CLEVELAND 13, OHIO 





“HI-CARBS” 
Heat Treated Black Satin Finish 


Made of high carbon steel — AISI 
C-1038. Furnished with bleck satin 
finish due to double heat treatment. 
Hexagon heads die made, not ma- 
chin > Points machine turned; flet 
and chamfered. Tensile strength 
130, od 160,000 p.s.i. Carried 
in stoc’ 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. edecing 
made by the ya * producin 
pond Point Set Scr by the oon 
upect process Cup po points machine 
Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


* 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon b ead style —to pine ss peiat 





with flat and 

pa. Nut z, oval point. yond 
tween threads shiny, bright, 

mirror finish. Carried in stock. 


* 
CONNECTING ROD BOLTS 


Made of alloy stee] — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
specitied. Expert ground where 
specified y made by 


polished if specified — — soft 
to close tolerance— points machine 
turned; flat and chamfered. 


¥ 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. a wed in various 
head oe oil holes an 
grooves o' diherent kinds, and im 





tod bolts S the cold upset process. 


FERRY PATENTED ACORN NUTS 


For ornamental! pur Steel in- 
sert — stee! posh Finish: plein, 
sinc ple ated, cadmium plated. Size: 
9/16", 3/4",18/16” across the flats. 


Tapped 1/4" to 3/4” inclusive. 
Cross section of Ferry patented 
ecorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 


i 
f 
7 
j 
f 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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DARDS 
carried by 
LEADING 
DISTRIBUTOR 


* 
SPECIALS 


furnished to 
BLUE PRINT 
SPECIFICATION 


WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 


ee ne ee ne 





sic —alleghery 


Metal TYP® 347 Forgind 
— Finishing 


a on OD. 


then get ALX ALLOY Cutting Tools 








Write for copy of 


“ALX ALLOY 
TOOL BITS” 


An eight-page booklet 
tells how you can effect 
production economies 
by using ALX for fast 
turning, boring, and fac- 
ing—in certain applica 
vions. Helpful informa- 
tion includes grinding, 
tool angles, speeds and 
feeds, brazing of tips 
Write for your copy 


ADDRESS DEFT. 1D-30 








Many a machine shop—and probably 
yours—has jobs on which ALX Tipped 
Tools or ALX Solid Bits step up pro- 


duction by permitting increased 
speeds, feeds, and depths of cut. Re- 
sharpening is less frequent, the reason 
being special composition. 

ALX is a cast-to-shape, non-ferrous, 
cobalt-base alloy containing chro- 
mium, tungsten, carbon, and boron. 
The as-cast hardness of 60-62 Rock- 
well C obviates later heat treatment. 


Tools stay sharp at accelerated speeds 


and higher temperatures. Speed range 
is above that of high-speed steel, but 
lower than with carbide. At such inter- 
mediate speeds, the superior perform- 
ance of ALX results from toughness, 
red-hardness, edge-strength, and abra- 
sion-resistance values combined. 

An Allegheny Ludlum tool engineer 
can quickly point out the strategic 
spots to tool up with ALX. For this 
service, call A-L. @ Allegheny Ludlum 
Steel Corp., Forging & Casting Division, 
Wanda & Jarvis Aves., Detroit 20, Mich. 


For complete MODERN Tooling, call 


Allegheny Ludlum 
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ADD THIS TO YOUR DICTIONARY 


U:til’-A-Tool’ (u-til’-a+tool’), n.; PL. -TOOLS. 
{English. Utility + Tool]. A tool of many uses. Complete set 
includes Push and Pull Jack, Spreader Jack, 3 chains with 
grab hooks and claws, 3-way base and wheel puller, lever 
bar, 2 sky hooks. Util-A-Tool is a great asset in shop and field 
for maintenance, repair and production work. It pushes, pulls, 
bends, spreads, clamps, holds, lifts and lowers, pulls wheels 
and gears. Manufactured by Simplex, Util-A-Tool is a fast- 
moving item recommended for all distributors 


A fine, new sound slide film, Jack- 
 - fot ing Up Sales, is now available for 
“WY Yee ia J J sf showing to you and your salesmen. 

Interesting, informative and educa- 
tional, it tells the full story of Simplex Jacks, and it’s a fertile 
source of application ideas and market tips that will help build 
up your sales. It is truly well worth your while to see this film, 


so contact your Simplex Representative today—he’ll be giad 
to arrange a showing 


THIS’S THE 
REEL THING 


There's no need to be furtive about 
this new jack. Shout it from the 
housetops—this is the REEL thing! 
It's the new Simplex A1029 
Ratchet Lowering Cable Reel Jack 
with an aluminum housing. Lighter 
weight, easier portability and 
rugged, high-strength construction 
make it the ideal jack for difficult, 
hard-to-get-at cable and wire lay- 
ing jobs. Your Utilities Field cus- 
tomers will take a shine to the 
A1029! 


“WHATEVER 


THE 
EMERGENCY 


. if a jack can help, the 
Simplex 310A Emergency 
Ratchet Lowering Jack is 
the one to have handy. It’s 
a 4-way lifter—lifts on cap 
or toe, auxiliary cap shoe 
or chain. It lifts or pushes 
at any angle, too, because 
the base is hinged. You 
don’t have to sell the 310A 
for emergencies only, 
though. Its great versatil- 
ity and 15 ton capacity 
make it a natural for use in 
oil fields and for general 
duty service in all industry. 
Emergency or not, when 
something needs a lift, the smart boys call for the 310A! 


JUMP ON THIS BANDWAGON 





The Simplex Jacks Bandwagon, that is. The Simplex Line is” 
being laid out for you in consistent, hard-hitting national adver-~ 
tising to the jack-using industries, featuring the jacks they? 
need. Publicity and bulletins give added punch. We are telling” 
your prospects about Simplex Jacks, so you can move in with” 
the details and clinch the sales. We advertise 'em, you sell ‘em> 

and everybody's happy, including the customers who have 
made the very best of buys . . . Simplex Jacks. 


SCREW LOOSE? 


Not with Simplex! The Safety 
Peep-hole in the base of Simplex 
Ball Bearing Screw Jacks eliminates 
the danger of running out the 
screw. Another safety feature of 
these jacks is their color coding 
Each capacity has its own color for 
instant identification. The corru- 
gated cap of a Simplex Screw Jack 
floats on a single chrome-moly steel 
ball that reduces friction 88% and 
can't flatten under load. Whether 
your customer needs a 4-Way or 
Ratchet Head type, point out these 
advantages and he'll say “Simplex 
for me”’. 


TEMPLETON, KENLY & CO 


6 S. Central Ave Chicago 44, il 
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WE’RE LINING UP JOBS FOR You! 


You are an efficiency expert contribut- 
ing valuable services to industry. 


PURCHASING, IRON AGE and STEEL. 

It's part of RB&W’s extensive national 
We are telling this attention-getting advertising stressing the importance to 
story to your customers in the full-page industry of the industrial distributor . 
ad above. It's in MILL & FACTORY, FACTORY, a theme benefiting both of us. 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


RBQW 7 onli gel line 
aie hieiah ip meaaesillae tniataliiind 


Plants at; Port Chester 
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Coraopolis, Pa., Rock Falls, Ill, Los Angeles, Calif. Additional sales offices at Philadelphia, Detroit, Chicago, Dallas, Oakland 
Sales agents at: Portland, Seattle Distributors from coast to coast 
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Durable, 

long-lasting, 
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Drow Bors, 
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spring coincident 
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center line $H-300 Swivel Plote 

to equalize Truck Caster shown 

lood force with Vuleonized Rubber 
Tread Wheel 
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Note how large, long-lasting spring compensates for 
floor irregularities, eliminates bounce or shock, pro- 
tects both load and caster. 


SH-700 Rigid Plate 
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Typical Chains from the complete CHAIN BELT line 


HAVE YOUR 
CUSTOMERS 


FREE 


BALDWIN-REX® ROLLER CHAIN — for high 
speed power transmission and timing. 


BALDWIN-REX DOUBLE-PITCH ROLLER CHAIN 
—tor drive and conveyor service where speeds 
ore slow to moderate. 


BALDWIN-REX LEAF CHAIN—for tension link- 
age applications. 


REX TABLETOP" CHAIN—for conveying cons, 
bottles, jars and small parts. 


REX STEEL DETACHABLE CHAIN—for light 
drives and conveyors. 


REX" H-TYPE CHAIN—for moderate speed 
drive and transfer service. 


REX DROP-FORGED CHAIN—for trolley con- 
veyors or floor-type sliding conveyors. 


REX CHABELCO” STEEL CHAIN—for drive and 
conveyor service under heavy loads and severe 
conditions. 


And a complete line of chain attachments. 


\ 


OF CHOICE? 


They do... when you sell the complete Chain Belt 
Line... and it can mean real savings to them. .. more 
business for you. It’s important to remind them that 
though there are thousands of different sizes and types 
of chain, one is the best for each particular application. 
That's why it’s to their advantage to order from the 
complete Chain Belt Line. 


First, because the line is complete, you can offer them 
the exact chain that is best suited for their particular 
application. They don’t have to worry about the excess 
cost of over-chaining—or the excessive production 
delays caused by under-chaining. Whether cast chain, 
steel chain or finished steel roller chain is indicated, 
they'll find the size and type they need in the complete 
Chain Belt Line. Another important point—the Chain 
Belt Line offers a complete range of sprockets for every 
chain. Sprockets made by the chain manufacturer 
assure a better fit between chains and sprockets, and 
thus longer life for both. 


Then because they will be dealing with only one 
source of supply, one responsibility, they will save 
valuable time, simplify ordering and expedite paper 
work. 

And last but not least, you can assure them a depend- 
able source of highest quality chains, sprockets and 
attachments. Over 60 years of chain-making experi- 
ence are behind every strand. 


Chain Belt Field Sales Engineers will be happy to 
discuss the complete story with you. For more informa- 
tion call our nearest branch office or write to Chain 
Belt Company, 4622 W. Greenfield Ave., Milwaukee 1, 
Wisconsin, 


Chain Belt company 


OF MILWAUKEE 


iSite Cleveland + Dallas + Denver + Detroit « El Paso « Houston « Indianapolis + Jackson- 
ville + Kansas City « LosAngeles + Louisville +» Midland,Texas + Milwaukee 
Minneapolis « New York « Philadelphia « Pittsburgh + Portland, Oregon « Spring- 
field, Mass. + St. Louis « Salt Lake City « San Francisco « Seattle « Tulsa « Worcester 


; S 
BALDWIN-REX Atlanta « Baltimore + Birmingham « Boston + Buffalo » Chicago «+ Cincinnati 
Le Da 7 


Distributors in principal cities in the United States and abroad. 
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Talk of the Trade 


CITY SLICKER: Bob Donovan (Machinists Tool & 
Supply, Los Angeles) recently entertained an Easterner 
who showed more than average interest in California 
trees, shrubs and flowers . . . Everything went fine and 
Bob thought he was mingling with a true nature lover 
until the visitor pointed down the way and inquired 
“What kind of a bush is that, the one with the yellow 
flowers?” Bob looked and answered: “That's a 
lemon tree—those yellow ‘flowers’ are lemons.” 


THE OLD AND THE NEW: Congratulations certainly 
are in order for both the old and the new officers of the 
three associations . . . The retiring presidents, Bill Hasel- 
tine, Walker Wellford and Ralph Johnson did a swell 
job and Harold Torell, Cy Perkins and Jack Proven have 
taken over and gotten off to a swell start . . . Speaking 
of good jobs, the two joint distributor committees, films 
and advertising, certainly are deserving of votes of 
thanks . . . If you didn’t attend the Atlantic City con- 
vention, you'll find a report of their activities included 
in the convention report starting on page 97 


OVERHEARD: ‘Two colleagues overheard a good 
martini story while elevator riding the other day 

hey went ten stories beyond their floor, just to hear 
the gag line—lucky for them, it was a tall building . . . 
At any rate, the story: A newly appointed Mountie was 
receiving his first assignment; in addition to being told 
he was to go through the North Woods, the rookie 
was handed a basket containing the ingredients for mix- 
ing martinis . . . “Be sure and take that with you,” 
the officer told the new Mountie, “it'll come in mighty 
handy if you get lost.” .. . The rookie had a different 
idea, though ... “If it’s all right with you, sir,” said 
the rookie, “I'll keep the basket here and then, when 
I return, I'll celebrate completion of my first assign- 


ment” . The officer wouldn't permit that and the 
rookie couldn’t understand how martinis would help 
him if he did get lost . . . “Well, it’s this way,” the 
officer explained, “just picture yourself hopelessly lost 
in the woods; there’s no civilization for miles around 
All you have to do is sit down, take out these bottles and 
start to mix a martini. That'll do it; before you have one 
mixed someone will pop out of the woods and start 
telling you how to make a very dry martini.” 

Ain't it so? 


STUDENT TEACHER: When Salesman Al Pitzonka 
(R. C. Neal Co., Buffalo) was in high school some 20 
years ago, his English and history teachers were Miss 
Marie A. Wendling and Miss Mary M. McCarthy . . . 
Last month the tables were turned, Al became teacher 

. . Miss Wendling and Miss McCarthy were among 
the teachers who participated in a Business-Industry 
Education Day and they spent the day at the R. C. 
Neal Co... . Al was one of the Neal men who aided 
in the program by outlining the relationship between 
distribution and education. 


WAIT AND SEE DEPT.: A recent squib here about 
picking the Giants to win both the National League 
pennant and the World Series brought a response from 
two American League rooters, John Williams (Mau Sher- 
wood Supply, Cleveland) and Mac England (Logan 
Hardware, Logan, W. Va.) . . . For thie present we have 
no comment other than “wait and see” . And I 
haven’t even got my fingers crossed. 


NEAR WINNER: Brownie Jalbert (Bay State Tap & 
Die) failed this year to gain high single game honors in 
his bowling league . . . Last year he was the winner 
with a 267 game but this year he was “way off” his 
game—his best score was only 258 .. . 


R. W. B. 
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SPLIT WEOGE 
JNION BONNET 
AVELING SPINDLE 


PLIT WEDGE 
REW-IN KONNET 


VELING SPINDLE 


WEDGE 








EXCEPTIONALLY RUG- 
GED BONNET. Projection 
on bottom assures snug fit 
into neck of body. Large 
diameter Acme threads, 
with long bearing, assure 
improved wear resistance. 


LARGE SPINDLE 
THREADS LAST LONGER. 
The threads on the travel- 
ing spindle are exception- 


ally long and large in di- 
ameter. This reduces wear 
to a minimum and insures 
easy operation. Spindle 
metal is hard, tough man- 
ganese bronze. 





LUE 


DEEP STUFFING BOX— 
MORE PACKING. Deeper 
than most 200 Ib. gate 
valves, it holds more pack- 
ing. Keeps stuffing box 
tight around spindle with 
less friction, and permits 
spindle to be turned with 
less effort. 


HEAVY BONNET RING. 
Union Bonnet joint with- 
stands exceptionally high 
hydraulic pressures. Liberal 
thread engagement assures 
assembly that can be mode 
tight and kept tight ofter 
repeated disassembly. 





JENKINS 
FIG. 270-U FIG. 270-UN 
Solid Bronze Wedge Nickel Alloy Wedge 
Traveling Spindle — Union Bonnet 
BRONZE GATES 


economy, After an original service period that 
far outlasts that of ordinary valves, it can quick- 
y be restored to new-like efficiency at ¢ 





far, cut care 


the best buy 


Whatever his customer’s need in Bronze Gates, the 
Jenkins Distributor can offer the right valve for the 
service. Thirty-five different patterns are available for 
125 lb., 150 Ib., 200 Ib., and 300 Ib. steam pressure. All 
are built to Jenkins unvarying high standard which makes 
them the longest-lasting, lowest-upkeep valves that 
money can buy. 

Leading the list are Jenkins far-famed Fig. 270-U, and 
Fig. 270-UN. No other Bronze Gates offer the unique 
features that make them first choice for trouble-free, 
time-defying performance in the toughest services. 

There's no better set-up for steady sales, as any Jenkins 
Distributor will agree. It’s another of the many reasons 
why Jenkins remains the preferred valve franchise . . . 
why it pays, and pays well, to sell Jenkins Valves. 

Jenkins Bros., 100 Park Ave., New York 17. 

Jenkins Bros., Ltd., Montreal. 


Jenkins Bronze Gates are fully described 
in this folder, Form 181-B. Supplied to 
Jenkins Distributors on request, im- 
printed with name and address. 
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epublic Rubber Distributors it 
eans cooperation. 


To their customers it means confidence. 
To us it’s a way of living. 


To Industry-at-Large the famous Repub- 
lic 5-Point Policy stands unchanged 
...a symbol of high-minded business 
ethics, proved practical during 29 
years of successful application. 


Many Republic Distributors who have 
prospered under the plan will recognize 
this early adver trod g Re- 
public's 5-Point Policy. This policy—first 


written statement of its kind—remains REPUBLIC RUBBER DIVISION 


unchanged in 29 years. 





INDUSTRIAL RUBBER PRODUCTS BY 


YOUNGSTOWN, OHIO 
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Industrial Distribution 





Salesmen Needed! 


HEN I use this title, I don’t mean more sales- 

men are needed. I mean better salesmen, crea 
tive salesmen—not just an additional number of 
ordertakers. 

In the next few years—starting now—creative 
salesmanship is going to be the most vital link in the 
whole chain of factors that will determine whether 
the economy operates at capacity levels or slides off 
into a slump. 


Selling Ahead 


The selling job ahead requires the best thought 
and planning we can give it. This is a national prob- 
lem as well as a problem of our industry. Two factors 
suggest the urgent need for immediate action. 

In the first place, the selling job to be done is the 
biggest in our Siteer. The industrial capacity of the 
nation as a whole is double what it was in 1940. 
Even since the end of World War II, plant capacity 
has been increased by 40 percent and is still mounting 
rapidly. We're fast building up capacity for a guns 
and butter economy. With the stretch out in defense 
production, the time is rapidly approaching when real 
selling will be necessary. Indeed, that time may well 
be with us now. 

The magnitude of the marketing job—the selling 
job—that is required is staggering. Without debat- 
ing whether increased production causes increased 
sales or increased sales bring increased production, 
no one can deny that if bigger production is to be 
maintained, you must have increased selling. 

The second factor that makes immediate action 
necessary is the fact that rather generally across the 
board salesmen and sales management have become 
flabby. For the past 12 years, it hasn’t been neces- 
sary to really sell. Oh, to be sure, there was the drop 
off in 1949, but we could hardly say that our selling 
distinguished itself in that first challenge. The 
Korean “police action”, not the excellence of our 
selling, pulled us out of that slump. 

James J. Nance, president of Hotpoint, Inc., goes 
even further. “America has lost a whole generation 
of marketing people in the last twenty years. The 
depression of the 1930's drove the young men out 
of the distribution field and left it to the well-estab- 
lished old-timers who are now retired. During the 


1940's, our youth was first in unifoum an@ then took 
up civilian life in an atmosphere in which little or 
no hard selling was required and cost consciousness 
was deadened by boom conditions. I am among 
those whe believe the very future of the American 
economic system hinges on what is done during the 
coming contraction by those who are responsible for 
the marketing aspects of our economy.” 

We hear a lot of talk about getting out and dusting 
off the “good old selling tools”. That’s probably a 
good start. But many of the new people in sales who 
will be doing the dusting off were not here in the 
pre-World War II selling days. Some will not even 
know what they are looking for under the dust. But 
more significantly, a lot of the old tools may not be 
appropriate today. 


Marketing Preparedness 


The place to start rebuilding selling effectiveness 
is in each individual selling organization—for dis 
tributors, in each firm. Salesmen need more training 
in product knowledge and more awareness of the 
customer benefits inherent in each product. They 
need a better knowledge of their customers and pros- 
pects. The real salesman knows more than anyone in 
the world about his customers. Above all, or perhaps 
first of all, they need to relearn the principles of 
basic salesmanship. 

But salesmen can’t do the job alone. Distributor 
management needs a good shot of the elixir of re 
juvenation. Markets need a thorough reappraisal. 
Customer requirements must be redetermined—cus- 
tomers are bigger and their needs have changed. 
Inventories must be adjusted to the different require- 
ments—by customers and by product lines. All bene 
of advertising and promotion must be strengthened. 
Both the internal and external aspects of service must 
be made into real selling tools that get and keep 
business. 

Let’s start a marketing preparedness program now. 


Rite: 7 Gets 
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Steaming up the Maumee River to Toledo is a typical customer of Hardy & Dischinger Co. 


Lake Boats Are A-Comin’,... 


. . « and sales are in sight for a distributor who depends 


upon prompt, efficient service to get orders before they leave 


obtained from Chief Engineer 


Browne, freighter “Finland”, by Wesley McFarland wh 


the ship after cl 


82 


hecking its arrival time on port schedule 


J 


Cc 


met 


EACH EVENING AT 6 O’cLOcK, a man from Hardy & Dis 
chinger Co., Toledo, Ohio, industrial supply firm, shows 
up at the Great Lakes Towing Co. office and picks up a 
schedule of incoming freighters for the next 24 hours 
(he company looks for these boats; they mean business 
It’s a business gained by prompt and efficient service 
because the freighters stay in port only an average five 
hours during the season—loading, unloading or both 
Ihe service means: (1) finding out quickly what the 
ship wants; (2) assembling the order rapidly; (3) deliv 
ering it promptly. And ‘round the clock, too, for six days 
out of the week 
Toledo is the seventh largest port in the nation from 
the standpoint of tonnage handled. During the season 
Keb. 15 to Dec. 15) there is an average of some 5.000 
irrivals and 5,000 departures. Some 70 ships winter in 
the port where maintenance, repair and fitting is done, 
but that’s another story. In spite of this traffic, most of 
the ship lines’ main offices are in Cleveland where much 
central buying is done. As Art Huebner, Jr., H. & D 
vice president puts it, you have to hustle to get “port of 
call” purchase orders. 
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PHONED IN ORDER starts things humming in Hardy & 
Dischinger’s stockrooms—this trio starts by loading up the 
elevator with lubricants called for by the requisition. 


TRUCK outside at the loading platform is filled with the 
issembled order. Sometimes the order calls for sundries 
vhich must be picked up from other suppliers in town 


The firm uses three men on the freighter “beat” in 
three eight-hour shifts. The freighter man knows from 
the schedule when a ship is due, gets out on the company 
boat and meets either the captain or the chief engineer. 
Each ship keeps a “want” list which the captain or chief 
engineer turns into a requisition before arrival in port. 
If it is a day arrival the H. & D. man phones it in so that 
the order can be filled, assembled and loaded on a truck 
before he returns with the company boat. If it is a “night” 
arrival, the man who picks up the order comes in, assem- 
bles, loads and delivers it himself. Naturally the night 
routine is slower but since most arrivals are during the 
day, speed is required. 

Oil and lubricants are tops in demand at “ports of 
call”. But orders do include boiler compounds, hose and 
fittings, paint, belting and fasteners, power transmission 
items, blocks, gages, gaskets and packing, valves, pipe, 
fittings, all sorts of hand tools, portable electric tools, 
brooms, brushes, hacksaws, jacks, waste, bolts and nuts, 
mops, towline, wire rope and fittings, cements, gage glass, 
hoists, lanterns, graphite paste, lubricators, polish and 
tape. And, sometimes, “bi-carb’’ too. 


MULTIPLICITY of other items are drawn from stock 
shelves and assembled in the shipping and receiving room 


where they are packed and made ready for delivery. 


38-FT. STEEL CRAFT made especially for Hardy & Dis 
chinger is loaded from truck at little dockside. Note the 
hawser rig erected at dock for moving heavy items 


ORDERING is made simpler for captains or chief engineer 
en route to port by Hardy & Dischinger’s catalog, such a 
the one A. G. Huebner, president, is looking over 
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ADVERTISING DEPT, 
bustle 


of On lron Co., 
with activity as John A. Mueller directs publication 


Evansville, Ind., of catalog 


Assisting are Bonnie Sensmeier, 
Long, and Ruby C. Sharer 


Wendall R 


Orr tron Co., Evansville, Ind., increased sales, bridged the 


gap between management and personnel, when . .. . . 


They Set Up Their Own Advertising Department 





END PRODUCT: relatively compact, easy to thumb through—salesmen’s catalog 


has been condensed and rearrange 


Compare it with old book, which made good 


weight for trunks of salesmen’s cars, but was too bulky to carry into P.A.’s office 


84 
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Wuen Orr Iron Co., 117-vyear old 
firm in Evansville, Ind., embarked on 
its modernization campaign in 1948, 
one of its primary efforts was directed 
toward the organization of a depart 
ment to handle catalog revision and 
advertising. 

Begun originally as an adjunct to 
the sales department, advertising is 
nominally under the direction of 
Bernie Weirauch, sales manager. The 
advertising manager, however, is John 
A. Mueller, a young World War Il 
veteran and former assistant to Mr. 
Weirauch 

Set up primarily to publish a sales- 
men’s catalog, the department has 
been expanded to include advertising, 
sales promotion, and weekly publica- 
tion of the Orr house organ. 


The Catalog 


Keeping a salesman’s catalog up to 
date during this time of price fluctua- 
tion is only one of a distributor's 
problems. The ever-growing sum. of 
items stocked causes other headaches 
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SALES MANAGER Bermie Weirauch 


progress with Secretary Laura Klee; finds sales have upped as 


the book becomes too bulky to be 
carried easily, and thus, finding specific 
items becomes difficult 

“We wanted a catalog that the 
salesman would carry into the place of 
business and that the customer could 
leaf through quickly,” said Mr. Muel 
ler. 

The job of setting up a system 
whereby the catalog was always cut 
rent was handed to him. How well 
he succeeded is indicated by the size 
of the salesman’s book as compared to 
the huge package he formerly had to 
carry, and by the fact that all 18 Or 
Iron salesmen agree that it has in 
creased their sales 

In setting up the catalog, illustra 
tions were obtained from the 
facturers of the various 
listed 


was 


manu- 
items to be 

\ master sheet for every page 
made from pasteups containing 
the illustrations and descriptions 


prices 


no 
Several of these blanks were 
produced for each page; current prices 
WCTE and the remain 
ing blanks filed in anticipation of price 
changes 

By using this method, products 
could be grouped according to type; 
information could be selected; techni 
cal data eliminated (90 percent of 
can be made without additional 
information, the company feels) and 
slow moving items left out. 

The pages (with current prices in 
serted by varitype) were run off on a 
multigraph The result—a_ small, 
compact catalog (500 pages); easy to 
carry, quick to thumb through, and 
devoid of unnecessary detail. Sales- 


inserted on one, 


sales 


checks salesmen’s 


men Carry it 
through it. 
A star indicates whether or not a 
specific item is in stock—thus telling 
the salesman instantly how 
livery can be made. Prices are placed 
right under the picture of the item. 
When an important price changes, 
1 blank is removed from the file, the 
new price typed in, and new pages to 
supersede the old ones, are run off 


yurchasing agents look 
| § ag 


soon de 


a direct result of new catalog, and other advertising activity. 
Company has eighteen salesmen 


(hese are mailed to the salemen with 
an index giving page number con- 
cerned, and detailed instructions as to 
change required. 

When a new item comes out, pro- 
motion pages are given to the salesmen 
who place them in the front of the 
book. When a catalog page is pre- 
pared covering the item, salesmen are 
instructed to destroy the promotion 

(Next page, please) 


- j 
Onn hee Cemrane) 


« — 


wees Pear 


oer tree te 





SALES AIDS and promotional advertising are part of the widespread campaign of 
Orr Iron Co, to keep its stock of 35,000 items before customers in five states. Adver- 
tising department works under airection of sales department, where it started. 
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VICE PRESIDENT Robert D. On 
abn ind his brother, Samuel L. Orr 
nt, entered office in 1948; have 

irked tenure with new ideas, methods 


usually 
1 month 


after they have carried 
Catalog Improvement Form’’ is 
1 to all with blanks to 
filled in, calling attention to items 
it are difficult to find 


wor uggestions; 


meerned 


missing pages; 
and items not 
form also has spaces for con 
pertaming to imcorrect prices 
| items and incomplete price 
or incorrect descriptions or 
us description This form 
both the salesman’s Ippros il 
nvenicnce and makes the cata 


is possibl 


iccurat 
Sales Promotion 


lo maintain customer good will and 
ition, Orr Iron Co. has taken 
teps to keep them informed of 

t products—current trends 
developments of 
Anv idea that will 
clations i msiderc 


general 
build 


‘ ustomer 
manv and varied. An 
r distributed to all cus 
mmpany’s permanent 
f the items it offer 
nting this catal 

wre «=250.000 

mail 
romotion specifically include 
special product section 
house organ Mi 
tries to keep abreast of the 


in direct mail 


m ul ind 


wecekh 


the best seasons, how to 
ill the don'ts 


m the tricky 


ular, and 


i promot 


nstance, that 


is found, for 


scems to be a good month for 
t rval—Mondav is a terrible day 
nd of the month disastrous \ll 


ADVERTISING is sparked by Mr 
Mueller, who directs catalog revisions; 
edits company paper; sChedules and pre 
pares direct mailings; screens material 


this is taken into consideration before 
mailings are scheduled. 

“No mail is addressed to a com- 
pany,” Mr. Mueller says. “Every piece 
is sent to a particular man with his 
title. Often 15 pieces of mail go to 
the same firm.” (The company is 
death on envelope stuffers, and never 
uses them.) 

“Before mailing, we check our per 
petual inventory to make sure we have 
imple stock. We make sure there is 
catalog material on hand, and that 
samples are available, if possible. The 
first mailing goes to the salesmen. If 
the mailing is at all unusual, salesmen 
ire notified in the house organ.” 

\ form is utilized to notify the 

manufacturer of the mailing: “This 
is to advise you that your mailer, form 
number—was mailed out by us on 
date Ihe mailing was to the fol- 
lowing categories of customers: (Here 
follows 21 categories with space for a 
heck mark 

“We print this form in blue ink,” 
Mir. Mueller said, “because we want 
the manufacturer to know that it’s a 
form letter—that it’s a regular practice 
for us to cooperate 100 percent with 
them in our advertising.” 


Sereens Sales Helps 


The advertising 
cts whatever 


department also 
idvertising material 
orwarded to the salesmen, as well 
is such promotional devices as counter 

plavs 


| 


« 
' 


“If we accept them for our 
smen, the manufacturer can feel 
that thev'll be used” 

total of 5,205 addresses, divided 
22 groups according to tvpe of 
used by Mr. Mucller to 
elect the addressograph plates to b 
ised for mailings include 
hardware stores, vards, 


bus 


nto 


DUSINCSS, 1S 


Groups 
retail lumber 


mplement truck and 


cde ile rs, 
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VARITYPE MACHINE is operated 
by Bonnie Sensmeier, stenographer, 
who also does art work for weekly paper 
and other company-prepared promotion. 


lines, contractors, oil 
public utilities. 

Ihe company paper, The Orrator, 
was started primarly as a sales organ. 
Company news was gradually added so 
that now it is a personnel job. It 
includes cartoons, editorials, company 
news, sales contest standings, and 
each week some special product is 
given a full page play. 

Editorial matter is composed by 
Mr. Mueller, and art work is created 
by Bonnie Sensmeier, a stenographer. 


drillers and 


Institutional Ads 


The department also lays out insti 
tutional advertising—most recently a 
booklet: “Meet Orr Iron Company 
\ story of its people and its progress” 
his is a 16-page brochure giving the 
history of the company, picturing exec 
utives, personnel and salesmen. An 
order is followed through the house in 
pictures; the different departments are 
shown; there is a behind-the-scenes 
section; a page describing and pictur 
ing the branch store (Baber Supply 
of Owensboro); and a list of suppliers 
whose products are handled by the 
company, as well as a map of the five 
state area served by Orr Iron. 

The advertising department directs 
radio and newspaper promotion also 
Exhibits in industrial shows are under 
the combined direction of the sales 
ind advertising departments. Ihe 
company exhibits annually at the Tn 
State Oil Show in Greyville, Tll., and 
the Coal Show at West Frankfurt, TM 

Scratch pads, matches, pencils, re 
membrance items, calendars, want 
hooks and advance cards help to keep 
the name of Orr constantly before cus- 
tomers. Factory representatives fre 
quently contact customers with Ort 
salesmen—to augment the informa 
tion regularly made available 





<>} 
a“ 
< 


MANAGER worked at makeshift desk .. . 


’ SHELVING was built on fifth floor. . . 


It took 4 months for Chapin Owen Co., Rochester, 


to rearrange its industrial department, so that . . . 


— Everything Is On One Floor 


INTERESTS of increased efh 
Chapin Owen Co., Inc., has 
trated industrial equip- 
ind departments on the fifth 
f its large building in Rochester, 


uli its 


der speed has resulted, 
general synchronization of 
ictivity. Not only are 


} } } 
istrial Supplies necre, 


iasa 

| department 
; but 
the shipping department, offices and 
personnel of the industrial section are 
ilso quartered on the floor 
Idea for the move came 


nt of the firm, Hiram H 


lodged 


1K 


from the 
Weis 


berg; responsibility for carrying out the 
plan lay with George L. Huber, man- 
iger of the industrial department. 
First step in the move was the clear 
ing of everything but industrial stock 
from the floor. Then were 
built and the remainder of the indus 
trial items moved up and put into 
place 
Manufacturers’ 


she Ives 


men took advantage 
f the mo clerks check stock 
is it ged—Jules Maynerd, 
Heller Bros., put on coveralls and 

checking the file 


worked for two davs 
supply. Jack Lynch, Starrett Tools, 


) help 


Was TeatTan 
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. directing activity 


of clerks, carpenters, electricians 


and Mike Shepherd, Sterling Grinding 
Wheels, also took time to help with 
their lines. 

The moving days were hectic ones 
for Mr. Huber, who besides supervis 
ing the move also had to attend to his 
regular duties while carpenters trun 
died lumber in and out, and electri- 
cians measured for lighting installa 
tons, 

Now that the smoke has cleared, the 
smooth operation and tighter organiza 
tion of the department prove that the 
move was a wise one—well worth th« 
time and energy expended. 





REGULATIONS ARE EXPLAINED by James 1 


ford 


standing 


Ruther 
to The Republic Supply Co. of California 


Yunker, assistant industrial sales manager, Southern Divi 


sion, 


and 


R. M 


Chewning, merchandise manager, prior 


department heads: € 


B. Williams, purchasing agent; M. S 


government regulations: 


to publishing the interpretation 


A Permanent Management Problem 


How a California industrial supply firm helps itself and its 


customers to know and understand government regulations 








About The Author 
Jar 1. Rutherford is re 
ponsible for th interpretation 
| ontrol 
{ ither ‘The 
Company of ¢ 


range of 


orders 
Republi 


ihtormia 


crniment 


industric 


1 forme! 
Reed Roller 
of Houston, 

ty he -ac 
ind 

» Govern 
through 


ind TO 


han 
sing 
World War 
ved procure 
ribution. 
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rtment he icts 
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By James T. Rutherford 
Priorities Analyst and Manager 
of Priorities Department, 
The Republic Supply Company 
of California 


WHITH THE INCEPTION of the 
Production Act and the 
Materials Plan, a 
government regulations in 
came a part of the proce 
business in many lines . ind of the 
st of doing it. If the activities of 
those government agencies which in 
lve priorities should come to an 
end in the near future 


ny 


Defense 
Controlled 
knowledge of th 
ol ed be 


ss of doing 


} 


ilthough thai 
\bability seems remote at present 
there is every to believe that 
many government regulations will con 
tinuc 


reason 


is part of the system of coordi 
nating the national production ma 
chine. 

That being the case, everv business 
which uses or handles regulated mate 
eal for 
ials must face the continuing neces 
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sity, not only of conforming to the 
regulations and keeping the necessary 
records involved, but also of maintain- 
ing some system and source of infor- 
mation which will keep key personnel 
informed at all times of the current 
requirements and the inevitable 
changes in procedures 

Since The Republic Suppiy Com- 
pany of California distributes indus- 
trial supplics to the heavy industries 
f the West, we found ourselves seri 
usly hampered at first by the new 
ind unfamiliar management opera- 
ions and procedures made necessary 
xv the government regulations in con- 
nection with CMP. From the first, 
t was that too many people 
had to know the regulations to fill 
in order or to make a purchase. There 
vere the Purchasing Agent, the Buy- 
ers, the Inside Order Salesmen, the 
Quotation men, the Field Salesmen, 
the Price Department and the mainte- 
nance personnel. 

Something had to be done about 


obvious 





PRIORITIES LEDGER is inspected by Mr 
and Eileen Bonner who maintains a constant record of all 
Republic Supply priorities and transactions involved 


that situation and the solution, in our 
case, proved to be a Priorities Depart- 
ment, which acts as a clearing house 
through which all departments check 
any operations involving government 
controlled materials. This immedi 
ately relieved all of the above per- 
sonnel of responsibility for such mat- 


ters and eliminated costly confusion. 


Once properly organized, it was a 
natural step to offer the service to cus 
tomers as a means of expediting orders 
Originally, we organized our Priorities 
Department as a matter of good man 
agement. We soon found that shar 
ing our information with customers 
expedited our own service operations 
ind benefitted all concerned. 

Under the system of handling pri 
orities now in operation at Republic 
Supply's main headquarters in Los 
Angeles, one person, the manager of 
the Priorities Department, is respon 
sible for all interpretation, supervision 
of priorities, records, applications for 
illotments and all other priorities 
problems throughout our entire sales 
and manufacturing divisions. 

One clerk devotes full time to post 
ing priorities. Copies of all sales and 
purchases on which priorities are ap 
plied, are routed through this clerk 
and posted to a ledger. This ledger 
is a loose-leaf card file, set up accord 
ing to allotment svmbols and com 
modity codes. A current balance is 
carried so that at any time, a buyer 
may determine the amount of ratings 
he may extend. 


Rutherford 


current revisions 


Bev 


erly Loper (background) assembles manual sheets showing 
These are distributed to all holders of 
the manual by the company 





¥ 5 000 


RECORD OF PRIORITIES 





ie 2i¢- Jig 2 








Ma//eab/a Fillings 











ACCUMULATIONS of priorities are made in a ledger (see shect above, 10 by 6 in 


set up according to allotment symbols and commodity codes 


Current balance is 


arried to permit easy determination of amount of ratings which can be extended 


he facilities of other departments 
which check through the Priorities 
Department are used however for sup 
plementary itions to avoid ex 
pense and duplication of function 
For example: the order desk asks the 
customer for the ratings, the 
department adjusts the 


ope 


price 
prices to a 


uniform basis, the purchasing depart 
ment codes all sales and orders, and 
the billing department furnishes the 
extra copies of all priority rated in 
voices. 
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Although the manager of the de 
partment is the final source of all in 
formation concerning procedure and 
regulations, it was considered neces 
sary to have a Priorities Manual as a 
ready reference and guide for Repub 
lic personnel. Such a Manual was 
prepared and multigraphed. The in- 
formation given in the termi- 
nology of the lavman and covers 

1. The Controlled Materials Plan 
in brief 

Continued on page 230) 


Was 





Distributor Sales In Current And Constant 1947-1949 Prices 





4 — index 





aoe sai 
> 


<. 
po= 








=. 


4 
= 
> 


«a 
- 
.. 
ih 
en 
gual 


a 
- 
Sedmaane 


-_ 





Distributor soles 
index | 
Current prices). 


A 





i\ 


wr 
VV 





Distrit 


bufor sales 
index 
“(Constant (947-49 prices) 























7s Pee Cee oe 








Ie 


1952 








PHYSICAL VOLUME 


distnibut sales 


istributor 
index onstant 


hie List OWN, 


business 1s 
pn es 
is divided by the 


charted 
dollar 


pric c 


The 


HERE'S A VALUABLE RESEARCH TOOL FOR SALES EXECUTIVES: 


A New Price Index 


ims sur, INpusrriar Distr 


brand new 


ue the 


price 
total 
p oduct class in 

t tool for 
iles managers and 


distribu 


ii 


ndustrial 
price index cover 
dities sold by in 

Although — the 


it the pri 


worked clos 
Department of 
t six month 


m 


uur pro wel 
Bureau of Labor Sta 
mm prehensive 
lier this veat 


new 


ndex ear 


BLS 


publishes 


information and 
for about 

rhe De 
Economics regrouped 
many of these BLS price series into 
special product classes to meet the 
needs of INpusrriAL DistriBuTION. 


collects pice 
indexes 
2000 different commodities 


partment otf 


prices 


Commodity Coverage 


It was finally decided that the fol- 
lowing list of 19 product classes was 
representative of industrial distributors’ 
merchandise. The 19 are: abrasive 
products, cutting tools, fans and blow 
ers, fasters, incandescent lamps, indus- 
trial rubber products, lubricants, ma- 
terials handling equipment, mechanics 
hand metalworking accessories, 
motors, paints, portable power tools, 
power transmission equipment, pre 
tools, pumps and 
steel products, valves and 
welding machine and equip 


} 
tools, 


Cision measuring 
( mp Cssors 
nttings, 


ment 
Base Period 
Much 


consideration was given to 
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index month by month throughout the period to arrive at 
the physical volume index 
business is about the same as it was in 1947 but above 1949 


Current physical volume of 


the selection of a base period. Obvi- 
ously it should be fairly current, prefer- 
ably postwar. In general, census years 
are selected as base periods because the 
census provides detailed information 
about shipments and production. But 
the last complete Census of Manufac- 
tures was made in 1947, and the last 
Census of Wholesale Trade was taken 
in 1948. And most government in- 
dexes are due to be switched to a new 
base period, 1947, 1948, 1949 = 100. 
Since the Bureau of Labor Statistics’ 
new wholesale price index is based on 
the vears 1947, 1948, 1949 = 100, 
ind since, as mentioned above, it was 
pussible to use many of its price series 
directly in order to compute the In- 
DUSTRIAL DisrripuTion index, the de 
cision was made to use the same base 
period. 


Weighting Factors 


his was one of the more important 
problems. Each commodity or group 
must be assigned a weight in order that 
each be correctly balanced in the total 





What’s Happened To Industrial Distributors’ Prices (1947 to March 1952) 





Percent 
Change 
From 

1947 

r +40 




















chart in this chart do not agree with those m the table below 
1ows the variation in price of selected lines be Above figures show change from one year (1947) while table 
47 (average) and March, 1952. Some price changes shows changes from base period, 1947-49 


PRICE CHANGES varied by product lines. The 





index. Value weights were available 
from the 1947 Census of Manufac Industrial Distribution Price Index 
tures and from the 1948 Census of 
Wholesale Trade. But these weights (1947-49 = 100) % Ch 
did not truly reflect the relative prod- ” 4 > . — 
uct mix of the typical industrial dis : : Latest Previous ~——— 
tributor. So advice was sought on this Name of Product Class Month Month Year Ago Year Ago 
problem from various industry repre- Abrasive Products .. ‘ 117.1 117.1 115.6 +1.3% 
sentatives. Our final weights take into | Cutting Tools 120.1 120.1 124.1 —3 
account the opinions of the industry Fans and Blowers 138.4 138.4 141.8 
experts consulted. These weights are Fasteners .. . ea 139.1 139.1 
considerably different from those used Incandescent Lamps ..... 117.9 117.5 121.9 
by the Bureau of Labor Statistics in Industrial Rubber Products 133.1 133. 135.9 
calculating its price index. Lubricants = - Jas 101. 102.4 
Materials Handling Equip 

ment .... caus. Saa 127.4 

Monthly indexes (relative numbers) Mechanics Hand Tools—files, 
ire calculated for each product class. saw blades ar 124.7 124.7 
The base weight for each class is then Metalworking Accessories 108.4 108.4 
multiplied by its corresponding index. Motors .. ; 117.0 117.0 
Then all of the aggregates are added Paint . : 109.8 109.7 
together. The total aggregate is di- Portable Power Tools . EBSA 113.4 
vided by the sum of the base period Power Transmission Equip- 
value weights of the group. The re- ment . eee > 125.7 $4 —0.2 
sult is the total monthly index. Precision Measuring Tools.. 117.6 117.6 5 
Pumps and Compressors.... 123.2 123.2 23.4 —0.2 
Steel Products — pipe, bars, 

hese price indexes may be used as _hails, etc. . 1249 124.9 ’ 

deflators of distributors’ dollar volume Valves and fittings 120.6 120.6 —0.2 
sales to estimate the physical volume Welding Machines, equip- ‘ 
of sales. They may be used to deter ment, rods 119.0 119.0 0 
mine price trends and cost trends, and Total Index 122.4 122.4 —0.6 
is a measure of changes in the physical *March 1952 Pixs De 
volume of dollar inventory SU) RE of Aer SA One SN Sees 


> 
5 





Index Computing Technique 


+1.1 


Uses 
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SPECIAL SERVICE for the Lockheed Corp., is supplied trace clerk; Don Wheeler, salesman, and A. R. Hawkins 
1 special Noland Co., umt: Eugene English, order and who handles correspondence and clerical duties 


HOW DO YOU SERVE A REACTIVATED PLANT? ATLANTA DISTRIBUTORS SAY 


Defense Plants Need Special Handling 


Noland Co., met the numerous demands of Lockheed Corp.’s Georgia plant by 


setting up a separate department after conferring with distributors in other areas 


WHEN THE FIRST BIG B-47 stratojet 
bomber rolls off the Lockheed Air- 
craft Corporation production line at 
its Marietta, Ga. plant, a lot of indus- 
trial distributors are going to be 
whooping it up with “rebel yells” as 
the huge aircraft takes off. 

And rightly so, for distributors for 
miles around are doing a splendid job 
of keeping supplies and equipment 
rolling into the 35-acre plant to get 
defense production under way. 

When the current defense program 
began, the former Bell Bomber Plant 
was reactivated to modify the famous 
B-29 and to produce Uncle Sam's 
newest B-47 jet bomber 

But reactivating the plant near At- 
lanta was no small job. It had been 
closed at the conclusion of World 

PERSONAL INTEREST by Salesman Wheeler in the Lockheed account results in War II; all machinery had been dis- 
juick correction of any discrepancies in accounts or shipments. Mr. Whceler (center assembled, coated with a preservative 
sits E. W. Cannon, manager of general a inting, and Bob Sawyer, supervisor compound. 

f accounts payable, weekly When the new defense program 
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vot under way, contractors searched 
the plant for what equipment they 
could use. Lockheed dug out what 
it needed or could modify for its new 
job of modifying B-29s and building 
B-47s 

But Lockheed needed plenty « 
new and different machinery and 
equipment. That was the big job 
ahead. Outfitting the plant and set 
ting up new production lines would 
require immediate supplies, including 
many items in short supply 

This is where the industrial di 
tributors came in 

lypical of the role distributors are 
taking in the gigantic task of hurrying 
up defense is the work of the Noland 
Co. branch in Atlanta 


Shortly after the Georgia division — —XECUTIVE HELP in servicing Lockheed is rendered by R. L. Hill, manager of 
of Lockheed was organized, Noland Noland’s industrial department. Here he’s discussing an application of a new type 
executives decided the account must drill with Chief Purchasing Agent Morgan E. Chase 
be handled differently from others 

The demands from Lockheed wer 
numerous and most needed special 
handling because of their defense 
character. Records should be kept 
separate so that there would be 
‘delay in follow-up and deliveries, No- 
land management decided. 








Separate Unit Organized 


Careful study of ways to service 
Lockheed resulted in a separate de 
partment being organized and per 
sonnel assigned with Lockheed as the 
only responsibility. 

Heading up the sales end is Don 
Wheeler, who has acquired product 
knowledge and selling technique over 
many years. 

As assistants, Eugene English places 
all orders with manufacturers and NEW IDEAS that may help Lockheed are presented by Mr. Wheeler to Stock 
traces shipments, and A. R. Hawkins Smith, buyer of office and factory supplies 
handles correspondence and other 
clerical duties. 

With the special Lockheed depart- 

ment well organized, it was not too 
difficult to keep fingertip contro] and 
be abreast of things to happen. 
Everything pertaining to the account 
is handled by this one group, including 
estimates on bids, orders, notices to 
manufacturers, schedule of shipments 
and charges billed. 

Noland officials feel that if manu 
facturers are advised in advance of 
possible future business, they can 
better schedule their production and 
make quicker shipments. 

Servicing Lockheed brought to 
light some procedures which could 
easily be adapted to other accounts 
where the ‘tea is large and daily 
or weekly visits are routine. Working § 
closely with the customer's account- 
ing department, the Noland-Lockheed 
team learned, smoothed out a lot of 


PERSONAL SERVICE is the key to Noland’s handling of the Lockheed account 


Don Wheeler (right) visits the receiving department weekly to keep Don Paschal 
(Continued on page 226) section supervisor, informed on shipments 


INDUSTRIAL DISTRIBU™ION © JUNE, 1952 93 











J. RUSSELL & COMPANY 


NCORPORATED 
a ‘ 
Omstereuroeres NOUSTOIAL SUPPLIES _ 4h AUTOMOTIVE EQUIPMENT AND HAROWAPRE 


HOLYOKE 1, MASSACHUSETTS 


IT'S ELECTION YEAR 
and 
Ray Aldrich is running 

FOR OFFICE 
He dosen't want to be Mayor, Senator or 
Congressman. In fact the office he 
wants to run for is yours. 
Ray is truly an information bureau on the 


following manufacturers’ lines. He has 
recently completed their specialized courses. 





Norton Grinding Wheels 
Behr-Mannings Coated Abrasives 
Worthington Compressors and Pumps 
Schrader Air Equipment 


Phone or write us if you have any problems on these lines. We will 
back up his field work with adequate and well selected stock here at 
Holyoke. Our entire organization ie at hie disposal and for unusual 
problea@s, we can always call on the factory wen themselves. 


We'll always be asking for your business, but now we offer services 
of @ well trained specialist with products of top quality. 


This added service is for you. It is our sincere hope that you 
will use it. 


CCoaack 











A NOVEL MAIL CAMPAIGN originated by J. Russell & Co., 
: Inc., Holyoke, Mass., has succeeded in fixing customer 
J. Russell & Co., Holyoke, Mass., attention on the company’ sinitial attempt chepacielitation. 
Mailed widely to the firm’s industrial customer list, the 
letter capitalizes on election year, nominating J. Russell 
are ; a Plata specialists for office — the customer’s office. 
its first venture in specialization ... To establish the salesman as an information bureau, the 
letter lists the manufacturers’ specialized courses which 
; . he has completed; adds that the representative is backed 
up by the entire Russell organization; and inserts a plug 
ere S OW 0 omina e for the company’s adequate and well-selected stock 
A picture of the representative is pasted to the letter, 
s 8 adding the personal note that sometimes swings an elec- 
Your S ecialist tion — and the appeal closes with a frank bid for votes: 
“We'll always be asking for your business, but now we 
offer the services of a well trained specialist — with prod- 
ucts of top quality.” 


uses campaign tie-in to publicize 
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An Index of Industrial Distribution Articles 


Here’s a listing of articles that appeared from January through June 1952 





SALES IDEAS 


Devivery Macic: Rapio ‘TELEPHONES 


Make Ir PosstBt Jan. ’ 


Kansas City distributor can deliver order 
in from 10 to 20 minutes 
Ler Your SALESMEN SEL1 ; 
P. A. tells management to do away with 
routine calls 
Contests STIMULATE SALESMEN & SALES 
One way to introduce new-product or 
promote sagging sales 
“Less THankinc & More SELLING” 
New machine puts finger on poorly-bal- 
anced accounts 
TRAINING THeortes Pius Practice Work 
FOR COLLEGE GRADS ‘ 
I'wo U. of T. grads put thesis theme 
into practice 
How to Make Propuctr INFORMATION 
STICK 
Program fosters creative selling 
Stray Our OF THE OFrict 
Salesmen submit short call rey 
Fottowinc Up Saves Leaps 
Here’s what to do when a manufacturer 
gives you a prospect's name 
Derrense PLanrs Neep Speciar HANDLING 
Georgia firm services reactivated bomber 
plant 


SALES IDEAS FOR SALESMEN 


Onty One Catt—Burt It’s tHe Con 


rACTS THAT COUNT . JAN, 


Here’s proof to refute the “order taker” 
definition of a salesman 


Tnuere’s More THAN Fis 1x Aguartums. JAN, ’ 


Syracuse salesman sells to “‘off-the- 
beaten-track” type of user 
“I Kip Myserr” ener sack 
‘It’s crazy—but my system works’”’- 
“Tr’s Onty Service Setts THEM” 
Don’t just think about making your 
customers happy—do it 
No Merat tn Bricxs—Bur Sates, YEs. 
Nashville sales engineer taps brick-mak- 
ing market 
Sates Anarysis Mape Easy ror SALEs- 


keeps paperwork at absolute minimum 
How to Sett to Inpusrry’s “Bic 
BeRTHAS” .. Sei 
This salesman learns something every 
time he calls at a multi-million dollar 
operation 
“Ear PLenry or SALAD—I1’s Goop FoR 


Fes. ’ 
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Phoenix salesman services fruit & vege 
table packers 
Here's How Disrraisuror “SALESMEN 
Ger Wuar Tuey’ re Arrer—Saces. Mar. 
l'actics of a Florida & Maine salesman 
are given in this double story 
BREAKDOWN! .... 6 ee ates a ee 
Here’s the story of a South Carolina 
salesman’s “on the spot” solution 
Marae Is Jusr Rocx, Unrin.......... Mar. 
Industrial supplies are an important part 
ot the marble industry 


He Sects Wirn Movies ee. 


Here's a modern way to do modern sell- 


ing 


Saves Hipe Wuere Tuey Pour Cement. Apr. * 


A North Carolina salesman helps to 
build plants from the ground up 
Wuen Ir Pays To Go In Circies May 
Philadelphia salesman played important 
part in new carnival ride design 
Lake Boars Are A-Comin’ + atk Oe 
And sales are in sight for this Toledo 
salesman 


IDEAS FOR MANAGEMENT 


One Less Form 1o Worry Apour. JAN. ¢ 
Billing & purchase orders handled faster 
by use of only one form 
Iuey Teach Tuem Wautte THey rt 
New . fe Se Say oe 
New employces take sales course 
\ Jomr VeNruRI a de ae GE 
I'riple play: salesman to office staff to 
manufacturer proves to be a winning 
combination 
Sect Yoursetr First... 3 PA 
Knoxville distributor first “‘sold” himself 
on the lines he handles 
One Eye on Pustic Revations . . . AN 
One On PROGRESS....... 
Hammond distributor helps himself & 
other distributors with this theory 
Simpuicity, Economy, FLEXIBILIty 
\ Chicago distributor's inventory control 
system features these three 
Hete Customers Make Business Decti- 
sions Wirn INFORMATION 
Cleveland house sends monthly news- 
letter to customers 
Spreap THE News & Hetp Your Cus- 
TOMERS 
Charleston salesman converts good 
rumors & facts into 4-way sales 


Let SALESMEN Dramatize Sates Ciinic. Apr. ’ 


( Next page, please ) 
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An Index Of Industrial Distribution Articles 


Make tHe Move ro 4 Berrer Locarion. Apr 
Deliveries & working conditions improve, 
order flow is perfected & sales increase 
Overnuean Comes First, THen Commis- 
SIONS 
Breakeven point ‘deter mines 
missions 
Tuey Ser Up Tuetrr Own ADVERTISING 
DEPARTMENT ; : 
Here's one way to bridge the gap be 
tween management and personnel 
Everyruinc Is ON One Foor 
Smooth operation and tighter organiza- 
are chief benefits 
GovernMENT Recurarions: A PERMa- 
NENT MANAGEMENT PROBLEM. 
How a California supply firm helps itself 
ind its customers to know and under- 
stand regulations 


) 
saies com 


fon 


GENERAL 
Hunting & 
How one salesman spends leisure hours 
Marr, Hors & INpusrriaL Supplies 
Here's an “unusual” industry serviced 
by distributor salesmen 
Meiat Scrap SuHortace Is Serious. 
Finding new sources is one way to solve 
the shortage problem 
Smact Prants Can Gert 
Business 
How to pass 


FISHING 


Into Derenst 


along information to cus- 
tomers desiring defense business 
Loncer Lire ror Toors Can Herp Beat 
I Pe POR a Age oe Mar. 
Nine essentials of conservation 
plan are discussed 
ANNUAL Survey or DisrrisutoR OPpErRa- 
Se | Re rr Pre ier Mar. 
Distributors face big problems, look 
iutiously at '52’s prospects 
Tury re Avi Tatkinc—Anout SELiinc. . APR. 
Here's a roundup on the prime topic of 
conversation these days 
Manuractrurer Honors 


good 


DisTRIBUTOR 
SALFSMEN 
Unusual award made at sales ‘meeting 
Manuracturers Can Use Distrrputors’ 
Hevp 
Distnbutor manutacturer cooperation is 
coming a two-way 
How're You Dorc? 
These 


street 


May 


scatter charts will help you pin- 
point nonproductive operations 


Ine INpustriat. Buyer Tetrs Yovu.. 
Five main points are discussed in the 
relationship between an_ industrial 
buyer & his suppliers 
\ New Price INpex 
Bringing up up to 
nomic picture. 


JuNt 


date on the eco- 


PROMOTION 


Desicn Your Own Direct Marincs 
Omaha distributor has found it cuts costs 
by 80% 
Goop Promotion Means Bic 
Service program plus 


- Jan 


Prorirs... Fes 


selling effort 


May 


> 
= 
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boosted chain saw sales 800% in two 
years 
Want ro Print SuPPLEMENTARY CaTa- 
LOGS? 
Kansas City distributor does & reports 
tremendous savings 
Posters Promote Goop Practice 
Richmond distributor has unique pack- 
aged morale—building campaign 
Apvertisinc Works Bota Ways 
lies key personnel in with key lines 


MEETINGS 


Bootus Draw Recorp Crowns To CEN- 


.Mar. ’ 


TRAL STATES CONVENTION.......... Jan. ’ 


New record of attendance—865—set 
650 ArreNp SOUTHERN MEETING...... 
Picture & text report of Biloxi meeting 
Disrrisutors Meer ar CoLorapo 
Sprincs & SAN FRANCISCO 


I'wo regional meetings were held in February 
Apr. *52 


PANELS FEATURED AT SALES SEMINAR... 
National & American Associations spon- 
sor Chicago session 
ConveENTION Pians Set FOR ATLANTIC 
COG 5 ccuwknt he seceded notie May 
Contact booths & awards are features 
CONVENTION os I 
I1.D.’s report on the Triple ‘Industrial 
Supply Convention 


JUNE 


EDITORIALS 


> 


PROGRAM FOR ’52 

Wuat Our Reapers THInk. 

Raree— OE TRE IO  o.aciss css ocean ss Mar. 

\ Distrisutor Looxs at Current Pros- 
LEMS 

Wuar 1 IMPORTANT? ... 2.0... cc ecccccs May 

SALESMEN NEEDED JUNE 


DEPARTMENTS 


How You Can... 
Put wheels under “cat 
Measure wire rope easily & efficiently. . 
Help customers & employees to a long 
Be otal axles gonad weree JAN. 
Bolster shelves without losing storage or 
display space 
Prevent strained backs among warehouse- 
men 
Find solutions for old problems in new 
ideas 
Take advantage of an “event” 
Handle long quotations from the field. .May 
SALESMEN Say ~~ 
Heavier you stock, the more you sell. . 
Don’t sell cooperation short 
Hardware salesmanship is stepping stone. FEs. 
More than ever before service sells them. Apr. 
Knowledge of trade helps supply selling. Apr. 
Sorriest man in the world is salesman 
without a memory 
Supply business is worth studying 
Millwright job sets up tool knowledge. . 
Handle the products to sell them better. 
‘Get thar fustest with the mostest” 


. Fes. 


. — 
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.Mar. ’ 


* Viterature...... Jan. ’5 
JAN.’ 


mii ienini wins Cee ee Mar. ’5 


aI viwivi 
MNmMNMivyiNrh 
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What goes on here? 


The three presidents open the contact booths for the . . . 


2500 Conventioneers at Triple Meeting 


Attendance at Atlantic City sets new record; 


Distributors present advertising awards; 


ALL HIGHWAYS, RAILWAYS AND AIRLINES led to one place 
last month—Atlantic City. The event was the annual 
l'riple Industrial Supply Convention sponsored by the 
National Industrial Distributors’ Association, the South 
ern Industrial Distributors’ Association and the American 
Supply & Machinery Manufacturers’ Association. 

All previous attendance records were shattered; therc 
were 2,496 present 

As in previous years, the contact booth program proved 
a tremendous success. All day Tuesday—the second day 
of the convention—distributors strolled through Atlantic 
City Convention Hall visiting with the top management 
men of their suppliers. 

Two innovations this year were the presentation of 
idvertising awards by the two distributor associations 
and the showing of sales training films produced by a 
joint distributor committee. 

Presiding at the convention were the three retiring 
presidents, William Haseltine, J. E. Haseltine Company, 
Portland, Oregon, of the National Association; Walker 
Wellford, J. E. Dilworth Co., Memphis, Tenn., of the 
Southern Association, and Ralph Johnson, Norton Co., of 
the American Association. The new presidents are Harold 
Torell, Syracuse Supply Co., Syracuse, N. Y., National 


Miami selected for 


°*53 convention 


Association; L. F. Perkins, Henry Walke Co., Norfolk, 
Va., Southern Association and Jack Proven, Porter Cable 
Machine Co., American Association. Other new officers 
elected at the convention are reported on in the follow 
ing pages. 

After a series of committee meetings on Sunday the 
convention opened officially with the joint triple meet 
ing at Convention Hall. The feature of this session was 
the presentation of advertising awards and an address by 
Dr. Norman Vincent Peale, Marble Collegiate Church, 
who spoke on “Confident Living’. Monday afternoon 
the two distributor associations joined forces to see four 
of the series of sales training films. In addition, four 
manufacturers spoke at this session. On Wednesday the 
three associations held separate meetings at which com- 
mittee reports were submitted and the results of the 
elections were announced. After the separate mectings, 
the two distributor associations again joined forces to 
hear the reports from joint committees. 

The next convention, it was announced, will be held 
in Miami, Florida, April 12 to 16. Mr. Wellford said 
that forms are now being prepared for distribution to 
the members and he urged that they sign up early to 
attend. 


INDUSTRIAL DISTRIBUTION © JUNE, 1952 7 





winners’ representatives: A. M. Street (Jenkins CLASS B winners’ representatives: A. P. Fox (Lincoln Engi- 
lilley (New York Belting & Packing Co.); neering Co.); J. M. Hughes (Republic Rubber Div.), and 
Osborn Mfg. Co.), and J. M. Hughes (Re F. T. Turner (Osborn Mfg. Co.) are awarded prizes by 
receive awards from Professor Frey Professor Frey 


Advertising Awards Stimulate 


CLASS C winners’ representatives: Mr. Turner (Osborn CLASS D winners representatives: F. J. Whelan (Worthing 
3 t rborundum Co.), and Mr ton Pump & Machinery Corp.); E. S. Grant (Allen Mfg 
are honored by Co.), and M. A. Hamman (Bunting Brass & Bronze) re 

ceived their prizes 


CLASS E winners representatives: Willis Horner (Allen INSPECTION of entries in the First Annual Advertising 
Mfg. Co.) and Richard Thompson (Thomas & Betts Co Awards given by the Distributors Joint Advertising Com 
pick up their awards from Professor Frey mittee intrigued conventioneers at Convention Hall 
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GUEST SPEAKER Dr. Norman Vin 
cent Peale offered moral concepts as a 
curative for the tension under which 
businessmen live today 








THE WINNERS 


CLASS A (Best single direct mail piece)—-Republic Rubber Division, 
Lee Rubber & Tire Corp. (first award); Honorable mentions to New York 
Belting & Packing Co., The Osborn Mfg. Co., and Jenkins Bros. 

CLASS B (Best series of two or more direct mail pieces)—The Osbom 
Mfg. Co. (first award). Honorable mentions to The Lincoln Engineering 


Co. and Republic Rubber Division. 


CLASS C (Best single business paper advertisement)—New York Belting 
& Packing Co. (first award). Honorable mention to The Osborn Mfg. Co. 


and The Carborundum Co 


CLASS D (Best series of two or more business paper advertisements)— 
The Bunting Brass & Bronze Co. (first award). Honorable mentions to 
Ihe Allen Mfg. Co. and Worthington Pump & Machinery Corp. 

CLASS E (Best catalog issued by a manufacturer)—Thomas & Betts Co. 
(first award). Honorable mentions to the Allen Mfg. Co. and The Bristol 


Company. 
CLASS F 


(Best house organ issued by manufacturer or manufacturer 
association)—No awards because no entries met requirements. 








Manufacturers’ Interest 


Initial contest for advertising material selling distributors’ 


services sees 1] suppliers walking off with 16 awards 


SIXTEEN AWARDS consisting of five 
bronze plaques and 11 certificates of 
honorable mention, were made to 
manufacturers in the first annual ad- 
vertising contest sponsored by the 
Joint Advertising Committee of the 
National Industrial Distributors As- 
sociation and the Southern Industrial 
Distributors Association. The awards 
were made at the opening mecting 
of the annual Triple Industrial Sup- 
ply Convention held in the Atlantic 
City Auditorium. 

Ihe awards were given for excel- 
lence of advertising material during 
1951 in which manufacturers told 
users of their products, the benefits 
of buying from industrial distributors. 
More than 2,000 manufacturers and 
distributors watched the presentations. 

“The Joint Advertising Commit- 
tee,” commented Chairman C. Mc 
Donald England, Jr., of Logan Hard 
ware & Supply Co., Logan, W. Va., 
“is extremely gratified by the response 
to our first annual advertising awards. 
Both, the quantity and the high 


quality of the material submitted en- 


courages us to hope that more manu- 
facturers will be converted to the 
value of advertising the benefits of 
buying from industrial distributors. 
Indications now are that the com- 
mittee will be flooded with entries 
in 1953, when the prize winners for 
1952 advertising will be determined ” 


The awards were made by Albert 
W. Frey, Professor of Marketing of 
the Amos Tuck School of Business 
Administration, Dartmouth College. 
Professor Frey is one of the three 
experts who judged the material. The 
other judges were J. F. Apsey, Tow 
son, Md., president, National Indus 
trial Advertisers’ Association, and 
H. F. Jones, New York City, past 
president, National Association of 
Purchasing Agents 

More than 65 companies submitted 
117 entries in all of the six classes 
open for the awards. 

In introducing Professor Frey, Mr. 
England explained that of the 117 
entries submitted by 65 companies, 
only 94 entries from 53 companies 
were eligible for awards in five of the 
six classes. “Since this advertising,” 
Mr. England said, “was used in 1951 
and preceded any announcement of 
the awards program, a special tribute 
should be paid to the entrants.” 

“Specifically,” Mr. England said, 
“the awards that are being given here 
today are intended to encourage 
manufacturers to capitalize more fully 
in advertising on one of their greatest 
assets—their method of distributing 
their products through industrial 
distributors.” 

Dr. Norman Vincent Peale, rector 
of Marble Collegiate Church, New 
York City, was the guest speaker at 
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the opening meeting and urged all 
present to use aoe thinking prac- 
tices to ward off ill effects of possible 
setbacks in economic trends, 

Dr. Peale’s subject was “Confident 
Living.” He outlined high pressure 
conditions under which people lived 
today, tracing evidence through the 
increased use of opiates. He urged 
the audience to return to_ biblical 
ideas and concepts of living. 

Support of the theories, Dr. Peale 
said, could be found in progressive 
industry. Citing the comments of an 
executive of The Frigidaire Division, 
General Motors Corp., Dr. Peale said 
that workers in factories, as well as 
executives, tire less in their work when 
they harmonize their work to the 
rhythms of their environment. 

Ralph M. Johnson, retiring presi- 
dent of the American Supply & Ma- 
chinery Manufacturers Association, 
presided, and the invocation was 
given by the Rev. Richard F. Garnet, 
pastor of St. Andrew's By-The-Sea 
Evangelical Lutheran Church of At- 
lantic City. William A. Hasletine, 
retirin:, president of the National 
Industrial Distributors Association, 
and Walker Wellford, Jr., retiring 
president of the Southern Industrial 
Distributors Association, were intro- 
duced. 

Miss Lois Miller was vocalist and 
organist for the singing. 


9 


edit seals) BE Oh ta 





ENJOYING TI ae Fk. N. Wirthlin, Jr 


Ma ( ( mati; Mr. and Mr 
St ( etroit, and Henry Ide 


NI 


LOOKING things over on the board 

walk where there was plenty of room 

due to the weather were Fred Kauf 

man (McKay Co ind | W. Wil- 
i Peden Iron & Steel, Houston 
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wk Failing, Chas. A Jr 


Wirthhin PRESIDENT 


' 


EXCHANGING news at the Southern 
\ssociation breakfast were George Syd 
nor, Smith-Courtney Co., Richmond, 
Va, and S. J Anderson, Greene 
HIldwe. & Supply, Kingsport, Tenn 


AMONG the fortunate few who 
picked the right time for a stroll in 
sunshine on the boardwalk were Mr 
ind Mrs. James Y. Scott (Morse Twist 
Drill & Machine Co 
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ongratulates W 


of National ‘Twist Dnill, Horace McGregor, 
E. Atchley on his promotion to the job 
ua, Mfrs. Supply Co of general sales manager, and F. D. Lamb, Jr., on promotion 


) new assistant general sales manager 


Weatherman Wasn't Too Cooperative—But— 


BRAVING overcast skies, showers and 
wind, Fred Smith and W. H. Reid 
McKay Company) were caught resting 
on the boardwalk rail, watching the 
rough surf 


i 


CHECKING last minute details for ad 
contest were C. McDonald England, 
Jr., Logan Hardware & Supply Co., 
Logan, W. Va., and John Rooney 
Geare- Marston) 








y 


THE CAMERA’S eyeing them and vice versa: S$. H. Cross rABLE-TOP PHOTOGRAPHY caught this group: Mr. 


Stanley Electric Tool Co.); Mr. and Mrs. Geo. Zwanziger, and Mrs. L. P. Russon, Vonnegut |} 
Warren Balderston Co., Trenton, N. J.; and Mr. and Mrs apolis; and Mr. and Mrs. Stanley SI 


C. F. Ford, Congdon & Carpenter, Providence & Co., Boston, Mass. Verdict on lun 


WITH THE EXCEPTION of Geo. Holland (Union Twist MORE PEOPLE: Mrs. William H 


Drill Co.) on left, this is a Siliter-Holden, picture: Richard Peoria; Mr. and Mrs. E. W. Breese, 


lardware Co., Indian 
veldon, Chase, Parker 
ch: good 





Hartz, Couch & Hevle 
Hajoca Corp., Phila 


Holden, Gilbert Silliter, and A. G. Messenger, all down from delphia; and Mr. and Mrs. J. F. Bennett, Couch & Heyle 


Hartford, Conn And like people, they're having fun 


WHAT'S NEXT? Arthur B. Flowers and Harold Hulse DINNER FOR FOUR: John C 
Jackson Mfg.) check the program during a breather between Atlanta, William E. Atchley and } 
Drill & Tool), and Mrs. Pve 


important convention events 
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like everybody 





Pye, Pve-Barker Supply, 
\V. Farr (National Twist 
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PLUS SELLING PROGRAM rang bell 
Joint Film Committee Chairman Eugene 

presents W 
du ed 
B. Mis 


with meeting 
McCarthy (left) 
\. Cheadle, Henning & Cheadle, who pro- 
lidefilms. Behind stand committee members Lloyd 
John A. Failing, and T. Gordon Vaughn 


DISTRIBUTOR James T. Moore, Detroit Ball Bearing Co., 
signs purchase order for one of the seven-part packaged sales 
meetings. During the convention over one-hundred orders 
were received from manufacturers and distributors for this 
new aid to the training of salesmen. 


“Wrap Up Your Sales Meetings” 


Associations’ Joint Sales Training Film Committee presents 


the “‘Plus Selling Program”—seven packaged sales meetings 


SOUTHERN ASSOCIATION 


\ Jornr AFTERNOON MEETING of the 
National and Southern Associations 
was shown a shiny new weapon in the 
war on sluggish salesmanship. The 
meeting, to which manufacturers were 
invited, few more steps 
taken towards eventual solution of the 
long-standing decimal packaging and 
net pricing problems. 

I'he new weapon was revealed when 
the chairman of the two associations’ 
Joint Sales Training Film Committee, 
Fugene F. McCarthy, Beals, Mc 
Carthy & Rogers, Buffalo, pulled back 
the curtain on the “Plus Selling Pro 
gram.” And there it stood 

ven, carefully-prepared sales meet 

s in one package. 

Each of the sales meetings consists 
of a sound slidefilm and instructions 
explaining everything from preparing 
for the meeting to operating the slide 
With deft showmanship, 
Mr. McCarthy's committee previewed 
four of the films for the meeting— 


also SAW a 


1 series of 


projector 
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“The Sleeping Giant,” “What Do You 


Sell?” “Am I Telling My Whole 
Story,” and “What is My Share?” 
Other film committee members are: 
T. Gordon Vaughn, W. M. Pattison 
Supply Co., Cleveland; John N. Fail- 
ing, Jr., Chas. A. Strelinger Co., 
Detroit; and Lloyd B. Mize, Indus- 
trial Supply Corp., Richmond. 
Before each showing, Mr. Mc- 
Carthy and his committee appeared 
on the stage grouped around a table, 
and acted out the parts of a supply 
company president and his executives 
discussing the packaged sales meet 
ings’ merits. All agreed that these 
prepared meetings are tailor-made for 
the busy sales manager who wants to 
present an effective training program 
geared to his company’s circumstances. 
Other films in the meetings series 
are titled: “Pride in Price,” “Human 
Relations in Business,” “Are Prospects 
Different?” ‘“By-Passing Sales Re- 
sistance,” and “Close isn’t Closed.” 





DAN R. NORTHUP, Associations’ 
Coordinating Committee chairman, in- 
troduces trio of speakers who reported 
on surveys conducted to find ways of 
reducing distribution costs “ 


The complete package costs a dis 
tributor 5, and before the con 


25 
$325, 


vention had ended on Wednesday 
morning 118 signed orders for the 
“Plus Selling Program” had been re- 


ceived by the committee. 

D. W. Northup (The Henry G. 
Thompson & Son Co.), chairman of 
the Associations’ Coordinating Com- 
mittee, introduced three speakers 
each of whom reported on surveys 
conducted to determine factors in 
distribution 

Decimal packaging has, according 
to George L. Abbott (Alexander 
Brothers Belting Co.), almost unani 
mous approval of distributors. Of 400 
surveyed, no less than 397 favored it. 
As for manufacturers, there’s an in- 
creasing number who can readily tick 
off decimal packaging’s numerous ad- 
vantages 

One of the biggest advantages is its 
savings; one manufacturer reported 
that in changing a package from 12 to 
20 units, he'd cut costs by 64 per 
cent. Said Mr. Abbott: ‘““We surveved 
manufacturers who have adopted deci- 
mal packaging, and not one of them 
want to go back to the old method 
of packing in dozens, gross, etc.” 

Mr. Abbott recommended to manu 
facturers that they select a manage 
ment executive (chief cost accountant, 
office manager, or merchandising 
manager ), and let him explore decimal 
packaging. The cost of this investiga- 
tion, said Mr. Abbott, would be more 
than offset by savings enjoved after 
the adoption of decimal packaging. 


creasing costs. 


FIRST speaker, George L. Abbott, de 
scribed advantages of decimal packag- 
ing, and recommended that manufac- 
turers should explore its possibilities 
as a cost-saver. 


The remarkable savings some manu 
facturers obtained when they switched 
from list-and-discount to net pricing 
methods, was described by W. C. 
Stauble (Holo-Krome Screw Corp.). 
Mr. Stauble’s study disclosed that one 
manufacturer used to have 41 discount 
schedules, and carried computations 
to five decimal places. Under this 
complex system, six months were re- 
quired to train a girl to process 200 
orders a day. Even with a platoon of 
checkers, the pricing department aver- 
aged 15 errors daily 

After adopting net pricing, the de- 
partment can train a girl in a week. 
Checkers have been eliminated. And 
now orders are processed with only 
daily mistakes averaging only three. 
Productivity of each girl has jumped 
to between 500 and 700 orders daily 
and personel has been reduced from 
31 to 18. 

This particular manufacturer hap 
pily reports an overall 25 per cent re 
duction in his costs. 

Citing similar cases of savings due 
to net pricing, Mr. Stauble empha- 
sized the advantages are not confined 
to manufacturers alone. ‘Net pric 
ing,” he said, “cuts the distributor's 
cost of checking his vendors’ inyoices 
and the cost of invoicing his customers. 
The distributor’s customer’s cost of 
checking is also cut.” 

Reporting on a survey conducted 
privately by his company on the size 
and set-up of purchase orders, Wallace 
E. Anderson (Brown & Sharpe Mfg 
Co.) stated that more than 75 per 
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SECOND speaker, W. C. Stauble, 
cited examples showing how manu- 
facturers and distributors can enjoy 
big savings through switching from 
list-and-discount to net pricing. 


cent of manufacturers and distributors 
queried want a standard form size. 
hey also want standard locations for 
pertinent order data. 

Mr. Anderson said, also, there is 
“100 per cent opposition to postcard 
purchase orders.’ 

During the joint meeting, Walker 
L, Wellford, Jr., J. E. Dilworth Co., 
Memphis, Tenn., SIDA president and 
chairman of the meeting, announced 
that next years’ convention would be 
held in Miami, Fla., April 12-16. 


THIRD speaker, C. C. Chamberlain, 
reported that most manufacturers and 
distributors favor standardized 
purchase forms for faster 
handling 


now 
order 
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HARMONY , d by Fred Martin, William J. Burns SERENADE to a voung lady gives Jack O. Glenn (Worth 
| | | lk. J. Ramsdell (Spartan Sav ington Pump & Machinery Corp.) a chance to shine before 


R Bo Kan t | t Dr id t " rdianist \Mliss Elizabeth Michaels of New York City 


Off Hours Were The Lightest 


GAY TIMERS G reslar, A. L. Proctor (Black & Decker); D. G. Jones ONLY LADY at the new members 
\ Machinist Spaulding and J. F. Apsev (Black & Decker Tom breakfast of the National Association 
| Behr nning Adkins Lowell nerican Machinist) and M. 1 was Miss Charlotte Roberts of J. H 

mn Elhott Co., Washington, D. ¢ 


WICHITA, Kans. repr ol BIER GARTENERS Mr. and Mrs. E. F. Marwedel, C. W. Marwedel, San Fran 
Watkins, Watkins, | s well met Lou Jander and Mark Harris (Disston) and Fred Marwedel, Jr. pose while 
Vv Ralph Johnson (Nortor vaiting for the waiter at Henry Disston & Sons party 
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: | 
Ross Slingman and Mrs. T. O. Sling MINE HOST George H. Halpin (Min 
Mrs. Robert ‘Terry nesota Mining & Mfg. Co.) welcomes 
Mr. and Mrs. Franz T. Stone (Co 
lumbus-McK:nnon Chaim) at party 


LADIES’ GET-TOGETHER included Mrs 

man, Slingman Industrial Supply Co., New Brunswick, N. J 

Ingersoll-Rand); Mrs. William Parr and Mrs. Thomas Bradley (Thomas H. Brad 
In and Mrs. J]. M. Wells (Ingersoll-Rand 


Hours At The Convention 


CAMERA MECHANISM is explained ELEVATOR WAITERS Robert Hovet and G. E. Polk (Safety Socket Screw); 
by Brownie Jalbert (Bay State Tap & Mrs. L. E. Stivers, Vulcan Copper & Supply Co., Cincinnati; C. W. Payne and 
Die) to L. T. Wood, Precision Tool & R. J. Fikes (Safety Socket Screw); Paul Schlender, Industrial Equipment & Supply 
Engineering Co., Philadelphia Co., Benton Harbor, Mich., and Mr. Stivers are gay and patient 


DEEP SOUTH quartet includes Mr. and Mrs. Henry B 
Mobile, Ala., and Mr. and 


lwe. Co., Birmmegham 


NATIONAL Association members, Mr. and Mrs. E. W 
Breese, Hajoca, Philadelphia, meet Southern Association Tonsmeire, Turner Supply Co., 
member, John C. Gilliam, Hajoca, Chattanooga, Tenn .ts. A. V. Davies, Moore-Hanuley He 
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Gee 


RETIRING NIDA president W. A. Haseltine (center) 
catches Eugene McCarthy's hand to thank him for presenta 
tion of matched luggage (background). Said Mr. McCarthy 

Bill must have worn out a lot of travelling bags on this job.” 


FOUR of National Association's new officers: (from left 
for areas 3 and 4; Harold I 


for areas 1 and 2 


\ } 
jughan, vice pre 


dent; R. H 


Barr, vice pres 
vit e oT 


for areas 5 and 6 


ser 1 pr 


Distributor Groups Meet Separately .. . 


Continued inter-association cooperation pleases National asso- 


ciation; huge expansion foreseen at joint NIDA-SIDA session 


Ay 1Hein 47H ANNUAL BUSINESS MEETING, members of 
the National Association disposed of an impressive 
igenda in record time. Presided over by President W. A. 
Haseltine, J]. E. Haseltine & Co., Portland, the meeting 
reviewed the past year’s progress, took a brief glance at 
the future and introduced the 1952-53 officers. 
Elected president was Harold E. Torell, Syracuse 
Supply Co., Syracuse 
Reporting as executive secretary, Henry R. Rinehart, 
expressed itisfaction with numerous projects advertis 
ing awards, Plus Selling Program, various joint commit- 
tees—which have drawn distributors and manufacturers 
tog the 
ointing up the need for further distributor-supplier 
Mr. Rinehart quoted from Publisher A. M. 


RAY C. NEAL asked new members of 


activiti« Those,” he said ho give sions of thanks, 
the n his organ io trend to cooperation between NIDA course 


ind related associations 


J. H. RUDDELL, resolutions commit 
NIDA to take active part in association tee chairman, presented several expres dustry can 
showing increasing 


Morris’ observation in INpusrriaL Distrisution’s May 
issue: 

“Problems . . . between distributor and supplier should 
be treated as nothing more than minor repairs that are 
always necessary in keeping a great artery of traffic open 
for maximum efficiency. The point is that if such prob- 
lems are allowed to grow into Bee holes, while we stand 
around and argue about whose turn it is at the shovel, 
unnecessary detours are made and everbody suffers.” 

In his anual report, the retiring president, W. A. 
Haseltine, declared the industry had gained immeasurably 
in size and respect over the years, foresaw greater associa- 
tion activity ahead 

Follawing a welcome extended to 16 new members 
by Ray C. Neal, R. C. Neal Co., Buffalo, membership 


H. FE. TORELL: “The distribution in- 
be a very large industry, 
indeed, if we follow a_ well-charted 
We have every right to look 
ihead with confidence.’ 
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C. McD. ENGLAND: “The new ap 
proach in advertising: The manufacturer 
tells about h product also about his 
method of distribution 


LLOYD B. MIZE: 
Distributors’ Service Committee is free 
to approach any agency with reference proht 
to problems encountered by members 


4 
CLAUDGE Ht 


‘4 


RD -_ | 
A. V. DAVIES: “We are all in the in- 
dustrial supply business to make a 
his can best be accomplished 
with a program of mutual assistance.” 


“The Industrial 


And Jointly, See Growth Ahead 


committee chairman, resolutions were presented by J. H. 
Ruddell, Central Rubber & Supply, Indianapolis. The 
first thanked the Southern and American associations for 
cooperating so closely with NIDA. Others thanked judges 
of the advertising award entries, and Mr. Morris and 
Harvey Conover, Mill & Factory publisher, for helping 
develop the joint industry advertising program. 

Chairman of the nominating committee, H. H. Kuhn, 
Hardware & Supply Co., Akron, submitted the slate of 
new officers. In addition to Mr. Torell, the following 
were clected 

Vice president for Areas 1 and 2, R. H. Barr, Reilly 
Bros. & Raub, Lancaster, Pa.; vice president for Areas 
3 and 4, T. Gordon Vaughan, W. M. Pattison Supply 
Co., Cleveland; vice president for Areas 5 and 6, C. E. 
Gollwitzer, Pratt-Gilbert Hardware, Phoenix. 

Named to the board of governors: W. L. Reynolds, 
W. L. Revnolds, Baltimore (Area 2); W. W. Radcliffe, 
E. A. Kinsey Co., Cincinnati (Area 3); and C. L. 
Whecler, Salt Lake Hardware, Salt Lake City (Area 5). 

Concluding the formal business session was a presenta 
tion of matched luggage to Mr. Haseltine by Eugene I 
McCarthy, Beals, McCarthy & Rogers, Buffalo. 

Informal discussion from the floor revealed sufficient 
dissatisfaction with the one-day contact both program 
that it was decided to survey again the membership to 
discover what arrangement it preferred 

At 11 o'clock, having concluded their own business 
program, Southern Association members met with NIDA 
to review joint progress and preview future joint activity. 

As chairman of the Joint Research and Planning Com- 
mittee, NIDA’s new president, Mr. Torell, assured 
members industrial distributors could expect up to a five 
fold increase in business in the next decade 

Chairman of the Industrial Distributors’ Service Com 
mittee, Lloyd B. Mize, Industrial Supply Corp., Rich 
mond, Va., recounted how this group had been able to 
protect distributors’ interest in dealing with NPA, OPS, 
and other government agencies. He proposed a resolu 
tion, later passed unanimously, thanking Eugene 
McCarthy and Oscar Iber for their valuable work in 
Washington with NPA. 

While commending the American Association’s efforts 
to work closely with the two distributor groups, A. V 
Davies, Moore-Handley Hardware, Birmingham, the Joint 
Industry Committee’s vice chairman, felt manufacturers 


could do much more as far as their individual relations 
with distributors were concerned. 

C. McDonald England, Logan Hardware & Supply, 
Logan, W. Va., chairman of the Joint Advertising Com- 
mittee, illustrated how the committee’s work had paid off 
by referring to a recent Black & Decker Co. advertisement 
in a national magazine. After describing virtues of its 
products, said Mr. England, it took “‘an extra step.” 

It told readers “it pays to buy through your Black 
& Decker distributor.” Said Mr. England: “Now they 
are really operating!” He added: “More and more of 
this new approach to advertising will be found in the 
days ahead. The manufacturers will tell our story as 
well as theirs.” 

In conclusion, Mr. England referred distributors to 
ID’s May issue, containing a survey of buyer opinions on 
distributor practices. 

The joint meeting concluded with a drawing for door 
prizes. C. W. Helstrom, Globe Machinery & Supply, 
Des Moines, came out the winner of a $100 bond. 


TEN DOOR PRIZES were awarded after drawing at joint 
NIDA-SIDA meeting. Here, C. W. Helstrom (right) receives 
top $100 prize from chairman of the meeting, Walker 
Wellford, Jr 
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REFRESHING PAUSE relax vkslev and S. W.. Stern (Henry Disston & SMILES mean good shopping for Mrs 
Ss | . aso vy and Phill P Hal rransden-Hall & Ce Flint, Mich.; and J. A. Proven (Porter Cable) and \irs 
Frick. (Disst Ralph Johnson (Norton Co 


Social Activity Marks Three-Day Convention 


BREAKFAST CHAT enjoyed by lson le FAMILY PORTRAIT: arriving at the Simonds party are 
Sup Co., Norfolk, \ owd ‘lowd Mrs. and Mr. Frederick H. Butts Il; Mrs. and Mr. F. Mar 
i ton, Texa id HH rd ul ner ena Butts; and M. Parker Butts, all of Butts & Ordway Co., 

( { Cambridge, Mas 


ARM IN ARM are George Weaks, Weaks Supply Co., Monroe, La.; Mrs. Pitts; WATCHING REGISTRATION are 
Bill R. Crow; Mrs. Weaks; and Joe W.. Pitts, Brown-Roberts Hdwe. & Supply Cs. Nir and = Mrs Stanton Gunnett 
\lexandna, La strong, Carlisle & Hammond 
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~F* 
» 


owe” ims 7 — 


- 


1918 CONVENTION BADGE is TEA TIME finds Byron Cushman, Ray C. Neal, Mrs. H. J. Lock, Mrs. Byron 
port Hugh Coats (Flexible Steel Cushman and Mrs. Ray C. Neal, all of R. C. Neal Co., Inc., Buffalo, enjoying a 
talking here with Mr quiet talk 
Clipper Belt Lacer 


DISTRIBUTORS AND SUPPLIERS CELEBRATE REUNION 
AT TRIPLE CONVENTION IN THE BOARDWALK CITY 


TAKING THE AIR are Leonard Dietz, Dietz Industrial IN THE TRAYMORE LOBBY: J. C. Crowding (Boston 
Supply Co., Aurora, Ill; R. E. Gregory (Holo-Krome Screw Gear); W. R. Kunkel (Boston Gear); Ed. L. Alberter 
Cory William Iber, O. Iber Co., Chicago, and William Somers, Fitler & Todd Co., Pittsburg; and Mr. and Mrs 
Purt Ir. (Holo-Krome Screw Ed. Stvan, Strong, Carlisle & Hammond Co., Cleveland 


a 


4 HEARTY LAUGH greets a joke by Jim Ruddell, (center READY TO TRAVEL are Barney Meade; Mrs. and Mr 


Central Rubber & Supply, Indianapolis. He stands between Michael Egan; and Mrs. and Mr. Gerry Freeman, all of 
Vince Alexander and Robert Pronty (Manheim Mfg Supreme Products, Inc 
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CHARTER MEMBER 
sentatives who accepted 
tive plaques from association: Back 
row: Richard Alcott, The Riechman- 
Crosby Co., Memphis; C. M. Harring 
ton, Hyman Supply Co., Wilmington, 
N. C.; J. H. Mutherin, Georgia Supply 
Co., Savannah, Ga.; Walter Bilbro, 
Cameron & Barkley Co., Charleston, 
S. C.; G. W. Sparks, J. G. Christopher 
Co., Jacksonville, Fla. Front row: D. I 
Doyle, Southern Railway Supply Co., 
Richmond, Va.; L. F. Perkins, Henry 
Walke Co., Norfolk, Va.; W. S. Blun, 
Georgia Supply Co., an George Sydnor 
Smith Courtney Co., Richmond, Va 


firms’ repre 


commemota- 


Southern Association Marks 50th Year 


Perkins assumes presidency at annual meeting—constitution 


and by-laws changed to permit pre-convention election by mail 


COMMEMORATION OF THE 50TH ANNI 
veRSARY of the Southern Industrial 
Distributors Association was a feature 
f the annual held in the 
Hote! Clandg« Representatives of 
nore than 75 firms attended 
iW th presentation of 
honornng the 


mecting 


ind 
bronz« 
eight charter 
still on the 


plaqu 
member firms who are 
mon roster 
od | Perkins Ihe 
Norfolk, Va., was elected 
r the coming vear. Ben $ 


Pve- Barker Supph Co 


Henry 


NEW PRESIDENT Linwood F 
from Walker Wellford, Jr 
a gift of the American 
versary of the Southern group 


} 


110 


Perkins 
, retiring head. ‘The 
Association marking the 


Atlanta, requested the nominating 
committee not to follow the tradi 
tional pattern of moving him, as first 
vice-president, up to the presidency 
because of a recent illness. Mr 
Barker was renamed for the post of 
first vice-president and elected. C. Mc 
Donald England, Jr., Logan, Hard 
ware & Supply Co., Logan, W. Va., 
was elected second vice-president. 
Henry B. Tonsmeire, ‘Turner Sup 
ply Co., Mobile, Ala., was elected as 
i new member of the executive com 
mittee, of which Mr. Wellford be 


BREAKFAST 
Walke Co., 


accepts the gavel 
gavel was 
50th anni 


and J. R. Goff, Tidewater Supply Co.., 
Norfolk, Va., and Joe Pitts, Brown-Roberts Hdwe. & Supply 


comes a regular member also. Other 
members are A. V. Davies, Moore 
Handley Hdwe. Co., Birmingham, 
Ala.; Ashley DeWitt, Briggs-Weaver 
Machinery Co., Dallas, ‘Tex.; Joe W. 
Pitts, Brown-Roberts Hdwe. & Sup- 
ply Co., Alexandria, La., and Paul J. 
Stine, Harry P. Leu, Inc., Orlando, 
Fla. George G. Weaks, Weaks Sup- 
ply Co., Monroe, La., left the ex- 
ecutive committee to take a place on 
the Advisory Board. 

In making his farewell address, 
Mr. Wellford admonished the mem 


Henry 
both of 


Co., Alexandria, La 
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1952-1953 OFFICERS 
Walke Co., Norfolk, Va 
England, Jr., 
2d vice president, and E. I 


are Linwood 


bers that these were uncertain times 
making it very important for each 
individual member of the association 
to exert efforts at home toward ad- 
vancing sound economic policies. It 
is the sum of each individual’s efforts 
that counted and that they should not 
be confined to the 
community. 

Mr. Wellford reviewed the accom 
plishments of the association’s com 
mittees and those of the joint 
association committees, notably those 
of the Research and Planning Com- 
mittee, Service Committee, Film 
Committee and Advertising Commit- 
tee. He also mentioned the fact that 
the name of the association was 
changed during 1951 from the South 
erm Supply & Machinery Distributors 


business 


ae a cd 
2" an - 
NEW MEMBER A. I 


Co., New Orleans, meets another distributor from his home 
state, Joe E. Marx, Jr., Southern Hardware & Supply Co., 


& 


Monroe, La., at breakfast 


center) president; C 
Logan Hardware & Supply Co., Logan, W. Va Cc. C 
Pugh, secretarv-treasurer 


Doussan, Doussan Tool & Supply 


Perkins, Henry 
Mc Donald 


Antonio, Tex., 


Association: to the Southern Indus 
trial Distributors Association 

Mr. Weaks delivered the Execu 
tive Committee’s report and recom 
mendations. The proposal to change 
the constitution and by-laws to per- 
mit election of officers and executive 
committee by mail previous to the 
convention instead of at the conven 
tion was recommended and approved 
by the membership. Mr. Weaks ex 
plained that actual election of officers 
at the convention delayed inter- 
association activities which have 
grown important in the last few years 
as the new president had to appoint 
new committees. It made it 
more expensive in and money 
as the committees to meet a 
month or after convention 


also 

time 

had 
the 


so 


RETIRING prexy, Walker Wellford, Jr., J. | 
Co., Memphis, accepts silver tray, the Association gift, from 
; Krueger, San 


Dilworth 


Antonio Mach. & Supply Co., San 


advisory board member 


instead of being ready to go to work 
at convention time. 

Resolutions of appreciation to the 
National Industrial Distributors’ and 
American Supply & Machinery Manu- 
facturers’ Associations were voted for 
their cooperation. 

In introducing representatives of 
the eight charter member firms, Mr. 
Wellford read a letter from John 
Riechman of The Riechman-Crosby 
Co., believed to be the sole surviving 
member of the founders’ party at the 
Argvll Hotel, Charleston, S$. C. Mr. 
Riechman was unable to attend, he 
said, although he would have loved 
to have made the trip to renew old 
acquaintances. Richard Alcott, former 
association president, accepted the 
bronze plaque for Mr. Riechman 


JUST IN from the Blue Ridge Mountains of Virginia and 
looking things over in the lobby of the Traymore were 
W. W. Sale and C. R 


Dent, both of the Blue Ridge 


Hardware and Supply Co. 
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BRISK STROLL invigorates Don G. Schnabel, A. V 
(or 


SHOPPING for salt water taffy are Leo F. Brown (U.S 
aseck and J. L. Sturges, all of W. S. Wilson Corp New 


‘ Expansion Bolt); R. R. Seckler, The Cavanaugh Co., 
York Cit 


Youngstown, Ohio, and Wm. K. Rudisill (U. S. Expansion 
Bolt 


After Strolling On The Boardwalk .. . 


CONVERSATION pa t me for W. G. Larson BRIEF PAUSE for a picture is made by Mr. and Mrs 


bxpansion Bolt ¢ bd Healy, Hartford- Healy Supph I’. H. Hubbard; Mr. and Mrs. H. J. Ekedahl; and Mr 
Butt No Y= Frank W. Watkins and Herbert | Mrs. L. I 


N. 1 


and 
Brenholts, all of Harris Pump & Supply Co., 


Pittsburgh 





“Thanks For The Good Work” 


GIVING CREDIT WHERE CREDIT IS DUE, George Schoup 
(Dumore Co.) presents the retiring presidents with 
watches in INpusrriat Disrripurion’s suite. Receiving 
the tribute are W. A. Haseltine, J. E. Haseltine & Co., 
Portland, Ore., of the National Association; Ralph John- 
son (Norton Co.) retiring president of the American 
Association; and Walker Wellford, J. E. Dilworth Co., 
Memphis, Tenn., of the Southern Association 
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“GLAD TO MEET YOU” says Jim L. Haseltine, J. E FUNNY STORY told by Everett Ramsdell (Spartan Saw 
Haseltine & Co., Portland, Ore., to Mrs. Paul J. Stine, Works, Inc.) (right) wins a laugh from W. E. Diener, Jr., 
Harry P. Leu, Inc., Orlando, Fla Plowden Supply Co., Houston, Texas, and Mrs Ramsdell 


Guests Stop In To Say Hello To I. D. 


FAIR AUDIENCE for W. H. Brown (Standard Pressed CORNER CHAT is enjoyed by Mrs. J. R. Coventry and 
Steel Co.) consists of Mrs. J. R. Coventry and Mrs. W. E Mrs. W. E. Lowles, Cleveland Tool & Supply Co., Cleve 
Lowles, Cleveland Tool & Supply Co., and Mrs. and Mr land, with F. A. Hurd (Link-Belt Co.) as they review con- 
James Lester (Standard Pressed Steel Co.). vention highlights 





FAMILY GROUP is composed of members of The Oster CONVENTION COMMENTS are exchanged by Mrs 
Mfg. Co. in Inpusrriat Disrrisution’s suite. From |. to r Walter F. Crowder (INpustrriat Distripution); Mrs. Lloyd 
\. S. Gould, H. B. Van Osten; Mrs. A. S. Guold; Mrs P. Mize, Industrial Supply Corp., Richmond, Va., and Mrs 
I. S. Bonnema; ‘I’. §. Bonnema; and C. R. Metcalf E. H. Cook, Mize Supply Co., Waynesboro, Va 
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INTRODUCTION of new officers is made by Retiring President Ralph M. Johnson 


Norton Co.), Receiving applause from members are F. P. Green (Delta File Works), 
; J. A. Proven (Porter Cable Machine Co.), president; Mr. Johnson; J. R 
Manning, Maxwell & Moore, Inc.), Ist vice president; and ‘'T. D. Vander 


Clemson Bros., In 2nd vice president 


DecLARING THAT MANY INDUSTRIES Potal sales of industrial supplies 





will 


months 


Cable 


» dent of 
Machinery 


' 


i 
t 
n 


\l 


n 


GRATITUDE of association for a swell job done by Retir 
Johnson is expressed by J. G 
presents him with a 


ing President Ralph M 
Geddes (H. K 


rtificate for 


«” “looking for customers” 


in the 
head, J. A. Proven (Porter 
Machine Co newly-installed 
the American Supply & 
Manufacturers Associa 
mphasized that all industries 
now mect the challenge 
ised efhciencs 
Proven made his addr 
of the 


DUSINCESS 


; of lower 
ind incre 
ss before 
it the an 
meeting. He strongly 
far-reaching three 
development program 
of distribution costs, im 
management, and 
 warchousing and han 


issociation 


imended ! 
| 


iles 


vere the three point 


Porter, Inc as he 
1 silver service 


ind machinery on a_ national basis 
reached all-time record levels during 
the past 12 months, according to Re 
tiring President Ralph M. Johnson 
Norton Co.), but increased sales effi 
ciency will be necessary to equal or 
exceed that peak during the next year 

\t the opening of the largest con 
clave of the industry in 47 vears, Mr. 
Johnson emphasized that many manu 
facturers in the supply field are justly 
concerned about cutbacks in sales 
reported by some consumer 
goods industries 

the ASMMA president 
that total 
machinery 


volume 


reported 


sales in industrial supplies 


ind has increased from a 


Manufacturers 
Greater 


“Industry must meet 
challange of lower costs 
and increased efficiency” 


—4J. A. Proven 





former top level of $3,500,000,000 an- 
nually to $4,100,000,000 during the 
past 12 months. j 

To equal this tecdrd volume Mr. 
Johnson said, mantfacturers, salesmen 
and distributors are going to have to 
work ‘harder, improve customer serv- 
ices, use more effective promotional 
methods and cooperate more effec- 
tively as a marketing team. 

J. G. Geddes (H. K. Porter, Inc.) 
presented the retiring president with 
a certificate for a silver service, in rec- 
ognition of what he termed “a mag- 
nificent job.””. Mr. Johnson, in turn, 
isked members of the advisory board 
and executive committee present to 
stand so that he could thank them 


“CONGRATULATIONS and good luck,” said the retiring 
president Ralph Johnson (right) to the new head of the 
association, Jack Proven, as both men looked forward to 


the challenging vear ahead 
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Urged to 
Effort 


effi- 


ciency needed to equal 


“Increased sales 


last year’s sales” —Ralph 
M. Johnson 





The treasurer's report was given by 
J. R. Kelley, who said that he expected 
the Association would end the year 
$3,640 under the budget. He ex 
pressed his thanks for the members’ 
cooperation, after which the report 
was approved and passed. 

Officers and executive committee 
members for 1952-1953 were an- 
nounced by Mr. Johnson as follows: 

President—J. A. Proven, (Porter 
Cable Machine Co); Ist Vice Presi 
dent—J. R. Kelley (Manning, Max- 
well & Moore, Inc.); 2nd Vice Presi 
dent—T. D. Vander Voort (Clemson 
Bros., Inc l'reasurer—F. P. Green 
(Delta File Works). 

Following members will 


serve on 


TREASURERS’ REPORT by J. R. 
Kelley (Manning, Maxwell & Moore, 
Inc.) receives unanimous approving 
vote of the largest meeting ever held by 
the association 


EXECUTIVE COMMITTEE 
are: I 
Jordan (The Charles Parker Co.); S. H 
Noelting (Faultless Caster Corp.); J. A 
chine Co.); Carl O. Hedner (The Yak 
F. P. Green, 


the executive committee: Lyman H 
Bellows (Sheldon Machine Co., Inc. ); 
R. L. Hamilton (The Dumore Co.); 
Carl O. Hedner (The Yale & Towne 
Mfg. Co.); Charles ‘IT’. Jordan (The 
Charles Parker Co Clarence B 
Noelting (Faultless Caster Corp.); 
Dan C. Swander (The Columbian 
Vise & Mfg Co.); J. C. Stites (The 
Cleveland Twist Drill Co.); R. R. 
Raymond (True Temper Corp.); and 
S. H. Cross (Stanley Elec. Tools, Div. 
of the Stanley Works). 

‘Your Best Investment Has a 
Mind” was the address given by Ad 
miral Frederick J. Bell (McCormick 
& Co., Inc.). In his talk, Mr. Bell 


told how to insure the continuity and 


BEST INVESTMENT is described 
by Admiral Frederick J. Bell (McCor- 
mick & Co., Inc.) who told audience 
of the importance of proper selection 
and development of young executives 
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assembles with new officers after meeting 
D. Vander Voort; Robert R. Raymond 


Proven; Lyman H 


\bove 
True ‘Temper Corp.); Charles 1 
Stanley Elec. Tools); Clarence B. 
Bellows (Sheldon Ma- 
& Towne Mfg. Co.); J. R. Kelley; and 


Cross 


growth of a company in the years 
ahead—by people. 

William H. Gove, sales develop 
ment manager (Minnesota Mining & 
Mfg. Co.) chose “Serve and Sell’ as 
his topic. Service, according to Mr. 
Gove, is what makes a crack salesman 

and he defined service as “the pass- 
ing on of ideas.” Salesmen, he be- 
lieved, will be judged on the ideas 
they pass on to American industry. 

He broke up the good selling story 
into three units—the pointing out of 
benefits; the use of testi- 
monials; and “shirtsleeve delivery’”— 
conversational intimacy. 

Following Mr. Gove's 
door prizes were awarded. 


customer 


discussion, 


SERVE AND SELL was the message 
driven home by William H. Gove 
(Minnesota Mining & Mfg. Co.) who 
demonstrated that the good salesman 
sold ideas! 


15 





CLEVELANDERS ]. \ r., Mrs. Ed Stvan and CINCINNATI visitors W. W. Radcliffe, Jim Klinger and 
M Vick St Car nd, are ¢ lb J. S. Radcliffe of F. A. Kinsey Co., are welcomed by Horace 
Cla | Ra mS d d MecGregor, Jr., at Nat 


ional ‘Twist Drill’s party 


Getting Around Took A Lot Of Doing 


REUNION for Mrs. H. Roesinger (Upson-Walton); Mr 


ind Mrs. J. W. Aikenhead, Aikenhead Hdwe Toronto 
nit und Mrs. FE. H. Wirthhn, Wirthlin-Mann Co., ¢ 


CHICAGOANS Mrs. Joseph Berg and Harry Pulver, Pulver 


Machinists Supply Co., halt long enough to pose with 
in Fk. D. Rickman, Bard Steel & Supply Co., 


Kalamazoo, 
Mich 


CHUMMY GROUP was formed by Harry Johnson, Ferebee Johnson Co 
" Va; Clyde Mansur (Simond 
11d Walter Bilbro, Camer 


, Lynch PAPER moustache is handed by Jane 
Saw & Steel); Albert Taylor, A. Leonard Mackey Wollford to Ruth Ann, daughter of 
n & Barkley, Charleston, S. C.. and Harry G. Tobin Mr. and Mrs. Craig Foss, Forslund 
nd t monds parts Pump & Mach’y Corp., Kansas City 
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DETROITERS Mrs. Mack Lane 
Holinstat and Mr. Lane, C. I 
Kr the Tr 


ravmore Lol 


Mr. and Mrs. Fd Berstein, Mr. and Mrs. H. H CLEVELANDERS—“. H. and dad, 

Gransden & Co., are greeted by Bill Stauble (Hol Marty P. Ostergard, White Tool & 
Supply—are met by J. W. Friel (Stand 
ird Pressed Steel 


ST. LOUIS DELEGATION included H. F 
McCaslin and W. W 
Distributing Co 


Kellman, B. I TAKING IT EASY are Mrs. S. C. Gunnett and Mrs. Bruce 
Oberjuerge of Oberjuerge Rubber 


A. Boggs, Strong Carlisle & Hammond, Cleveland, and Mrs 
Ralph Dicely (Mac-It Parts Co 


"51 Convention Tourists Organize For Fun 


Conventioneers who made tour to San Francisco hold reunion dinner 


COMMITTEE that laid plans for reunion included J 


Moore, Detroit Ball Bearing Co. of Mich.; J. |! 
Madsen & Howell, Inc., Perth 


ton, Penn. & West Virginia Sup. Corp., Wheeling, W 


I FUN ALL OVER was had by Mrs 
Madsen Bearing); Mr. and Mrs. J. R. Mecllroy 
Amboy, N. J., and H. L. Hil Coupling); Mrs. F. FE 
Va Hon 


Moore (Detroit Ball 
Pittsburgh Pipe & 


Schuchman and Nancy Schuchman, 
tead Valve Mfg. ¢€ 
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REVERSING USUAL PROCEDURE, distributors enter GUESTS Mr. and Mrs. Howard Swartz (The Cleveland 
tained manufacturers at The Mau-Sherwood Supply Co Cap Screw Co.) are greeted by Host John D. Williams in 
party. George Hirth, a member of the Cleveland distribut the Mau-Sherwood suite. Howard S. Williams joined 
an house, passes canapes to Mrs. E. H. Brister (Bay State his brother and Mrs. Hirth in attending to the comfort of 
Abrasive their manufacturer-guests. 


Good Cheer Marked Three Busy Days 





BUSINESS kept popping up in the conversation between A GOOD JOKE is enjoyed by Walter Deming (Deming 

R. C. Lenburg, The Factory Supplies Co., Rockford, Ill; Co.) and Mrs. Frank J. Whelan (Worthington Corp.) 
rd Wolfe Jr. and S. S. Orben (Ingersoll-Rand); and as Mrs. Fred Becker (Worthington) chats with Bye Allis 
Parachek, Mill & Factory Supply Co., Toledo James ‘TI’. Chirug Agency.) 





Did You Find Your Picture Here? 


lr you pip, and you'd like a copy of it, send your 
request to Picture Editor, Inpustria DistrrBution, 
330 West 42nd Street, New York 36, N. Y. There’s 
no charge 
If you haven't run across your picture yet, please 
look for it in our July issue. Due to the late date of 
the convention, it was impossible for us to process 
every picture in time to get it into this month’s maga- 
zine. But we're running more pictures next month. 
AWAITING FESTIVITIES are W. G. Archer, Fulton 


Supply Co., Atlanta, Ga.; Mrs. F. P. Meister (A. Schrader’s 
Son) and George Winship, Fulton Supply 





MORE CONVENTION PICTURES ON PAGES 210-224. 








MAY: Fowler, new DPA administrator, warns that easing 


of controls is no indication of full decontrol . . . Rene- 


gotiation Board classifies ratings to help segregate sales 


into renegotiable and non-renegotiable lists . . . lron and 


steel and chemicals industries to get broader MRO aid . . . 


Williams, Mau-Sherwood Supply, takes post at NPA . . 


Controls To Remain 
Despite Some Easing 


Move To Expand 
Ratings For MRO 
Initiated By NPA 


Ratings and_ self-allotments for 
maintenance, repair and operating sup- 
plies, provided for under CMP Reg. 5, 
will be expanded somewhat before re- 
control sets in. NPA has already ap- 

roved a specific increase in limits on 
MRO for the iron and steel industry. 
The industry will be permitted to use 
ratings and allotments for $5,000 in- 
stead of the present $1,000, of MRO 
items. 

A similar boost is being readied for 


the chemical industry. Recently NPA | 
order M-77 was amended to provide a | 


big boost for the telephone and tele- 
graph industries. 


Iron and steel and chemicals had | 


complained to NPA that they could 
not make necessary minor capitol ad 
ditions under existing limitations on 
MRO because of the high cost of their 
equipment. No other industry has 
made a similar appeal but NPA is ap- 
parently sympathetic toward any sim- 
ilar request for relief 

Relaxation of MRO ratings and al- 
lotments will take a directly opposite 
track. It is planned not to give NPA 
assistance to obtain maintenance, re- 
pair and operating items which can be 
procured without ratings or allotments 

Eventually assistance on MRO sup- 
plies will be narrowed down to com- 
paratively few items needed chiefly for 
arms production. The scaling back will 
be done gradually. Wherever removal 
of controls pinches a manufacturer, 
he probably will be able to get spot as- 
sistance from the NPA just for the ask- 


ing 


Just because NPA already has started 
loosening materials controls and other 
restraints on production, don’t look for 
an early end of them. It will be an- 
other year to 18 months, providing the 
international situation remains as is. 
That’s the estimate of Henry H. Fow 
ler, who took over as boss of DPA, the 
the top materials controls agency on 
June 1. 

Fowler figures most producers of 
on-military end items can be freed of 
restrictions and paperwork of the CMP 
by next Jan. 1 or, perhaps April 1. But 
he’s determined to maintain an abbre- 
viated, or open-end, CMP for military 
production until 1954 or later, if Con- 
gress concurs. 

Fowler reasons that we can’t risk 
abandoning CMP earlier because: (1) 
the bulk of the most modern weapons 
ordered aren’t in large scale produc 
tion, and (2) the danger of war is still 
so great that we should maintain at 
least the framework of the present 
CMP. 

Volumewise, upwards of 70 percent 
of the arms slated to be produced for 
our present partial mobilization have 
been delivered or are far enough along 
to assume reasonably early delivery. 
But the remaining 30 percent includes 
most of our planned jet aircraft and 
tanks, guided missiles and many other 
key items. 

As assistant general counsel of OPM 
and its successor, WPB, Fowler 
watched the painfully slow develop- 
ment of CMP in World War II 
When he came to NPA as deputy ad 
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ministrator last September, he found 
that agency just oalidhing off the final 
plans for another CMP after eight 
months of preliminaries. We can af 
ford, Fowler feels, that kind of time- 
lag in the event of another war 

DPA staffers are working now on the 
abbreviated CMP which may be with 
us for quite a while. Steel, copper and 
aluminum will be allotted only for end 
items needed by the military and AEC 
and for components for those products. 
They are now a on military re- 
quirements, trying to dig out valid esti- 
mates of the aa needed for the com- 
ponents. 

When the open-end CMP goes into 
effect, component makers will get allot- 
ments only for the metal they will need 
for military and AEC orders. Thus, a 
bearings manufacturer will get an al- 
lotment to meet a military sub-contract 
say, for tank engine bearings. But he’ll 
have to go to the free market for metals 
he needs to make the bearings he sup- 
plies to you for distribution to civilian 
producers. 

Fowler also warned there’s no set 
timetable for relaxing controls. DPA 
now receives continual reports from 
metal producing mills on production 
and demand. When these reports in- 
dicate that there is ample steel, copper 
and aluminum for both military and 
civilian needs, allotments for civilian 
production will stop. But this depends 
on fluctuations in military require- 
ments, as well as upon metal supplies 
which are steadily improving. 

The pattern for loosening materials 


19 





mitrol haping up. Quarterly allot 
for so-called non-essential civil 


lan = production 


nent 
household 
hardware, toy 

increased in the second quarter 
ind they'll be even larger starting in 
July. And self-authorization 


tomer 


Cw Iry 
furniture, builders 


ACTC 


for small 
ind alu 
going up too. Your cus 
their CMP 
much steel and alu 
ninum in the third quarter as they 
vuld in the long as they 
lon't exceed average base period use 
metal—second quality 
ther than scrap—is 


using steel, copper 
pevattaTa ire 
tomers in write 


ticket for twice as 


own 


second as 


Secondary 
ind used metal 
bemg decontrolled. That 1s, 
tomers can buy it without 
nent, and without reporting 

lor the fourth quarter, DPA expects 
your customers to order 
three months in advance up to 100 
percent of their current quarter alloca 


your cus 
an_allot- 


to permit 


tions 

Your customers can already 
illoted metal for any of the products 
he makes. For example: a customer 
appliances can shut down 
making razors and use the 
remainder of his razor allotment to 
turn out toasters if he’s been making 
toasters too 


use 


making 
electric 


Ratings Guide 
For Renegotiation 


Here's how the Renegotiation Board 


describes the three classifications of 
DO” and “CMP” ratings and sym 
bols 


Renegotiable 


Except for sales demonstrated to be 
within exclusions o1 exemptions estab 
lished by the board pursuant to the 
ict and regulations, all sub-contracts 
bearing allotment or “DO” numbers 
ind symbols appearing on this list are 
yresumptively renegotiable 

Symbols: A-| through 
through B-3; B-9; ¢ 
7-9; D-2; E-1l 
G-8; J-1; J-8 


\-9; B-l 
2; C-3; C-8; C-9; 
through E-3; F-5; F-6; 


Non-Renegotiable 


In the 
to the ill sub-contracts bear 
ing allotment or “DO” numbers and 
symbols appearing on this list may be 
presumed to be non-renegotiable and 
will be excluded from negotiable busi- 
ness because such subcontracts are 
thus identified either (1) with a de 


ibsence of specific knowledge 


contrary 


partment other than one named in | 


120 





Sales Segregation 


Aids Given By 


Although 1951 renegotiable busi- 
ness has been reported, distributors 
will have to continue segregating 1952 
sales for reporting next year. They can 
now add to their knowledge of segre 
gating renegotiable business from non- 
renegotiable sales by noting remarks 
of Philip Nichol, Jr., general counsel 
for the fenegetiniten Board, made be- 
fore the Controllers’ Institute _ re- 
cently. 

Mr. Nichol said that the stock item 
exemption is a solution to many of the 


difficulties experienced in determining | 


renegotiable sales. “This stock 
exemption”, Mr. Nichol stated, 
tremendously important factor 


item 
“isa 
and 


inyone making out a report should be | 


sure that he understands it thoroughly. 





DIRECTOR of the Metalworking 
Equipment Division, NPA, is Ralph S 
Howe, (New Britain Machine Co.), 
who succeeded Swan Bergstrom (Cin 
innati Milling Machine Co.), on 
April 15 





the regulations, or if with a de 
partment named in the regulations, 
as being clearly within an exclusion or 
exemption contained in the Act and 
regulations 

Svmbols: C-4; C-5; C-7; 
F-4, F-7 through F-9; G-2 through 
G-6; H-1; H-2; H-9; S-1; H-4; H-7; 
H.-S; ]-3; J-4; J-9; W-1 through W-5; 
J-7; J-9; U-1 through U-9; M-4A; X-2; 
X-4; X-7; RE; MRO. 


D-3; F-3; 
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| The 


R.B. 


The first thing he should do is to 
determine what sales are made for 
stock before he makes any attempt to 
segregate the remainder.” 

“For example”, Mr. Nichol pointed 
out, “‘steel companies purchase scrap 
metal for stock and maintain constant 
stockpiles of scrap, and they do not 
purchase specially in order to fulfill 
renegotiable contracts. If this is so, 
no scrap metal dealer need worry about 
the renegotiability of his sales to steel 
companies. 

“No one is required to report a sub- 
contract as renegotiable merely be- 
cause of an unsubstantiated possibility 
that it is renegotiable,” Mr. Nichols 
added. “If all the steps proposed by 
the Board’s regulations are taken and 


| do not produce any definite evidence 


that a subcontract is renegotiable, it 
should be reported as non-renegoti- 
able.” 

“The Board has put out in its reg- 
ulations a few guides and signposts, 
and anyone who follows these in good 
faith at least need not worry about 
incurring any fines or penalties if he is 
ultimately found to have reported in- 
correctly,” Mr. Nichol said. 


| Ratings, Symbols Listed 


A classification of “DO” and 
“CMP” numbers and symbols was 
issued by the Board as a guide to sep- 
arating your renegotiable business 
list is divided into three cate- 
gories—Renegotiable, Non-Renegotia- 
ble and Possibly Renegotiable. More 
over, it is definitive except for contracts 
and subcontracts which for specific 
reasons don’t fall within the category 
indicated by their “DO” or “CMP” 


| symbol. 


However, the Board warns that the 
absence of an allotment or “DO” 
rating doesn’t establish non-renegoti 
ability of a sale. 

All distributors who have to report 
renegotiable business should obtain a 
copy of “Renegotiation Staff Bulletin 
No. 3” from The Government Print 
ing Office, Washington 25, D 
The lists are only indicative of what 
is to be found in the Bulletin. A great 
many of the “DO” and “CMP” num 
bers are footnoted with qualifications 
and exceptions which are absolutely 
essential to the usefulness of the list 





A MESSAGE TO AMERICAN 


Some Things Are 


INDUSTRY @ 


ONE OF A SERIES 


WORSE THAN STRIKES 


This editorial which appears in McGraw- ) 
Hill publications was written just prior to 
the resignation of Charles E. Wilson as 
Director of Mobilization. The principle it 
discusses is of basic and continuing im- 
portance in our struggle to maintain eco- 
nomic and personal freedom in America. 
‘ 4 


It is to be hoped that the managements 
of the steel industry will resolutely resist 
the efforts of the national Wage Stabili- 
zation Board to force them to establish 
the union shop in their plants. In essence, 
the union shop means compulsory union 
membership. 








They should resist not because of any fi- 
nancial advantage to the owners of the indus- 
try. There would be none. They should resist 
out of a decent regard for those ideals of 
our country which we are now fighting in 
Korea to protect. Moreover, their resistance 
would, as a matter of fact, benefit the leaders 
of the organized steel workers by protecting 
them from the certain and bitter fruits of 
their “victory” in getting the government to 
impose the union shop on the steel industry. 
Their successful resistance would also pre- 
vent Premier Stalin and his co-workers from 
enjoying a hearty laugh at our expense. 


Fun for the Russians 

This is why the Politburo would find the 
establishment of the union shop in the stéel 
industry, at the behest of the Wage Stabili- 
zation Board, so profoundly amusing. We are 
fighting in Korea because we believe that 
armed aggression, promoted by Russia, men- 
aces our freedom. And we are spending hun- 


dreds of billions of dollars here at home for 
armament to protect our freedom at other 
danger points. When this rearmament pro- 
gram is threatened by a crippling strike, the 
federal government through its Wage Stabili- 
zation Board proposes to buy off the threat 
by plowing under a vital element of that free- 
dom which we are trying so desperately to 
preserve. 

When the union shop is adopted through 
voluntary agreement, as it has been in cases 
covering millions of workers, it deeply under- 
cuts the freedom of the individual. To hold 
his job he is required to join the union and 
support it financially whether he wants to or 
not. In the case of such voluntary agreement, 
however, the government takes no direct 
part in thus destroying the freedom of its 
citizens. It is essentially a private transaction. 


Tyranny is the Word 

But in the steel case the federal government 
becomes a party to a direct attempt to im- 
pose the union shop. Instead of protecting its 
citizens in their right to earn a livelihood, the 
government forces certain of them to join and 
support a private organization which they 
have clearly indicated they do not want to 
join. This they must do to hold their jobs. 
Tyranny is the accepted designation of gov- 
ernment coercion of this kind. 

It may be objected that the Wage Stabiliza- 
tion Board merely recommends the union 
shop, does not order it. This was also true of 
the action recently taken by a President’s 
Emergency Board, which also “recommend- 
ed” that working agreements between the 











railroads and about a million non-operating 
railroad employees include a provision for 
the union shop. A government recommenda- 
tion, however, can easily be given much of 
the force of an order, particularly by the call- 
ing of a strike to “uphold the hand of the 
government.” 

It seems entirely clear that in trying to 
impose the union shop on the steel industry 
the Wage Stabilization Board has completely 
lost its bearings. It was set up to handle labor 
problems to tide over an emergency. Now it 
comes up with a revolutionary modification 
of labor relations in the steel industry which, 
if adopted, would become a permanent part 
of the institutional machinery of the industry. 


“Too Much Like Hitler” 

Early in World War II an effort was made 
to have the federal government order the 
union shop for a group of organized coal min- 
ers. President Franklin D. Roosevelt, who 
will go down in history as one of organized 
labor’s greatest champions, blocked it. 
“That,” he said, “would be too much like the 
Hitler methods toward labor.” But now, with 
supreme irony, the federal government fos- 
ters this Hitlerlike method toward labor os- 
tensibly to advance our conflict with Stalin. 

In persuading the Wage Stabilization Board 
to sponsor the union shop for steel workers, 
there is every reason to believe that the union 
leaders have trapped themselves. If the gov- 
ernment imposes the union shop, a next step 
clearly becomes necessary. This is govern- 
ment regulation of the union in order to pro- 
vide a modicum of protection for the minority 
that would be forced by the government to 
join against their will. It could be that for a 
time the government would ignore this obli- 
gation. But, having granted the union the 
power to eliminate the minority, it would 
sooner or later be forced to regulate the use 
of that power. Thus free collective bargain- 
ing and freedom itself would be the losers. 


An Issue of Basic Principle 

Resistance to a government-sponsored 
union shop for the steel industry is bound to 
bring harsh denunciation both from the ad- 
ministration and union leaders who have 
teamed to back it. Not only does the union 
shop relieve the union leaders of the problem 
of recruiting members, it also eliminates a 
group of workers that they stigmatize as “free 
riders”—namely, those who work for compa- 
nies which have a working agreement with a 
union but do not join the union. In the basic 
steel industry about 10 per cent of those who 
work for companies with union agreements 
are not members of the union. Such a small 
percentage of non-members is obviously no 
threat to the “security” of the union, although 
that is what the drive for the union shop 
ostensibly is designed to protect. 

In the reporting of the present labor dis- 
pute in the steel industry virtually all of the 
attention has been focussed on the handling 
of the issue of a wage increase and how large 
it should be. This, to be sure, is vitally impor- 
tant. Mobilization Director Wilson has said 
it is “a serious threat to our year-old effort 
to stabilize the economy.” But certainly of 
comparable importance is the tremendous is- 
sue of principle raised by the government’s 
backing of the union shop for the steel 
industry. 


If the position of the Wage Stabiliza- 
tion Board on the union shop prevails, 
our government will have blunted the 
arms we are forging to fight for our free- 
dom abroad by undermining a major 
bulwark of our freedom right here at 
home. At this critical time in the struggle 
to preserve and protect our freedom such 
a subversive course should be resisted to 
the limit. 


McGraw-Hill Publishing Company, Inc. 











This ad appears in leading business papers 
TO HELP YOU SELL OSBORN BRUSHES 











Specify “OSBORN” 
»»- you know it’s good 


OU take no chances when you specify leading brands. They’ve 


got to be good...top quality merchandise...dependable service. 


You are sure to get the best in workmanship and materials when 
you specify OSBORN industrial brushes, for they are backed by 60 
years of service to industry. 


And it’s simple to buy Osborn brushes. Just order them auto- 
matically from your Industrial Distributor along with other mill 
supplies. Write for handy pocket catalog. The Osborn Manufacturing 
Company, Dept. 742, 5401 Hamilton Avenue, Cleveland 14, Ohio. 


THE WORLD'S FAVORITE general purpose 
to brush isthe OSBORN Mastere Wheel 
rush, This dense, wide-face brush cuts fast 
and lasts a long, long time on all kinds of 
work such as removing scale, rust, grit, old 
aint... deburring parts... preparing sur- 
aces for welding. 


Ae 
ee ‘ 


HOW TO TELL QUALITY in a paint brush: © 
Simply look for the name “OSBORN” — = 
recognized everywhere for quality work- 7 
manship and materials! ; 


mens 


— 


BUILT FOR INDUSTRY by the company thai 
knows Industry's problems, OSBORN main- 
tenance brushes clean more thoroughly and 
save valuable time. 

Top: Osborn No. 93 Window Brush. Cen- 
ter: Osborn No. 656 Master* Duster; Below: 
Osborn No. 1820 Upright Fibre Broom. 
*Trade Mark 








U.S. TOTALS March 1952 March 1952 First 3 Mos. 1952 
Compared with Compared with Compared with 
February 1952 March 1951 First 3 Mos. 1951 
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Supply Sales Trend 


Final Figures For March 1952 





March 1952 March 1952 First 3 Mos. 1952 
Compared with Compared with Compared with 
February 1952 March 1951 First 3 Mos. 1951 
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(This advertisement appears in 
June issue of MILL AND FACTORY) 








SPEED -++ ACCURACY = LOW UNIT Costs! That's the result you get with the 
Oster’Rapiduction”. It’s the popular power pipe threader wherever large quan- 
tities of pipe must be threaded at maximum speeds for profitable production. 


ONE quick-opening, adjustable die-head and ONE set of high speed steel dies 
threads ALL sizes of same pitch, right hand, American National Standard, 
without change. 

Top view (at left) shows the “RAPIDUCTION” die-head with dies and holders 
in position for threading the smallest size within range of machine. Lower 
view (at left) shows dies and holders expanded for threading largest size within 
range. A wide selection of spindle speeds permits threading every size at top 
speed for low cost, profitable production. 

Typical speeds: 11 seconds for 142” pipe; 25 seconds for 3” pipe; 66 seconds 
for 6” pipe; comparable speeds on all other sizes within range of each machine. 


Two “RAPIDUCTION” models: No. 6-A with standard range of 142” to 6” pipe 
and bolt range of 1” to 4”. No. 8 model has standard pipe range of 212” to 8”. 


All the “RAPIDUCTION” facts are contained in special catalog bulletin. Ask 
any Oster Distributor or write us. 


THE OSTER MANUFACTURING COMPANY 


2041 EAST Gist STREET © CLEVELAND 3, OHIO 


-RABIDUCTION 


HIGH SPEED HIGH PRODUCTION PIPE MACHINE 
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SALES TRENDS (Continued) 





March 1952 Mareh 1952 First 3 Mos. 1952 
Compared with Compared with Compared with 
February 1952 March 1951 First 3 Mos. 1951 
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Florida 
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cuts the heating 
cycle on presses... 


by 7 minutes 


' We 


PROBLEM: What to do when production requirements call for 
a speed-up in the heating cycle. 


SOLUTION: (A typical one supplied by a western molded-rubber plant) 
Equip presses with Yarway Impulse Steam Traps. 


RESULT: Heating cycle now 8 minutes instead of their usual 15, a saving of nearly 50%. 


Yarway Impulse Steam Traps are designed to get equipment hotter, sooner, 
and keep it hot—thereby increasing production. In operation, 

Yarways send the most premium B.T.U.'s 

at top temperatures into your product or process. 


Other reasons why over 750,000 Yarways have already been installed are— 
one moving part, low maintenance, small size, easy installation, 


' 
' 

good for all pressures, made of stainless steel, low cost. H 

FREE! NEW TRAP SELECTOR 

The right steam trap in the right place is important. 

Find quickly and easily which is the right 

Yarway trap for each application in your plant. 

Write for your free copy of this 

new 16-page Selector. 


Vv 
the steam trap designed 
with production in mind 


YARNALL-WARING COMPANY e 111 MERMAID AVE., PHILADELPHIA 18, PA. 
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The Outlook For Business 





WAGES 


INVENTORY 


CONSUMER BUYING 


There now seems to be general agreement that the wage increase the Wage Stabi- 
lization Board granted the CIO Steelworkers is the kickoff of the sixth annual postwar 
round of wage increases. 


But could it also be the kickoff of another postwar round of price inflation? 
That’s a much tougher question. 


Backed up behind the steelworkers with contracts open or easy to open are the 
coal miners, electrical workers, non-ferrous metal workers, rubber workers, among 
others. 


When things are finally shaken down, chances are that the steelworkers will (in 
spite of the present tangle in Washington) get pretty much what the WSB awarded. 


But this year it doesn’t necessarily follow that there’s going to be another annual 
round of price inflation. That goes whether or not price controls are kept or junked 
after June 30. 


One big reason is that there isn’t the demand there was in previous years. Evi- 
dence of soft demand can be seen both in consumer buying and in industrial purchases 
for inventory. 


Take manufacturers’ inventories. A few months ago these were estimated at a 
level of about $1.85 for every dollar of sales. Figures for the latest month available 
indicate a downward trend in the inventory-to-sales ratio —$1.81 per dollar of sales. 


Actually it has been the defense effort that’s kept this ratio up as high as it is. 
Dollarwise, inventories. of aircraft, manufactures and freight car builders more than 
doubled from February, 1951, to February, 1952, rising from $1.1 billion to $2.3 billion. 


But aside from defense industries, the liquidation of inventory has been at a 
fairly high rate. Borrowing around March 15 to pay taxes was comparatively small be- 


cause corporations raised tax money by liquidating inventory or by letting inventory 
run off, 


And when companies are running off their inventories, it’s generally a sign that 
business is pulling in its horns. Certainly getting new goods at higher prices is not 
an attractive prospect. 


Another force keeping prices down is slow consumer demand. According to the 
Federal Reserve Board’s recent survey, the consumer isn’t planning to step up his 
buying of hard goods this year. Actually, he is planning to buy fewer than in 1951, 
not exactly a banner year. 


Roughly six out of ten consumers think 1952 is a bad time to buy major durable 


goods, the survey shows. Main reason for the consumer’s reluctance to buy seems to 
be high prices. 


But even though he expects prices to go higher, only one in ten of the consumers 
believes this is the best time to buy. And few think that shortages will make goods 
available. 


So the survey is bad news for businessmen who figured consumers would start 
spending later in ’52. The survey shows that consumers plan to save about as much 
of their incomes as they did last year. 


Barring war, chances are it’s going to be hard to sell, and harder to boost prices, 
for many industries this year. If costs go up, the squeeze will be on profits. So there’ll 


be real pressure to get efficient and hold the cost line rather than pass costs on, 
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ALL ALIKE 
AND DEPENDABLE 


- that's NAT! 
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Whether they’re cap screws, carriage bolts or wood 
screws ...or such items as cotter pins or wing nuts 

. you can depend on Nat for the best in fasteners. 

“National” quality-controlled fasteners are always 
uniform ...in structure, in packaging and in perform- 
ance. For quality inside and out, specify *“ National” 
fasteners in the distinctive red and black cartons. 
These “National” cartons provide quick and easy 
fastener identification—resist soiling and dress up 
your fastener shelves. 

For any type of fastener, “Better Buy National.” Wood Screws Stove Belts 
Write us today for full information on the 


Machine Screws 
National” line. Nuts 


Carriage Bolts 
Lag Bolts 

Cap Screws Machine Bolts 
Tapping Screws Cotter Pins 


THE NATIONAL SCREW & MFG. COMPANY Cleveland 4, Ohio 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 


ational 
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“Selling Is My Business” 


ness? ... Make use of previous experience? . . . Handle the products? . . . Get there first? 


LARRY MEYER: 


Supply Business 
Is Worth Studying 


Larry Meyer, telephone salesman 
the Mill & Factory Supply Co., 
lo, Ohio, had difficulty in getting 
lead center’ seven years ago when 
vitched from a construction job 

ipply business 
ling to Mr 


vhat tl 


Meyer, after he 
ipply business was 
was a lot 
Three years ago, he was made 

ilesman and he likes it 
ruction field, he was a 
dealing with relatively few 
equipment. In the supply 
verything was mag 


it did things, it 


1 few suppliers, 


etc. Experience, 
: riddle 


GEORGE FREDERICK: 


Millwright Job Sets 


Up Tool Knowledge 


Although he’s practical 


ing game George 
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counterman for the Dessil Tool & 
Supply Co., Cleveland, feels that his 
experience as a millwright is turning 
out to be extremely useful in his new 
vocation 

Mr. Frederick, who has worked on 
some big millwright jobs, pointed out 
that the varicty of work brought him 
into experience with a lot of different 
tools. He had to master the use of 
tools to do the job and learned a lot 
about applications 

Accordingly, Mr. Frederick feels 
pretty comfortable when discussing 
tools and work problems with custom- 
ers, which makes for sales. 


BILL BAILEY: 


Handle The Products 
To Sell Them Better 


Although Bill Bailey’s selling career 
goes back to 1935, it hasn’t been con 
fined to industrial supplies. Up to the 
time he joined the industrial sales staff 
of Keith-Simmons Co., Nashville, 
Tenn. last May, Bailey concentrated 
mostly on “consumer goods”. 

But selling is selling no matter what 
the product according to Bailey’s 
book. The same principles apply 
Know what your prospective customer 
wants, needs or should have; find it out 
ind point out its advantages to him. 

Among the items that Bill sold be 
fore joining Keith-Simmons was pack- 
ng. So far as industrial customers are 

mecerned, he knows pretty well what 
they are like, their methods and many 
f their requirements 
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e e e Dol study the busi- 


Bailey believes that one of the most 
effective ways to get acquainted with 
a new line is to handle the products 
in it. That, more than anything else, 
stimulates your curiosity about what 
they do, how they do it and why they 
are made the way they are—all im- 
portant things for a salesman to know. 
rhe rest is applied selling and service 
techniques, individual in most cases. 


* 


PHILIP D. DeWITT: 


“Get Thar Fustest 
With The Mostest”’ 


Nathan Bedford Forrest said it origi- 
nally, but Philip D. DeWitt, salesman 
at The Cameron & Barkley Co., 
Charleston, S. C., thinks it applies to 
supply salesmen as well as Confeder- 
ate Generals, whether the salesman 
works a territory north or south of the 
Mason-Dixon line. Get to the big ac- 
counts first, and have in your pocket 
the inventory clerk’s memo that you’ve 
got more than enough on hand to in- 
sure prompt delivery 

“That doesn’t mean, of course, that 
vour job is done once you close the 
Generally, the bigger the sales, 
the more likely it is that you'll need 
to work harder on such things as get- 
ting delivery from the factory, on ex- 
pediting material through the house 
itself, on pricing information and quo- 
tations, etc. Then again, ‘followup’ is 
pretty darned important right now, 
and the faster you call back at the 
plant, the sooner you can nail down 
any troubles that might crop up.” 


} 
sale 
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Supreme Products Inc. 


Distributor Policy 


BASIC POLICY 

Supreme Products Inc belseves the duttributor offers the most efhcient and economical 
method for selling ots products 

Distributors are appomrted on « selective bans with territones that offer broad oppor- 
tunity for profitable volume consistent with the sales potennal. We do, however, reserve 
the rght to sell directly wo ongwmal equipment manufacturers and the United States gov 
ernment on mayor purchases 


‘ 


DISCOUNTS AND FREIGHT ALLOWANCI 

Supreme Products, Inc allows a discount which enables its distributors to make an 
excellent profit Te insure distributors the same gross profit regardless of distance from 
the Factory. any order of 50 Ibs or more. gross weight. shipped to a single destination, 
will be prepad Dastributors requiring expedited shipments via Express or other costly 
methods of transportatron. will have to absorb the difference between the freight allow 
ance and atual shipping charges 
RESALE PRICES 


To further unsure a profitabic return. standard suggested resale prices are evtablished 


\ to maintain uniform pres for our products 
e © 
ets >? SALES AND ENGINEERING SERVICE 
v , Our Sales and Engineering staff will work in close cooperation with distributors when 


required to promore and urease sales volume 


AD ALABP AED 


PRODUCT ENGINEERING 


° y y We will constantly strive to develop sew products to supplement our present line. 
ts of interest CS i 


We guarantee our products to be free from defects in materials or workmanship, and 
will replace, no charge. such products which prove faulty upon ous examination 


7* 


i ¢ 


ADVERTISING AND SALES PROMOTION 


e = > Natonal advertising 1 carefully selected publications acquaints distributors customers 
Q 4s Vet tt Q as y /, with our products. Frequent direct mail campaigns are also employed to further this pur 


pose Use of exhibits and trade shows gives us an opportunity to demonstrate our products 


Rak wi 


Execuuve Vice Pressdent 


AS 


Pe 


AGAR AR “AR <A PS tae © Ce ff 
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A QUALITY CHUCK THAT HAS TRADE ACCEPTANCE 


Supreme brand chucks are giving top performance 
in the field and meeting with trade acceptance . . . the 
result is steady repeat sales. 


Handling the line is profitatle and outlined above is our 
policy for working with distributors. Important to you 

is the opening statement, “Supreme Products, Inc. believes the 
distributor offers the most efficient and economical method 
for selling its products”. 


Supreme brand chucks is a clean line to handle. . . 

it is profitable . . . it is a quality product . . . it is nationally 
advertised in trade journals . . . distributors receive 

full cooperation. Write today regarding open territories. 


Supreme Products, Inc., 2222 South Calumet Avenue, Chicago, Illinois 


THE CHUCK THAT LIVES UP TO ITS NAME...SUPREME 
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New Tapes and Coated Abrasives 








Bound fo stay! 


Palletizing cartons by banding them together with 
“Scotch” Brand Filament Tape saves time, prevents dam- 
age. This rugged tape is so strong it can tow a car! Thin 
and flexible, it is made with thousands of continuous rayon 
or glass filaments. It's the answer for most heavy duty 
packaging and reinforcing jobs. 


ADVANTAGES: Sticks at a touch, can’t slip loose. No 
sharp edges to cause injuries. 50 times the tear-resistance 
of most industrial tapes. No disposal problem after shipping. 


MARKETS: Your own shipping room. All industries doing 
heavy-duty packaging and materials-handling . . . shippers, 
warehousemen, freight lines, airlines and railroads. 


Sheer packaging magic! 


Slide any box or square-wrapped package over the 
sealing roller of this machine and a tight 14” seal of 
“Scotch” Brand Cellophane Tape is applied instantly with- 
Out tape waste. It’s the popular “Scotch”? Manual Box 
Sealer, one of more than 75 tape dispensers available. 


ADVANTAGES: Portable, no foot pedal or electric power 
required. Easy loading; simple mechanism. Uniform length 
of tape for each sealing job. 


MARKETS: All manufacturers, food processors, etc., who 
package items in light cartons, chipboard boxes, or solid, 
square-shaped bags and packages. Typical among users 
are companies marketing razor blades, ice cream, macaroni 
and noodles, toiletries, boxes of screws and nails, seat- 
covers, bakery goods. 





Stops falls 


On tiled floors, steps, ramps it’s “Safety-Walk’’—the 


a. 
mineral-coated fabric with pressure-sensitive adhesive that Breaking a bottleneck 


sticks to any surface. “Safety-Walk” gives sure footing on 
even slippery surfaces, stops injuries, costly claims, lost 
production time 


ADVANTAGES: Provides perfect traction—even under 
water, oil or grease! Easy to apply—simply whisk off liner 
to expose adhesive, lay in position and—press .. . it’s on! 


MARKETS: Your own shipping room. Steel mills, bakeries, 
furniture plants, metal-working plants, railroads, hospitals, 
paper mills, tanneries, schools and colleges, tool and die 
plants. 





The jet aircraft industry was helped along recently when 
a new 3M Abrasive Belt licked a serious production prob- 
lem. This latest addition to the 3M Abrasive line has a 
“Scallop-Edge”’ that conforms to small radii—enabling the 
operator to grind the root of a jet blade and the blade sur- 
face in one swift operation, with fewer rejects, better 
finishes. By eliminating one step in the finishing process, a 
serious bottleneck was licked. 


ADVANTAGES: Stepped-up production, finer finishes and 
fewer rejected parts. Belt conforms to work area in such 
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(Advertisement) 


open new industrial markets... 





hard-to-get-at places as recess area in cutlery and trigger 


ADVANTAGES: No wasted time or material tearing abra- 
guards. 


sive strips from full sheets. Highest quality abrasive in 


MARKETS: Aircraft engine manufacturers, sporting goods convenient Seems, sius. 

manufacturers, hardware and firearm makers. MARKETS: Metal working plants, automobile manufac- 
turers, sheet metal fabricators, machine shops, plant main- 

SORTS COOCOEBRBAH DOC CECE EES tenance departments and many, many others. 


Tape stripes last longer 


Traffic lanes, storage areas and danger zones at Bausch 
& Lomb Optical Company are marked with “Scotch” 
Pressure-Sensitive Tape No. 471. In use for over 21 months, 
these clearly marked lanes have reduced marking costs by 
30°%. The tough plastic-backed tape sticks at a touch to 
any clean, dry surface—lasts up to five times longer than 
conventional materials. 


ADVANTAGES: Tape needs no “drying time” that slows 


production. Easy to apply, requiring no special equipment. 
Backing is unaffected by acids, oils, greases, alkalies, water, 
salts and common solvents. Wide range of colors: yellow, 
white, orange, red, blue, green, brown and black. 


Speed glass grinding... 


Polish it to gleaming perfection with WETORDRY 
TRI-M-ITE Belts. Finish safety, plate and table-top glass 


faster and easier. Selection of grits makes quick work of 


; : lass or ceramic finishing, gives faster cuts and better results. 
MARKETS: Your own shipping room. Every manufacturing 8 8.8 


plant. Warehouses, freight terminals, depots, garages, 


ADVANTAGES: Reduced production time, costs. Better 
gymnasiums, stores. 


finishes. Use of proper grit lessens operator fatigue. Fewer 
rejects due to chipping. 

e*eeee#e# . . . e*e - s . * . 
MARKETS: Glass and ceramic manufacturers, automobile 
refinishing and glass grinding shops. 





Minnesota Mining & Mfg. Co. 
Dept. ID-6, St. Paul 6, Minn. 


Please send more information on the products checked below: 
(] “Scotch” Brand Filament Tape [(] “Safety-Walk” Non-Slip 
Surfacing [[] “Scotch” Brand Cellophane Tape [] 3M Abrasive 
Belts [(] “Scotch” Brand Pressure-Sensitive Tape No. 471 
(] “Three-M-ite” Cloth Utility Rolls [] “Wetordry” Tri-M-ite 
Belts [(_] Other “Scotch” Brand Tapes [(] Other 3M Abrasives 


NAME 





ADDRESS 


Abrasive rolls stop waste 


“Three-M-ite’” Cloth Utility Rolls, available in handy, 
compact dispensers are always ready for instant use; 50- 
yard spools in 4" to 24” widths tear easily without ravel- Underseal” Rubberized Coating, “Scotchlite” Reflective Sheet- 


> ing, "3M" Adhesives. General Export: 270 Park Avenue, New 
ling. Roll cannot unwind by itself. York 17, N. Y. In Canada Londen, Ont., Can 


Made in U.S. A. by Minnesota Mining & Mfg. Co., St. Paul 6, 
Minn. — also makers of “Scotch” Sound Recording Tape, 
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‘NEWS - 


Threadwell Salesmen Meet in Greenfield 


hirteen members of the sales staff of Threadwell Tap & Die Co., Greenfield, Mass 


ithered re 


Vhreadwell Tap & Die Co. recently 
held its 1952 
it the 
Mas 

Keynote of the meeting was Thread 
well’s intensified advertising and sales 
promotion campaign, particularly the 
merchandising aids being made 
ible to distributors 
motion 

The three-day session also included 
tours of the main plant in Greenfield 
ind the branch factory at 
Mas 

Ihe conference was conducted by 
Paul W. Polk president. Field 
men gave detailed analvses by territory 
of the 1952 cutting tool outlook, with 
pecial emphasis on distributor sales 
ind service 

Those 
on, N. I 
factor 
Detroit 
issistant sal 

Other 
water, 


gencral sales conference 
company plant in Greenfield, 


wail 
for their own pro 


Conway, 


Vic¢ 


ittending were: Reg Ander 
representative: John Col 
Charles Crom 


Heldenbrand 


man manager 


ind Roy 


manager 


well 
well 


present 


Hartford 


Robert At 
Don Magee, Chi 
cago; Edgar Haas, Jr.. New Orleans 
Al Cranks, Philadelphia: Aubrey 
Ozias, Detroit; karl Cook, sales 
wer: John Rush, Kansas City 
Rueger, Los Angek Price 
Atlanta: and Charles Palm 


were 


man 
Jeft 
Horton 

Hartford 
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ntly for a general sales conference 





Purtell Nominated 
By GOP for Senate 


William <A. Purtell, president of 
Holo-Krome Screw Corp., will be the 
Republican candidate for United 
States Senator from Connecticut. 
Mr. Purtell is well known in distribu 
tor circles; he’s a former president of 
the American Association. 


New Sales Assignments 
At Manning, Maxwell & Moore 


Raymond C. West and George F. 
Bright have been assigned to new 
district manager positions for Man 
ning, Maxwell & Moore, Inc., Muske 
gon, Mich. 

Mr. West becomes Gulf Coast Dis 
trict Manager with headquarters in 
Houston, Texas while Mr. Bright is 
made manager of the Mid-Continent 
District with headquarters in Tulsa, 
Oklahoma. 

Joining 


Moore, Inc 


Manning, Maxwell & 
, in 1942, Mr. West was 
first office manager in Tulsa and, in 
1948, Mid-Continent district) man 
wer. Mr. Bright joined the company 
in 1949 as territorial salesman. Both 
ippointments take effect immediate] 
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MANUFACTURER 











Paul C. Nicholson, Jr. 


Great Grandson of Founder 
Heads Nicholson File Co. 


Paul C. Nicholson, Jr., the great 
grandson of the founder of the Nichol 
son File Co., Providence, R. 1, wa 
elected president and general managet 
of the company, replacing his father 
Paul C. Nicholson, who was elected 
chairman of the board. | 

The new president becomes the 
fourth consecutive generation to ac 
tively head the company which was 
founded in 1864. 

Following his graduation in 1940 
from the Shefheld Scientific School of 
Yale Universitv, Mr. Nicholson, Jr., 
entered the Naval Reserve for train 
ing. Upon receipt of his commission 
as ensign, he joined the Nicholson 
File Co. in 1941, undergoing a course 
of instruction in all departments of 
the plant and office. 

From July 1941 to October 1945, 
he served on active dutv in the Naval 
Reserve, both in the Atlantic and 
Pacific Oceans. During part of the 
time he commanded the USS PC-489 
ind USS Beaumont. 

He was elected to the positions of 
assistant secretary in 1942, a director 
in 1947, and secretary in 1948, the 
office which he had held until the 
present time. 

The chairman of the board, 
Paul C. Nicholson, had been presi 
dent and general manager for thirteen 
years. He became associated with the 
company in 1911 upon his graduation 
from Yale. He was clected a director 
in 1912, vice president a year later, 
ind treasurer in 1915 

Upon the death of his father, Col 
Samuel M. Nicholson in 1939, he was 
clected to the presidency and general 
managership 


new 





Walker-Turner Sales School Briefs West Coast Dealers 


some fh tons of cquipment were 
set up in Oakland, Calif., recently, fon 
1 West Coast session of the sales 
school of Kearney & Trecker Corp § 
Walker-Turner Division 

Ihe four-day school—which briefed 
32 Pacific Coast distributors and 
salesmen—was the first to be held by 
Walker-lurner away from the com 
pany's Plainfield, N. J., plant 

Representing the company were 
W-T Director of Education Fred 
Finsterbach and Larrv Russell, sales 
manager, 

Ihe class was larger than those 
usually handled but course matenal 
was identical to that usually offered to 
dealers and salesmen who are brought 
into Plainfield. The only thing pupils 
of the Oakland school missed was the 
opportunity to meet and work with 
‘lainfield personnel 

Students learned the sales features 
ind functions of the 35 light indus 
trial wood and metal working ma 
chines that were set up at the school. 
Each student also learned to operate 
the machines, making projects in wood 
and metal. ‘They studied a textbook 
compiled from material prepared by 
\V-T plant personnel 

With the cooperation of the Oak 
land Public School System the com 
pany was able to obtain space in the 
city's Lanev Trade and Technical In 
titute to conduct the school. Local 
dealers took delivery on the 35 ma- 
chines shipped out for the training 
school 


Capewell Makes McAleenan 
Vice President of Sales 
Clifford C. McAleenan has been 


ippointed vice-president in charge of 
sales of the Capewell Manufacturing 
Co., of Hartford, Conn., manufac- 
turers of pipe fitters’ tools, band and 
hack saws, and specialty nails 

Ihe announcement was made by 
Staunton Williams, president, fol 
lowing an annual meeting of the 

mpany. At the meeting, Mr. Wil 
liams was re-elected president, Alden 
Y. Warner, executive vice-president, 
and Huntington JT. Day, of New 
Haven, secretary. 

Mr. McAleenan came to Capewell 
in June, 1950, at the time the com 
pany acquired V-Mac Industries, Inc., 
where he was sales manager and sec 
retary-treasurer 

During World War II he was in 
the United States Navy, and prior to 
that was product sales manager of 
the Anaconda Wire and Cable Co 


Thirty-two Pacific Coast distributors and salesmen attended the first sales school of 
Kearney Trecker Corp.'s Walker-Turner Division, to be held away from the com 
pany’s Plainfield, N. J. plant 











George Tilden, of Almquist Bros., Los Angeles, receives his W alker-Tumer sales 
school diploma, along with the congratulations of Fred Finsterbach, the firm's direc 
tor of education, and Marsh Huseby, Walker-Turner Representative for California, 
\rizona and Nevada 


\ Graduation banquet concluded the four-day classes, which included instructions in 
the operation of light industrial wood and metal working machines 


FOR ADDITIONAL NEWS SEE NEXT PAGE =p 





More Than 100 Attend SAMSCO Conference 


ng of San Antonio Machine & Supply Co. was highlighted by 


Built around the 
ter Serve Our three 
day general sales meeting was held 
by the San Antonio Machine & Sup 
ply Co. in San Antomio recently 

With a crowded calendar of na 
tionally known guest ind 
pane] di u phase of 
industrial distribution and selling, the 
vas highlighted by 
ier session on the roof of the 
Hotel 

beature of the after-dinner 

im Wer management 

Krueger, president of the com 
nd its treasurer, John O. Meuse 
vith talks by the specialists han 
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Hardware Square Club 
Holds 22nd 

Vhe 22nd 
the Hardware 
it the Hotel 


recenth 


Annual Dinner 


Annual Shore Dinner of 
Square Club was held 
Astor in New York City 


Approximately 
bers of the hardware 
tended, representing all 
the industry 


one thousand mem 
fraternity at 
branches of 
Csuests enjoved a shore 
dinner followed by a stage show 
Voted one of the most suc 
the club's history, the 
planned by Charles 
Howard H 


lent 


essful in 
dinner was 
Pincus, president, 
Jungkind 
ind chairman of the 


first vice presi 


( 


entertain 
ind other committee 


( 


ment committee, 


members 
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Farquhar Machinery Buys 
Warehouse Expansion Land 


The Farquhar Machinery Co., 
Jacksonville, Fla., has purchased in 
dustrial property at 2144 Market St. 
for expansion of the company’s stor 

facilities 

Ihe land consists of about two acres 
and contains an office building and 
1 warchouse. ‘The company plans to 
remove the office building and erect 
1 masonry warehouse with a floor ca 
pacity of about 30,000 sq. ft. The 
present warehouse which would ad 
join the new one, has 19,800 sq. ft. 

Work on the new structure is ex- 
pected to start in the fall. The com 
pany will continue to occupy its pres 
ent headquarters at 720-28 W. Bay 
St 


Raybestos-Manhattan Names 
Division Sales Manager 


Harold H. Burrows has been made 
sales manager of the industrial rubber 
goods sales division, Ravbestos-Man 
hattan, Inc., Passaic, N. J. 

Mr. Burrows has had wide experi 
ence in the rubber industry over a 
period of many years. After serving 
tor scevral years as assistant manager 
of the roll and tank departments, he 
became manager of those departments 
in 1942. 

Charles P. McHugh has been ap 
pointed manager of the roll covering 
ind tank lining production depart- 
ments of Manhattan Rubber Division, 
Passaic, N. J 
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Paul H. Deming 


George Worthington Co. 
Honors Paul H. Deming 


Paul H. Deming, board chairman 
of The George Worthington Co., 
Cleveland, Ohio, was honored for 50 
service, at a recent dinner 
sponsored by the company’s Anniver 
sary Club. 

Kighty employees of the company 
attended the ceremony during which 
\. G. Rorabeck, president, presented 
Mr. Deming with a diamond-studded 
watch fob, and a gold pen-and-pencil 
set, gifts from company employees. 

John Bohning, first vice president 
acted as toastmaster, and James Mc- 
Cleve, electrical sales manager (a 49- 
year man with the company), spoke 
reviewing the firm’s past 50 years. 

Mr. Deming’s first job with George 
Worthington was on special assign 
ments from 1902 to 1906. Following 
this, he was elected a director to fill 
the vacancy caused by the death of his 
father, George Deming, one of the 
original three partners in the com- 
pany. He was named board chairman 
in 1909. 

Since 1906, Mr. Deming has been 
a resident of Detroit where he became 
interested in banking and_ building 
management operations. 


years of 


Wyland of I T C Addresses 
Detroit Chapter of S. A. M. 


Robert B. Wyland, assistant person 
nel director of Industrial ‘Tape Corp., 
New Brunswick, N. J., was a guest 
speaker before the Fourth Annual 
Management Clinic of the Detroit 
Chapter, Society for the Advancement 
of Management. The clinic was held 
in Detroit on May 22-23. 

Mr. Wyland addressed the Person- 
nel Section of the Chapter’s program, 
on “Measuring Results of Supervisory 
Training.” 





Columbian Vise Offers 
Emergency Assistance 


The Columbian Vise & Mfg. Co., 
Cleveland, offered emergency assist 
ince to its hardware and mill supply 
distributors and dealers in the flood 
ircas 

In letters to its customers and in 
trade publication advertisements, the 
company offered to replace free of 
charge all Columbian-Stevens Levels 
and Columbian Vises damaged by 
water 

Dealers and distributors were asked 
to return all damaged goods to the 
company. Levels are to be sent to the 
company’s Stevens Level Division at 
Newton Falls, Ohio. Vises are to be 
returned to the vise manufacturing 
plant, 9021 Bessemer Avenue, Cleve 
land 

his action by Columbian duplicates 
its policy in previous Cases of national 
emergency, according to H. F. Sey 
mour, president. Recently the com 
pany also replaced free its products 
damaged by tornados in the Missis 
sippi Valley area 


American Pulley Buys 
Keen Manufacturing Co. 


The American Pulley Co. announces 
the purchase of the designs, patents 
ind facilities of the Keen Manufactur 
ing Co. of Harlingen, Texas-manufac 
turers of specialized materials-handling 
equipment. 

The American Pulley Co. will con 
tinue the manufacture of certain mod 
els of the Keen line of magnesium ap 
pliance-handling equipment under its 
own trade name 

These additions to the already ex- 
tensive line of American Manual Ma- 
terials-Handling Equipment will be 
manufactured at the American Pulley 
Co.’s main plant at 4200 Wissahickon 
Avenue, Philadelphia 29, Penn. The 
Harlingen plant of the Keen Manu 


facturing Co. has been closed 


Newark Distributor 


Visits Foreign Plants 


James Lindsay, president of The 
Abrasive Machine & Supply Co., New 
irk, N. J., left recently for a three 


months’ tour of factories and indus- 


trial supply houses in Great Britain 
ind the Continent 

He will visit Germany, Spain, Italy, 
France and Belgium, and will attend 
the British Industries Fair in Birming 
ham. Purpose of the tour is to inspect 
new products, and study operations of 
foreign distributors 


Officers Celebrate Firm’s 60th Year 


Executives of Somers, Fitler & Todd Cx 


Jr., president; | 
A. F 


pare 
pag 
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Crossman Fitler, vice-president; Kenneth R 
Swearingen, treasurer, and Edward I 


attended a banquet held recently in Pitts 
burgh \n observance of the company’s 60th anniversary 


Above are William T. ‘Todd, 
odd, vice: president; 


Alberter, vice president. (Story on 


Leu Executive Heads Florida Advertising Club 


Advertising Club policies are discussed by Elon G. Borton, president and general 


manager of the 


Advertising Federation of 
manager of the advertising department of Harry P. Leu, Inc 


America, and Mrs. Ruth 7 
Orlando. Mrs 


Gardner 
Gardner 


was installed as president of the Advertising Club of Central Florida 


Firth Sterling Steel 
Shortens Company Name 


Firth Sterling Steel & Carbide 
Corp., Pittsburgh, has changed its 
name to Firth Sterling, Inc. 

K. D. Mann, president, said the 
nature of the company’s business had 
broadened to such an extent that the 
former name was no longer descriptive 
of its products, which include high 
temperature alloys and heavy metal for 
shielding gamma rays of atomic. 
energy. 


FOR ADDITIONAL NEWS SEE NEXT PAGE 


Seither & Ellis, Inc., 
Renovating Its Offices 
Scither & Ellis, Inc., Newark, N. J., 


distributor, has completed the major 
part of an interior renovation program 
undertaken early this year. 

New steel shelving and parts bins 
have been installed in the warehouse, 
replacing old wooden cabinets, and a 
new office front and counter has been 
completed in the redesigned display 
section. Next step will be the renova- 
tion of the offices. 


os 
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Moore-Handley Promotes Major Lines With Clinic 
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Alex Davies 


rought out at the grinding clinic for 


Sales Meeting 


The following day Moore-Handley 
ittended a sales meeting which was 
the kickoff of a two-week selling 
rive on grinding equipment and 
ibrasive wheels. It is a regular practice 
of the company to introduce one or 

major lines, exclusive distributor 
ems, as sales leaders. ‘The product 
is introduced the first week, and the 
next meeting emphasizes the items 
ind smooths out rough spots 


| 
a 


Moore Handley 


buyer of industrial supplies, explains the 
different type of abrasive wheels. Clinic preceded sales meet 
ing held the next day to launch abrasive selling campaign 


-” 


A 


{i 


manager of machinery and industrial supply department, reviews points 


salesmen 


Lines chosen are generally good 
profit margin items, which require spe- 
cialization and extra training. This 
system allows the company to pro- 
mote every major line some time dur- 
ing the year. 

As an added reminder to stress the 
featured item, cach salesman receives 
a small card—the push list—to insert in 
the inside cover of his order book. 
hese items are given special promo- 
tional attention in literature and other 
material sent to the customer. 


ADDITIONAL NEWS STARTS ON PAGE 248 








CAPACITIES: 
’, 1, 1% and 
2 tons 


THE LOAD KING 
ALUMINUM HAND HOIST 


is light in weight, efficient in 
performance and truly port- 
able. Half-ton model weighs 
only 36 lbs. Precision engineer- 
ing, and ball bearings in all 
rotating shafts minimize fric- 
tion, raise hoist efficiency up to 
95 per cent. The Load King’s 
many safety features include 
SYNCHRO-MATIC Load 
Brake, Alloy Steel Gears and 
fractureproof steel Safety 
Hooks. 





a | 


Only the YALE Load King 


gives you the safe, sure, effi- 


. .. AND PLENTY of customers already are 
conditioned to order, on your reminder, 
that a YALE Hoist can solve their special 
lifting problems. 


They’ve read of YALE quality in their 
favorite magazines. They know of YALE 
leadership in the development of Hand, 
Electric, Wire Rope and Chain Hoists of 
every kind—with capacities from 500 lbs. 
to 40 tons. 


Many of your customers will find the right 
answer to their special lifting problems in 
the Load King Aluminum Hand Hoist. 
Mention it when you call again. Sell YALE 
on every call. Every YALE sale opens the 
door to MORE future business—from a 
growing list of satisfied customers. 


YALE is a registered trade mark of the Yale & Towne Mfg. Co. 


YALE & TOWNE 


s 


: 


The Yale & Towne Manufacturing Co., Philadelphia 15, Pa. 


cient action of the SYNCHRO- 
MATIC Load Brake. 


YALE GAS AND ELECTRIC INDUSTRIAL TRUCKS + YALE WORKSAVERS + YALE HAND TRUCKS 
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| Door Openers To Sales 








Ever fumble for something to say when you want to make small talk with the 


P.A.? Here are a few random facts that will help fill in the conversational blanks. 


e you did 


HAVE A TOUGH DAY? Of cour 


Every 24 hours vour heart beats 
your blood travels 165 million miles, you breathe 23,040 times, you 
ubic feet of air, you give off 85.6 degreees of heat, vou generate 450 


you move 750 major muscles, and vou exercise seven million 


SMOKELESS LAMP. 


The rays given out by the firefly are remarkable because 
the 


ire produced without being accompanied by any heat. ‘The light is actually 
produced by the combustion of minute drops of a substance called luciferin, which 


burns” im the body of the insect. 


RE CANDIDATE. In an 


icnt Rome, a man campaigning for office wore a 
is consequently called candidatus, “clothed in white.” From 


ndidate, with the meaning “one campaigning for office, 
nal significance as to dress’ 


LUMBER SALVAGE. 
ilvaged atter 


Some 2,000,000 feet of sunken hemlock logs have been 
being submerged for ten years or more in Oakland Bay, Washing 
Water and natural resistance preserved the logs, which sank and lodged 
the bottom when original logging operations floated millions of logs in the 


Divers and a hoist are used in the recovery operation, which salvages the 
wood for high grade pulping. 


Cad 


sSIRTH OF A SLOGAN Lhe motto 
first, quality second, cost 
tec] plant in [S99 


Safety First,” a contraction of “Safety 
was first comed and circulated by American 


third 


SINGIN’ IN A RAINCOAT. Waterproof thread, developed by the Army 


Quartermaster Corps, has plugged the one spot where previous waterproof cloth- 
ing always leaked—the seams. ‘Tests under rainfall of 3 inches per hour shows 
that scams made with untreated thread leaked in 15 minutes, while seams made 


of waterproofed thread showed no leakage after seven hours. 
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We're Driving tim Story Home to Your Customers 
Month-After-M in 56 Important Publications 


YOU PROFIT BECAUSE — 


Rust-Oleum Advertising is built around you 

Rust-Oleum advertising in Time Magazine, Newsweek, 
Business Week, Factory, Modern Industry, Mill and Fac- 
tory and 50 other leading business publications stresses this 
point —see your Rust-Oleum Industrial Distributor! Here 
is advertising that makes personal calls for you on “hard- 
to-reach” prospects every day! 


YOU PROFIT BECAUSE — 


Every type of Plant, Business and Industry is a Prospect 

Rust-Oleum is the practical answer to your customer's rust 

problems. It may be applied directly over rusted surfaces 
. after wirebrushing and scraping to remove rust s¢ ale 


‘ , 

and loose particles. Sandblasting and other costly methods 

of preparation are not usually required. And Rust-Oleum 

beautifies as it protects, because it’s available in all colors, 

; aluminum and white 

Rust-Oleum backs you with a sound, protected Distributor Policy 

You sell Rust-Oleum under a sound, protected distribut®r 

/ policy — proved by Rust-Oleum Industrial Distributors all 

, Y, over the country. Rust-Oleum is the high-profit, fagt- 

rc) 


turnover, repeat-sale line specified throughout industry «4 
the line that you can talk on every call! 


RUST-OLEUM CORPORATION 
2413 Oakton Street, Evanston, Illinois 


Protects Tanks, Girders 
Fences, Stacks, Metal Sash, 
Roofs, Buildings, Marine 
cd and Railroad Facilities 


® 


Look for this label. Be sure 


$ lop Rest with it’s genuine RUST-OLEUM! 
RUST-OLEUM 


769 D.P. Red Primer 
ee eet 
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ON ‘THE MARKET.... 


HERE ARE THIS MONTH'S NEW AND IMPROVED PRODUCTS 





Floor Hardener 


Liquid Treatment 
Affects Concrete 


\ new liquid treatment has been 
developed to harden concrete floors 
to withstand heavy trucking and make 
them dustproof 

Known a Floor Hardner 
No. 560, this clear, colorless liquid is 

uid to change the chemical structure 
of concrete, torming a dense, non-por 
ous, flint-ike surface which retards 
dusting and rutting under traffic. By 
granitizing surface particles, it 1s 
claimed, the treatment increases the 
general strength of a concrete floor 
ind retards chipping and cracking. It 
water, oil, and 


Concrete 


resists cid, it is 
claimed 
Vhe liquid is easily applied by brush 
or mop 
I he 
Ohio 
19§2 


Monroe Co., Inc., 
Industrial 


Cleveland, 
Distribution, June 


Flaring Tool 


Burnishes Flare 
Automatically 


Burnishing the face of a flare auto 
matically after it has been formed is 
a function of a new flaring tool de 
veloped for use on soft copper, steel, 
aluminum, and brass tubing 

A lost motion mechanism in the 
yoke which disengages the feed during 
the first revolution when backing off 
the cone to burnish 
the flare, giving it a highly polished 
finish. ‘The unique, multi 
faced type, is made of hardened steel, 
with tool chrome finish 

I'he flare is formed in the air above 
the flaring bar, rather than against 


causes the cone 


cone, a 


140 


a bevel in the bar, as in previous 
models. ‘This assures that the original 
wall thickness of the tubing is main- 
tained at the base of the flare, and re 
sults in flares that stand up 
under vibration, according to the 
manufacturer 

Ihe steel flaring bar is of the sliding 
segment type. It has a single screw 
at the end with rod handle for lever 
which provides quick, 
tightening. The yoke is 
forged steel 

The tool will make 45 deg. flares on 
us, 4, fs, a, 4, and g-in. O.D. tubing 
for standard S.A.F. flared fitting joints. 

The Imperial Brass Mfg. Co., Chi 
Industrial Distribution, June 


strong 


age, 


cas\ 
made of 


Cago 


1952. 














Truck Caster 


Maintains 
Level Load 


This caster construction is said to 
maintain a level load on trucks mov 
ing over irregular floors It 
standard, interchangeable 
which contact floor 
times. 

Absorption, according to the manu 
facturer, of high impact shocks is made 
through the use of a large, durable 
spring under constant compression. 
Spring and draw bar assembly are a 
separate member 

SH _ 300 series include swivel plate 
truck casters, and are companion to 
the SH 700 series, rigid plate truck 
caster 

Faultless Caster Corp., Evansville, 
Ind.—Industrial Distribution, June 
1952 


uses 
wheels, 
surface at all 
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Valve 


All-Purpose, 
Withstands Heat 


\ bronze solder end gate valve, the 
No. 90, has been designed for all-pur- 
pose use. 

It can be attached to hot or cold 
water or low-pressure steam lines, with 
K, L, and M copper tubing. Among 
its features, according to the manufac- 
turer, are a sturdy, ample-sectioned 
body that will not distort, and a seat 
that will not warp under soldering 
temperatures. 

Working pressures are: steam, 125 
lbs; cold water, oil, gas (non-shock- 
ing), 200 Ibs. 

American Chain €* Cable Co., Inc., 
Reading, Pa—Industrial Distribution, 
June 1952. 


Ram 


Weighs 23 Ibs., 
Handles 30 Tons 


A new “Power Twin” hydraulic ram 
has been developed for handling up 
to 30 tons in pulling and installing 
jobs. 

Weighing 23 Ibs, it has the same 
features as the manufacturer’s 174-ton 
model, including center hole construc- 
tion, but almost twice the power. 
Fully adjustable, it is said to work in 





‘TODAY 

















any position, eliminating torque. It 
is 63 in. high, 74 in. wide and 3 in. 
thick and has a 24-in. ram travel. 

It works off the same pump as the 
174-ton model. Remote control opera- 
tion is provided for safety 

Complete sets of attachments are 
available for use on industrial tractors, 
earthmoving equipment, plant main 
tenance operations, and a variety of 
pulling and installing jobs 

Owatonna Tool Co., Owatonna, 
Minn.—Industrial Distribution, June 
1952 
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Contact Wheel 


Universal Hub, 
Removable Tire 


A new contact wheel has been de- 
veloped with a universal hub that vd 
mits the tire to be changed when 
worn out and mounting up to 144 
different tire sizes and types. 

It consists of a three-part bolted 
metal assembly, with flanged universal 
hub, T-6] serrated rubber tire, and 
place. Tires ranging from 4-6 
in. in width and from 5-105 durometer 
in hardness can be attached, without 
removing the hub from the spindle. 
This permits a wide variety of uses in 


side 


FOR AN INDEX OF MANUFACTURERS’ 


belt grinding and polishing, from 
roagh to fine finish on flat surfaces or 
contoured parts. ‘Tires can be changed 
in Only a slightly longer time than it 
takes to change a solid hub wheel 

Each part is balanced separately, so 
that tires are in balance in any com 
bination of assembled units. 

The manufacturer claims that econ- 
omies will result from replacement of 
tires separately, rather than the entire 
wheel. The tire incorporates the “61” 
ss of a serrated rubber tread 
ace, which is said to provide for long 
abrasive belt life. 

The Carborundum Co., Niagara 
Falls, N Industrial Distribution, 
June 1952. 














Twine 


Paper Container 
Gives Smooth Feed 


A patented paper container insures 
smooth feed from the ball of a newly 
developed tying twine, called M-Cord 

The twine consists of a hard-fiber 
manila core wrapped with tough but 
smooth paper. It is supplied in 10- 
and 50-Ib. balls, packaged in containers 
which prevent the ball from collapsing 
in use. 

High tensile strength, imparted by 
the manila core, ease of handling, 
which results from the smooth paper 
wrapping, and light weight per foot 
are its main features, according to the 
manufacturer. 

The cord is 


available in 11 sizes, 


or weights, ranging in strength from 
145 to 760 Ibs. test and from about 
100 to 500 ft. per Ib. weight. 

Plymouth Cordage Co., Plymouth, 
Mass.—Industrial Distribution, June 
1952. 


Bench 
Tailored 
to Space 


New model work benches with large 
storage facilities permit uncluttered 
working tops and come in standard 
units that can be tailored to fit space 
and various needs. 

The units, tagged as the “640” 
series, can be used in continuous 
benching or as single work stations. 
There are three models, the “640”, 
made of a top, two pedestals (one a 
drawer unit and the other a cabinet 
unit), and two bases; the “643” 
consisting of a top, two drawer units, 
and two bases; and the “646”, as- 
sembled with top, two cabinet units, 
and two bases. The drawer unit con- 
tains four drawers. 

The models have two heights, 314 
and 334 in., depending on which of 
two standard bases, 44 or 6} in., is 
used. 

Drawers glide on rollers and have 
individual cylinder locks and recessed 
drawer pulls. Cabinets have an adjust- 
able shelf and chrome-plated locking 
handles. Tops are available in steel, 
Presdwood-covered steel, or laminated 
wood. They come in 5- and 6-ft. leg 

(Continued on page 145) 
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NOW IT’S 


WINTER 


IN THE SOUTH! 


In the North, in the East, in the West, 
and now—with our newly opened 
Factory Branch in Dallas—in the South, 
WINTER Branch Warehouses serve our 
customers and distributors. They speed 
up our deliveries from stock, and fur- 
nish expert counsel in solving tap- 


ping problems. 


WINTER BROTHERS COMPANY 
Rochester, Mich., U.S.A. 
Distributors in principal cities. Branches in New York 


Detroit, Chicago, Dallus, Son Francisco. Division of 
National Twist Drill & Tool Company 
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THE NATIONAL SERVICE NETWORK 


For trouble-free 
flow control — 


POWELL VALVES 
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On The Market Today 


(Starts on page 140) 





lengths and in nominal 24- and 30-in. 
widths. For continuous benching, 
they can be butted end to end or: 
joined with two tops resting on the 
same drawer or cabinet pedestal. The 
new units are interchangeable with 
the manufacturer’s other benches of 
similar dimensions. 

Standard accessories include back 
boards, and pieces, top shelves, drawer 
trays, and additional cabinet shelves. 
Standard Pressed Steel Co., Jenkin 
town, Pa.—TIndustrial Distribution, 
June 1952. 


Lamp 


Sealed-Beam, | 


Portable 


A portable electric hand lamp fea- 


turing sealed beam bulb has been in- 
troduced as the “Big Beam-Sealed 
Beam” Model No. 166. 

Dirt and moisture 


prefocused light. It is powered by 
(Continued on next page ) 





Floor Hardener 

The Monroe Co., Inc. 
Flaring Tool 
Imperial Brass Mfg. 
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Ram 
Owatonna Tool Co... 
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Standard Pressed Steel Co. 
Lamp 
U-C Lite Mfg. Co.... 
Pulley 
Gerbing Mfg. Co. 
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Driving Devices 
J. H. Williams & Co.... 
V-Link Belt 


The Brammer Co........ 


Fixture Lock 
National Machine Tool Co. 


Conveyor 
The R: apids-Standard Co., 
Inc. 


Press 
Famco Machine Co. 


Screw Machine 
Globe Heat-Seal, Inc 


Pump 


The Gray Co., Inc 





Index of Manufacturers’ 


Products 
Fan 

Chelsea Fan & Blower Co., 

Inc. 

Half-Press 

Benchmaster Mfg. Co 
Dog & Driver 

Ready Tool Co. . 
Bits 

The Midway Tool Co., Inc. 
Lighting Device 

Enco Mfg. Co. ... 
Cut-off Saw 

Tri-Clover Machine Co... 
Conveyor 

The Beis Standard Co., 


Fusuaie 
Morse Chain Co. 
Wire Rope Cutter 
Manco Mfg. Co 
Saw 
R. W. 


Sprocket 
Cullman Wheel Co 


Cutters 
DeWalt, Inc. 
Saw 
Porter-Cable Machine Co. . 


Div 


Hendrick Co... 


Lagging Compound 
Main Products Corp 


Cutter 
Interstate Drop Forge Co. 


Belting 
Main Belting Co.. 
Coolant System 
The Henry G. 
& Son Co. 


Thompson 
186 


are sealed out | 
from the mirrored surface of the re- | 
flector, which gives a bright beam of | 
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Long-lasting GREENLEE Spiral Screw Drivers 


The choice of many of the nation's lead- 
ing plants for assembly work and main- 
tenance crews. Husky and dependable... 
fast-working, easily operated. Special 
long-wearing phosphor-bronze drive 
nuts for extra long service. You can 
recommend them with real assurance! 


Big volume builders for you . . . 
GREENLEE Pipe Benders and 
Pipe Pushers. One man quickly 
makes smooth, accurate bends 
in pipe and conduit up to 4} 4”, 


tubing and bus bars with the 


GReENLEE Bender. Pushing 
pipe under streets, 
floors, etc. is simple, 

fast work with the 
Greences Pusher. 


Other profit-makers in the GREENLEE line: 


Hand Benders for Tubing « Electricians’ Knockout 
Tools + Auger Bits and Drills * Automatic Push Drills 
Chisels and Gouges « Mortising and Boring Tools 
for Woodworking Machines * And many others. 
Get sales facts today. 


x= _ 
GREENLEE 


Greenlee Too! Co., Division of Greenlee Bros. & Co., 
1926 Herbert Avenue, Rockford, Illinois, U. S. A. 
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\ standard 6-volt battery, operating 
through pressure-type contacts which 
permit quick battery replacement. 
Ihe 4-in. lamphead and handle are 
chrome finished. ‘The battery case, 
with hinged cover, made of 20-gage 
steel, is said to be weather-and rust 
proof. 

The new lamp is the manufacturer’s 
first sealed beam unit in the small- 
model field. It is adaptable for farm, 
motoring, and home as well as indus- 
trial uses. 

U-C Lite Mfg. Co., Chicago—In- 
dustrial Distribution, June 1952. 


“C” Clamps in a wide range of sizes are important items in the Pulley 

Billings Industrial Distributor’s line of Wrenches and Shop Tools. Provides 
Carefully designed and produced by Billings drop forging spe- 9-1 Ratio 
cialists to give maximum holding power and longer service life | A manually operated, variable-pitch 
on all kinds of production jobs, these dependable shop tools motor pulley, the Roto-Cone, is de- 
keep customers satisfied — build goodwill and sales for Billings signed for power applications requir- 


ing maximum speed variation. Used 
in combination with a standard Roto- 
Distributors’ inquiries are invited. Cone variable pitch pulley and a 
standard Roto-Cone variable pitch 


pulley and a standard Vari-speed belt, 
it will permit a speed-change ratio up 
to 9 to 1. 

bs | Speed change is accomplished by 
an axial adjustment of a ball-bearing- 
mounted retainer ring fixed on the 
pulley hub of the manual Roto-Cone. 


This causes the pulley to change pitch 
diameters and since both the manual 


WRENCHES & SH P T iS | and self-adjusting Roto-Cones are on 
fixed centers and the belt length re- 


| 
mains constant, variation of one pulley 
INDUSTRIAL FORGINGS SINCE 1869 | 4 : 
' 


Industrial Distributors. 


automatically affects the other in an 
(Continued on page 150) 
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MAUREY wow orrers pistriputors 


A COMPLETE V-DRIVE SERVICE 
WITH SIX VITAL ADVANTAGES 


1, A COMPLETE LINE... 


In addition to the complete FHP V-Drive 
line Maurey now offers a complete Multi-V- 
Drive line to meet every V-drive need from 
fractional to 600 horsepower . . . PLUS facili- 
ties to produce non-stock sheaves for any 
commercial requirements. 


2. A QUALITY LINE... 


Maurey V-Drives are precision built to meet 
exacting OEM standards and are backed by 
the Maurey Quality Guarantee. 


3. FUL-GRIP "@-D” SHEAVES eee 


With rim and hub mated in a perfect cone fit they grip the shaft 
over their entire length to assure’a full, positive press-fit grip. Easy 
to put on, easy to take off, always tight on the shaft. 


4, MOR-GRIP V-BELTS eee 


Built for long life by one of the world’s largest rubber manufac- 
turers. Full sidewall contact assures maximum pull power. 
MOR-GRIP combines stamina, flexibility and low stretch assur- 
ing long service life. 


5. SERVICE FROM COMPLETE STOCKS... 
For FHP V-DRIVES . . . Cast Iron Single and Two Groove, 
Pressed Steel, and Variable Pitch V-Pulleys, bored-to-suit and 
bushed type, MOR-GRIP FHP V-Belts. 1,736 V-Pulley sizes 
and 190 Vibelt sizes carried in stock, a size for every need. 
For MULTI V-DRIVES . . . 740 FUL-GRIP Q-D Sheave sizes 
available in A, B, C and D sections. 133 MOR-GRIP Multi-V- 
Belt sizes stocked in A, B, C, D and E sections from 26” to 360” 
long, available from stock. % HP to 600 HP... a size for 
every need’: . . PLUS a Maurey service-minded personnel 
geared to give fast and prompt service. 


G. A PRACTICAL, WORKABLE DISTRIBUTOR POLICY... 
That guarantees fair treatment, protection and factory sup- 
port to authorized Maurey Distributors and assures perma- 
nent, friendly and profitable distributor-manufacturer 
relations. 
PROFITABLE TRADING AREAS OPEN — WRITE FOR 
DETAILS ON THE MAUREY V-DRIVE FRANCHISE 
Write for Bulletin No. MVD-1000 
describing Maurey Multi V-Drives 
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DURACUT 


NYLON REINFORCED ABRASIVE DISCS 


The only really flexible 
grinding wheel ever offered 
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for blending welds the way 


better because - They. are More Durable 


DuraCut's life expectancy is 10 to 25 times that of ordinary coated 
abrasive discs, meaning less down-time for disc-changing — more 
productive time on-the-job. 


better because - They are Faster Cutting 


DuraCut’s unique waffle pattern with multiple layers of abrasive 
grain allows sharp, instantaneous cutting throughout the life of the 
wheel. Whether it’s light snagging, smoothing or blending, there’s 
a wide range of specifications to assure obtaining a fast-cutting, 
long-lived wheel for your job. 


better because - They are Built Stronger 


Every component part, from bond to backing, is designed and 
treated so as to lend added strength and flexibility to the finished 
product. 


TYPICAL APPLICATIONS: 


Finishing light welds on sheet metal jobs. Automotive, truck, rail- 
road car or locomotive and aircraft body work. Blending welds on 
sinks, refrigerators, stoves, metal cabinets. Rust and scale removal. 


ash jesatdnenamiiain dlliaaae 


BAY STATE ABRASIVE PRODUCTS CO. 
Westboro, Massachusetts, U.S.A. 


Branch Offices and Warehouses — 
Chicago, Cleveland, Detroit, Pittsburgh 


In Canada: Bay State Abrasive Products Co. (Canada) Ltd., Brantford, Ont. 
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Sold 

only 
through 
recognized 
distributors 


ETOWN, N.Y., U.S.A. 


Moker: of Hand and Pewer Hack Sow Blades, 
Frames, Metol Cutting Band Sow Biodes 
ond Clemson Lown Machines 


You'll find sales are easier, 

time after time, when 

you can give your Customers 
STAR metal-cutting products. 
Over the years, you can’t beat the 
combination of the best-selling 
line plus consistent advertising 
to your Customers. 


The STAR line of hacksaw blades, 
frames and metal-cutting band 
saws is the easy line to sell. 
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inversely proportionate amount. With 
this drive, no adjustable motor base is 
needed. The speed adjustment mech- 
anism is not furnished since the wide 
variation of applications demand in- 
dividual attention. 

Models are available for fractional 
to 15 hp requirements. 

Gerbing Mfg. Corp., Northbrook, 
Ill.—Industrial_ Distribution, June 
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Driving Devices 


Magnetic Adapter, 
Hexagon-Square Shank 


A magnetic adapter and magnetic 
hexagon-square shank have been de- 
veloped for use with Williams Impact 
“Supersockets” to drive hex head 
hardened and self-tapping screws. 

A telescope magnetic device passes 
within an assembled socket and con- 
tacts the screw head, retaining it 
within the socket opening. The Al 
nico magnet, imbedded in the drive 
member, is spring loaded to overcome 
air gaps and transmits its magnetism 
through a hardened steel tip to the 
head of the screw. 

The “left hand” threaded socket 
connection provides a positive fasten- 
ing of the socket to the shank or 
adapter, increasing socket life. A 
hexagon-square shank and an adapter 
are available for 4-in. drive size tools 
with socket openings of 4, #, * and 
2-in. 

J. H. Williams & Co., Buffalo, 
N. Y.—Industrial Distribution, June 
1952. 





sell for you... 
PUT HIM TO WORK! 


T doesn’t cost a cent to have Red Shield making 


friends and winning customers for youall day long. 


His kit of tools for making sales is complete. Every 
tool in the kit is proven effective—many of them are 
illustrated at the right. Use them to increase your 
sales of Standard Red Shield Tools. Your request will 


have our very prompt consideration. Write 


STAN DARD [OOL (0. Pippi 


CLEVELAND 14, OHIO 


New York + Detroit - Chicago + San Francisco 
STANDARDIZE AND SAVE WITH STANDARD RED SHIELD METAL CUTTING TOOLS 
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IN INTERIOR 
FIRE PROTECTION 


PROMPT DELIVERY 
WIDE SELECTION 
TOP QUALITY 


Established 1887 


W.D. ALLEN Manufacturing Co. 


CHICAGO 6 


NEW YORK 7 


Approved for fires of Class A, 
Al, 8,81, C, C!1—sede-acid, 
foam, V/L, pump, gas— 
several sizes and finishes, 
alse cabinets 


*Voted Ist by engineers, 
architects, contractors, 
distributors; most widely 
used. Also complete line of 
hose fittings for all 
purposes. Write for 
catalog or consulting service. 


W. D. ALLEN 
MANUFACTURING CO. 


CHICAGO 6 - NEW YORK 7 


Clamps 
Couplings 
Nozzles 
Fusible Plugs 
Valves, etc. 


Proved by Performance 
in thousands of installations 


First in Interior 
Fire Protection 
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V-Link Belt 

Prestretched, 
Runs Either Way 
A patented detachable V-link belt 
has been designed for non-slippage and 
long service life. It is prestretched, 

and can run in either direction. 
Several unique features, according 
to the manufacturer, prevent distor- 
tion after usage and permit smooth, 
vibration-free speeds in either direc- 
tion. Links containing several piles, 
made from tough woven cloth impreg- 
nated with heat and oil resistant crude 
rubber, are uniform in camber and 
dimension. A convex stud head pro- 


| vides for durability. The non-slippage 


quality results from a high coefficient 
of friction and a perfected wedge ac- 
tion, it is claimed. 

Four reels of the new belting are 
equivalent to 315 standard sizes of 


| endless V-belts. 


The Brammer Co., New York—In- 


| dustrial Distribution, June 1952. 














Fixture Lock 
Screwless, 
Quick-Acting 


The Grip-Master fixture lock is de- 
signed for quick application to jigs 
and fixtures without the use of screw- 
type —— and holding tools. 

A simple push or pull on the bar 
knob sets the device in any position 





Although Allen Screw is not in the dictionary, engineers 
and production men the world over say 

Allen © Screws to refer to precision socket screws. 
That's how it is with names — probably there's a name 
that comes to your mind at once as an out- 

standing Industrial Distributor in your locality. 

He is almost certain to be the one who 

handles AllenoO Screw products. His ex- 

perience and extensive stock of 

Allen 0 products are the ideal combination 

to smooth out any problems 


you encounter in precision fastenings. 


te BWW word WN SOCKET ScHEWS Ss ALLEN 


| MANUFACTURING COMPANY 
Mertford 2, Connecticut, U. $. A 
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Look! It’s Really Portable— 


Sales tip—sell them wheel 
legs and front handles to 


convert present ''400's"’ to 
wheel models! 


Fast profit 
for you in this moveable power 
for hand threaders, cutters, reamers 


*® Popular RttntD “400” now gives your customers what they 
want —one man can easily wheel-barrow it close to the work — 
think of the time and muscle saving! 


* And it stands still and delivers plenty of power —light socket 
plug, universal motor, forward, reverse, 4" to 2”’ pipe or conduit. 


* rigaip design 3-jaw chuck, 6 adjusting pinions, one always 
handy; self-centering workholder in rear. 


*® Sealed-in lubrication —no oil to spill. 
*® Don’t miss your share of the “400” sales boom —order today! 


THE RIDGE TOOL COMPANY « ELYRIA, OHIO 





Work-Saver Pipe T 
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between fully - or fully closed. A 
light press on locking lever gives 
an extra forceful forward motion to 


| the bar, exerting a holding pressure up 
| to 1500 Ibs. Full and half scale tem- 


plate sheets are provided. The bar and 
locking mechanism are hardened and 
ground for extra durability. 

The device is adaptable to a wide 


| range of machining and assembling 
| operations using metal, wood, or plas- 


tic stocks, according to the manufac- 
turer. The long stroke provides wide 
work clearance. A l-inch portion at 
the end of the bar has been left soft, 
to permit machining to fit the device 
to specific jobs. 

National Machine Tool Co., Ra- 
cine, Wéis.—Industrial Distribution, 
June 1952. 














Conveyor 
Highly Portable 
Power Unit 


Ihe Press-Veyor, Jr., is a new 
cleated belt conveyor for handling 
light stampings, screw machine prod- 
ucts, scrap, and similar press-room and 
machine-shop material. Compact and 
highly portable, it is designed to speed 
the flow of goods from production ma- 
chines to tote boxes. 

It is available in 4, 6, and 8-ft. 
lengths and 4, 8, and 12-in. belt 
widths for handling various products. 
The rigid 12-gage steel bed and guard 
rails are formed in one piece to pre- 
vent parts handled from catching and 
being damaged. 

Belts can be woven cotton, Neo- 
prene, or waterproofed woven cotton 
with steel cleats spaced on 24-in. cen- 
ters. The standard belt speed is 55 ft. 
per minute, with higher and lower 
speeds available. A choice of single or 
3-phase motors or 220-440 voltage is 
offered. 

The Press Veyor, Jr., is mounted on 
an  arc-welded _ steel-tubing _ base 





* 


equipped with 2 wide-spaced steel 
waeels for stability. The unit is bal 
anced, allowing one man to roll it eas- 
ily from place to place. If desired, the 
portable base may be removed and the 
delivery end of the conveyor supported 
by a stand or hooked over the lip of 
a tote box. The head end of the unit 
may be raised and lowered through 
a wide range of adjustments and 
locked securely at one point with a 
convenient set-screw. 

rhe Rapids-Standard Co., Inc., 
Grand Rapids, Mich.—Industrial Dis 
tribution, June 1952 














Press 
Nine-Point Jaw Clutch 
Electrically Operated 


The .Model 59 Electromatic Jaw 


Press features a new instant action, 


electrically operated, 9-point jaw 
clutch : for versatility and ease of 
yperation. 

It is activated by a touch of the 
foot control, or optional hand con 
trols. The simple design of the 
clutch, according to the manufacturer, 
makes for low maintenance costs. 

A limit switch on the clutch hous 
ing provides absolute single stroke 
control. ‘The convenient selector 
switch readies the press for either 
single stroke non-repeat, or continu 
ous action, without stopping the press. 
A neutral position locks the clutch in 
place regardless of whether foot or 
hand controls are activated. An elec- 
tronic timer converts the press into 
a fully automatic machine 





Why skilled workmen Choose 


RibzaiDviss 


RiGelib TOOLS 
make good workers 
better 


LUBRRERELLALAEL 


FRI EAI Bench Yoke Vises assure you profitable volume sa 


* All have handy integral pipe rests and benders. 


*® Yokes and bases of strong special malleable; top qual- 
ity tool-steel jaws— LonGrip jaws up to 6” capacity. 


* Made in bench, post, kit, stand and tristand models. 
Chain vises in bench, post, stand and tristand models. 


* It pays you to stock and sell popular work-saver 
FitfMib> Vises. Write for complete profit data. 


THE RIDGE TOOL COMPANY « ELYRIA, OHIO 
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THE CREST OF QUALITY 


THE 


CHUCK CO. 
346 Church Street, New Britain 
Connecticut 











The frame of the 18-ton Model 59 
is of close grained, extra heavy cast 
semi-steel. It has a one-piece, heat- 
treated alloy crankshaft, split bronze 
bushed main bearings, and greater 
rams areas. Its semi-steel flywheel is 
Timken tapered roll-bearing equipped 
for friction free power. A Bijur Pend 
oiling system may be ordered installed 
at the factory or added later. 

The press is fitted with belt and 
flywheel guard and can be furnished 
with two-hand safety push button 
controls. 

Famco Machine Co., Kenosha, 
Wis.—Industrial Distribution, June 
1952. 











| Screw Machine 


Spindle Speed 
Has Wide Range 


Both low speed production work 
and high precision secondary opera- 
tions can be performed with a newly 
designed 10-in. hand-screw machine. 

Combining ruggedness and ac- 
curacy, according to the manufacturer, 
it has a range of slow spindle speeds 
for heavy roughing operations and fast 
speeds for small diameter, close toler- 
ance work. The rpm range is from 


| 184 to 3796, with 16 spindle speeds. 
| A four-position quick-change gear box 
| controls speed selection. 


It is powered by a 1 hp, 2-speed, in- 
stant-reversing motor, and twin V-belts 
are provided to reduce slippage under 
heavy cuts. ‘The headstock contains 
tapered roller bearings with take-up 
features, sealed against dirt. 

All castings are normalized to pre- 
vet warpage. The 40}-in. bed is one 
piece, high chrome cast iron with 
6-in. ways hardened for long life and 
freedom from scoring and ground for 
accuracy. 

The large spindle, equipped with a 
No. 5 Morse Taper, has a lis-in. in- 
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Substantially more money is going to be spent by Beall in 1952 to advertise 
Beall Spring Washers to your customers in the industrial field. This should 
aid you in your selling efforts by increasing the acceptance of and the de- 
mand for Beall Spring Washers. Keep them within reach. 


Beall Spring Washers are made to the exact dimensional standards of the 
A.S.A., the A.S.M.E., and the S.A.E. and are available in all sizes and metals. 
To make your job of stocking this item 

as easy as possible, they are convenient- 

in attractive cartons—also 


Spring W asber Specialists for 30 Y ears 
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TIGHT 


when assembled 


TIGHT 


m service 


TIGHT 


atler long service 
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| wheels are desi 
| ation over roug 


side diameter and accommodates work 
capacities of 1 in. with bar-type collet 
closers and 1% in. using nose ty 


| collet closers. A draw bar type collet 


closer is supplied with the lathe. 
Self-indexing bed turret and heavy- 
duty production cross slide are stand- 
ard equipment. 
Globe Heat-Seal, Inc., Los Angeles 
—Industrial Distribution, June 1952. 


Pump 


Supplies Spray Guns 

Direct from Container 

A new portable spray gun supply 
pump, the Graco Heavy-Duty Paint- 
master, works directly from 5- or 10- 


| gal. original containers. 


The pump is air-operated, double 
action, reciprocating. It can be used 
as a portable sprayer with the Sta- 
Level hand truck, with one man han- 
dling it easily. Large rubber tired 
ed for smooth oper- 
areas. For stationary 
operation, the truck disengages from 
the trunnion arms, without bolts or 
pins. 

A separate air-operated, dual-blade 
agitator keeps the materials mixed, in- 
dependent of paint pump operation. 
The blades, of non-sparking alumi- 
num, are adjustable to any depth. 
Since no air pressure is exerted on the 
material, aeration is reduced to a mini- 
mum. 

The unit is said to be suitable for 
handling many finishing jobs where 
fast setup is needed. It will spray 
many abrasive-type materials, and the 
newer vinyl and plastic base coatings. 
A 10-gal. line container is provided for 
special mixing conditions. 





J | 1 > 
e. = give you 


MORE HOLES 
PER GRIND 


It was a smooth-running job—drilling a" ball 
in a cast iron cover, 2" thick—but the superi 


wt 


NN OO sh 


tendent wasn’t satisfied with the wearing qualiti 
of the high speed drills that were being used. Th 
averaged 2705 holes per grind. When a Cleveland 
Service Representative was called in, he recommend 
a stock CLE-FORGE High Speed Drill that is engineer 
to reduce the wear caused by abrasive action. With no chan 
in feed or speed, this drill averaged 3862 holes per grind! 
On all drilling operations, a C@veland Service Representative ca 
help you speed the job and cut costs. Contact our nearest Stockroom, or.. 


TELEPHONE YOUR INDUSTRIAL SUPPLY DisTRIBUTOR 
THE CLEVELAND TWIST DRILL CO. 
1242 East 49th Street . Cleveland 14, Ohio 


Stockrooms: New York 7 + Detroit 2 + Chicage 6 + Dallas 2 + San Francisce 5 + Los Angeles 58 
E. P. Barres, Ltd., London W. 3, England 


ASK YOUR INDUSTRIAL SUPPLY DISTRIBUTOR FOR THESE AND OTHER Cleveland rors 


This advertisement reaches your customers who read the leading magazines in the metal-working field. 
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SEND ME 
50 OF YOUR 
DIAL 
TEST 
INDICATORS 
FAST! 


Still $18 Each 


No Increase in Price 
Model V-49 Models V-39—V-49— V-69 


10 Mercier DISTRIBUTORS 


Write for Information Regarding Distributorship 


110°C Vas ler bo. 


2733 N. Crawford Avenue « Chicago 39, Illinois 


EAST COAST OFFICE WEST COAST OFFICE 
30 Church Street, New York 7, N. Y 7814 E. Hondo Street, Downey, Calif 
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| ‘The pump is said to be powerful 
| enough to handle long lines or multi 
| ple spray guns, and will work in cold 
|temperatures because efficient agita- 
tion brings heavy, viscous materials to 
| proper consistency. 

The Gray Co., Inc., Minneapolis, 
Minn.—Industrial Distribution, June 











Blows Large Volume 
Under Static Pressure 


A heavy-duty, belt-driven fan has 
| been developed for industrial applica- 
tions, duct work, mine exhaust sys- 
tems and filtering units where a large 
volume of air is required under static 
pressure. 

It has non-overloading cast alu- 
minum airfoil type propellers and 
totally enclosed motor, which provides 
quiet operation because of the belt 
drive. The unit is ball-bearirig 
throughout. 

Sizes range from 24 to 28 in. and 
air deliveries from 5,000 to 28,000 
cu. ft. per minute. 

Chelsea Fan & Blower Co. Inc., 
Plainfield, N. ].—Industrial Distribu- 
tion, June 1952. 





| Half-Press 


Low Tonnage, 
Handles Shells 


A new half press has been devel- 
oped which can be used in munitions 
manufacture and other applications 
where large shut-height is needed but 
tonnage over the 4-ton range is un- 
necessary. It will handle many of the 
drawing and forming operations in 
the industry, particularly various cali- 
| bre shell cases, according to the manu- 
|facturer, because shut-height can be 
| adjusted for more than the 8-in. range 
of previous models. 

(Continued on page 166) 








buoiter phodetn Catalog 


with High Speed Prices In Red 


lif \WE\NBERG 





600 W. JACKSON BLVD. 
CHICAGO 6, ILLINOIS 
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New We car 


R-57 
800-WATT LAMP 
with 
BUILT-IN REFLECTOR 
and 
2000 HOURS LIFE 


Now you can get bright light longer in _ 4 -bay areas, no matter how dirty, 
dusty or smoky the conditions. The new estinghouse R-57 800-watt stand- 
ard voltage lamp, with a special silvery reflector actually built inside the bulb 
itself, prevents dirt particles from reducing its highly efficient light output. 
Dust settles only on the sides, not on the light-emitting face, so no cleaning 
is needed 

In addition, the new R-57 lamp lasts 1000 hours longer than conventional 
lamps and directs all the light on the area where it is needed. It is available 
in two light distribution types: narrow or wide beam. 


For full information, contact the Westinghouse Lamp Sales Office nearest you. 
Or simply mail the coupon below. 


LAMP DIVISION 7 WESTINGHOUSE ELECTRIC CORPORATION BLOOMFIELD, NEW JERSEY 


you CAN BE SURE...1F ITS 


Westinghouse 
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lamp stays 
and smoke 


ACTUAL EFFICIENCY STUDIES PROVE 
new Westinghouse R-57 800-watt lamps 
out-live, out-perform conventional lamps. 
And their special design makes them ideal, 
especially for high-bay lighting in found- 
ries, mills and other industries where dust 
is a problem. 


R-57 WESTINGHOUSE LAMPS 
have built-in reflector, stay bright 
longer with no cleaning; give more 
efficient light at lower cost. 


AGAIN WESTINGHOUSE MAKES HISTORY! Brings you complete coverage of 
Presidential ( ampaign from conventions to election over CBS television and 
radio . . . Also tune in WESTINGHOUSE STUDIO ONE every week over CBS-TV, 


NEWS FROM 
WESTINGHOUSE, THE 
FASTEST-GROWING 
LAMP MANUFACTURER 


by Sam Hibben 
——_ 


DID YOU KNOW? Owls see in near- 
darkness (not in total darkness, which 
almost never exists outdoors) be- 
cause of the nature of their eyes and 
not the size of them. Because of two 
shapes of nerve-ends in the back of 
the eyeball, we say that humans 
have both “rod” vision and ‘“‘cone” 
vision. The rods take over in dim 
light while the cones function in 
brighter light and give us color per- 
ception. Owls, cats, and other night- 
life have mostly or entirely “‘rod"’ vi- 
sion, hence see moving objects in the 
dimmest lights, because apparently 
the nerve-rods work in bunches, 
thus multiplying the sensitivity. 


ON THE OTHER HAND — While 
blackout driving proved possible but 
unsatisfactory in war-time, the effort” 
of auto safety experts is to approxi< 
mate daylight seeing conditions as 
nearly as possible—at least to mak 
roadway objects visible as far ahea 
as it takes to stop your car—roughl 
300 feet. Headlights today are , 
highly scientific that a pair of smal 
45-watt filaments illuminate a roa 
area at least 20 times the larges ; 
living room. Their complexity i@ 
shown by the fact that Weatinghousgl 
Sealed Beam Headlamps, for in- 
stance, have 121 individual pris 
and all of these direct separate bea 

of light picked up from various pa 

of the reflector. I guess that mak 
them about 60 times as complicated 
as bi-focals, no? 3 





H 
SAFETY NOTE: If you ever blow a 
fuse in your car on a busy high wool 
at night, illuminate the interior o 
your car with a flashlight; it makes 
the windows visible for a long dis- 
tance, warns other motorists. 


More next month. 


Gra rvat PIO 


a 








DISTRIBUTORS NOTE: AD 


Here's another example of the strong 
advertising support Westinghouse gives you. 
This ad, appearing in the leading industrial 
trade magazines, reaches your top prospects, 
helps boost your sales! 
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BUY NOW AND SAVE! 
WESTINGHOUSE 
FLUORESCENT LAMPS 
STILL COST YOU LESS 
THAN THEY DID 

IN 1940, YET BURN 
SEVEN TIMES LONGER! 








ell The 
V-Belt Drive 


which all industry likes best 


Today more machinery is ecuipped with QD sheaves 
than any other hub-and-rim combination. And the 
popular Worthington-Goodyear EC Cord V-belts give 
you over 75,000 sheave and belt combinations. 

Worthington’s FHP line is also complete—quick- 
detachable QD Junior \-pulleys, bored-to-shaft-size 
solid machined steel V-pulleys, die-cast V-pulleys, 
pressed steel V-pulleys. 

Worthington Multi-V-Drives with QD sheaves and 
Worthington-Goodyear EC Cord V-belts are nation- 
ally advertised. And there’s always a good “plug” for 
doing business with our distributors. 

Sell Worthington across the board—it’s the complete 
quality line. Worthington Corporation, formerly Wor- 


thington Pump and Machinery Corporation, Multi-V - 


t 


4 
” 


WORTHINGTON QD sHeave 
reset wae 


The original tapered cone grip sheave that 
is preferred by men who have to install or 
change sheaves — purchased more often 
than any other. 


Drive Sales Division, Buffalo, N. Y. 


LLL. 


SSS Hi nae —SSS 
357 RRS 


Ladd 


THE GOOD RIGHT 


POWER TRANSMISSION: 
sh , V-belts, iable speed drives 


HAND OF INDUSTRY 


AIR COMPRESSORS: 
water-cooled, air-cooled 


PUMPS: 
centrifugal, power, rotary, steam 
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This picture shows why 
“Worthington Balanced Angle” means 


Lowest Cost Compressed Air 





*Reg. U. S. Pat. Off. i 


Worthington’s complete line 
of air compressors—'4 to 100 hp— 


is available through distributors! 


14 to 100 hp—that’s the Worthington standard line of air 
compressors! No distributor can offer you a more complete 


e. 

Every Worthington distributor can supply you with: “Bal- 
anced Angles’’ up to 15 hp .. . air-cooled radials 25 to 100 hp 
. . . water-cooled horizontals up to 100 hp. 

Write for Bulletin H620-B30. Worthington Corporation, 
formerly Worthington Pump and Machinery Corporation, 
Pump and Compressor Merchandising Division, Harrison, 
New Jersey. 
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The press consists of the upper half 
of the press frame, complete with ram, 
crankshaft, flywheel, and the clutch 
mechanism with its trip level. The 
frame is severed below a sturdy rein- 
forcing cross brace between the two 
column members. This web is easily 
drilled for bolting the frame to any re- 
quired base. 

An example of munitions applica- 
tion is a setup for nibbling the ends 
of shell cases, to establish accurate 
length and smooth trim. The press is 
bolted to a sub-frame, which consists 
of a casting to which a cylindrically 
shaped die is attached. The conver- 
sion actually amounts to a horn press. 
The die is of the same approximate 
I.D. as the shell cases, and is equipped 
with a rectangular slot which is mated 
to the 1} by 14-in. punch fitted in the 
ram. 

The pilot extension supports the 

No one deliberately compromises with quality in vital braided | shell case at its outer end on two small 

rollers. The press ram operates con- 
packings. You’re probably paying for the best, so why not make _ tinuously at 285 strokes per minute, 
producing a series of fast nibbling 
bites. 


=e . : : : Benchmaster Mfg. Co., Los Angeles 
braided packings in a wide range of types and materials. —Industrial Distribution, June 1952. 


certain you're getting it—specify BELMONT, headquarters for 


Belmont braided packings are described and picturized in catalog Dog & Driver 


No. 40. The type of braid is dependent upon the service conditions, Too! Provides 


and the materials used are asbestos, flax, cotton, jute, ramie, teflon Accurate Spacing 


and metals, lubricated for the purposes intended. Write on your A dog and driver tool for accurate 
spacing on taper work and spiral mill- 
ing has been designed as an aid in 
milling machine operations. 


A hardened ball, slid hard- 
Fast, direct help on technical problems. ..SERVICE through lead- prise goa tere dpe hago 


ened stud between ground jaws, acts 
ing national distributors as a universal ball and socket joint. 


Work will not be cramped or sprung, 
eH AO ey 


it is claimed, since the movable parts 
PACKING and RUBBER CO. 
Butler and Sepviva Streets 
Philadelphia 37, Pa. YN 
pon eI 
R m 
<=> : 


THERES A BELMONT PACKING FOR EVERY SERVICE 


company letterhead for details today. 
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Bottom con- 
struction of 
WITT CANS 


{ 
ahi 
AASANA 


Bottom con- 
struction of 
WITT PAILS 


a 


Det al tn Bent doch ty 


—— 


WITT CANS and PAILS are de- 
signed and constructed to with- 
stand years of hard usage and 
abuse. Every detail from the spe- 
cial analysis steel to the rust- 
resisting hot-dip galvanizing re- 
flects the inherent quality of be- 
ing able to "stand the gaff.”” Buy 
WITT and you buy unsurpassed 
quality—more for your dollar 
than that offered by any similar 
container regardless of price. 


Compare WITT CAN and PAIL ° 
features with others on 


these points.... 


@ STRAIGHT SIDES—assure extra resistance 


to reugh handling. 


e@ DEEP ROLLING CORRUGATIONS—run full 


length, adding further rigidity. 


e@ HEAVY GAUGE STEEL—provides battle- 


ship ruggedness. 


@ STEEL BANDS— protect top and bottom and 


act as shock absorbers. 


e@ HOT DIP GALVANIZING—e hand process e 


WITT 
CANS 
and PAILS 
HAVE THE 


after fabrication insuring heaviest possible 


rust-proofing. 


@ STURDY LID—snug-fitting, easytoremove. ¢@ 


“Originators of the « orrugated Can" 


THE WITT CORNICE COMPANY 
CINCINNATI 14, OHIO 


“RIGHT” a 
ANGLE 


eer Can V 
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of the jaw provide contact only, with- 
out torsional strain. 

The tool is available in 2 sizes, No. 
130 for 4—2-in. capacity and No. 
132 for 3 to 2%-in. capacity. It is 
furnished complete with either No. 
10 or No. 11 B.&S. taper, and is also 
available with a No. 40 standard mill- 
ing machine taper or any other special 
taper required. 

Ready Tool Co., Bridgeport, Conn. 
—Industrial Distribution, June 1952. 
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Bits 
Set Contains 
8 Pieces 


A new 8-piece set of auger bits for 
hand brace use has been made avail- 
able under the name, Mirbrite Master 
Bit-Kit (No. 50-8). 

The set contains one each of the 
following size bits: 4/16, 5/16, 6/16, 
8/16, 10/16, 12/16, 14/16, and 
16/16 in. 

It is packaged in bluse plastic roll 
case with bit compartments individ- 
ually labeled for size. 

I'he Midway Tool Co., Inc., Cleve- 
land, Ohio—Industrial Distribution, 
June 1952. 


Lighting Device 


Magnetic Base 
Holds Socket 


A magnetic base on a light holding 
device known as the Miti-Mite enables 
a machine operator to attach a light 
quickly wherever he wants it. The 
50-Ib. pull from a permanent magnet 
holds firm to flat or curved metal sur- 
faces. 

The unit consists of the magnetic 
base holder, 1 by 14 by 14, a ball 
stem, and a bracket assembly having 
a socket clip. The clip holds an electric 
light socket for a 25 or 40-watt bulb. 

The switch is on the light socket. 
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Wide acceptance of MILWAUKEE Industrial Brushes since 
the inception, more than 35 years ago, of this organization, 
speaks well for quality and for service. Our distributors have 
found MILWAUKEE a dependable source of supply, it 
always having been our aim to cooperate in every possible 


way so as to smooth the distributors’ sales job. 


We have, over the years of rapidly changing conditions, con- 
tinuously expanded and improved facilities, our equipment, 
and our service to keep pace with industry’s growth. In main- 
taining our high standard of quality, brush uniformity and 
dependability have always been accepted as a MILWAU- 
KEE feature. 


An important part of our business is devoted to manufactur- 
ing special brushes for specific needs. In this respect our 
engineering department is available at all times to render 
design assistance and in each case to give your customers a 
brush product that is tailor made for the job. 


All during the years we have enjoyed the confidence of our 
distributors and tomorrow as well as today our efforts will 
be directed towards holding this confidence. 


* 
The Milwaukee Brush Manufacturing Co. 


2212-36 NORTH 30TH STREET MILWAUKEE 45, WISC. 
CE RR 
SE TY a 
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New money-making deal 
for Distributors! 


The outside of the shield is rayon- 
flocked green to resist heat and protect 
the users eyes. The shade remains cool 
so that it can be used for adjusting the 
light. The socket and bracket assem- 
bly are heavily plated. 

The device is equipped with 6 ft. 
of plastic oil-resistant cord with plug-in 
for any 120 DC or Ac AC outlet. ‘The 
ball stem swivels in a knurled nut 
which, by finger tightening, will main- 
tain the bracket at the exact position 
wanted. The magnetic base is concave 
for mounting on rounded surfaces such 
as shaft or pipe. 

Ihe device is expected to be useful 
in home and office as well as in the 
machine shop and assembly line. It 
eliminates haphazard and dangerous 
clamping of lights with makeshift fix- 
tures and provides for full lighting of 
the work. 

Enco Mfg. Co., Chicago—Indus- 
trial Distribution, June 1952. 


Cut-off Saw 


For Aluminum, 

Copper Tubing 

A power cut-off saw is being mar- 

Me ave you seen our keted under the name “Super Speed” 


abrasive saw. Designed for quick, ac- 


new catalog No 60? curate cutting of pipe and tubing 
" 


of aluminum, copper and stainless steel 
in varying wall thicknesses, it uses 
Do you know of our new schedule of standard 110-v. alternating current. 


ist prices and liberal discounts? aoe, SN” ha a a 
Then let us tell you the whole Lowell — through the metal quickly and easily, 
Red Ratchet Wrench story... the new 
exclusive features that make these 
famous wrenches so easy and fast to 

“Lowell Reversible Ratchet Wrenches use... $0 easy and fast to sell. 

“Swoco” Car Wrenches and Car Movers 


Don’t wait for us to call on you—write 
today and let us rush the story to you. 


“Warnock” Strap Wrenches and Vises 


Lowell Wrench Co. 


WORCESTER, MASS. 
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This new Keystone 


e 
——— 


Bulletin will help 


t 
. re repea 


you 
business 


‘ 


business eee 


s on 
that stcy 


CLEANING, LOOSENING. PENETRATING 





Requests from both customers and distributors brought 
this new, 2-color, 20-page Keystone Bulletin into being. 
Everyone wanted a compact source of reference on the 
few Keystone Lubricants that afford efficient lubrication 
to the majority of plant needs. 


And BK-19 is precisely that! 


With a 2-page spread per product, Bulletin BK-19 pre- 
sents—for each of 7 lubricants—characteristics, benefits, 
uses, densities, specifications, container sizes... just 
about all the data you need to give your prospect 
the full story. 


LUGRICANTS So carry BK-19 with you on every sales call you make. It'll 
es, help you clinch new accounts and put more Keystone 
0 * products to work with your present customers. 
KEYSTONE LUBRICATING COMPANY, 21st & 

Lippincott Streets, Philadelphia 32, Pa., Est. 1884. 


SPECEALIZE LUBRICANTS 
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A SAVING AT 
EVERY TURN 


Choose just the right 
caster or wheel for your 
needs from the Darnell 
line of nearly 4000 types. 
These precision made 
casters and wheels will 
help you speed up pro- 
uction . . . will pay for 
themselves many times 
over. 


DARNELL CORP. LTD. 
Long Beach 4, Calif. 


60 Walker St., New York 13, N.Y. 
36 N. Clinton, Chicago 6, Ill. 
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leaving smooth, square, non-distorted 
ends. 

The saw is designed with a free- 
moving, rotating frame which encom- 
passes the piece to be cut. The cut- 
off saw is attached to the frame so 
that both the frame and saw rotate 
together. All the operator needs to do 
is set the saw to make the desired cut, 
| and then rotate it 360 degrees on the 
saw frame, cutting around the perip- 
hery of the tube or pipe until the cut 
is complete. 

According to the manufacturer, the 
saw is easily secured to any bench or 
bench vise and is quickly adjusted to 
any size tube or pipe. The portability 
| of the tool and its light weight, make 





| it recommended for shop use, as well 


as “in-plant” field fabrication. To- 
gether with high speed operation (cuts 
through 24-in, 15 gauge stainless tub- 
ing in thirty seconds) the abrasive 
wheels are said to give excellent wear. 

Tri-Clover Machine Co., Kenosha, 
Wisc.—Industrial Distribution, June 
1952. 








Conveyor 


Heavy-Duty, 
Reinforced 


For heavy-duty industrial jobs, the 
Industrial Rapid-Wheel conveyor has 
been designed around 34-in. deep 
channel frames of 12-gage steel. 

Each lane of wheels 1s reinforced 
with a steel center band which sup- 
ports the axles at the point of greatest 
strain, Loads of up to a ton can be 
handled on a 5-ft. section. 

The conveyor is available in 5 and 
10 ft. sections 12 and 18 in. wide and 
in 45 and 90 deg. curves, with either 
tubular or channel-type guard rails. 
It may be used without guard rails for 


_ handling materials wider than the con- 


veyor. 

Rugged construction and capacity, 
as well as other advantages of conven- 
tional wheel gravity conveyors, are its 


| main features, according to the manu- 
| facturer. 


The Rapids-Standard Co., Inc., 


| Grand Rapids, Mich.—Industrial Dis- 


| tribution, June 1952. 





REPUBLIC UPSON 
NUTS AND BOLTS 


Assembly of parts is easier and faster when bolts 

fit holes easily and accurately. Production lines move 
right along when every bolt fits the same, 

when every nut goes on smoothly and tightens 

up with uniform torque. 


Over 20,000 shapes, kinds, and sizes of Republic Upson 
Nuts and Bolts let you give your product 
and your assembly line these cost-saving advantages. 


REPUBLIC STEEL CORPORATION 
Bolt and Nut Division 

CLEVELAND 13, OHIO + GADSDEN, ALABAMA 

Export Dept.: Chrysler Building, New York 17, N.Y. 


2 


om Ctra Ae 
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NATIONAL SANDER 


the line offering both 
Straight-Line & Orbital Action 














National Models 300 and 300A are straight-line 
action, reciprocating, two-pad pneumatically 
operated sanders. Felt, rubber and neoprene 
pads in different sizes and shapes are available 
for various types of surfaces and materials. Water 
attachment is built-in for wet sanding. 





National Models 100 and 400 are orbital action, 
single pad, pneumatically operated sanders. Or- 
bital action provides faster cutting and longer 
abrasive life. All National Sanders are light- 
weight, vibrationless, and fast. Write today for 
details on National's selective distribution system. 


Fastener 


Locks in Place, 
Holds Roller Chain 


\ long-lasting roller chain fastener 
known as Rollpin has been designed 
as a chamfered-end, slotted steel cylin- 
der that compresses easily into a hole 
smaller than its own diameter, ex- 
pands, and locks in place. 

Especially durable, it is said to equal 
in shear strength cold rolled pins of 
the same diameter. When removed 
from the hole, it may be re-used al- 
most indefinitely, the manufacturer 
claims. A pin once locked in place can 
only be removed by hammer and 
punch. 

It is available in most of the larger 
pitches of both standard and heavy- 
series roller chains made by the manu- 
facturer. 

Morse Chain Co. Div., Borg- 
Warner Industries—Industrial Distri- 
bution, June 1952. 


Wire Rope Cutter 


Latch-Type Tool 
Cuts 134-in. Rope 


A new latch-type design wire rope 
cutter has been developed to supple- 
ment the Guillotine line of metal 
cuting equipment. 

A click of the latch opens the anvil 
of the Series 15 Guillotine; material 
to be cut is laid in position, and the 
main body of the tool is raised back 
to vertical position which automatic- 
ally locks the tool in cutting position. 
Cut-time as short as 7 seconds can 
be obtained, depending on pump as- 
sembly used. 

The manufacturer states that it 





e Write for our new sanding catalog 


NATIONAL AIR SANDER, INC. 


2816 AUBURN ST. ROCKFORD, ILLINOIS 
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UNITED 


V-BELTS 


me 


A Coast-to-Coast Chain of Warehouses 


4 


“U.S.” is really geared to deliver. You actually 
can get immediate shipment—thanks to the 
“U.S.” 
And the “U.S.” Line is complete, including 
sheaves. In addition, when you handle “U.S.” 


transcontinental chain of warehouses. 


you get sales engineering assistance, valuable 


MULTIPLE V-BELTS 
F.H. P. BELTS ¢ SHEAVES 
FLAT BELTS AND BELTING 
SPECIAL PURPOSE BELTS 


STATES 


FLAT BELTS 


RUBBER 


BELTING 


Pi 


training and successful selling aids which in- 
clude catatogs and store displays. 

Every item in the “U.S.” Line is famous for 
durability and for economy in maintenance. 
Every V-Belt has the unique Equa-Tensil Cord 
Section which distributes the pull so evenly 
among the cords that each carries its full share 
of the load. For more complete information 
write to address below. 


PRODUCTS OF 


MECHANICAL GOODS DIVISION « ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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>>D>D>>D> LET THESE KEYS 
OPEN UP EXTRA PROFITS FOR YOU! 


Dros Sellers . Proven Re- 

peaters! Your customers — 
and prospects know that Key 
Pipe Sealing Compounds seal 
joints positively yet are For sealing 
easily opened do not pipe joints 
freeze in the joints. Product carrying water, 
superiority ... backed by 36 gas, low pressure 
years of leadership in the steam. 





field make these Key prod 
ucts a dependable source of 
soles and profits for you! 


Good Door Openers, Too! 
Steady national advertising, For sealing 
dealer helps and continuous lines carrying 
sompling program build uni- oils and high 
versal demand . . . actually pressure 

moke openings for sales to steam. 
many new customers for you 








WRITE FOR FREE SAMPLE AND 
DISTRIBUTOR INFORMATION 


2621 McCASLAND AVE. 
EAST ST. LOUIS, ILLINOIS 


VIKING 


FEATURES THAT MAKE 
FOR GOOD PUMPING 





rugged and each self-supported No small intricate 


| ONLY TWO MOVING PARTS. Both large and 
. 


parts requiring frequent replacement 














? SELF PRIMING on suction lifts up to 20 fe 
@ cven discharge. No pu 


3 SLOW SPEED—LONG LIFE. Reduced speeds of 
\ ps 
© 














king pu F ngs hfe and still retains large 














pumps operate equally well in both directions. 


4 OPERATES IN BOTH DIRECTIONS. Viking 


@ Simplifies ordering and installation 














4 SINGLE STUFFING BOX. Long, leak resistant. 
e 


stuffing box. Easily serviced 











Get the complete story on Viking Pumps for the mill 
sup ly industry today. Send for free copy of Bulletin 
Series 525MM 


Pump Company 


Cedar Falls, lowa 
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exerts up to 50 tons thrust, which 
makes a clean cut through up to 13- 
in. wire rope. Heavy duty shear-type 
blades are easily removable for re 
sharpening when needed. Frame de- 
sign is heat-treated high-tensile steel. 
Latest type oil seals in stew cylinders 
prevent oil leakage. Series 15 Guil- 
lotine basic cutting unit is available 
with a variety of electric and _ air- 
hydraulic pump assemblies, including 
foot lever and remote control opera- 
tions. Weight of the unit is 75 Jbs. 
Manco Mfg. Co., Bradley, J1].—In- 
dustrial Distribution, June 1952. 


Gasoline Powered 
for Woodworking 


A radial arm saw powered by a gaso- 
line engine has been introduced for 
the woodworking or construction in 
dustry in areas not served with elec 
tric power. 

Capable of mitering, beveling, or 
compound mitering, it takes a 10-in. 
blade and cuts 3§ in. deep with 15-in 
travel. It takes a ta-in. dado head. 
Said to be extremely rugged, it is light 
enough (55 Ibs.) for easy portability. 
It is designed to cut studs, rafters, sills 
ind headers with speed and accuracy. 

On special order, extra long rails are 
available with double yoke and column 
assembly at each end for the cutting 
of sheets of 4 by 8 plywood and other 
material. 

R. W. Hendrick Co., Marblehead, 
Mass.—Industrial Distribution, June 
1952 


Sprocket 


Convertible by Welding 
to Another Type 


A new “Semi-stock” sprocket  re- 
cently developed permits conversion 
of made-to-order sprockets into “off 
the shelf’’ stock items. 

By welding one or two hubs to a 





@ Your customer's confidence is earned 
by experience... experience with you,and with the 
uniform high quality in every link of Peoria Chain 
... experience with Peoria Chain’s complete de- 
pendability — dependability that assures him 
smooth-sailing production year after year. 


Your confidence is earned by experience 


with Peoria Malleable’s straight-steering policy 


that protects your investment in time and effort. 


And this confidence is well-placed. Plant-wide 
quality control assures dependability—-whether it’s 
top quality malleable iron or the even stronger, 
longer-lasting pearlitic iron, METAMAL. 

@ If you are not already one of 
PEORIA CHAIN'S “protected distributors”, 
write for our free catalog. Sell this complete line 


of malleable iron chain with confidence. 


H Class 
Drive Chain 
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WELDED 
STEEL 


the QUALITY LINE for 94 Years 


PROFIT BUILDERS 


all from ONE Source! 


Here’s a fast moving line with a 
good margin of profit for the jobber 
and dealer. Sells easier because of 
more value. Take GEM oilers for 
example. They’re made of heavy 
gauge steel welded throughout; 
with solid brass machine-cut-thread 
bushing and neck; spring steel bot- 
tom; polished, lacquer finish; 
GUARANTEED LEAK-PROOF. 
It’s that kind of QUALITY that 
made every GEM product the 
choice of users since 1898. Order 
your stock today. 


Prompt Delivery! 


SEND FOR NEW COMPLETE CATALOG 





Sell the Beat... Sell Gem! 
GEM MANUFACTURING CORPORATION 


Poem GOEBEL STREET @ PITTSBURGH 33, PA. 
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Semi-stock Type A sprocket, for ex 
ample, it can be converted into a 
type B or C. Finish machining and 
bore sizing complete the sprocket to 
specifications. 

Plate sprockets may be ordered sepa 
rately. Various pitches and number 
of tecth may be combined with dif 
ferent hubs, in many combinations, 
to supply the right bore size for each 
need. 

Cullman Wheel Co., Chicago— 
Industrial Distribution, June 1952. 


Cutters 


New Machines For 
Metal, Plastic 


A new metal cutting machine, the 
DeWalt Me-2F 10 hp foundry spruc 
cuting machine is said to be capable 
of heavy foundry operations such as 
cutting risers up to four in. in diameter 
on iron castings and risers up to two 
in. in diameter for nickel and steel 
castings. 

A companion metal-cutter, the 
ME-6 DeWalt 15 hp dual column 
cutting machine is the largest in the 
range of new metal-cutting equipment 
and is used for heavy cutting. In one 
application, it can cut stainless steel 
plate two in. thick and 96 in. wide. 

The ME-1 DeWalt 10 hp metal 
cutter specializes in cutting billets, 
heavy tubing or various sections tor 
cut-off operations. 

A range of DeWalt machines from 
one-half hp to 10 hp is available for 
cutting plastics, non-ferrous metals or 
other materials which do not require 
the additional power and capacity of 
the heavier equipment. 

DeWalt Inc., Lancaster, Pa.—TIn- 
dustrial Distribution, June 1952. 


Saw 


Friction Clutch 
Provides Safety 


A “Kickproof” friction clutch pro- 
tects the operator and prevents dam- 
age to parts on a new electric saw re- 
cently developed for woodworkers. 

(Continued on page 182) 





How fo write 


a million orders / 


Remember when they introduced “the 
pen that could write under water?” 

It was more than just a stunt. For 
when the ball-point pen first appeared 
in the stores, its acceptance was so sud- 
den—the demand for the new pens so 
tremendous — that its manufacturer 
faced a serious problem. 

He had to deliver more than a million 
pens—to every part of the country—in a 
matter of days! 


What did he do? He turned to the 
world's fastest shipping method. He 
delivered his pens via Air Express! 

Air Express helped create a million 
dollar business almost overnight! 

For expanding markets, creating 
good will, there's no substitute for the 
speed of Air Express. You can profit 
from its regular use, because: 

IT’s FASTEST — Air Express gets top 
priority of all commercial shipping 
services—gives the fastest, most com- 
plete door-to-door pickup and delivery 
service in all cities and principal towns 
at no extra cost. 

IT’S DEPENDABLE — Air Express pro- 
vides one-carrier responsibility all the 
way and gets a receipt upon delivery. 
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IT’S PROFITABLE— Air Express service 
costs less than you think, gives you 
many profit-making opportunities. 


Call your local agent of Air Express 
Division, Railway Express Agency. 


“OAR OHSS 


GETS THERE FIRST 








_ Industrial Supply M 
Mag OES OR RA 


At White Tool & Supply Co., Cleveland 
M. OSTERGARD, President, says: 


“Production demands, short supplies, and tight controls have 
given us plenty of headaches. However, while we haven't 
always had as many P-K Self-tapping Screws as we could 
sell, it has helped a lot to have P-K’s seven standard types. 
Often we can switch a customer from one unavailable type to 
another that happens to be on hand. And we know Parker- 
Kalon is doing its best to keep us stocked up.” 


V. E. Breyley, White Tool & Supply Co. salesman, explains to a 
customer the advantages of the clean “thread to head” and sharp 
point of the P-K Type A. 


At Buhl Sons Co., Detroit 
E. L. WARNER, Vice President, says: 


“We expect our suppliers to provide our salesmen with as 
many sales helps as they can. In this direction Parker-Kalon 
is particularly outstanding. We find that many of our cus- 
tomers appreciate the good service literature and technical 
information P-K puts out. Combined with their strong, con- 
sistent advertising, P-K is one of the best pre-sold lines we 


carry.” 


E. P. “Whitey” Shepard, salesman for Buh! Sons Co., discusses the 
keystone of P-K service literature, the general catalog, with 
H. F. Mathe, P-K Field Representative. 


1F 1s Oa ITs On. 
vin ts 
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tell why... 


sop billing for P-K Distributo;. 


You know these men. You know that they know what Parker-Kalon and P-K Distributors serving the im- 
it takes to make any supply item rate best when the portant industrial areas throughout the nation. Read 
orders are counted. It’s teamwork. what they say. You'll see why P-K regards its “family” 
Here they tell what features of P-K teamwork im- of Distributors—the nation’s ablest supply specialists 
them most. Here also, the camera records how this —as one of its greatest assets. You'll see, also, why the 
ed cooperation helps the Distributor’s P-K franchise is so highly valued everywhere — for 
aud score sales. prestige, for steady sales, for profits. Parker-Kalon 

«of ads will illustrate the teamwork of Corporation, 200 Varick St., New York 14. z 


At A. J. Glesener Co., San Francisco 
A. J. “TONY” GLESENER, President, says: 


“IT remember when Parker-Kalon started business, with a 
line that comprised only 4 sizes of Type A Sheet Metal Screws. 
Today their complete line covers a tremendous range of metal 
and plastic assembly applications. They could not have come 
so far so fast without products of the highest quality, and fair 
dealing right down the line. Our long association with P-K 


has been a pleasure.” 


In the Glesener stockroom, Fred Schell, P-K Field Representative, 
demonstrates one of P-K's primary sales points, uniform quality, to 
“Duke” Glesener. 


At Congdon & Carpenter Co., Providence 
S. B. JONES, Gen. Mgr. of Sales, says: 


“Keeping customers satisfactorily supplied today reminds me 
of the remark made to Alice in Wonderland—'It takes all the 
running you can do to stay in the same place’. Meeting com- 
mitments requires careful planning ahead; way ahead. Parker- 
Kalon’s cooperation in this tremendously complicated task is 
sincere and effective to an unusual degree”. 


Chester Ford, P. A. at Congdon & Carpenter, calls on a local 
customer accompanied by Bill Stenger, P-K Field Representative. 
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TINUE. 


by Superior Quality. 
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“Quick: leling, Univer: ual 
HOSE COUPLING © 


Comparison with similar 
couplings lies in general 
appearance, alone. Sery- 
ice-tested materials. 
precision = manulacture 
and careful inspection 
assure unrivaled —per- 
formance under all con- 
ditions. Malleable iron, 
cadmium plated. or 


bronze. 


s. Pat. Of 


x ON Us LLVE 4 
ER The Quality Line 


BOSS' GJ-BOSS"’ DIXON KING AIR KING DIX -LOCK 
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When the blade binds or strikes a 
knot, it disengages and remains sta 
tionary, with the motor still turning 
lo save time on the job, the saw 
also has an instant depth adjustment 
which can be set accurately in a few 
seconds. It moves up or down on 
dovetail ways which are machined for 
accuracy of cut at any depth. 

\ safety guard covers most of the 
blade and tooth area. It is claimed 
that it will not jam with chips or wet 
sawdust. To change blades, the guard 


| need not be removed. 


The saw is designed for one-hand 


| operation, freeing the other hand to 


hold the work. The blade is right 


| hand so that the saw rests on the main 


piece rather than the piece to be cut 


| off. 


An instant bevel adjustment is pro- 


vided. Helical gears eliminate dan- 


gerous torque or power-jerk when the 


| saw is started. ‘The motor operates 


under load at 4,500 rpm. 


The saws come in two models, the 


| No. 507, with 74 in. blade, which 


cuts from 0-24 in. maximum at 90 
deg. and 0.144 in. at 45 deg., and 
the No. 508, with 8 in. blade, for cut- 


ting from 0-23 in. at 90 deg. and 


4-2 in. at 45 deg. The 507 weighs 


15 Ibs., and the 508, 17 Ibs. 

Standard equipment for both 
models includes a 10 ft. cord and plug, 
one combination blade, metal carrying 
case, double end wrench, rip gage, and 
tube of grease. Special blades for 
masonite, plywood, and light non-fer- 
rous metal, ripping. planer. and com- 
bination blades, abrasive discs, and 
1 cross-cut gage are available acces- 
sories 

Porter-Cable Machine Co., Syracuse, 


| N. Y.—Industrial Distribution, June 


1952 


Lagging Compound 
Prevents Slippage 
of Pulleys 


A pulley lagging compound con- 
taining Neoprene has been developed 
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(-tiz). (fr. L--qualitas.] A dass: of ob; 
jects possessing distinctive character; i ‘ 
~ excellence; natural superiority; such. 
as found, in Raybestos-Manhattan 
industriel Robber Products; RIM dis- 


at 
~ ee = 4am 


tributors depend on *Raybestos-— 


ise 


: Manhattan quality to supply pr ; ds. = 
which keep customers “sol 
Syn.—Condor Belts, Homoflex 
Hose, Homocord Conveyor Belts. 


JBBER DIVISION — PASSAIC, NEW JERSEY 


RAYBESTOS - MAN HATTAN, INC. 


Ge A Soy 


Fiat Belts Conveyor Belts i ose ‘Industrial, Fire Hose 











Other R/M products incivde: Industrial Rubber © Fan Belts © Rodictor Hose © Packings © Broke Linings « Broke Blocks 
Clutch Focings @ Asbestos Textiles © Sintered” Metal Ports © Bowling Boll 
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ON THE JOB... 
in distributors’ profit ledgers 


The Vincent line of Dressers and Cutters is not a new and untried 
quantity. For over forty years, they have been giving customer satisfaction 
on the job . . . carrying their own weight in distributors’ profit ledgers. 


Exclusive Vincent dresser design, which incorporates a hex bushing to 
absorb dressing thrust, provides long, accurate service on the toughest 
applications. Vincent Cutters, made of special alloy steel, are heat treated 
to the exact degree of hardness in Vincent's own heat treating division— 
one of the three largest in the country. 


Added to this, a continuing advertising program, carried on in leading 
trade papers, has acquainted users with the Vincent name and develops 
prospects for distributors. 


Why not stock Vincent Dressers and Cutters yourselves . . . they're 
proved to be sure-fire profit producers. Vincent Steel Process Com- 
pany, 2424 Bellevue Avenue, Detroit 7, Michigan. 
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that permits pulleys to be put back 
in service in 24 hours following ap- 
plication, according to the manufac- 
turer. It is called “Pullag.” 

rhe pulley need not removed 
from its shaft unless sandblasting or 
vapor degreasing is required. The 
pulley surface is cleaned with solvent 
cleaner and coated with lagging 
yxrimer. Within half an hour, the 
agging compound can be applied. 
Service can be resumed in 24 ce 
under emergency conditions, though 
if possible the 9 should be al- 
lowed to cure longer, as the com- 
pound gains strength over a period 
of time. It reaches its maximum in 
8 days. It may also be heat cured in 
6 hours at 150 F. 

Main Products Corp., Philadelphia 
—Industrial Distribution, June 1952. 


Cutter 
Drop Forged Parts 
Replace Castings 


A line of bolt cutters, strap shears, 
hot line wire cutters, and sheet metal 
hand tools has been re-introduced 
with heat-treated, a handles, 
plates and jaws in place of castings. 

The manufacturer, who recently 
acquired the tool line from the Helwig 
Mtg. Co., St. Paul, Minn., claims 
that the new parts provide greater 
strength and rigidity, and reduce over- 
all weight considerably. Because they 
are full forged, side plates cannot 
twist. 

A patented gear principle for achiev- 
ing leverage permits simplicity of de- 
sign, it is claimed, eliminating up to 
50 percent of the parts found in older 
designs. 

Helwig replacement parts, as well as 
the complete line of 18 tools, are now 
available. 

Interstate Drop Forge Co., Milwau- 
kee, Wis——Industrial Distribution 
June 1952. 








» SLING 


@ You wouldn't trade places with the men in 
this picture unless you had utmost confidence in 
the wire rope sling. 

Naturally you want to move loads easily at 
lowest possible cost, but neither of these advan- 
tages need te sacrificed for safety when you 
standardize on American Tiger Wire Rope 
Slings. 

Your job is probably different—but we make 
different slings, too—enough types and varieties 
to fit:the 430 applications listed in our “Tiger 
Sling” Book. Tf-you get a copy of this book, and 
don’t find the slings you need, tell us about it 
and our engineers will work out a special design 
for your own use. 

For greatest strength American Tiger Slings 
are made from Monitor Improved Plow Steel 
Wire Rope. Fittings are specially heat-treated 
carbon steel for superior toughness. 

By using the right sling for your job, you can 
get many times the service life you get from 
makeshift slings. And above all you get safety! 
Send the coupon. 


o-oo 


American Steel & Wire 
842 Rocketeller Building 
Cleveland 13, Ohio 
Please send me your free book on American 
Tiger Wire Rope Slings. 





Kee eee 


COLUMBIA-GENEVA STEEL DIVISION, SAM FRANCISCO - IN THE SOUTH—TEWNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA, 
UNITED STATES STEEL EXPORT COMPANY, NEW YORE 
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PILLOW 


FOUR TYPES OF CONSTRUCTION 


"SS" Straight Sleeve Series 
For general purpose application 


“TS"' Taper Sleeve Series 
For higher speeds and shock loads 


“DM" Direct Mounted Series 
For heavy duty rugged jobs 

“DC"' Dog Collar Series 

For light duty general applications 


There is also a complete line of 
Medart-Timken Hangers in drop, 
post, bracket and floor mounting 
designs — Flange Units — and 
Unit Mounts for which 

Medart engineers will help 
design proper housings. 


THE MEDART CO. 
Most Complete Source For 
Mechanical Power 
Transmission Equipment 
3535 DeKalb St., 

St. Lovis 18, Mo. 


Name 


You'll never have to worry about 
user satisfaction when you 
recommend Medart-Timken Pillow 
Blocks. They've never been excelled 
for trouble-free years of service — 
the kind of service that means an 
absolute minimum of maintenance 
and freedom from the danger of 
scored shafts, hot boxes and 
excessive downtime. In addition 

to the famous proved precision 
design and rugged construction, 
these are the “plus” features of 
Medart-Timken Pillow Blocks: 


Factory Adjusted & Lubricated 


They're ready for service immediately 


Positive Shim Adjustment 


Prevents too-tight or too-loose bearing 
adjustment 


Self Aligning 

Built-in ball-&-socket principle 
safeguards against distortion, vibration 
or strain. They're completely 
interchangeable. 


Wak Coupon Poday/ 


ATTACH TO COMPANY LETTERHEAD 


MEDART COMPANY, 3535 DeKalb St, St. Lowis 18, Mo 
Send Catalog of Pillow Blocks, Hanger Units, etc. 
Also send the following catalogs 
V-Beits & Sheaves 
Pulleys & Sprockets 


) Gears 
Speed Reducers 


Title__ 
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Belting 


To Convey 
Oily Materials 


Abrasive and oily materials can be 
conveyed easily, it is claimed, on a 
new conveyor belting with a special 
coating, called the Armadillo Protecté 
Coat Oil Buff. 

Made in two duck weights, 374 and 
3 9oz., the stitched canvas belt has 
a hard, glass like, yet flexible coating, 
which the manufacturer claims will 
shed oil of any type or quantitv. The 
coating also resists cutting or digging 

The belting will handle oily steel 
scrap, steel tote pans, steel stampings 
with sharp edges, and cut glass as well 
as artillery shells, small cartridges, and 
similar oily or abrasive products 

Main Belting Co., Philadelphia 
Industrial Distribution, June 1952 














Coolant System 


Longer Tool Life, 
Faster Cutting 


The Milford Atom-Lube, an atom 
ized lubricating and coolant system, 
is said to be an effective system for 
cooling and lubricating cutting tools. 
Ihe manufacturer claims that tests 
have indicated that Atom-Lube pro- 
vides longer tool life, faster cutting 
speeds, and improved cuting quality. 

Operated cither by existing indus 
trial air pressure lines or small air com- 
pressors, Atom-Lube’s powerful air jet 
atomizes any cooling and lubricating 
liquid desired—from water to heavy 
machine oil. Although it is a non- 
circulating system that uses fresh 
coolant at all times, it coolant con- 
sumption is said to be lower than that 
of other systems. <A flexible nozzle 
permits the vapor spray to hit the edge 


of the cutting tool at an effective angle. 


Supplied complete with mounting 
bracket, it has 12 and 6-in. matched 
nozzle tubes, 4 feet of 4-in. 1.D. hose 
for coolant and }-in. SPS nipple for 
air connection. 

The Henry G. Thompson & Son 
Co., New Haven, Conn.—Industrial 
Distribution, June 1952 








Sales Helps From Manufacturers 


Threadwell Launches 
Promotional Material 


\ portfolio of seventeen different samples of promo 
tional advertising is being distributed by Threadwell Tap 
& Die Co., Greenfield, Mass., to distributors of its line 
Mf taps and dics 

Ihe stiff paper portfolio which is printed in black and 
red contains the following 

A catalog with sturdy covers and a special binding 
which permits easy addition of supplementary sheets and 
price lists 





Chreadwell’s industrial consumer net price list, which 
gives the user maximum legibility and quick location of 
product. Tabular material is designed to be easy on the 
eyes. As an added convenience both discounts and net 
prices are listed High speed and carbon items are 
color Sc pat ited 

lo assist distributors in the preparation of their cata 
logs, Threadwell has made available reprints of the 
various sections of its own catalog 

Reference charts, which appear monthly in leading 
industrial publications 


REG ANDERSON, Threadwell Tap & Die Co., Green 
icld, Mass. representative in New England, goes over dis 
tributor promotional material with Julius R. Siegel, presi 
Electrotype catalog, a folder which contains illustra dent of Standard Industrial Supply Co., Springfield, Mass 
tions of every Threadwell cutting tool 
with a code number for easy ordering 

Also contained in the Threadwell 
distributor promotional folder are 
table of tap catalog numbers; con 
sumer folders; package stuffers; stock 
envelopes “Zulu” cartoons: post 


cards; postage meter ads; counter and : You don't make @a@ 


window signs; insert pages; back 


covers; special promotions and order profit unless you can 


blanks 


Theme of the attractive folder is make a delivery... 





BOB SAYS 


“All Threadwell literature is quickly 


ind surely identified!” 





We can make RIGHT NOW delivery 
on high quality 
BENCHCRAFT WORK BENCHES 


Work benches are production tools and when 
delivery is deloyed production is tied up — so 
is your profit, When you stock and sell 
BENCHCRAFT you can assure your customers 
fast delivery. We have the materials . . . the 
know how . .. and the facilities to turn out 
high-quality work benches — and we can 
make RIGHT NOW Deliveries at competitive 


2 covered Stee! tops 
prices. alse available. 


DISTRIBUTORS — BENCHCR I fe 4525.N. Broadway | 
LR a Bike nel St. Lovis 7, Mo. 
write for full information! ? 
Please send me complete distribution plan 
and literature. 











Now is the time to “line-up” with BENCH- 


Columbian Vise Makes CRAFT — the Quality Bench Line. The line 


includes standard and special work benches 
. + and other shop equipment. Write today for 
Merchandise Display new catalog and protected distribution plan. 
Some good territories ore still available. 
Creation of a new traveling mer Present BENCHCRAFT Distributors Protected. 
chandise display for trade show and 
distributor use is announced by The 


NAME___ 
COMPANY 
STREET 


city _STATE_ 
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YOU: are the Pattern a 


eon 
- for B-RIGHT-0 ens ps 


~ wif - YU ~+ 
my SOCKET SCREW 








al distributor does not live on a one-way 

st... with all traffic flowing to his customers. To back 

him up he must have his supplier giving the same 

» prompt service and assistance to him that his customers 
expect from him. 

Brighton gives this service to its dealers, the kind of 
| cooperation that simplifies your sales job. A compact, 
4 3 fast-on-its-feet organization devoted exclusively to 
a manufacture and sale of top quality socket 
screw products, Brighton is behind you all the way. 


Sl Get the service 
@hceem YOU like to give... 
yy with B-RIGHT-ON! 


} 





e@ Socket Set Screws : 
e Socket Head Cap Screws | 
e Socket Pipe Plugs ‘ 
@ Socket Head Stripper Bolts | 
» e@ Socket Screw Specials i 
- @ Socket Screw Key Kits ' 
> 
> 
> 
_ 
> 
/- 
> 
»> 
ee 





Columbian Vise & Mfg. Co., Cleve 
land. 


Made up of three individual panel 4 and > ¢ as ny : ? Y 
sections, the unit is easily shipped 
from place to place. It can be set up 
in a few minutes time. 

The display includes virtually all can so | ve an y @) ae) 3) j em 
of the large assortment of levels and 
vises manufactured by Columbian and 
provides storage space for literature 
and additional tools. Distributors who 
wish to use the display in their show 
rooms or for local trade conventions 
can make reservations for it. 














SAW BLADES—New packages for 
the complete line of Capewell hand 
hack and power-hack saw blades have 
been announced by the Capewell 
Mfg. Co., Hartford, Conn. The pack 
ages are distinctively marked with the 
Capewell colors, red, white, and blue, 
with the addition of gold for the 
Technite line. Bold-faced, color 
coded and markings are provided for 
identification of blade type and size. 





- ROBLE aos involves the 


higher production of threaded parts 


TOOLS—Carboloy Div., General Elec- bl ¥ =f fe) TAI «, 


tric Co., has announced a new mer- | 
chandising service involving a promo- | 7 f : 

tional folder and newspaper advertis- 4° : can help 
ing “gr The ve aa 5 mats you toa 
(with more available on request), P 
proofs of the mats, detailed instruc- TOOL CO. solution 
tions on how to conduct an advertising | NEW BEDFORD, MASS., U.‘ 

campaign in the distributors’ local | Subsidiary of 

— and other media, and a Continental Screw Co 

“Carboloy Merchandising News’ let- 

ter explaining the service. The ads | isles treme your Getdinatar 
feature standard tools, diamond dress- | or call the HY-PRO SALES ENGINEER 
ers, blanks, and “live-spiral’” masonry 


drills. 
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WHAT DO YOUR CUSTOMERS WANT 
MOST IN HACK SAW BLADES? 


SAFETY= 


L-O-N-G L-A-S-T-I-N-G 


SHARPNESS 


G.W. GRIFFIN CO. 


Genera! Sales Agent 


JOHN H. GRAHAM & CO., Inc. * 105 Duane St., New York 8, N. Y. 
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CHUCKS—The Skinner Chuck Co., 
New Britain, Conn., announces the 
release of a new educational color 
movie titled “Chucks and their Uses 
[his isa 16 m/m, Kodachrome, sound 
film on a single 1200 ft. reel, with a 
running time of 30 minutes 

Phis new film is of equal interest to 
apprentices and machine operators, as 
well as experienced engineers and pro 
duction men. Various scenes include a 
complete showing of parts, construc- 
tion, mounting and use of independ- 
ent, universal scroll and power chucks; 
1 study of stresses and strains using a 
10-in. plastic chuck photographed un- 
der polarized lights; spindle noses and 
mounting; tests for runout and bal 
ance; a full scene on the hp require 
ments of modern machine tools; and 
the design and application of machin 
viscs 





REFERENCE LIST 


ASPHALT - ASBESTOS 
MAGNESIA PRODUCTS 














ASBES POS—A new reference manual 
produced by The Philip Carey Mfg 
Co., Cincinnati, Ohio, contains a 
complete listing of 800 building mate 
rials and industrial products obtained 
from asbestos, asphalt or magnesia. 
The manual shows Army, Navy, MIL, 
Federal, ASTM and other specifica- 
tions, plus their corresponding prod 
uct. ‘The manufacturer indicates if the 
products meet, can meet, or do not 
meet required specifications. All this 
information is cross-indexed to provide 
efficient reference and is recommended 
for anyone with a spec-finding prob 
lem. 


OVERLOAD RELEASE~—A compact 
4-page bulletin, A-616, gives full in- 
formation about the new ‘Tri-Matic 
overload release of Dodge Mfg. Corp., 
Mishawaka, Ind. All engineering data 
required for the overload release, and 
list prices are shown in a concise man- 
ner by drawings and tables. 


SOLDERING-—Federated Metals 
Div., American Smelting & Refining 





cc 


product 


Your Customers will like) 
this Easy to Clean, } 
long-lasting Valve 


@ Designed for quick disassem- 
bly where frequent cleaning is 
necessary. Union bonnet adds 
strength; won’t distort body or 
threads when removed. Rising 
stem shows position of wedge; 
fluid not in direct contact with 
operating threads. 

High test bronze body and 
bonnet; high tensile rolled bronze 
stem; nickel-alloy solid wedge 
and seat rings: Sizes 14” to 3’. 
Steam: 200 Ibs. at 500° F; owG: 
400 Ibs. non-shock. 

These features make it easy to 
sell the No. 716 R-Pa&C Bronze 
Gate Valve. Write or call nearest 
R-PaC district office for further 
details. 


R-P&C VALVE DIVISION va Ives 


AMERICAN CHAIN & CABLE 


Reading, Pa., Atlanta, Baltimore, Boston, Chicago, Denver, Detroit, Houston, 
New York, Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 
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The trouble. 
with the 
one-man band 


Remember the fellow who used to come out on the stage and play 
Seven or cight instruments at one and the same time? As show busi- 
Mess, it was quite a stunt; but, as music, it was likely to be rather a 
Sour performance. 

The same holds for catalog building. Where the staff is big enough to 
permit specialization, no member needs to be a jack-of-all-trades. 
Each has a better chance to make himself an expert on some step in 
the compiling operation. This makes for higher efficiency and greater 
service to the customer. 

Is it time to begin.thinking about a new catalog? If so, we shall be 
glad to send a trained representative to talk over your needs and ex- 
plain our service. Just drop us a line. 


R.R. Donnelley & Sons Company 


CATALOG COMPILING DEPARTMENT 
350 East Twenty-Second Street, Chicago 16 


PRINTERS © BINDERS © ENGRAVERS © LITHOGRAPHERS 


7 
JO015... SUPPLIES... 


LL hh bem 1 Mell L—— 1 hee 


<wOAOP Tn eres l 


7 


NEW ORDER 


” 
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| Wax, Racine, Wis., 





Co., N. Y., has published a new 16 
page booklet on the fundamentals of 
soldering, entitled “How To Solder.” 
It contains simple instructions and il 
lustrations aimed at making soldering 
more successful and easier to do. 


WAX LUBRICANTS — Johnson’s 
has published a 
20-page booklet on wax lubricants and 
their new uses in the metal working 
industry. It describes the basic require- 
ments for good lubrication and lists 
types of operations for which wax prod- 
ucts are suited. Five lubricant products 
and a machine cleaner are described, 
along with methods of application for 
such operations as drawing and form- 
ing, impact extrusion, cold heading, 
drilling, reaming, piercing, blanking, 
cutting, sawing, and routing. 














EDGE-TESTER—A new edge-tester, 
designed by Utica Drop Forge & Tool 
Corp., Utica, N. Y., to test its own 
tools, is providing extra interest as it 
appears in trade and industrial shows 
around the country. It is identical in 
construction to others which are daily 
testing pliers at the factory. Motor 
driven, the apparatus feeds .080 
hardened steel plow wire (Rockwell 
“C” 50) across the cutters of an open- 
ing and closing pliers. The machine 
tests not only cutting qualities, but 
also joint construction and material. 
It also demonstrates the effectiveness 
of electronic induction hardening of 
Utica Cutting edges. Normal tests 
run the pliers through more than a 
million cutting operations, 


DRILLING—Comprehensive data on 
“How to Dnill Cast Iron with Carbide 
— Twist Drills” have been made 
available by the Carboloy Dept., G. E., 
Detroit, Mich. Included are detailed 
instructions on how to drill cast iron 
with such drills, as well as reports cov- 
ering recent results in working with 
carbide twist drills in cast iron. 





LONGER LIFE IN EVERY LINK 
... A Chain for Every Drive! 


i] A FULL LINE TO WIN SALES IN & , 
. EVERY PLANT . . . TO BUILD ‘ SINGLE 


WIDTH 


W PRO 
NEW PROFITS \ \\ 


EXTENDED 

PITCH From tiny timers to big, tough drives . . . from \ 
fractional horsepower motors to mighty giants \\ 
Atlas offers you a line to handle that will meet \\ E 
bd every service requirement. It is a line of ‘Super- 
e oy : Life” roller chain and attachments precision-built 


P for extra wear . . . smoother, positive power. A\ \ 
- ' . 
Singles or multiples . . . regular or heavy duty \\ 


. standard or extended pitch . . . steel, stainless - 
steel or bronze, you'll find the rugged chain your 
SINGLE customers need in the complete Atlas line. t 
LINK PLATE 
Precision-made from specially selected steels, TT: 
Atlas gives you longer life in every link. Pins, WIDTH 
ie . bushings, rollers and links are all toughened by 
AD ma an exclusive Atlas heat-treating process. Built-in 
ee Fe stamina provides extra strength for the heaviest : \ 
Se we or loads. \ » \ 
od a Whatever the requirements of your customers : . 
$ ...and to win new ones... fill their orders with \" A < \" 
DOUBLE i long wearing Atlas Chain. Write today for the Z ‘ 


LINK PLATE new Atlas fact filled catalog . . . for data on the 
Atlas distributor plan. 


= \ y 
(Wit ATLAS CHAIN AND . \ 7a 
i Se) ATT RS MANUFACTURING CO. \ 
n . a} partes © Philadelphia 24, Pennsylvania \\ -_ 


x4 
as # Send For New Roller Chain \ - -- 





Fact Book Ne. ARC-52 I. D. » 
> 44.19) 49) 
PINS , i 
¥ —? 
y ae ANY 
ATLAS MULTIPLE 
. a, WIDTH 
DESIRED 


ATLAS Ga 








SPIRAL WIRE BRUSHES—A new 

ATLAS bulletin on Mill-Rose single and dou- 

ble spiral wire brushes lists for the 

first time 56 standard Mill-Rose pre- 

would have used ae cision-made wire brushes in the sizes 
found most useful by industry. The 

bulletin, published by The Mill-Rose 

Co., Cleveland, Ohio, illustrates and 

describes both standard and special 

brushes, as well as giving directions for 


ee proper use to lengthen brush life. 
END MILLS—Putnam Tool Co., De- 
troit, Mich., has put out a bullletin 
illustrating, describing and listing Put- 
nam Positiv-Lok end mills for use on 


larger boring mills, profilers and simi- 
lar applications. 


Beak g be a AC KG CONTROL ELEMENTS-—A new 30- 
ae 





page catalog (TH-5) describing Car- 
ooloy Thermistors is now available 
from Carboloy Dept. of G. E., Detroit, 
Mich. 

The catalog contains general basic 
information relating to physical and 
operating characteristics of Ther- 
mistors, which are electronic semi-con- 
ductor control elements whose elec- 
trical resistance responds negatively to 
minute temperature changes. 

Typical Thermistor applications and 


wiring diagrams are listed. Graphical 

: data of temperature-resistance ratio 

yr tal . characteristics for rod, disc and washer 

If there’d been an Industrial Distributor types are included. Specifications, char- 


around in Atlas’ day . . . he would have acteristics and typical applications of 
been able to sell the man a couple of standard Carboloy rod, disc and 
dozen Buda Jacks—because Atlas was a washer--type Thermistors are also given 
guy who needed them! in the catalog. 


There's a need for Buda Jacks in every ‘ 
plant where your salesmen call, for the CUTTING TOOLS — Containing 
hundreds of lifting, pushing or pulling specifications and prices for more than 
jobs that come up every day. Mention 1,000 carbide cutting tools, the new 
-— Buda Jacks on every call— you'll find Wendt-Sonis catalog No. 52 is just off 
they have quick acceptance . . . are. the press and available to anyone writ- 
easier to sell. Buda Jacks are made in ing Wendt-Sonis Co., Hannibal, Mo. 
more than 80 — to provide the right The book consists of 72 pages, reer 
Suh Car ene a ing a new section devoted to tungsten 
carbide burs. There are nearly 200 il- 
lustrations of boring tools, burs, cen- 
ters, counterbores, cut-off tools, drills, 
and mills, tool bits, reamers, roller 
turning tools, solid carbide tools, spot- 
facers, threading tools and_ special 
gees a tools. A carbide manufacturers’ grade 
Ugh LR HVORAGLIE AEE 25 to 90 Tens recommendations chart is included. 


Ball Bearing JOURWAL JACK 25 to SO Tons 


Write for General Catalog No. 1515 and details 
on handling Bude Jacks in your territory. The 
Buda Company, Harvey, lilinois 





POSTING — How efficient controls 
of customer records and detail distri- 
bution of sales can be achieved is ex- 
plained in the new Remington Rand 
Booklet “Mechanized Accounts Re- 
ceivable Posting.” Write to Reming- 
ton Rand Ind., New York City. 
Ball Bearing Stondord Standard High ‘‘Two Speed"* RUST PREVENTATIVE-—Catalog 
f — sped une we ape yelling yy No. 251 is a 16-page, two-color, gen- 
q 5 te 15 tone 15 to 90 tone ke a eral catalog listing Rust-Oleum rust- 
Manufacturers of Material Handling Equipment, Lifting Jacks, Maintenance of Way Products, Earth Drills and ing preventive application. The liter- 
Diese! and Gasoline Engines (Continued on page 197) 
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NEW 
WALKER-TURNER 
PRODUCTION 
DRILL PRESSES 


Me3l) T00ea 
GES Today 


Industrial expansion . . . mounting defense orders 

. changes in your customers’ operations. Isn't 
that the situation in your area today? Now see how 
Walker-Turner’s new 15” Production Drill Press 
fits into that picture . . . enables you to offer pros- 
pects what they want—more production, faster 
speeds, and greater machine flexibility. 


72 Different Models 

A production tool with the specifications of this 
one means plus sales for Walker-Turner Distrib- 
utors. With 72 different models, moreover, and 
drill heads adaptable to hundreds of diversified uses, 
you'll be adding to your customer list . . . building 
new sales opportunities while you build profits. 
Send for full details. 


WALKER- TURNER 


' 
. VISION e 
= * 


SOLD ONLY THROUGH AUTHORIZED DISTRIBUTORS KEARNEY ANB TRECKERLLORPO RATION 
PLATINEIELO, W. J 


DRILL PRESSES RADIAL DRILLS TILTING ARBOR SAWS BELT and DISC SURFACERS METAL-CUTTING BAND SAWS LATHES SPINDLE SHAPERS JOINTERS 
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y.. these Carey products 

ge together on job after job... 
sell them as a package... and 
reduce costs, increase profits! 


Pipe Coverings Super-Light 85% Magnesia Precision Molded blocks 
and sections Tempchex —Hi- Temp 19 Asbestos Air Cell 
Wool Felt and other quality insulating materials for 

high and low temperatures. 


Asbestos Paper—§ or wrapping hot air furnace pipes—making gaskets, 


filters and discs. 


Asbestos Millboard —§ 0: fire screens partitions, range lining, radiator re- 


cesses—wherever heat-resistant, fire-resistant material 


is required. 
1 


MW-50 Insulation Cement The \eading monolithic cement. Maximum insula- 


tion value; toughness, hardness and excellent sticking 
properties. Most efficient for large area construction 
recommended for maintenance of insulated surfaces. 
Easily and quickly applied. 


Asbestos Insulation Cements—f or ai! types of heat insulation jobs... from 


pointing up fittings to final surfacing insulation. Special 
types for specific requirements. 


Asbestos Furnace Cement—Developed especially for mounting furnaces, 


~- ee Ke 


_ 


196 


stoves, boilers and flue pipes—for setting or patching 
refractories, cementing joints and cracks exposed to 
heat. For temperatures up to 2000° F. 


Asbeste-Sorb—Thirsty fibers of asbestos that soak up oil, grease, 
water, chemicals, help maintain safety underfoot. 
-—<-- -- -- 4 
The Philip Carey Mfg. Company | 
Lockland, Cincinnati 15, Ohio 
Department 1D 


Gentlemen: Please rush my free copy of the Carey Reference 
Manval for Asphalt, Asbestos and Magnesia Products. 


NAME 
COMPANY 
ADDRESS 
CITY 





-_-—-——— — — 





05 


these CAREY offices 
are as close as 
your telephone 


ATLANTA LAmar 5451 
BOSTON ...CHarlestown 2-1725 
CHICAGO .... DEarborn 2-4775 
CINCINNATI. . POplar 1323 
CLEVELAND. .......HEnderson 1-6500 
DALLAS LOgan 5261 
DETROIT TRinity 5-4680 
INDIANAPOLIS. Riley 7332 
LOS ANGELES Richmond 5207 
MONTREAL . UNiversity 6-4086 
WEW YORK VAnderbilt 6-1530 
PHILADELPHIA BAldwin 9-6430 
PITTSBURGH GRant 1-7490 
ST. Lous NEwstead 1930 
SAN FRANCISCO SUtter 1-4580 
SEATTLE SEneca 2351 
WASHINGTON, D. C. OVerlook 2300 


FREE! New Carey reference list for 
asphalt, asbestos and magnesia products 
and specifications, including Army, Navy, 
MIL, Federal, ASTM. Clip and mail cou- 
pon for your valuable FREE copy today. 


The Philip Carey Mfg. Company, Lockland, Cincinnati 15, Ohio 
In Canada: The Philip Carey Co., Ltd., 277 Duke St., Montreal, 3 P. Q. 
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ature, published by Rust-Oleum Corp., 


Evanston, IIL, features the use of color Where Anchoring must be done 


chips throughout to illustrate exact 

color. Detailed information and tech- Th R | | ' ; h 0) 0) 
nical data complete with applications, e aw p Ug Line 1S t e ONLY ne 
resistance qualities, drying time, thin- 


ners and special applications are in- 
cluded 


SURFACE GRINDING-—The ABC 
ot Surface Grinding published by Nor- 
ton Co., Worcester, Mass., contains 
88 pages of technical data on surface 
grinding. Directed primarily to oper- 
ators or prospective operators of sur- 
face grinding machines, it directs at- 
tention to those details connected with 
the running of his machine over which 
operators have control. 

Grinding hints, short cuts, and mis- 
cellaneous know-how information con- 
tributed by experienced and old-time 
grinder hands and the machine build- 
ers themselves make up a section of 
the manual 

How to select the right wheel for a 
surface grinding job is outlined in the 
second section of the book which seeks 
to give an understanding of how a 
grinding wheel cuts, the composition 
of abrasive wheels, their markings, and 
the factors affecting the selection. 

The third section goes into the vari 
ous troubles, particularly with respect 
to surface finish, that may be encoun 
tered in surface grinding, showing how 
experienced grinder hands have learned 
to avoid them, or correct them. 


HOW TO RUN A 
METAL WORKING 


SHAPER 


METAL WORKING - Another 
How-to book has been published by 
the South Bend Lathe Works, South 
Bend, Ind., Titled “How To Run a 


Metal Working Shaper,” the handy T H 3 RAWLP L U G C OM PA N Y, I N Cc. 


volume is designed to be a manual for 271 CHURCH STREET . NEW YORK 13, N. Y 
the South Bend 7-in. Shaper. 5 a Se ees ? 


HER AR RAW 


Thoroughly covering the set-up and 
operation of the metal working bench 


INDUSTRIAL DISTRIBUTION © JUNE, 1952 





eee STOPS shaper, this 32-page handbook will 


aid the experienced machinist as well 


CONDENSATION is the apprentice and student. Over 
65 photos, diagrams and exploded 
DRIP! views Clearly show the ree parts 
a of a shaper, how to grind differently 
formed tool bits for shaper cuts and 
how to handle the many job setups 
PSALM cd 8 shaper work 
in eddi : 2 Shop men especially will appreciate 
in addition to stopping drip the simple, easy to follow steps and 
and keeping floors dry. pictures outlined in the manual. It 
ANYONE CAN APPLY is written so that the fine points of 
Brush, trowel or spray NoDrip shaper operation will not go over the 
beginners head, yet the experienced 
operator will find many eile a the 
trade and machining short cuts which 
ings, etc. NoDrip adheres will prove helpful in his work. 
to metal, concrete, brick, 
plaster. It forms a seamless GEARED DRIVES- Individual bulle- 
tins are available from Cone-Drive 
- gears, Division of Michigan Tool Co., 
soon as dry. Acid, Detroit, Mich., to those in the metal 
alkali and brine trades interested in geared drives re- 
resistant. quiring simple and compact, high load 
capacity, double enveloping gear sets 
and speed reducers or torque ampli- 
fiers. The bulletins include the fol- 
NAME lowing: 
Bulletin No. 505—Steel strip wind 


All our inquiries are referred to dis- 


on tanks, condensers, suction 


lines, vats, pipes, walls, ceil- 


covering that is effective as 


Interesting 32-page [) SEND NoDRIP HANDBOOK 
Handbook shows § 

what NoDrip is and 
what it does. It’s 





Your customers cre inquiring about NoDrip and you should be in position 


to supply it promptly by carrying it in stock. Write us for details on our NoDrip 


profit plan for industriol distributors. 


ADDRESS. 





free. Send coupon up capacity increased with smaller re- 
today, city STATE ducer. 
Bulletin No. 508—Steel plate shear 
J.W. MORTELL CO., 536 BURCH ST., KANKAKEE, ILLINOIS ——"Pacity increased and design stream- 
TECHNICAL COATINGS SINCE 1895 lined with Cone-Drive gearing. 
Bulletin No. 509—Tumbling ma- 





since NoDrip was introduced 10 years ago. 


tributors 


).QONE of o@ series of advertisements appearing in leading industrial publications, 





chine and loaders use Cone-Drive re- 


ssanmanmence ducers for trouble free service and 
space saving 

ee ae Bulletin No. 512—How to save space 

D . | U £ q with fan-cooled reducers 
Bulletin No. 513—Standardized dou- 
ble reduction reducers made up by 
FOF FRACTIONAL combining standard single ‘elbaction 

H. P. USE Cone-Drive units. 

Bulletin No. 516—Steel mill equip- 
ment moves smoothly with double en- 
veloping Cone-Drive gearing. 

Bulletin No. 517—Cost savings 
through use of fan-cooled reducers. 

BRONZE BEARING MANDRELS Bulletin No. 522—Compact design 
Oilite bronze bearings; 12° shaft is precision machined of seamless tubing mill accomplished 
cccursinty ‘mashing’; tereisned’ wits T° Seoal” Se ; with double-cnveloping gearing. 
Blocks and spring tid oilers 
PINIONS—Technical bulletin No. 
2041, covering its Universal Burr- 
Y 0 T R D F p F N DABL E $0 UR CE Master for hypoid pinions has been 

released by Modern Industrial En- 

for gineering Co., Detroit, 4. The bulle- 

te A complete line of precision-built, accurately tin carries a complete description, 
designed, reasonably priced pulleys . . . V-grooved, method of operation, design features 
variable pitch and step coné types. and specifications. Illustrations _in- 

* Bronze bearing mandrels for industrial and home clude a perspective sketch showing 

workshop applications the various edges chamfered on a pin- 
Flexible couplings ion in a single operation, a close-up of 
one of the heads of the machine in 


Write for complete catalog and > Ww > © -te 
A nodhdeny = he — and a view of the complete 
machine. 


CENTRAL DIE CASTING AND MANUFACTURING CO. 


2935 WEST 47TH ST. CHICAGO 32, ILLINOIS PILLOW BLOCKS—A new 6-page 
bulletin on Life-Lube pillow blocks 
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with S54 sizes of ... stock bearings for all applications in machine 


tools and industrial machinery. 


with 324 sizes of ... replacement bearings for all popular sizes and 


makes of electric motors. 


with 263 sizes of ... completely machined tubular and solid bronze 


bars 


Hundreds of different sizes of Bunting Bronze bearings and 
bars make it easy to select a size that fits the job. 





ee a, q . . . . ° 

ae cks of leading industrial distrib- 
utors and distributors of special- 
ized industrial items. Ask your 


distributor or write for catalog. 








As advertised in Busi Week » Factory Manag t and Mai * Steel « At 
iron Age * Mill and Factory * Southern Power and Industry « industrial Distribution 


Cs a ; 
THE BUNTING BRASS & BRONZE COMPANY + TOLEDO 1, OHIO + BRANCHES IN PRINCIPAL CITIES 
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ind flange units has been prepared 


by T. B. Wood’s Sons Co., Cham 
bersburg, Pa. It describes the main 
product features, including MCR 
bearings, new heusing design, a 

permanent factory lubric ation sealed 


in by a synthetic rubber scal bonded 
Ss T o Cc 4 Ss t y 4 E Ss to a steel core. Also included are 
load rating table, dimensions, pri 
and sizes carried in stock 


f eg BOLT CUTTER-Manco Mfg. Co 
q Bradley, Ill., has published Bulletin 
No. 521 on two of the compam 

new bolt cutters. One is the mill 

tvpe bolt cutter, Model 30-MCC 
employing reversible cutting blades, 
2 and the other is the Model 200-A 

guillotine hand operated hvdrauli 

SOLID STEEL COLLARS cutter. The tools are illustrated, and 
their capacity, operation, and main 

features are described. 


Precision machined for shafts from %%@" to 3” 
diameter inclusive. Fitted with the famous self- 
locking UNBRAKO Socket Set Screw—the screw 
that positively won't work loose. Write for 
descriptive literature. STANDARD PRESSED 


Sree. Co., Jenkintown 13, Pennsylvania 


HALLOWELL POWER TRANSMISSION DIVISION 


JENKINTOWN PENNSYLVANIA 


IWCREASE your production with 


efficient— SUNDSTRAND 


: @ 


TYPE 88 
ALL PURPOSE 
EXHAUST FAN 


INDUSTRIAL 


AW 


STEP-UP OUTPUT ana quality of 
workmanship, reduce industrial 
accidents and employee fatigue 


SANDER-“Better, Faster Finishing 
for Production & Maintenance Jobs 
is the title of a new bulletin on indus 
trial sanding applications published by 
the Pneumatic Div., Sundstrand Ma 
chine Tool Co., Rockford, Ill. ‘The 
booklet describes (1) advantages of 
straight-line sanding action, (2) var 


TYPE IND EXHAUST FAN 
For factories, mills, theatres, 
schools, hotels etc. Feotures 
belt drive with boll beoring 
motor. Sizes from 24” to 72 


PROPER VENTILATION 
1S AN INVESTMENT! 
———a Look for this 
Cantsfed Seo! of 
Rains 2 e Certified Rotings 
Look for this 
Symbol 
} of Quolity 


with proper ventilating and cooling 
equipment. CHELSEA Fans re- 
move excessive heat, fumes, dirt, 
dust and grit, also dead stale air. 
30 models, in over 200 sizes, are 
available, and each fan or blower is 
especially engineered and tested for 
its recommended application. All 
ratings are certified by P.F.M.A. 
test methods to insure proper per- 
formance. Check on your ventila- 
ting requirements, now. 


WRITE FOR CATALOG NO. 400 
Complete data and specifications on 
fans and blowers for every indus- 
trial and commercial application — 
address requests to Dept. D-6. 


TYPE PLF 
POWER LINE 
EXHAUST FAN 


TYPE PLOU 
POWER LINE 


ous applications of air sanders, with 
illustrations, and (3) the manutac 
turer's 4 models of air sanders and 
accessories, with specifications. Op 
erations pictured include the de-bur 
ing and sanding of sheet metal, blend 
ing and graining of stainless steel, 
sanding filler on castings, finishing and 
refinishing boats, desks and work 
benches, handling all steps in the fin 
ishing of fine furniture, polishing dics, 
sanding the base coat on wallboard, 
ind body finishing work on_ trucks 
and automobiles 


SAWS—A complete new line of hand 


saws is described in a 16-page catal 


AIR BLASTER 


& CHELSEA FAN & BLOWER CO., Inc. 


PLAINFIELD NEW JERSEY 


published by Rockwell Tools, In 


Columbus, Ohio. Printed in two 
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“MARVEL” #as 


Always HAD the edge 





MARVEL High-Speed Edge Blades assure Faster, more Accu- 
rate cutting with proven Economy and complete Safety. Only 
the MARVEL is a composite blade with a high speed steel cut- 
ting edge electrically welded to an exceptionally tough, strong 
alloy steel body. 


The High-Speed-Edge does the cutting while the alloy back, 
with hardened eyes, carries the load. Blade tensions up to 
300% higher than those possible with ordinary blades are 
recommended. This greater tension is confined to the cutting | 


or leading edge by the location of pin holes (exclusive MARVEL 

design feature) and cannot be overcome by work resistance. 

Heavier feeds and greater speeds are practical without “run 

out.” 

7 High-Speed-Steel cut- 
With greater accuracy, higher production and lower costs per * ting edge. 

cut, come the extra dividend of Safety, for MARVEL High- 

Speed-Edge Hack Saw Blades are Positively Unbreakable— Tough unbreakable 
they will not shatter. * alloy steel body with 


hardened eyes. 
MARVEL High-Speed-Edge Hack Saw Blades cost no more 
than ordinary blades. MARVEL High-Speed-Edge Hole: Saws Integrally welded to 
not only the “edge” but the tough alloy stee! bodies which * make a fast-cutting 
give them the extra strength needed for deep work on drill long lasting composite 
presses and lathes. MARVEL Band Saw Blades come welded blade that is positively 
to size ready for use, packaged in individual boxes . . . these unbreakable. 
three lines of superior metal-cutting saws constitute the very 
finest blade service you can offer your customers. 





ARMSTRONG-BLUM MFG. COMPANY 


“THE HACK SAW PEOPLE” 
5700 BLOOMINGDALE AVENUE CHICAGO 39, ILLINOIS 


Better Machines-Better Blades 
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PUTS YOU AHEAD 
IN SALES 


Your | 


BUDGIT |-BEAM TROLLEYS 
cout littlhe—make any hoist 
more useful. Adjustable te 
ft various |-Beam sires 
Recommend them for all 
hoists that could travel the 
lead os well as lift it 


Cm) 9 ; 

— CHAIN BLOCKS 

MANNING, MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 


6 j f haw Box’ Cranes. ‘Budgit’ an 


, fter’ Hoists and other 
tie Mater f ‘Ash fr’ ¢ 

Valves ns dated’ Safety and Relief Vaive 
and ‘Ame n ndustrial Instruments 





colors, the book contains an illustra 
tion of every saw in the company’s 
line. It is simplified for easy selection 


| and ordering, with specifications and 
| other important data included. Among 


the types illustrated are: panel, 
plumber’s and cable, plaster cutting, 
buck, keyhole, hand, pruning, nail 
cutting, back and compass saws, and 
nests of saws 


VISES—The Columbian Vise & Mfg. 
Co., Cleveland, Ohio, has started a 


| new mat and cut service to aid dis- 
| tributors in advertising the company’s 
| vises and Columbian-Stevens levels. 
| A large number of product illustra- 


thons for use in newspaper, catalog, 
and handbill advertising are available 
The company has published a special 


| bulletin, Leaflet L-5281, illustrating 


the mat sand cuts available 


VALVES—An illustrated — circular, 
“Valves of Iron,” has been published 
by the Fairbanks Co., New York. It 
gives in concise form the general 
specifications of the company’s 
standard iron gate, globe, and check 
valves, and also the valves approved 
by the Underwiters’ Laboratories and 
the City of New York for fire line 
installations and the iron gate valves 
that conform to the specifications of 
the American Water Works Associa 
tion 


COOLANT SYSTEM-—“Atom- 
Lube,” a new atomized system for the 
cooling and lubrication of cutting 
tools, is described in a bulletin pub- 
lished by The Henry G. Thompson & 
Son Co., New Haven, Conn. The 
illustrated 4-page brochure includes 
details on installation, operation and 
maintenance, with pictures of various 
ipplications 


CONTOUR SAW-The Atlantic Saw 
Mfg. Co., New Haven, Conn., has 
published a folder on its contour saw, 
with illustrations showing the saw in 
ction and demonstrating its accuracy 
for cutting intricate contours on 
metals. ‘The method of manufacture 
ind testing is explained. Included 
for convenience is a handy stock size 
chart to assist in determining needs 
and facilitate ordering 


POWER-Those responsible for the 
application of power to industrial ma- 
chinery will be interested in the “Basic 
Industries Issue” of Production Road, 
house organ of the ‘Twin Disc Clutch 
Co., Racine, Wisc. The 24-page book- 
let presents a colorful picture of the 
basic industries. It points up the op- 
portunities and responsibilities in- 
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(His business paper . . . of course) 


With the pushing pace of business 
today, your business problems won't 
wait. That's why the Best Informed 
Men in your Field so often take their 
business papers home to read. Com- 
petition won't stand still, or costs 
Stay put; and new products come so 
fast you've got to read every issue. 
You need the news of what's new, 
what's happening... the what-to- 
do-and-how . . . and the what-to-do- 
it-with that you find in the editorial 
and advertising pages. It pays to 
read both . . . thoroughly . . . at home 
or on the job. That's what keeps you 
one of the Best Informed Men in 
your Field. 


This business paper in your hand 
has a plus for you, because it’s 
a member of the Associated 
Business Publications. It's a paid 
circulation paper that must earn 
its readership by its quality. And 
it’s one of a leadership group of 
business papers that work to- 
gether to add new values, new 
usefulness, new ways to make 
the time you give to your business 
paper profitable time. 


NEXT ISSUE the Best Informed 
Men in your Field will be reading... 


Industriai 
Distribution 


One of a series of ads prepared by 
THE ASSOCIATED BUSINESS PUBLICATIONS 





FLASH / 


MORSE TELETYPE NET 
COMPLETED 


Now all Morse Branch Warehouses are connected with 
each other, and with the plant, in a transcontinental 
teletype network. This means more Morse Service to 
you and your customers. 


And it’s added evidence of the benefits enjoyed by all 
Morse-Franchised Distributors, through whom Morse 
sells exclusively... under the terms of the Morse Code. 
Morse Twist Drill & Machine Co., New Bedford, Mass. 


%, 


\} 
i 




















Morse Means 100% 
Distributor Protection 


CUTTING TOOLS 
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Dealerships Open! 


on new, fast-moving welding item 


P«H Maintenance Pack! 


A group of selected electrodes for maintenance welding 


Stond tokes 
ve ently 






























SPECIAL DEAL +3 


Approximately 325 ibs. of 
electrodes in small, conveni- 
ent pockoges 


Sturdy plywood display stand 
You retail for $167.50 


You Make $41.88 Profit! 


$125.62 


5 different 4,7 
identitieg mds Of clears 
Pal M rods in eve y 
ye ‘aintenance Pack | 
% POSition mae. 3/16" __ P 
be = p Sheer Metal. AC o pri el athe 
(2 * AC-1, 5/99 
| 3. 70ta2 Ke a mild steels. AC R 
im en *-ACor Dc, 





r 


here's big money in small-quantity 
sales of electrodes, with the P&H 
Maintenance Pack. 


It's a handy package your cus- 
tomer likes. He no longer has to 
buy seldom-used rods in quantities 
larger than he needs. Instead, he 
can keep some of each type on hand 
economically — and get replace- 


WELDING DIVISION 


CORPORATION 
4683 WEST NATIONAL AVENUE 
MILWAUKEE 46, WISCONSIN 
POWER SHOVELS @ CRAWLER AND TRUCK CRANES 
@ OVERHEAD CRANES @ HOISTS @ ARC WELDERS 


AND ELECTRODES e@ SO/L STABILIZERS @ DIESEL 
ENGINES @ PRE-FABRICATED HOMES 


204 







C or Dc. 
™achinable 







ment packages from you as he 
needs them. 


Let these packaged electrodes 
build both your over-the-counter 
and off-the-truck sales. Order P&H 
Maintenance Pack Deal No. 3 from 
your nearby P&H welding distribu- 
tor. If you don’t know who he is, 
send coupon below for his name. 


Tear out coupon and mail today! 


SSVVVPP ese eee se eSBs esane 


SSBB BSB Ba ee eSBs eeeeeas 
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‘ , 
¢ MARNISCHFEGER CORPORATION . 
¢ 4683 W. National Ave., Milwaukee 46, Wis. ’ 
# Send me name of my nearby ~ 
* P&H welding distribytor ‘ 
‘ . 
@ Nome . 
$ Penition ' 
9 Company , 
, ‘ 
@ Address ” 
, 
@ City ( ) State : 
- 





volved in building products which are 
closely interlocked with, and aid, mod 
ern man’s drive for better living 

A wide variety of usages to which 
industrial friction and hydraulic drives 
are being applied—from farm tractors 
to fishing trawlers; from mining shovels 
to machine tools—are described 
through readable articles and graphic, 
on-the-job illustrations. Production 
Road is regularly issued, and will be 
mailed upon request. 


STAMPING—A brochure describing 
De-Sta-Co’s range of production equip- 
ment for high volume, intricate preci- 
sion stampings, has just been issued 
by Detroit Stamping Co., Detroit. 
The brochure, “De-Sta-Co Multi- 


Stamping,” is 6 pages in two colors 
It gives information on range of 


equipment, advantages, limitations 
and specialties as well as a listing of 
sales representatives. The brochure is 
well illustrated with numerous photo- 
graphs of stampings and plant equip- 
ment and other pertinent information 
for designers and buyers of stamped 
metal parts. 


TAPES— How six “Scotch” brand pres 
sure-sensitive tapes can be used for 
various box sealing tasks is shown in 
1 new 4-page folder 

The folder—describing tapes Nos 
600, 610, 700, 710, 250, and 80 is 
available on request from Minnesota 
Mining & Mfg. Co., St. Paul 

It contains 16 photographs of actual 
applications. Use of the tape on man 
ual, semi-automatic, and fully auto 
matic dispensing and sealing equip 
ment is also shown. A table listing 
the properties for the six tapes—all 
“engineered for box sealing applica- 
tions’ —describes the color, thickness, 
tensile strength, enlongation, and ad 
hesion of each. 


WORM GEARS- Just off the press is 


the Cleveland Worm & Gear Co.'s 
general Catalog No. 400. Its 180 
pages illustrate and describe each 


model in the line of Cleveland worm 
gear speed reducers as well as worm 
and gear sets for built-in power trans- 
mission applications 

It contains engineering and appli- 
cation data on each unit, including 
dimensions, weights, and rating tables. 
Catalog can be obtained by applying 
to the company at Cleveland, Ohio 


DUCTING—Bulletin No. 34, issued 
by American Ventilating Hose Co., 
Inc., New York, 
ind advantages in manufacturing op 
erations by the installation of flexib! 
ducting. The application of Flexaust 
hose and acc¢ 1 component 
many kinds or equipment is al 


describes sever il uses 


ssories as 


11SoO 





REVOLUTIONARY NEW CHROME PRO- 
CESS OFFERS VAST OPPORTUNITIES 
— IN NEW FIELD 


} 

| Metal-Working and Other Plants Have 
Been Waiting for Simple, Compact Unit 
| for Chrome Plating in the Shop 


| along at the right time. 


With delivery of new tools 


| getting tighter and demands on 


Model A-50 Chromaster is a bench-mounted unit for plating 
up to 25 sq in. Built-in power supply operates from single 


phase 110/120 v 60 cy. a-c. 


Chromaster Manu- 
factured By Well-Known 
Electric Control Firm 


Chromaster is a development 
of Ward Leonard Electric Co., 
for over 50 years a manufacturer 
of relays, resistors, rheostats and 
other industrial controls. 

The company was founded by 
H. Ward Leonard, famous for 
having invented the first self- 
generating electric train lighting 
system, first double arm mag- 
netic circuit breaker, and de- 
veloping the first successful 
vitreous enameled resistors and 
rheostats. 

First “Packaged” 
Chrome Plating Unit 
On The Market 


Chromaster gives the distribu- 
tor an opportunity to make} 
money while saving money for | 
your customers. 

Chromaster units are built in 
three standard sizes, 20, 50 and 
250 amps, for small or large 
shops. 


FOR YOUR 


Famous Aircraft 
Manufacturer Gets 
325% Increase In 
Drill Efficiency 


Comparative studies of high 
speed drill performance con- 
vinced a famous aircraft manu- 
facturer to install Chromaster. | 

Drilling through $320-CL “N” | 
steel, 180,000 — 195,000 tensile 
strength, holes 3/4 in. deep, 
drill size 5/16 in., Chromasol | 
plated drills averaged 34 holes | 
per drill as against 8 per non- 
plated drills. | 
You Can Earn 


| Real Money 


Selling Chromasters 


Chromasters are priced from 
$325 to $3600. One distributor 
sold 76 units in less than six 
months! 

Certain territories are still | 


| available. Write for full particu- 


lars. Address Industrial Chrome 
Division, Ward Leonard Electric 
Co., 19 South Street, Mt. 
Vernon, N.Y. 


| work, other than thorough clean-* 
| ing. Average plating time is less 


FEATURES 


3% minutes to chrome plate 
Lengthens tool life up to 10 
times 


Reduces tool inventory 
No previous plating experi- 
ence needed 


| accurately 


production machiner 
pressing, you'll find a big wel- 
come for Chromaster as a means 
of increasing tool life. 

You, as a distributor, will wel- 
come Chromaster as a new op- 
portunity for profitable sales 
while many other lines 


| hampered by shortages. 


more | 


are | 





| clude taps, dies, jigs, drills, 


reamers, gears, cams, and other 
component parts made of steel, 
iron and most non-ferrous metals. 

Hundreds of manufacturers 
are already enjoying the savings 
| Chromaster makes in time and 
tools. Among the users are 
makers of aircraft, automobiles, 
dictating machines, electric ap- 
pliances, glassware, motors, 
| tools. (Names on request ) 


Chromaster is a new indus- 


| trial chrome plating unit which 
| enables any one of your cus- 


tomers to conduct his own plat- 
ing operations rather than send 


| tools to an outside plating shop. 


Anyone Can 
Operate Chromaster 


Chromaster simplifies indus- 
trial chrome plating. Thanks to 
a special formula, Chromasol, 
the plating can be applied at 
room temperature. No heating 
needed. There’s no preparatory 


than with 


conventional pro- 
cesses, The 


late is hard, even, 
eposited. In many 
cases, no after finishing or 
grinding is needed. 

Wherever metal rubs against 


| metal, Chromaster plating helps 


to prolong life. Applications in- 


Chromaster 
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|No More Mystery 
| In Industrial 
Chrome Plating 


In the past, many firms have 
preferred to have their indus- 
trial chrome plating done out- 
side. The techniques were too 
specialized, the equipment too 
complicated and costly. Conse- 
quently, they had to bear the 
inconvenience of shipping tools 
outside and then waiting for 
delivery. 

Now with Chromaster, these 
objections have been removed. 
The technique is simple — any 
one can run the machine ac- 
curately plating to size any tool 
oye 4 worn below tolerance. 

e equipment is inexpensive. 
Tools can be plated quickly. 
And the plated tools last longer, 
reducing the frequency of ma- 
chine shutdowns. 





INDUSTRIAL CHROME DIVISION 
WARD LEONARD 
ELECTRIC CO. 


INDUSTRIAL HARD CHROME REQUIREMENTS 
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WHEN YOU 
» STOCK 
> DISPLAY 
> SELL 


SEALED BEAM 


ELECTRIC HAND LAMP 


Here's an electric hand lamp that's ideal for sports, 
utility and emergency uses! The hermetically sealed- 
beam bulb locks out dirt and moisture—assures a clear, 
brilliant, powerful beam at the flick of a switch. Big 
Beam Model 166 has been designed and produced 
by the manufacturer of America’s most popular line of 





portable electric hand lamps. 


Seller Backed by This 


'BIG ¢hational Advertising Campaign 


Vv Saturday Evening Post Vv True 

Vv Farm Journal Vv Country Gentleman 
v¥ Outdoor Life Vv Field & Stream 

Vv Popular Mechanics Vv Popular Science 


Big Beam Jr Big Beam Big Beam Flare 
No. 111 No. 211 No. 400F 


MANY ACCESSORIES 


U-C LITE MANUFACTURING CO. 


1032 W. Hubbard Street, Chicago 22, ill. 
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FROM THE 


127 FILES 102 


25 YEARS AGO 

W. C. Hanson, vice president of the 
E. G. Shafer Co., Washington, 
D.C., was elected president of the 


National Pipe & Supplies Associa- 
hon. 





O’Neill-MacNamara Hdwe. Co., 
Vicksburg, Miss., reported that 
three-fourths of the territory covered 
by its salesmen was under water 
following the failure of levees on 
the Mississippi and Arkansas Rivers. 


L. Curtis, vice president of the 
Manhattan Rubber Mfg. Co., Pas- 
saic, N. J., was elected a vice presi 
dent of the Power Transmission 
Association. 


“Without advertising, the distributor 
is weak; with it, he is strong”—Ed- 
win Lee Goucher, Frick & Lindsay 
Co., Pittsburgh. 


The Hajoca Corp., a consolidation of 
four other companies, was organ- 
ized in Philadelphia to manufacture 
and distribute plumbing and _ heat- 
ing lines. 


‘harles Bond, president of Charles 
Bond Co., Philadelphia, sailed on 
the liner “Caledonia” for a 6 wecks’ 
trip in Scotland and England, ac- 
companied by Mrs. Bond and their 
daughter, Edith. 


Henry N. Robinson sold his interest in 
the Tracy, Robinson & Williams 
Co., Hartford, Conn., distributor. 


Duncan & Goodell Co., Worcester, 
Mass., distributor, moved into its 
new quarters at Mechanic & Com 
mercial Sts. 


Ingred T. Madsen, president of the 
Perth Amboy Hdwe. Co., Perth 
Amboy, N. J., and a DuPont execu 
tive were seriously myjured in an 
automobile accident 


V. A. Seuberth, assistant sales man 
ager, Chicago Belting Co., was 
elected president of the Leather 
Belting lub of Chicago 


Che Syracuse Supply Co., Syracuse, 
N. Y., built a new warehouse on 
Maltbie St. 


Wadock Electric Tool Corp., Chi 
cago, moved to its new building at 
4627 West Huron St 


B. Towne, of Pioneer Rubber 





“Speaking of 


ADVERTISING 
SUPPORT... 


look what you get with R/M Packings!” 


Distributors and their salesmen can write more orders — and 
write them faster—when they sell R/M Packings and Gaskets, 
because R/M tells the story in advance to all their customers. 
Their customers know Raybestos-Manhattan because they see 
big R/M ads regularly in the Saturday Evening Post, Country 
Gentleman, Newsweek, Business Week, Fortune and 80 other 
publications. They also see informative R/M Packing ads 
consistently in Mill & Factory, Industry & Power, Power 
Engineering, Southern Power & Industry, Oil & Gas Journal, 
Industrial Equipment News. Want more information on this 
well-promoted, high-profit line? Write today. And re- 
member: R/M Packings for maintenance purposes 
are sold only through authorized R/M distributors. 


PACKINGS 


RAYBESTOS-MANHATTAN, INC. 
PACKING DIVISION, MANHEIM, PA. 


FACTORIES: Bridgepon. Conn; Manheim. Po: No Choriesion $C; Crowlordsville, ind; 
Possoic. NJ; Peterborough, Ontorio, Conodo 


RAYBESTOS-MANHATTAN, INC., Manufacturers of Mechanical Packings « Asbestos Textiles « Industrial 
Rubber Products + Abrasive and Diamond Wheels + Rubber Covered Equipment + Brake Linings 
Brake Blocks + Clutch Facings + Fan Belts + Radiator Hose + Sintered Metal Products + Bowling Balls 
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Mills, San Francisco, made a tour 

On of England and the Continent to 
2 E GRINDER eee for check on sales of garden hose, belt- 
¢ 3 and 4.1;p 


ing, and other products 


STERLING move: 0 


DRILL and CARBIDE GRINDER 


Every manufacturing plant, large or small, is a live total cost of the last war’—A. J. 
prospect for this fast and wernane grinder. So easy to Kwitek, Chief of the Hardware & 
operate even an inexperienced operator can turn ow . J 3 

accurately ground drills and pode 1 tools witha vane Ma Supply oe. Se. 

litle practice. The new, improved Sterling Model D 
is packed with money and time saving features includ- 
ing a simplified adjastment for grinding wheel wear, 


DRILLS 
10 YEARS AGO 


“Price rises since September, 1939, 
have already increased prospective 
costs of this war by more than the 


=. K. Welles was elected president of 
Charles H. Besly Co., Chicago, 


adjustable clearance angle, permanently 
mounted diamond wheel drecser and 
graduated table quadrant. 


Tie the Sterling Model 
D into your present line 
and watch it repay with 
interest every minute 

of sales effort you 

put behind it! 


Write NOW... 
for details and 
prices! 


MCDONOUGH 
MANUFACTURING COMPANY 


1510— GALLOWAY 
EAU CLAIRE, WISCONSIN 


CLO LE sames 


AWETOINGIEIT TINGS 


The finest fittings 
you can stock and sell! 


Fp billet to tube — to fitting . . . Globe 

welding fittings are manufactured in the Globe 
plant under exacting Globe requirements and 
subject to complete control at every step. Special- 
ized men and machines plus years of broad met- 
allurgical experience assure fittings that meet the 
most rigid specifications. That's why you can guar- 
antee Customer satisfaction when you sell Globe 
Welding Fittings 


Get acquainted with the line that 
- assures uniform high-quality seam- 
S less welding fittings. Contact your 
eet nearest Globe sales office 

complete information on the 
welding fittings available 
anyu bere send for the Globe 

Welding Vittings Catalog. 


Soles Offices 
Chicago, Cleveland, Detroit, New York, Philadelphia 
St. Lovis, Denver, Houston, San Francisco, Glendale, Cal 


GLOBE STEEL TUBES CO., Milwaukee 46, Wisconsin 
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succeeding his father, E. P. Welles, 
who became chairman of the board. 


More than 1,000 hardware and dis- 
tributor representatives attended 
the annual Shore Dinner of the 
New York Hardware Square Club. 


Francis D. Scott, who had been with 
Peat, Marwick, Mitchell & Co., for 
16 years, was elected treasurer of 
the Foley Mfg. Co., Minneapolis, 
Minn. 


lhe Chicago Mill Supply Club or- 
ganized a “Priority School” to fa- 
miliarize distributors with wartime 
regulations. 


Graton & Knight Co., Worcester, 
Mass., dismantled two large electric 
signs on the roof of the company 
plant to aid the scrap drive. 


David W. Jenkins, general sales man- 
ager of Henry Disston & Sons, Inc., 
Philadelphia, retired from the com- 
pany after 46 years’ service. 


Cleveland Twist Drill Co. was the 
first manufacturer in the nation to 
win the joint Army-Navy Award for 
outstanding service in war produc- 
tion. 


The Riechman-Crosby Co., Memphis, 
Tenn.. distributor, added John R. 
Fox and N. L. Rhodes to its sales 
staff. 


Ray C. Neal, president of the R. c. 
Neal Co., Buffalo distributor, was 
elected to the board of directors of 
the Ellicott Club Association of 
Buffalo. 


To expedite deliveries, Carboloy Co., 
Inc., appointed Hartley Wire Die 
Co., Thomaston, Conn., as its East- 
em manufacturing unit for various 
products. 


Diamond Saw & Stamping Works, 
Inc., Buffalo, N. Y., changed its 
name to Diamond Saw Works, Inc. 


A. D. Rose, sales manager of Jas. P. 
Marsh Corp., Chicago, was ap- 
pointed assistant general manager. 
He was succeeded in his old post 
by James Emmett, Jr. 





Give Your Customers These 


Time-Savings in Finishing 


For working all metals, 

plastics, wood, glass, 

hard rubber, pressed 

and laminated Show Your Customers 


i . a cA a / Through These Samples 
materials and ; ; ‘. . Sell Brightboy for a wide range of uses. 
combinations NMS ; Inviting Dealer Propositions. 

Write for interesting particulars! 


There's hardly a customer on your 

books who isn’t concerned with 

soaring time costs and tough-to-lick finish- 

ing problems—-who won't be willing to try 

these Brightboy samples that show the way to substantial savings. Every 

day Brightboy will save time-dollars for your customers. Reason: It com- 

bines burring, cleaning, finishing, polishing into one time saving- 

operation: does countless jobs conventional abrasives cannot do 

plus low-cost “everyday” finishing! The unique action of Bright- 

boy’s abrasive and rubber which work together does the job— 
achieves time-savings that frequently amount to fifty percent! 


ELIS 8 La SN NOR 





HOW BRIGHTBOY SAVES PRODUCTION TIME 


Bridges the gap between the rough grind and the buff. Works 
to close tolerances; can be shaped to contour. Produces a 
wide variety of conventional and special finishes and pat- 
terns; frequently the final polish. Requires no before-use 
preparation or dressing; no skilled labor to handle it. 


eb en BS INR 


A FEW OF MANY GENERAL USES: 


Removing light digs, tool and heat marks @ Cleaning welded 
and soldered joints @ Finishing dies and molds @ Burring 
stampings, castings, machined parts. 

WHEELS, STICKS, 
RODS, BLOCKS 
in three textures 


f - 





Everybody's talking about Brightboy 


‘ ie : 2 ms . “A : : > J £ . = _ - * ¥ % 
| WELDON ‘sos ROBERTS — 
be : e 2, 
The Abrasive-and-Rubber Revelation for Finishing! ae B Bl IUD OS7 1 
FOR YOUR CUSTOMERS DOING DEFENSE WORK— ' 


. 
OR MAKING CIVILIAN GOODS eo CUSHIONED ABRASIVES | 
<j dj 





Help them investigate the wide adaptability of Brightboy. 

Proved in defense-production applications (Ordnance, Instru- : 

ments, Airplane Parts, Internal Combustion and Jet Engines, BRIGHTBOY INDUSTRIAL DIVISION 
Electrical, Electronic, Transportation and Communication Equip- Weldon Roberts Rubber Co. 


ment) and in manufacture of an almost limitless variety of 6th Ave & No. 13th Street 2 
civilian goods and appliances. 


Newark 7, N. J. 


America’s Pioneer Manufacturer of Rubber-Bonded Abrasives 
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BREAKFAST MEETING of the Southern Association took EARLY BIRDS E. A. Landry, Oliver H. Van Horm Co., 
wce in the West Room of the Claridge. More than 75 New Orleans; J. L. Norton, Buford Bros., Nashville; Henry 
‘ f mm group enjoyed a hearty meal at th Coit, Engineering Supply, Dallas; and Ashley DeWitt 


new taember Briggs-W eaver Machinery Co., Dallas, beam over iffec 


Up Early for Breakfast With New Members 


NEW MEMBI fast National Association AFTER BREAKFAST a short talk was delivered by Harry 
t Marlborough-Blenheim Rinehart, secretary of the National Association, detailing the 
tal of 14 representatives benefits of membership in the group. More than 35 mem- 

WA. Haseltine bers were present at the early meal 


THIRTY-ONE nx nember cl med into the MEAL FINISHED, W. E. Tromanhauser (Buffalo Fire 
American ya h tion by B. Noelting Appliance); Clarence B. Noelting (Faultless Caster); E. R 
Faultl I or he he largest new Barkley (Beaver Pipe Tools) and Hartley W. Barclay 
nembers! 1 the h rv of tl OCl 1 N. Y. Times) prepare to go out into the rainy morning 
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Hoover Electric Motors 


since 1934 
THE HOOVER COMPANY 
Kingston-Conley Division 
60 Brook Avenue, North Plainfield, New Jersey 


General-purpose motors. A widely varied selection of 
Capacitor-Start, and Poly-Phase Motors give distributors 
and dealers a line that means business 


Special-purpose motors. With specific mechanical and 
electrical characteristics for pumps, oil burners, fans and 
blowers. Many will meet most of your customer's require- 
ments “‘as is 


It isn’t put there for steady use. But heavy-duty 
Hoover Motors have an overload capacity that makes 
each one of them a working giant in a small package. 

Like those last miles of speed in your automobile, 
this overload capacity is a safety reserve beyond usual 
needs. And it’s good to know it’s there. 

You see its benefits in smoother, faster starts for 
hard-to-start machinery—in running speeds that re- 
main almost constant even with wide variations in load. 

And because of this greater inbuilt capacity, Hoover 
Motors run cooler, stay quieter on the job, and kee Pp 
their youthful vigor through a long, full life. 

And service? When you need it, where you need it. 
Hoover service facilities are world-wide—always ready 
to protect your Customers and to guard your good 
name. Write for complete information. 
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S. WO CARD MEG 


| \t 


PARKER-KALON 
( l I ud 
\l 


7 


\\ 
1) 


S 


DISTRIBUTORS all, and s 


MANUFACTURERS all: R. P. Noves (Boice-Crane Co.); 


Chas. Collins (Arro Expansion Bolt); M. H. Buehrer (Boice 
Cleveland Cap Screw All con 
after a busy day of meetings 


People and Parties Pictured 


Cran and Jack Deasvy 
rged on ID's parlor 


Mr. and Mr H. Hickman, Thee WHAT'S THE STORY? We wish 
Parker-Kalon); next two unidentified; we knew. Anyway, Paul Hively, Low 
hl Sons ¢ troit; Mr. and Mr erv Electric Co., Williamsport, Pa., has 
Ont.; Warren Ricketson, W. I something of interest to impart to Jack 
Martin Slifka, Parker-Kalon Stites, Cleveland ‘Twist Dmnill Co 


DISTRIBUTOR R. A. Donovan, Machinists’ Tool & Sup 
ply Co., Los Angeles, (left foreground) is surrounded by Na 
tional Twist Drill men. F. D. Lamb, Wm. Atchlev, and 


R. B. Kane. Don’t they all look rested and happy after a 
good lunch? 
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DSC Flexible Couplings, capaci- 
ties from 2.70 hp at 100 rpm to 
119 hp at 2000 rpm. 


Stock Silent Chains and 
Sprockets, capacities up to 50 hp. 


ll 


DRC Flexible Couplings, capaci- 
ties from 2.70 hp at 100 rpm to 
286 hp at 1800 rpm. 


106 


Stock Roller Chains from %” 
pitch to 2” pitch; corresponding 
stock Sprockets in Types A, B, C. 








Morse-Rockford Over-Center 
Friction Clutches, hp ranges 
from .57 to 1.7 per 100 rpm. 





Morflex Radial Couplings, ca- 
pacities from 3.00 to 262.00 hp 
per 100 rpm. 


/ Morflex Flexible Couplings, 
capacities from .06 to 13.80 hp 
per 100 rpm. 


visi 





Answer power transmission needs quickly, 
accurately with the complete MORSE line! 


Whether a customer orders a drive to 
transmit fractional horsepower or one 
to transmit 5000 hp, you can make the 
sale, rack up the profit—if you're a 
Morse distributor. 


The Morse line is a complete one, 
both in number and types of products 
and .in capacities and sizes of each 
product. 

In addition to the stock products 


pictured above, the Morse line in- 
cludes these custom-ordered products, 


sold through you, of course: the sen- 
sational Hy-Vo Drive, Morse-Rockford 
Pullmore Clutches, Morse-Formsprag 
Over-Running Clutches, Morflex 
Drive Shafts, Morse Cable Chain—all 
outstanding performers in their fields. 


Morse gives you full sales support 
through extensive advertising cam- 
paigns; through comprehensive, easily 
read catalogs; through engineering 
help when you need it. 


Your key customers and prospects 


M=PT, Morse means Power Transmission 


MORSE CHAIN COMPANY 


7601 Central Avenue ° 


Detroit 10, Michigan 
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maintenance men, purchasing 
agents, operating engineers, others 
are presold on Morse quality, presold 
on Morse performance. Sell the Morse 
line to your ready-made market. Write 
us for detailed information on a profit- 
able Morse distributorship. 


eae ee eee eee eee ey 


MORSE 


MECHANICAL 


POWER TRANSMISSION 


: prooucts 
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INTRODUCTIONS between G. W. Caruso (J. H. Wil MISSISSIPPI VALLEY is represented by J. Wilbur Jones, 
H. B. Fuller, W. M. Pattison Supply, Cleveland Oliver H. Van Horn, Shreveport, La 
{ C. V. Pattison, president of the distributor Peerless Supply, Natches, Miss 


, and J. S. Varley, 
New Member 


at Southern Ass« 
Breakfast 


You Saw Old Friends, Met New Ones 


ciation’s 


OFF TO PARTY, G \. Fern] National Association EVENING STROLL takes Mr. & Mrs. James A. Vann, 
md bk. J.B Chisholm. Moore Hoist) escort Mrs. Fernley Jr., Young & Vana Supply, Birmingham, on round of visit 
' P bby 


to congenial evening parties 


SPRING SUNSHINI 
Bingham, Bingham 1 
Vhav t 


IN FROM DETROIT, Albert F. Piggott and David S$ 


( | Piggott, of J. T. Wing, are greeted by Harry M. Webster 
Al rRIB \ ind James G. Geddes (H. K. Porter 
214 


INDUSTRI 
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ALLMETAL 
AN /c 


MACHINE SCREWS - NUTS - BOLTS - WASHERS + PINS - RIVETS 


AVAILABLE IMMEDIATELY FROM STOCK, an 
endless stream of first quality “AN” stainless fasteners is 
Allmetal’s answer to the exacting demands of defense pro- 
duction . .. in aircraft, electronics, ordnance, in industry 
everywhere. Always remember Allmetal, to get the fasteners 
you want—when you want them. 


STAINLESS STEEL 
FASTENERS VA f 


WRITE FOR 
CATALOG, 
ON YOUR 
LETTERHEAD, 
TODAY! 
MANUFACTURERS SINCE 1929 


\. SCREW PRODUCTS COMPANY, INC. 
oF tavainex veasnonines Wrenyet 33 GREENE STREET NEW YORK 13, N. Y. 
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PYRENI dor 


, 1 exclaims Mrs ROUND CHAIN: Pictures are examined by 
I to | lwin, Baldwin Supply ¢ Charleston Cleveland Chain); Paul Almquist 
\ i Boucher (Pyren Angeles; and Frank E. Belden 


George H 


Frank Diel 
Almquist Bros I 
Belden & Hickox 


Suppliers Entertain Distributors 


Os 


DISSTON NATIONAL TWIST DRILL: Gathered around the 
( i 


ire Mr. and Mrs. Thomas W.. Norris, ‘The 
& Williams Co 


, Hartford, Conn.; Mrs. G. S. Schrieber, 
I. S. McCracken); Mr. and Mrs. Frank J. Grunder 


daga Supply Co., Inc., Syracuse, N. Y.; and W 


National Twist Drill 
sf ” 
SP shill 


a 
B 


table 
T'racv, Robinson 
, Onon 
FE. Atchley 


SIMONDS: Vir 


ind Mrs. G 
Nir. and Mrs. G 


Simonds CHICAGO-LATROBE: A little business is discussed by 

corge Weaks, W s Supply Co., Monroe Herb Kates (Caco Tool); Wm. F. Elger (Chicago-Latrobe); 

and Mrs. Joh ind Clyde and Jack Bremble, Jr., Bremble Industrial Supplies, Phila- 
delphia 
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$20,000 in Sales 
FROM A 1,200 INVESTMENT IN 


Say CHICAGO MOUNTED 
WHEELS for the world’s safest 
grinding wheels. 


Over 200 different sizes and 
shapes. 

* 
For the best delivery in the in- 
dustry—order Chicago Mounted 
Wheels. 


For a wider range of treat- 
ments and bonds covering spe- 
cial jobs . . . Chicago Mounted 
Wheels. 


20,000 manufacturers through- 
out the world, including the 
largest companies, are using 
Chicago Mounted Wheels. 


for Chicago Wheel’s Profit 
Opportunities for ‘52 
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“In 1951 my entire stock of Chicago 

Mounted Wheels was sold out 26 times—that’'s 

a complete sell-out once every two weeks! 

There isn’t another line 1 know of that gives me the fast 
turnover and the high mark-up profit I get from selling 


Chicago Mounted Wheels.” 


“What's more, Chicago Wheel takes any slower-moving 
numbers right off my hands...and gives me any of their 
complete Mounted Wheel line of over 200 different sizes 


and shapes that sell best in my locality.” 


Get on the Chicago Wheel bandwagon—write today for 
your special deal on this easy-to-sell, customer-approved 


grinding and mounted wheel line. 





CHICAGO WHEEL & Mfg. 


Dept. ID, 1101 W. Monroe Street 
Chicago 7, Illinois 
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CORNERED by ID's photographer: Ted Wiklund, Kirk 
Wik Kansas Citv, Me Fred Scott, Jr Car 
( R. L. Damiels, Garrett Supply Co., Lo 
H. Wendel (Carborundum Co.); F. W. Mik 

( 


Convention Saw 
Groups and Cakes 


Nothing was overlooked at Atlantic City, 


us is made clear below, when ID’s 
camera caught two festive cakes being 
presented—one for a wedding, the 


other for SIDA’s 50th birthday 


JUST-MARRIED 


Hard 


LOOKS LIKE serious business between C. O. Hedner 
Yale & ‘Towne Mfg. Co.); K. E. Yorke, Hansen & Yorke, 
New York; Bob O'Donnell (Ruthrauff & Ryan advertising 
agency); H. F. Rose (Yale & Towne); and A. M. Redlich, 
Hansen & Yorke 


FRIENDSHIP seems to have sprung up between F. C 
Austin (Union Twist Drill Co.) and Milwaukee distributor 
K. J. Papke, K. J. Papke Co. On night L. S. Waddell 
Union ‘Twist Drill) looks on approvingly 


HAPPINESS marked in another quarter when Walker 
Wellford, Jr., president, and L. F. Perkins, second vice 
president it cake marking Southern Association’s 50th 
birthday. Host D. W. Northup looks on 
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Heads are drilled and tapped 
in perfect alignment so that 
end fittings pull evenly, 


ik § % ENGINEERED 
if * FOR SAFETY 





Either a bar or a wrench 
can be safely used to set up 
tension, since reins are con- 
structed with ample section 
and rigidity. 


¢, 
Pt 


Weldiess, drop-forged steel, 
hex end turnbuckle bodies 
are made in accurate dies to 
assure uniformity, depend- 
ability, and safety. 





<we id 
See your nearby distributor for quick 
and efficient service from stock. Write 
for free catalog on wire rope fittings 





[ ei 
~ 


Drop-forged flattened steel 
hook has extra thickness at THE UPSON-WALTON COMPANY 
the point of greatest stress. f steht Giineeseil Aicemen 

End fittings are straightened 

before threading for free NEW YORK « CHICAGO 
turning with close tolerances. 


Cleveland, Ohio 
e PITTSBURGH 


MANUFACTURERS OF 
FITTINGS + TACKLE BLOCKS + WIRE ROPE 


YOU CAN DEPEND ON UPSON-WALTON’S 81 YEARS OF EXPERIENCE 
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BE HR MANNING ann 
| Hlartf nn | 
I an, St in 

Scaman (Behr Manning) t party 


Manufacturers Extend Hospitality 


DELIA FILE 


-ERSOLL-RAND amet talk is enjoved by Thomas 
J Thomas H. Bradley, In Richard C. Wareham 

Allis Co ells (Ingersoll-Rand led 

’ of Slingman Industrial Supply 

WT. Parr (Thomas 


MORSE TWIST DRILL: Mar 
n the lapel of Mike Bregande t 5 & 
Svracuse, N. Y., as C. F. Duff (Morse ‘Twist Dril 


m approvingly 
I 


COLUMBIAN VISE & COLUMBUS McKINNON: Old 
friends meet again at joint group—Mrs. H. H Kuhn; C. C 
Krueger, San Antonio Machine & Supply Co.; Mrs. Kruegs 
Mir. and Mrs. H. F. Seymour (Columbian $V is« 

Co.) and H. H. Kuhn, Hardware & Supply Ce 


CARBOLOY: Leaving the party after a happy evening are 
Ek. C. Howell (Carboloy); J. G. Novak (Chicago-Latrobe); 
D. C. Malugen, (J. H. Wilhams); F. S. Staroba and J. I 
Weldy (Carbolov); and Wilham B. Malugen (Chica 
Latrobe Seated are Fred Bonacker (Carborundun Mrs 
J. EK. Weldv; and Ed. Meibever (Lufkin 
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Look at this PLUS 
you get with the 
Brown & Sharpe Line! 





Every distributor knows the value of a broad line of 


“famous name” tools, to expand his market. 


Brown & Sharpe not only offers one of the best of such 
lines today, but im addition offers a “plus” available in 
no other line. With Brown & Sharpe you broaden your 
market with pumps, permanent magnet chucks, elec- 
tronic gaging equipment, screw machine tools and 
Johansson gage blocks —all items that frequently by- 
pass the distributor through manufacturers’ direct sales. 

Add to this the fact that the Brown & Sharpe line is 
promoted in 35 of the country’s leading Industrial, 
Machine Shop, Purchasing, Engineering and Manage- 
ment publications, and you can see how it pays to handle 
and push the complete Brown & Sharpe line. Brown & 
Sharpe Mfg. Co., Providence 1, R. I., U.S.A. 


WE URGE BUYING THROUGH THE DISTRIBUTOR 


(|BS 
Brown & Sharpe 


Machinists’ Tools @¢ Cutters © Permanent Magnet Chuc ks 
Johansson Gage Oe ks Electronic Measuring Equipment 
Pumps ¢ Arbors and Collets °* Machine Tool Accessories 
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A FR Lo Milan ti 


Se PO Ril dee BEAD: 





STANDARD TOOL: Elton Hovt III (host), W. W. Rad BROWNING MFG.: J. H. Gregory, Taylor-Parker Co., 
fle, The BE. A. Kinsey Co., Cincinnati, P. T. Rackliffe Norfolk, Va., with Mr. & Mrs. T. R. Adams, A. V. Wiggins 
|. P. Klinger, FE. A. Kinsey, George Steinmetz (host Co., Syracuse, N. Y., enjoy a quiet corner under an exhibit 

ind J. S. Radcliff ilso of I \. Kinsev of V-belts 


Manufacturers Entertain Distributors 


NORTON: David B Industrial Supply Co., WINTER BROS.: Paul J. Shenefelt and W. Ralph Crook 
| Pa ik ip vith I. Christman (Diamond ire hosts to Mrs. Frank J. Grunder, Onondaga Supply Co 
| Syracuse, N. Y 


INDEPENDENT PNEUMATIC TOOL: Joh: ker WORTHINGTON: G. Cheston Carev, Carey Machinery & 
host), Mr. & Mrs. FE. L. Parker, Tavlor-Parker Co rf Supply Co., Baltimore, watches W. H. Wheeler (host) re 
Va., and Miss Katherine Skemmeth ceive trophy of a singing contest from F. J. Whelan (host 
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Complete and factual market data is combined 
with answers to common selling problems in 
regular Armour sales managers’ meetings with 
distributor salesmen. 


\ 
and Sales.aids like these , 


Armour’s complete line of quality coated abra- 
sives is covered in informative, easy-to-read 
booklets which are a big help in closing sales. 


backed up by advertising here 


; 


And every ad stresses the line, “Buy through 
your Industrial Distributor.” 


3 ——a 


open doors for you™® =| aes 


| MANAGER 


—— 
we 
Armour’s advertising and direct mail campaigns 
pre-sell prospects—and open doors for you. 

















S 


ele 


“They all help you sell more 


Armour and Company + North Benton Rood + Alliance, Ohio 
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MINNESOTA MINING 
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LEVELLAND 


ild H 


PWISI 
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ADDITIONAL 


& MFG 


DRILI 
d & Carp 


» q; Jurkhardt as host 


\l 
Muskegon 
Ihe | 


The mipson Lak 
Mich., H. C 
actors 
Machmery 


Lak ne 


Mano (host 
1 Ni 


Hart 


BAY STATE 
lock Co 
Supplic s Co A. J. Cle 


it 
oO 


SKILSAW: 
& Mrs. G. R Co., Be 


The F 


host), 


rAP & DIE: W. P. Chatfield, Hal 
Conn., Mrs. Louis A. Lincoln and 
The A. J. Glesener Co., San Francisco, 
there is no and old friends 


Derby, 
sener sit 


where over charge 


mally 


Mrs. John I 
ton, Curtis Watts (Skilsaw 


Ketchum, Chandler & Farquhar 
and Mrs. J. F. Donahue, 


Chandler & Farquhar 


McCabe and 
Fall River 


An 


CONVENTION PICTURES WILL 


WESTERN AUTOMATIC MACHINE SCREW: | 


Barring: 


W 


dD 
r and R. S. Hoot (hosts) look after Frank W. Wat 


d & ¢ Buffalo 


APPEAR IN THE JULY ISSUE 
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Dumore tools 


Distributor Sales Policy R,9 


This policy of cooperation is your insurance for future growth and substantial profits. 


Dumore selects only a limited number of industrial distributors in 
a trading area. Assures ample business to keep your Dumore fran- 
chise profitable 


Maintained to protect distributors who carry an inventory of 
Nonstocking distributor sales handled by cooperating 
dis‘ributors. Profits shared by both 


Dumore's honest resale price policy and discount structure pro- 
vide excellent margins 


. assure top rewards for aggressive selling. 


Products integrated according to use to allow multiple sales op- 
portunities per call. Dumore reputation for quality continues to be 
maintained by engineering leadership and triple inspection of prod- 
ucts in production 


Yo U must be 








SG 


satisfied with the quality 

and performance of this 
Dumore tool or you 
get your money back 


The DUMORE Company 


RACINE, WISCONSIN 


/300-L fasts, 


President 


The DUMORE Company 
gives you a clear-cut distribution policy 
.-- plus a customer guarantee 
unmatched in the precision power tool industry 


Loyalty to our distributors — protection 
of their profits — is as important to us 
as the perfection of Dumore products. 
That’s why our distributor policy is clear- 
cut and absolute. The sales policy of The 


Dumore.Company is based on the premise 


that we can grow and prosper only if our 
distributors profit. That's why we continue 
to do business this efficient, economical 
and time-tested way. 

THE DUMORE COMPANY 


1300 SEVENTEENTH STREET 
RACINE, WISCONSIN 
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We put 
PUNCH 
in your 


DUMORE 
franchise 


DUMORE cooperates 5 ways to 





ive you more and easier sales — 





There's no set formula for moving goods off a distributor's shelf 
except plenty of good, hard selling. That's why . . . when it comes to 
selling precision power tools, depend on The Dumore Company to 
help you. You'll find your job easier — profits greater. The Dumore 
line of products is unsurpassed . . . built on a 39-year reputation for 


engineering and manufacturing excellence. Product acceptance is 
greater, too . . . built on the belief that it is the obligation of the 
manufacturer to pave the way for distributor sales. That's why we 
give you these five big ways to more and easier sales. 


A factory-trained Dumore salesman is always ready to 
serve you . . . introduce you to new tools, help you 
open new markets, conduct demonstrations and sales 
training courses. More, he helps you find new appli- 
cations and solve tough installation problems. 


Dumore paves the way for sales with dominating, 
color advertisements in 12 national trade magazines. 
This advertising, plus monthly advertisements in TIME 
Magazine give you more than 3% million sales mes- 
sages a month, carrying the Dumore story to every 
prospect in your territory. 


Advertising means inquiries—and our program drums 
up lots of them. We track them down to help you 
make the highest possible percentage of sales. Every 
distributor is assured of receiving all inquiries from 
his territory. Prospects get a series of sales letters 
emphasizing distributor's name 


Adequate margins are assured because Dumore adheres 
to a strict resale price policy, Distributors are protected 
and rewarded for aggressive selling. There are no sub- 
terfuges — no introductory offers — no hedges. The 
quality of the sales policy is as high as the product. 


It's a customer guarantee that’s unmatched in the pre- 
cision power tool industry. Personally signed by our 
president, Bob Hamilton. Every customer has assur- 
ance that he must be satisfied with Dumore tool per- 
formance and quality. If not, the full purchase price 
is refunded, no questions asked 





it takes the 
“Best in the Business’ 
to achieve a 
39-year reputation for 
quality and superiority 


The Dumore Company has achieved its matchless repu 
tation for quality power tools through a continuing effort 
to provide excellent design as well as precision workman 
ship. Production men have learned to respect the Dumore 
name. They recognize it as an indication of superlative 
craftsmanship and superior performance. That's why so 


many specify ‘only Dumore in the shop 


Here's the BEST in precision power tools: 


GRINDING EQUIPMENT 





TOOL POST GRINDERS provide a HAND GRINDERS Manufacturers 


everywhere standardize on Dumore 
Mount on They get wider selection, more power 


FLEXIBLE SHAFT TOOLS reduce 
hand labor and cut costs for finishing 
small parts. Light, easy-to-use. Wide 


packed in lightweight, easier-to range of sizes to fit tool for job 


operate tools 


HIGH-SPEED DRILLING 
and DRILL SHARPENING EQUIPMENT 


HIGH SPEED, VIBRATION FREE, 
PRECISION QUILLS 





DRILL GRINDER A new tool that QUILLS Espec ially designed for 
inates hand sharpening of small 
Resistan g.’ Cut » Metdes. ws 


AUTOMATIC DRILL HEAD — This 

arkable t t ent f Dumore Grinders. Used on internal 
S precise, mechanical universal, surface and other special 
pening that matches, or better purpose grinders because of ‘‘fog-ot-oil 
ginal factory specifications lubrication and precision-fitted bearings 


THE DUMORE COMPANY 


1300 SEVENTEENTH STREET * RACINE, WISCONSIN 








Sell them what they want... Sell them what they need : 


Alemite 400 /b. “powerhouse” 
barrel pumps 


® Designed for heavy machines, 

fleets or production lines. Dis- 

penses pressure gun or gear lubri- 

cants from original 400 Ib. drums 

. . » Serves one or many outlets. 
With 4%” Air Motor for 
standard air pressures or 
6” Air Motor fcr use where 
air pressures are low. 
Model shown is from the 
7701 series. 





Keeping you in the picture BIG! 
Alemite Advertising—every two weeks throughout the year 
in Post and Collier’s—spotlights you . . . and the role you 
play in industry as an Alemite “Friction Fighter.” Keeps 
you constantly in the picture as the man backed by the 


world’s largest manufacturer of lubrication equipment. 
Definitely the man to see, to listen to, to send for first! 


ALEMITE 


Modern Lubrication Methods That Cut Production Costs 





Alemite standard duty 
barrel pumps 


© Alemite Standard Duty Air 
Operated Pumps: have the fa- 
mous “Atomic” Air Motor. De- 
livers 2 pounds of lubricant per 
minute at 70°F. Types for pres- 
sure gun greases and gear 
lubricants—in 100 and 

400 |b. sizes. Shown is 
Model 7351—a fully port- 

able unit complete with 
dolly, hose and control 
valve. ; 


PEEE. new booklet 


Alemite “Sales Power.” Shows where to look 
for more Alemite sales . . . how to move in and 
clinch them fost! Send for your copy now. Fill out 
and mail coupon today. 


Alemite, Dept. H-62 
1850 Diversey Parkway, Chicago 14, lil. 


NAME 
COMPANY 


city 


| 
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show why 


CHICAGO Safety Plas’ SCREWS 
are*quality made to be trouble free” 


1. Rigid laboratory control of the selected 
steel we use in all our products. 


We purchase ‘‘whole heats’’ of steel—not 
just available warehouse lots. 


Our tremendoys| production capacity en- 
ables us to use more efficient machines to 
produce screws of precision quality. 


Our large research facilities are constantly 
geared to be on the alert for greater devel- 
opment and improvement of product and 
processes. 


Our exclusive method of heat treating in 
carbon recovery atmosphere furnaces re- 
sults in greater uniformity to hardness 
specifications. 


| P_ Small territory coverage by our. 
field men offers greater availability of their 
specialized engineering service to you. And 
the central geographical location of our 
plant insures faster deliveries to all parts 
of the country. 


Chicago “Safety Plus” Screws 
mean lower produetion costs, fewer rejects, 
neater, sturdier construction, tighter holding 
power. You get faster deliveries, greater 
savings over “Special Sizes’’ and less ‘““down- 
time’ when you specify STANDARD SIZES 





ious Industrial Supply 
s EVERYWHERE HEXAGON HEAD 
te stocks of Chicago } CAP SCREWS 
cr products. Call 


Sagety Plime 








ayo. SCREW COMPANY 


mean faster selection—greater saving 
12 W. Washington Blvd © Bellwood, ti 


of time in stock rooms. 


Hexagon Head Cop Screws, Stee! and Bross @ Square Head ond Headless Cup Point Set Screws © Semi- Finished Hexagon Nuts, Steel and 
Bross © Hexagon Costellated Nuts o Fillister and Flat Head Cop Screws « Taper Pins » Milled Studs @ Socket Head Cop Screws o Socket 
Set Screws » Socket Pipe Plugs » Stripper Bolts of Shoulder Screws » Square Head Dog Point Set Screws @ Keys, Assortments and Kits 
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Defense Plants Need 
Special Handling 


(Starts on page 92) 





possible troubles before they devel- 
oped and overages or shortages be 
came less of a headache. 

Under Lockheed’s procedure, only 
one item is placed on a request for 
bids and only one item goes on an 
order. ‘This might seem a waste of 
time, but it is easier to trace one 
item than many different ones on the 
same order, especially when only par- 
tial delivery can be made. 

And Lockheed wants each item 
tagged with its purchase order num- 
ber to avoid possible error in the 
using department. 

Noland met this situation by writ- 
ing all of its manufacturer suppliers 
instructing them on direct shipments 
to tag each item with Lockheed’s pur- 
chase order number. 


Extra Precaution Taken 


As an extra precaution, Noland at- 
taches a copy of this multigraphed 
letter to each purchase order and 
requests the manufacturer to follow 
Lockheed’s shipping instructions. 

There are bound to be slips and 
these were anticipated. On desig- 
nated days, the Noland department 
head, Mr. Wheeler, visits Lockheed’s 
receiving department for personal in- 
spection and checking of all shipments 
not properly marked. 

This gives him an excellent op- 
portunity to check on any overages 
and shortages. Then Mr. Wheeler 
confirms his findings with the ac- 
counting department. This has 
proved of real help to Lockheed in 
speeding the flow of invoices and 
clearing accounts for payment. 

Another important Noland service 
is the stocking of many items and 
tools required only by the Lockheed 
plant. 

For first-hand information, R. L. 
Hill, manager of the industrial de- 
partment, visited industrial distribu- 
tors in Wichita, Kan., who serve the 
Boeing plant producing B-47s. This 
information on special supplies, ma 
chine tools and other equipment 
proved exceedingly helpful in de 
termining type of items and volume 
of stock 

Many of these items are used only 
by aircraft manufacturers and, there 
fore, it meant establishing new 
supply sources 

One example of the type service 
distributors are rendering Lockheed 
developed when the Marietta plant 





DAYTON ‘‘TWINS’’ 


Dayton Thorobred, with pat- 
ented three prime section de- 
sign, is the universal belt for 
all normal applications. It has 
set completely new standards 
for long life and trouble-free 
service at minimum cost. 


D.R. 1952 
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CUT V-BELT COSTS! 


Dayton Cog-Belt*—for unusu- 
ally tough drive problems! De- 
livers 40% more power, size 
for size, than any other belt. 
Operates over smaller pulleys, 
because it's scientifically de- 
signed to bend as easily as 
your finger. 

*T.M. 


DAYTON RUBBER COMPANY, 


ayton 


. 


WALTER TARBOX 
Manager, Power Transmission Division 
CHANDLER & FARQUHAR COMPANY 


React, M 7 oe. 
’ = 





Mr. Tarbox knows industrial equipment—he’s manager 7 
of the Power Transmission Division of Chandler and 
Farquhar, one of the largest and oldest industrial supply 
houses in New England. This is what he says about the 
Dayton V-Belt Franchise: 


. » power transmission has always been an extremely 
important phase of our service, In fact, we have been power 
transmission specialists for over twenty years. 

“In our opinion, the Dayton V-Belt line is tops. The line 
is complete and Dayton’s Cog-Belt gives us an important 
plus advantage in solving really tough drive problems. We 
like Dayton’s service, fair dealing and merchandising help. 
Dayton V-Belts have been a profitable line for us for the 
past ten years.” 

Find out how profitable the Dayton line can be for you. 
A Dayton representative will be glad to explain why Mr. 
Tarbox and other Dayton Distributors are so enthusiastic. 
Just write, wire, or phone. 











DAYTON 1, OHIO 


m@ Mwubber 


Since 1/905 


WORLD'S LARGEST MANUFACTURER OF V-BELTS 
INDUSTRIAL DISTRIBUTION © JUNE, 1952 
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needed some pipe. Noland made 
direct shipment out of three cars of 
its allotted stock and then searched 
the country for replacement so as not 
to delay or disappoint any of its 
other customers. 

On another occasion Lockheed 
needed a quantity of milling machine 
arbors not available locally. Noland 
got in touch with virtually every 
manufacturer in the country and 
rounded up a sufficient number to 
fill Lockheed’s needs. ‘The arbors 
were on their way air express the same 
day. 


ries 


Handbook for Suppliers 


Lockheed has made it easy for all 
suppliers to serve the plant. The 
company published a_ booklet on 
“Here’s How” to sell to the Georgia 

| division of Lockheed Aircraft Cor- 
poration. This handbook for sup- 
pliers gives procedure to be followed 
and the names and department num 
ber of the buyers of all classifications 
of supplies and equipment. Regular 
visiting hours have been established 
and a time set aside for special 
appointments. 

Heading the purchasing department 
is M. E. Chase, general purchasing 
agent, who has had 15 years of ex 

| perience with Lockheed in its Bur 
bank, Calif. plant. He has established 
| a procedure which makes it con- 
| venient for suppliers to become per- 
sonally acquainted with all of the 
buyers and even to visit the engi- 
neers, technicians and operators of 
the equipment. 

Mr. Chase feels that supplier rep 
resentatives can be of great assistance 
to Lockheed because of their product 
knowledge and experience with dif 
ferent usages. 

And Lockheed is as much inter- 
ested in new developments and tech- 
niques in products as are salesmen 
to sell. Here is where creative selling 


» | has shown to best advantage and 
established a confidence of mutual 
Lockheed at Marietta is a big op- 


eration but there is no mystery in 


selling big business.’ Suppliers have 
: found that it takes planning, product 
knowledge and the same type of in- 
dividual personal interest and service 
as rendered to other favored cus- 
tomers. 
The Marietta plant so far has 


given out more than $100-million in 
orders. This does not include major 
WTTITTITT Trill subcontractors. The plant has issued 


about 120,000 orders to approximately 
THE CAPEWELL MANUFACTURING COMPANY 3,400 vendors. And, of these, about 


62 GOVERNOR STREET . HARTFORD 2, CONN. 75 per cent are in the small business 
Please send me your Pipe Tool Catalog classification. Lockheed favors small 
concerns to a large degree as a means 

of spreading orders. Many times the 











small firms can give better service 
and quicker delivery; and also do a 
good personal job 

About 35 per cent of the business 
has gone to firms within a 200-mile 
radius of the plant. And 55 per cent 
of it has been with companies in the 
Southeastern States Many _ local 
firms supply materials and equipment 
to subcontractors. All of this defense 
production activity has greatly stimu 
lated general business in the area. 

Lockheed works very closely with 
its suppliers but there are a few 
things which the company feels will 
be of mutual benefit 





Seller-Buyer Proposition 


COUNT 


The few basic principles are de- 
signed to make it easier to sell Lock 
heed and to save time—which is a 
two-way proposition, both to seller 
and buyer. 

This time-saver is important to 
Lockheed for the plant has about 
500 sales calls a week with more than 
175 salesmen calling in one day. 
Many of these sales calls result in 
visiting more than one buyer. The 
time factor, therefore, is essential if | 
“hanging around” and “delays” are 
to be avoided. 

M. E. Chase, general purchasing 
agent of the Georgia division of Lock 
heed Aircraft, has some definite ideas 
as to salesmen. He says that every- 
one likes to meet a salesman of neat 
appearance and pleasing personality; 
and best of all a salesman who knows | 
his products and who can present it | 
concisely and effectively. 

Mr. Chase cautions salesmen that | 
they should be honest in discussing | 
their products and limitations of the | 
products. If information is withheld | 
and this results in a misleading con- | 
clusion, Mr. Chase says, a salesman 
is undermining his own career. It 
does not make for confidence. He | 
likes a salesman to present the ad- | 
vantages of top quality products and 
to compare them with any that he 
might have to offer with less exacting 
specifications. This gives the buyer a 
choice. 


EVERY TOOTH 


MAKES 













The salesman who receives a warm is 
welcome at Lockheed is the one well 
versed in knowledge and merits of 
his products and what they will do, 
Mr. Chase says. His buyers, he adds, 
must have facts so that they can make 
decisions quickly. 


Another important point stressed 
bv Mr. Shee ho “don't promise de- PPYTTITITITITI Tl lll ll eed 
livery if it can’t be made on time.” 
If supplies don’t arrive when sched- es CAPEWELL BACKS YOUR SELLING 
uled, the production line is likely to : EFFORTS WITH AGGRESSIVE 
be slowed, or even stopped. That 
means a holdup on B-29s and B-47s " ADVERTISING @ @ @ 
needed by the Air Forces. \ ; 


CAPEWELL 


THE CAPEWELL MANUFACTURING COMPANY 
62 GOVERNOR STREET . , HARTFORD 2, CONN. 











For Safety's Sake... SELL 
DAYTON SAFETY LADDERS 











“ 


Sizes 3 feet to 16 feet in height (meas- 


ured from ground to platform) 


rubber safety shoes at ne extr 


Standard 
& cost. 


Maintenance men everywhere rely on 
Dayton Safety Ladders for maximum 
safety and convenience. Daytons are 
constructed of tested airplane spruce 
and reinforced with rigid steel sup- 
ports to give great strength and light- 


ness of weight. 


Handrails of steel guard the large 
roomy platform for added safety. 
Half of platform can be raised to 
form an extra step, when needed. 
These famous ladders can be set up 
instantly, are easy to carry and fold 
compactly for Automatic 
locking feature insures safety while 
ladder is in use. 


storing. 


Write Dept. B for bulletin 


DAYTON SAFETY LADDER CO. 


2339 GILBERT AVE. 


CINCINNATI, OHIO 


In Canada—Safety Supply Company—Toronto 








in Long paaienas lense for Conveyor Belts... 
% Excellent for Package Conveyors, Portable Loaders, Trenching and Ditching 


Machines, etc. 


% In canneries where corrosion or rust is a problem specify Alligator made 


of Monel. 


%& For magnetic separators or anti-sparking specify Alligator made of Everdur. 
% Separable and smooth on both sides. 


* 12 


sizes. For belts from 1/16” to 5/8” thick—and any width, 


Order from Your Supply House. Ask for Bulletin A-60 
FLEXIBLE STEEL LACING CO., 4633 Lexington St., Chicage 44, Hl. 


JUST A HAMMER TO APPLY IT 
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A Permanent 
Management Problem 


(Starts on page 85) 





2. The Basic 
NPA. 

3. Outline of each CMP regulation 
and certain ““M” orders. 

4. Self-authorization Procedures . . . 
Construction and MRO. 

5. Required Certificates. 
use 

6. Definitions of Terms and Sym- 
bols 

At once it became apparent that 
such a manual would be very useful 
in the hands of customers. Copies 
were therefore widely distributed 
among those who requested them. 


Rules of CMP and 


Forms to 


Changes And Revisions 


Changes and revisions are con- 
stantly being made in the regulations, 
however. As they come up, changes 
must be made in the manual also. The 
loose pages of the manual are revised 
and copies mailed to holders of the 
manual. 

A short time before the beginning 
of each calendar quarter, a general re- 
vision is issued, incorporating the pro- 
visions applicable to the next quarter. 
Most changes are made effective be- 
ginning with a given quarter. 


U.S. Information 


Although the information in such 
a manual is obviously based on the 
Priorities Department’s interpretation 
of the regulations, the sources are the 
official Government releases obtained 
direct from NPA, the Commerce 
Clearing House, “Topical Law Re- 
ports” and “Reports On Business” 
and the local offices of NPA and 
PAD. 

As far as we can make it so, the 
information is authentic and correct. 
Compiling and dispensing such infor 
mation has definitely become a neces- 
sary departmental function in any 
business whose products come under 
government regulation 


Direct Benefits 


rom the standpoint of the cus- 
tomers of The Republic Supply Com- 
pany of California, the benefits of an 
organized source of priorities infor- 
mation are constantly being demon- 
strated by the many letters of thanks 
which come in from holders of the 
company Manual, and from the con 
tinuous stream of inquiries and re 
quests for help which we receive. 

One major company requested a 





NOW !s 


YOU CAN GET 


TWIST DRILLS 


FROM BUTTERFIELD! 


An entire line of drills has been added to the 
well known, 100% inspected Butterfield Tools 


100% inspected — like all Butterfield tools — these drills are available 


in all the popular types your customers will want. Be prepared to fill their — 


orders. The new drills, for use with every type of material, are the latest 


addition to the Butterfield line of taps, dies, reamers, screw plates that 


give such uniformly dependable performance. 
And remember — 


When you sell Butterfield drills you get the benefit of the Butterfield 
merchandising aids used in promoting any Butterfield tool — size charts, 


decimal equivalent charts, modern packaging, colorful literature with : 
your imprint. Plus the ever-ready service of Butterfield’s trained experts © 


in solving any cutting tool problem. 


These services, and more, are described in Butterfield’s Sales Policy. If * 


there’s still an opening in your area, it will pay you to read this policy 
through. For complete details on it — and on the new Butterfield line — 
write to Union Twist Drill Company, BUTTERFIELD DIVISION, 
Derby Line, Vermont. 





BUTTERFIELD 


THE 100% INSPECTED TOOLS 


Every Tool Individually Inspected 
TAPS + DIES + REAMERS + SCREW PLATES + TWIST DRILLS 
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SAW A CARTOON 

IN AN ADVERTISING 
MAGAZINE THAT 
REALLY MADE US 
CHUCKLE... 





Showed two guys in a chemical laboratory 


just working up a storm. Says one, "I'm with 
you Joe, but what's all the rush about?" And 


the other replies, without stopping his 


work. "We've been given 24 hours to work out 


a formula for that new chemical development 
by the Advertising Department!" 


Which is just how some of us felt when we 
saw those Cooper Alloy advertisements which 
featured "The Valve That Breathes." "Must be 
an ad man's dream," we thought. But when we 
checked, we found to our surprise that the 
slogan was created by the Engineering 
Department to describe a very important 
feature found only in the Cooper Alloy line. 


If you will look at the construction of 
Cooper Alloy gate, angle, globe, wye or tank 
valves you will note that the bonnet is as 
bowed as a Texan's legs. 'Twas explained by 
our Chief Engineer that through this unique 
design any expansion or contraction caused 
by changes in temperature, are automatically 
compensated for. This breathing action 
eliminates stress and strains and assures 
longer service life. Ye 


So whenever you hear or read about Cooper 
Alloy's valve that breathes, don't raise ee 
the unbelieving eyebrow. To Percy Shaffer 
and his gang of top flight valve engineers sid 
goes our thanks for an important design pars 
exclusive, and a very easy-to-remember a5 
method for describing it. : 





“sy 


= . ‘ SRS 
Co., Hillside, N.J. 
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i] 

¥ 
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copy for each of its 12 buyers in the 
local purchasing department. A re- 
quest was granted to a customer execu- 
tive to use the Manual as an outline 
for a speech and discussion before a 
meeting of purchasing agents. 

From the standpoint of our own 
personnel, the department has not 
only been of great help in handling 
orders, but the sales force has found 
it an aid to important business con- 
tacts. Both outside and inside sales- 
men expedite their operations by re- 
ferring customers to the department 
for direct help. This eliminates un- 
necessary correspondence and waste 
motion in specialized research. 

Government agencies, such as those 
under the Defense Production Act 
and the Controlled Materials Plan, 
may be discontinued periodically as 
conditions change, but it seems rea- 
sonable to anticipate others which 
will involve certain types of govern- 
mental controls. If Pa oy the case, a 
well-organized source of information 
on the regulations will always be of 
benefit to all concerned, if not abso- 
lutely essential to proper management 
and efficient operation. 





The Buyer Looks 
at Business 


Composite opinion of purchasing 
agents who comprise the N.A.P.A. 
Business Survey Committee. 





General Business Conditions 


A consensus of purchasing execu- 
tives indicates the anticipated Spring 
upswing in industrial activity has not 
appeared. The trend to lev el off, that 
was reported in the March Survey, 
is canceled by the April reports. Back 
orders have taken a sharp drop, 36 
percent reporting this condition. Pro- 
duction declines are double the in- 
creases. Seasonal gains in some lines 
are more than balanced out by fur- 
ther deterioration of the general in- 
dustrial situation. 

The March Survey showed a cor- 
rectional tendency to close the gap 
that had developed between the re- 
duction of back orders and the high 
rates of production, by curtailing out- 
put. This is reversed in April, and 
the spread is about as great as it was 
in January. Contributing to the un- 
favorable reports are the increasing 
weakness of the price structure, some 
inventory liquidation, lower employ- 








Heave-Ho by Pushbutfon 


with 3 Lh? 


hulle Cutt aie far foe ud. 


Do you still have places in your plant where skilled hands 

wrestle with heavy loads? That’s tough on workers! Expensive, 

too! Consider the savings a Zip-Lift will bring you. One 

man can press buttons to handle loads up to 2,000 Ibs. — faster, 

without effort — and at far less cost. 

There are reasons aplenty why the Zip-Lift is America’s fastest 

selling wire rope electric hoist. It has all the quality features e e 

that make it more usable, more dependable — and absolutely safe. 
Hang it up on a hook, jib, or trolley — beside machine tools, ZIP = LIFT 
along assembly lines, around loading docks, receiving rooms, Mana oe 

warehouses. The Zip will pay for itself over 

and over — and over again! 


cALL YouR ZIP =LIFT pveater 


or write for Bulletin 


HARNISCHFEGER corporation 


4538 WEST NATIONAL AVENUE © MILWAUKEE 46, WISCONSIN 





BIG REASONS 


Why Wells Band Saws 
slash metal cut-off costs 


7 Fast, Accurate Action 
2. High Job Productivity 


Above is the Wells No. 8, 3. Low Operating Cost 
shown with wet cutting sys- 
tem. It offers a capacity of 8” 


x 16", rectangular, 8” die., 4. Real Blade Efficiency 
rounds. The No. 5 is similer 
but hes « capacity of 5” x 10” 


rectangular, 5“ dia., rounds. 5. Long, Dependable 


Service 


Left is the Wells No. 12 which 





on ng 
cycle and controlled blade 
pressure. it has a capacity of 
12” x 16”, rectenguler, 12%" 
dia., rounds. Die block capeci- 
ty 12%" deep, 16" wide, 18” 
clearance bed to blede. 


YOU are always ahead when you handle your cut-off jobs on 
“Wellsaws.” The Wells Band Sawing method will not only 
reduce your operating costs, but also give you greater job effi- 
ciency — better cuts, and real dependable service. There is a size 
and type for every need and every budget. Capacities range from 
31,” x 6” to 48” x 48”. All models are built for full duty and 
backed by over 25 years of band saw manufacturing experience. 

Your Wells Distributor will be pleased to give you full 
information on models suited to your needs—or write for 
descriptive literature. 


The Pioneers of Horizontal 
METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 
606 ADAMS STREET THREE RIVERS, MICHIGAN 


INDUSTRIAL DISTRIBUTION © JUNE, 1952 





ment, and an extremely cautious and 
somewhat pessimistic policy on future 
purchasing commitments. ‘The pres- 
ent steel labor controversy is creating 
an uneasy attitude toward future de- 


| velopments. 


Defense business has picked up here 
and there, but is not sufficient to 
reverse the business decline recorded 
since December. 

The Survey Committee was asked 
this month for an opinion on the 


| need for controls, both price and ma- 


| 


terials. Eighty-seven percent favor 
either their complete elimination or 
some modification — 67 percent for 
elimination; 20 percent for modifica 
tion. Of the latter, the principal 
recommendation for modification is 
the use of a simple system of priorities 
for direct defense needs. The 13 per- 
cent voting for retention of controls 
are of the opinion that controls will 
be necessary until the outcome of the 
steel controversy is known. 


Commodity Prices 


Continued softening of industrial 
material markets is reported in April, 
and at an accelerated pace. Twenty- 
five percent, the highest number this 
year, report offerings at reduced prices. 
Much of this is in fabricated items 
and overstocked warehouse supplies. 
There is comment that many more 
quotations below ceiling prices would 
be made if suppliers were assured the 
reduced price would not be inter- 
preted as a new ceiling price by 
OPS. Counter to the trend of prices 
are the boost in freight rates and the 
steel wage and price adjustments. 


Inventories 


For the fifth consecutive month, 
reports show substantial purchased 
material inventory reductions. Ad- 
justing to balance the lower order 
bookings and reduced production 
schedules, coupled with price weak- 
ness, has made industry extremely 
inventory conscious. The — usual 
Spring industrial pickup has not de- 
veloped. Opinion is expressed that 
an early Summer business rise, prepar- 
ing for vacation schedules, may not 
broaden the current inventory policy. 


Employment 


Sixty-five percent report holding the 
same as last month. Twelve percent 
show increased employment and 23 
percent report decreased or shorter 
working time. Lack of orders and pro- 


| duction cutbacks are more the cause 


| 
| 


than lack of materials. Agricultural 
employment 1S taking up some of the 
slack in a few areas. Common labor 
is generally available. Skilled engi- 
neers, mechanics and office people 


| are hard to get. 





SRE NR Rr RE AN aH, CAPR RMN NTN 


NUCUT icc: FIL 


“ 


WITH A NUCUT YOU FILE MORE, in an exclusive wavy pattern you can readily 
FASTER, BETTER WITH LESS EFFORT detect when you observe a Nucut at an angle. 


To reduce your filing costs, ask your dis- 
tributor for Nucuts. 


HELLER BROTHERS 
COMPANY 


A New Jersey Corporation 
America’s Oldest File Manufacturer 


NEWCOMERSTOWN, OHIO 


At every stroke of a Nucut, you get two filing 
actions, One —a clean, true shearing that re- 
moves more metal without scraping or chatter. 
The other — a smoothing action that leaves the 
surface sleek, mirror-like. 


Both are made possible by the superior cut- 
ting power of Nucut’s two sets of teeth— 
coarse and fine. These are scientifically aligned 


ee 
; 
| 
| 


How to protect files 


A file is a cutting tool. To give you 
its best service, it must be carefully 
handled and safely stored, 


RIGHT: Keep files 
separated. You can 
do this easily by 
hanging files in 
racks .. . or placing 


WRONG: Throwing 
files together or with 
other tools results 


them in wood parti- 
tions. Either way af- 
fords good protec- 





in dull or broken tion, 


teeth. 





MR. DISTRIBUTOR: This NUCUT advertising is appearing in publications that reach every 
worthwhile prospect in your territory. Since it directs the file buyer to you, you may think of 
it as your advertising. Are you cashing in on it? 
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A Complete LINE OF 


-V-BELTS 


STANDARD TYPE (obove) 

Multiple-ply, continu- 

Ovs rayon cords withstand 

shock loods. Straight sidewalls 
assure proper fit, even weor, best grip. 


SUPER TYPE 

Roted 40% above stondard—Fewer belts, 
less maintenance. Notches dissipate heat 
increase flexibility ond flex life 


OPEN END TYPE = 
Savore woven body anchors fasteners ‘'no 
1 out Some horsepower os stondord 
Available in A, B, C ond D sections 


STEEL CABLE TYPE 

Continuous stee cables provide super 
strength, practically zero-stretch. Notches dis 
sipate heat ncreose flexibility. Highest HP 
rating—fewest belts—minimum mointenance 


PRACTIONAL HORSEPOWER TYPE 

A complete line of Endiess Fractional Horse 
power V-Belts for light industrial ond 
domestic vies. Available from stock in stand 
ard sections 


THEY’RE 
“right in the groove” 


No one type of V-Belt is the 
“cure-all for every drive re- 
quirement and operating con- 
dition; therefore we are always 
in a position to recommend and 
supply the V-Belt best suited 
to your particular needs. 
Standard Industrial types as 
well as Fractional horsepower 
types are available from stock. 
Send for literature and our in- 
teresting dealer proposition. 


SHEAVES °* FLAT BELT PULLEYS * 
HANGERS * PILLOW BLOCKS * COU- 
PLINGS * BEARINGS * COLLARS * 
““SURE-GRIP" SHEAVES AND PULLEYS 
* “SURE-GRIP" STANDARD, SUPER 
AND STEEL CABLE V-BELTS * COM- 
PLETE DRIVES. 


_T.B. 


SONS CO. 


CHAMBERSBURG — PA. 


Mechanical Power Transmission Manufacturers—Since 1857. 


| Buying Policy 


An even tighter commitment pol 
icy is reported this month. Ninety 
six percent report holding within a 
hand-to-mouth to 90-day range, which 
has been the predominant course for 
the past several months. In April, 
there has been a more pronounced 
movement into the 30- to 60-day 
bracket. Soft prices, easing availability, 
declining order books, and lack of 
confidence in current business condi- 
tions all combine to create this very 
cautious view of the markets. 


Specific Commodity Changes 


Few “ups” and many “downs” is 
the story for April, none of them very 
drastic percentagewise. 

Reported up: Asbestos, calcium 
carbide, fertilizer, industrial diamonds, 
insecticides, potassium salts, seed. 

Of the many on the down side 
were: Fatty acids, butyl alcohol, 
casein, coal, coke, containers (very 
competitive), conduit, small motors, 
fasteners, sugar, meat, glycerin, indus- 
trial tape, foreign and secondary lead, 
hides, Jeather, belting, some lumber, 
menthol, mercury, vegetable and fish 
oils, pulp and paper, synthetic resins, 
rubber, shellac, soft goods, warehouse 
steel and strapping (spotty), tallow, 
tires, secondary zinc. 

In short supply: Sulphuric acid (but 
casing), aluminum, steel castings, co- 
balt, copper, diamonds and diamond 
wheels, electric controls, manganese 
ore, nickel, pipe, steel plate, bars and 
tubes, sulphur, tin, machine tools, 
welding rod. 

Easier to get: Brass, cast-iron cast 
ings, chemicals, some copper items, 
pig iron, paper, warehouse steel, wire. 


Canada 


The Canadian picture differs from 
the United States in several respects. 
Production is holding better. Order 
books are increasing. More price de 
clines than reported in U. S. Inven 
tories about the same. Employment 
lower. Buying policy a little longer 
range. The cost-of-living index is 
down. Reduced luxury taxes may stim 
ulate buying. 





D-A-T-E-§ 
TO REMEMBER 


June 2-5—National Association of 
Master Plumbers, Atlantic City. 
June 10-12—Produce Prepackaging As 

sociation, Columbus, Ohio. 





BOSTON, MASS. * NEWARK, N. J. * DALLAS, TEXAS * CLEVELAND, OHIO 


| June 16-20—Industrial Finishing Ex- 
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When it comes to 
THE THINGS 

MOST TALKED ABOUT 
BY DISTRIBUTORS 
You'll find them ALL 
Covered in this 
STATEMENT OF 
SALES POLICY 


Statement 


of 


Sales Policy 


THE HENRY 6. THOMPSON & SOW. CO 


MEW HAVEN 5 CONNECTICUT, U 5.4 


ALL SALES EXCLUSIVELY THROUGH REGULAR 
MILFORD DISTRIBUTORS 


ONE PRICE POLICY — with all price changes an- 


nounced simultaneously to all Distributors 


ALL OF THESE 
DISTRIBUTOR BENEFITS 


and many more, all conditions 
of sale, and every aspect of 
our Distributor - Manufacturer 
relationship are fully covered 
in THE HENRY G. THOMPSON 
& SON COMPANY STATEMENT 
OF SALES POLICY. 


DISTRIBUTOR and SUGGESTED RESALE NET PRICES 


— published for all items manufactured 
SINGLE DISCOUNTS 


DECIMAL PACKAGING — for more convenient pack- 


aging, pricing and selling 


INVENTORY REPLACEMENT — to assure only fast 


moving items best suited to the needs of each 


territory 


QUALITY GUARANTEE — on all products against 


defective materials and workmanship 


STANDARD OF QUALITY THE WORLD OVER 


THE HENRY G. THOMPSON & SON CO. 


SAW BLADE SPECIALISTS FOR OVER ZS YEARS 
NEW HAVEN 5, CONNECTICUT 


MILFOR c PROFILE AND BAND SAW BLADES 





HAND AND POWER HACK SAW BLADES 
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position of 1952, International Am- 
phitheatre, Chicago. 

June 16-18—American Marketing As 
sociation, Cincinnati, Ohio. 

June 18-29—Construction Industries 
Exposition and Home Show, Pan 
Pacific Auditorium, Los Angeles. 

June 28-28—American Society of Me 
chanical Engineers, Oil & Gas 
power Div., Statler Hotel, Buffalo. 

June 23-27—American Society for 
Testing Materials, Statler Hotel, 
New York. 

August 2-17—International Trade Fair, 
Navy Pier, Chicago. 

August 12-14—4th Western Packag 
ing & Materials Handling Exposi- 
tion, Shrine Convention Hall, Los 
Angeles. 

September 30-October 3—Association 
of Iron & Steel Engineers, Iron & 
Steel Exposition, Cleveland, Ohio. 

October 6-10—National Hardware 
Show, Grand Central Palace, New 


Send for our 32 page catalog York : 
of Vises, Work Positioners and October 12-14—American Hardware 
Industrial Clamps. Manufacturers’ Association, Atlan 


Sold Thru Distributors tic City. rd . 
October 14-16—7th Annual Exposi 


| WILTON TOOL MFG. CO. tion, Society of Industrial Packaging 
“925-D Wrightwood Avenue & Materials Handling Engineers, 
CHICAGO 14, ILLINOIS Coliseum, Chicago 
October 19-23—National Metal Con- 
gress & Exposition, Philadelphia 
November 5-7—Industrial Manage 
ment Society, Chicago. 























NEW LINES 
taken on by 
DISTRIBUTORS 





Oliver H. VanHorn Co., Inc., New 


, Orleans, La., has been appointed 
ADVANCE » y distributor in Louisiana and Mis 


sissippi for gear production and 


Slip-Proof Safety yy checking equipment and gear cut- 


ting tools of Michigan Tool Co. 


SPURS Campbell Hdwe. & Supply Co., Se 
° attle, Wash., has been named dis 

4 Money-Making tributor in Western Washington 

of the Lubriplate line of greases of 


Combination Lubriplate Div., Fisk Bros. Refining 
Co. 


Movement of freight cars is always urgent, 
theretore ive Car Movers and Be 
you a goo source of revenue. ar f J ¥ l. 
ovens ore a Favoriten ith ye _ John Bouc hard & Sons Co., Nash- 
or more than years—they co Cy > Te . 
ter more then 46 years wenn = ville, Tenn., has been named dis 
NEVERSLIP, AND StiPPROOR wilt a any tributor for industrial rubber prod- 
need in the railyard ur ADVAN 1 . 
proot Safety SPURS fit any standard a Bog ucts of ae ay Rubber Div., Lee 
ar Mover. We sell only thru distributors and ’ > ubbe 0 
urge users to buy thru their local distributor. Pire & : wal ; - 


C s Machinery Co., Atlanta, 
ADVANCE CAR MOVER CO. APPLETON, WISCONSIN G. hoes paras “distributor 
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important 
is 


ln as _ 
Baud Name to your bolt selling efforts? 





I; bolts were sold in pretty packages and displayed 
on glass and chrome counters, brand name would be a 
most important selling ingredient. 
But bolts and other fasteners come in “working clothes” 
—unglamorous and largely incognito. 
This has led some people to believe that brand name 
means nothing in bolt selling—that “all bolts are the 
same” regardless of manufacturer. 


However, most Industrial Distributors and their salesmen 


know that bolt brand names are important to them in many 
ways. A well known line of fasteners, like the Lamson Line, 
helps open doors and sell other products. Purchasing 
agents just naturally favor the names they know best— 
dependable names like Lamson & Sessions. And when an 
Industrial Distributor carries well-known accepted lines, © 
it boosts Ais prestige in the eyes of his customers. 


So never underestimate the importance of the brand name ~ 
of the fasteners you sell . . . particularly if it's Lamson & ~ 
Sessions. 


The LAMSON & SESSIONS Co. 


1971 West 85th St. * Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio « Birmingham + Chicago 





Check the products below thot interest you; tear off bottom of ad 
ond send to us for complete information. 


MACHINE SCREWS SEMS r TAPPING SCREWS CAP SCREWS 


oO 


Precision made for 
fast economical 
assembly. 


SQUARE AND HEX 
MACHINE SCREW 
NUTS 


Semi-finished, hot 
pressed, cold 
punched 


Pre-assembled 
lockwashers on 
tapping and ma- 
chine screws. 


LOCK NUTS 

Economical, vibra- 
tion proof. Can be 
used repeatedly. 


Choice of round, 
pan, truss, flat oval, 
hexagon ond Phil- 
lips heads. 


COTTER PINS 
Steel, brass, alumi- 
num ond stainless 
steel. 
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“1035” Hi-Tensile 
Heat-treated steel. 


“1035” 

SET SCREWS 
Cup point type, 
hardened and 
heat-treated. 








of products of the following com- 


panies 
© Holo-Krome Screw Corp. 
| (ibro forged screws) 
e Fayette R. Plumb, Inc. 
(steel files) 


Sneed Sales Co., Dallas, Texas, has 
TRIPLE-THREAT been named exclusive distributor 
in the Southwest area (Texas, Okla- 
homa, Arkansas, and New Mexico) 
for hot and cold wound springs of 
American Fort Pitt Spring Div., 
H. K. Porter Co., Inc. 


| 

| Neff, Kohlbusch & Bissell, Inc., Chi- 

Y + Y + cago, has been appointed exclusive 

SAF= F “SA ws distributor for the entire Press-Rite 
line of open back inclinable power 
acy of Sales Service Machine 

Proven 
" William ]. McSherry & Co., Chagrin 
Profit Ma ke rs Falls, Ohio, has been appointed dis- 


‘ool Co. 
tributor in Western Pennsylvania, 
including the cities of Bradford, 


, St. Marys, Clearfield, Altoona, and 
‘‘Here is a HACK SAW BLADE Bedford. for Westcott Chuck Co. 
users are buying again and AGAIN’’ . & The Midway Tool Co. has appointed 


the following as distributors of the 
= 3 company’s complete line: 
We brought this blade out one year ago. : e H. H. Hobelman Co. 
as San Francisco 

Industry has shown proven acceptance. (California, Nevada) 
e A. L. Kiesler 

| Hi h S d P al New York 
A new welded edge Ig pee ower (metropolitan N. Y., 

upper New Jersey) 
Hack Saw Blade— * ¢ R § Sales Co., Dallas, Texas 
. Dallas, Texas 
Three strips of steel welded together for % (Texas, Okla., La., Ark.) 
e Milo, Inc. 
Philadelphia 

j ; (lower N. J., Pa., Md., 
This blade is Shatter-Proof, will stand extra EA Del., Va.) 


tension and strains. SPARTANIZED heat 
treatment. 


more durability and straightness. 





Operations Ideas— 
Have your customer's safety-engineers try 9 
them. They'll be back for more. 3 Can You Use Any F 








Sell Your Trade . | Label Holders 


You can do a neat job of labelling 

These | your bins, shelves and cabinets with a 

new label holder specially designed for 

™ eo easy attachment to almost any type of 
Saf T Saws surface with cement, tacks, screws 
| or staples. The holders are of neutral 


THE COMPLETE SPARTAN LINE ivory plastic, fire-proof and extremely 


: durable. Paper inserts and clear ace- 
Hack Saws—Band Saws—Tool Bits—Compass Saws— tate faces which easily slide into place 


Hack Saw Frames are included in the package. (Aigner 
Sold Through Distributors Index Co., 97 Reade St., N. Y. 13). 
SPARTAN SAW WORKS SPRINGFIELD, MASS. | | Small Plywood Panels 


You now don't have to order a big 











INDUSTRIAL DISTRIBUTION © JUNE, 1952 








SUSPENDED TYPE 
DIRECT DRIVE 
FLEXIBLE SHAFT 


No. 1090 Y2 HP 
No. 1095 % HP No. 280 TIRE TOOL KIT 


No. 1095-A % HP Standard Equipment with 1020 
(8 ft. SHAFT) ond 1125 
3 SPEED FLEXIBLE SHAFT \ 
No. 1080 % HP 
No. 1080-A % HP-8'2 ft. SHAFT 


DIRECT DRIVE 

FLEXIBLE SHAFT 

No. 1027 % HP 

No. 1027-A % HP-812 ft. Shaft 
No. 1009 12 HP 


No. 1068 
iy FLEXIBLE SHAFT UNIT 
STANDARD 
THE WORLD 
OVER 
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NEWOTON 
POWER-TWIN 


BIG BROTHER TO THE 
FAMOUS 1714 TON 


POWER-TWIN 
hydraulic puller 


Now... 


special heavy-duty, 
0 ton OTC 
I'win Hydraulic 

Puller that is light 
compact 
handle 
to sell. The 


ton Power 


Powe 


easy to 
ind easy 
new 30 
I'win is 
really dynamite 

10 tons of 
power with only 100 
pound 


develops 
of pressure on the 
pump Just what your 
customers want for those big, 
tough pulling jobs and it has the 
Center Hole. Here's 
why you'll find it easy and 
profitable to sell 


famous 


it's NEW 
MARKET 


NOTHING LIKE IT ON THE 
The new Power-Twin has 
plenty of t There's no 
other tool on the market that can do 
what the Power-Twin and its 


ries do so quickly, easily 


® 


ilking point 


acces 
ind econ 


rth pata “de Power-Twin pays for 
© enon “the first job. The 

firat cost relatively small 

pe POWER -TWIN REALLY WORKS It 
@ ie to ah he buyer the ease 

peed and af y ie amazing 

hydraul t we he has 

tried it om the sa real 


salesman for Powe 


ag tamnecay cieny SELL THBRORLVES Ones 
‘ y used the Pe 


ACCOSSOT ICS 


wer-lT'win he 
Each new 
ore money for him by 
breakage and by s 
Complete 
lable for both the 


‘Hton and 1 yn Power-Twin 


® GOOD UNIT SALE. You don't have to 
wll many | wer-Twin units or acces 


volume 
ommissions 


© POWER Twin 1s AN orc TOOL 
tt r mar 


WRITE TODAY 
FOR COMPLETE INFORMATION 


Removing motor grader 
wheel hub 


hydraulic puller 


) 


(Ce 


(CC 


lech metial Ah ATI OEE 5, 


BOTH HAVE THE FAMOUS CENTER HOLE 
Center Hole permits Power-Twins to do 
jobs thought impossible . fast, easy, 
unlimited adjustment eliminates torque, 
friction versatile interchange of parts ... 


et EE «Be oft 


it 


Spline shoft bearing 
comes off quickly 





a 


Removing o tractor 
wheel is simple 





emoved or installed 


ia Pay 


mn bearings ore easily Removing a multiple 


drive sheave 


OWATONNA TOOL COMPANY 


373 CEDAR STREET 


OWATONNA, MINNESOTA 
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4 by 8 ft. panel if you need some ply- 
wood around the office or stockroom 
or service counter (signs, baffle plates, 
backing boards, screens, shelves, etc.) 
because West Coast plywood manu- 
facturers are now in volume produc- 
tion of Douglas fir plywood panels in 
small sizes called Handy Panels from 
20 by 44 in. and up. (Douglas Fir 
Ply wo id Association, Tacoma a 
Wash.). 


Reproducer System 


Flexoprint, a new method of prepar- 
ing seasonal catalogs, price and avail- 
ible stock lists, is described in the 
manufacturer's booklet, available on re 
quest. The new method eliminates 
costly typesetting and proofreading 
ind permits easy changes simply by 
idding or removing typewritten cards. 
Copy is tvped from source material, at- 
tached to panels on which they are 
proofread and then go to the printer for 
fast, low cost offset printing. (Reming- 
ton Rand, Inc., 315 Fourth Ave., New 
York 10, N. Y.) 


Copying Machine 


Low price, high speed and premium 
prints are claimed for a new model 
white-printer capable of copying large- 
sized records, balance sheets, charts 
and cumulative statistical statements 
and reports kept by the day, week or 
month for production, inventory, sales 
and cost control. (Charles Bruning 

Inc., 125 North St., Teterboro, 
N. J.) 


Microfilm Reader 


Both 16 and 35 mm. microfilm rec- 
ords can now be read at any location 
through the use of the Griscombe Port 
able Reader, now available. Image is 
viewed on either a desk-top opaque, 
clareless 14 by 14 in. screen that folds 
for storage in the carrying case or, by 
a simple adjustment of a mirror in 
larger size on any light colored wall or 
screen. Ask for Bulletin F263 (Rem- 
ington Rand, Inc., 315 Fourth Ave., 
New York 10, N. Y.). 


Telephone Dictation 


A new remote control telephone dic 
tation system (for multiple users) ties 
in a quantity of individual dictation 
telephones with a single recording 
unit. Particular economies are claimed 
for occasional users for whom cost of 
individual dictation machines are con- 
sidered prohibitive. Called PhonAudo- 
graph. (The Gray Mfg. Co., per Sel- 
vage & Lee, 1 E. 43d St., New York 17, 
N. Y.) 


Adding Machine 


New machine, made in U. S. Zone 
of Germany, is compact unit oor desk 








BRONZE QUICK-FLO” QUICK 
OPERATING LEVER GATE VALVE 
BRONZE QUICK OPERATING 
LEVER GATE VALVES 





Fig. 328 — tron Body 
Bronze ted 


Mounted. 
125 tbs. W.S.P., 175 
tbs. W.0.6.—1 to 4” ine. 
100 Ibs. W.S.P., 150 
ibs. W.0.C.—5- 6" 





BRONZE “QUICK-FLO” SELF 
CLOSING LEVER GATE VALVE 


IRON BODY QUICK OPERATING 


™ Pate og LEVER GATE VALVES 


175 tbs. W.S.P., 250 Ibs. 
W.0.6.—2 to 4” inc. 


Which of thete 7 coc orrarme vases fils your weeds 


D. T. Williams offers you i 
a complete line—from general purpose types 


to those that are self-closing, Underwriters’ Laboratories OT AAR Ss @ the | 
listed or Factory Mutual approved. All are faultlessly al ' —_ nas 





engineered, quick and dependable in operation! 





THE D. T, WILLIAMS VALVE CO. 
Founded’ 1904 


Division of The Schaible Company 


SUMMER STREET + CINCINNATI 4, OHIO 


See your nearest jobber or write for literature. 
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WHEN YOU SEE THIS 
oR ie ee ee ee eee 


... you know you are sell- 
ing a tool specified by men 
who want faster cutting 
and longer end mill life. 


Putnam end mills are the best that years of 
specialized experience and careful manufactur- 
ing can produce . . . recognized everywhere for 
their dependable performance. They are the 
country’s most complete line of regularly-stocked, 
catolog-priced end mills with more than 1000 
standard types and sizes available. 

As a Putnam distributor, you enjoy healthy 
sales and profits, plus greater repeat orders from 
satisfied customers. Putnam’s aggressive adver- 
tising, prominently displayed in leading trade 
publications, further assures you increased sales 
by creating maximum trade acceptance. That's 
why leading mill supply distributors prefer and 
SELL Putnam End Mills. 





CHARLEVOIX AVENUE 
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use and weighs less than 5 Ibs. Rapid 
in operation, unit does direct subtrac- 
tion. Includes visible checking system 
for verifying items as entered and 
cumulative total. (Walter S. Arnstein, 
1 W. 47th St., New York 36, N. Y.) 





OBITUARIES 
sy 





Edward V. Burke 


Edward V. Burke, Salesman, 
Bay State Abrasive Products 


Edward V. Burke, 49, died at the 
Sheraton Hotel, Worcester, Mass., re- 
cently. He was attending a sales meet- 
ing at the home office of the West- 
boro, Mass. company. 

Mr. Burke, who has been a sales- 
man for Bay State since 1947, cov- 
ered the Western Ohio and Illinois 
territory. 

He was graduated from Ohio Wes 
lyan, where he was a star football 
player. He made his home in Fos- 
toria, Ohio. 

Mr. Burke is survived by his wife 
and his son. 


Lyon Metal Products 
E. D. Power, Chairman, 


Earl D. Power, 56, chairman of the 
board of Lyon Metal Products Inc., 
Aurora, Ill., died suddenly at his home 
on April 13. He had earlier attended 
Easter Services and was seated at his 
desk when stricken. 

He was a director and treasurer of 
the Illinois Manufacturers Association; 
member of the Citizens Committee 
for the Hoover Report; Director of 
the Merchants National Bank of Au- 
rora and of the Fox River Valley 
Manufacturers Association. 

Mr. Power gave unstintingly of his 
time and effort for civic activities in 
Aurora. At various times he was a 





The new Thermoid line of molded hose cuts 
handling time and storage costs 70% or 
more in a wide variety of industrial and 
commercial uses! Thermoid’s ‘“‘Basic Five’’: 
Versaflex . . . Versicon . . . Aquair. . . Utility 


VERSAFLEX 


Multi-purpose hose 
built to withstand 
higher pressures. 
Recommended for 
butane, propane, in- 
secticides, etc. Color 
code: Red. 





VERSICON 


A true all-purpose hose 
for virtually every 
type of air, gas or 
liquid. Color code: 
Brown. 





AQUAIR 


Rugged, dependable 
hose for handling air, 
water, welding gases. 
Color code: Green*. 


..- Powerflex . 





UTILITY 


Most practical hose 
for air, water and illu- 
minating gases at 
pressures from 75 to 
125 psi. Color code: 


Black. 





. . now combine simplifica- 
tion and versatility with Thermoid top 
quality construction. And Thermoid’s new 
standard color identification eliminates con- 
fusion in storage and handling. 


POWERFLEX 


Designed specifically 
for super heated steam 
at pressures from 100 
to 200 psi. Color 
code: Black. 


You can definitely simplify your buying, inventory, storage with Thermoid’s ‘Basic Five” — 
the easiest hose for you to handle—the best hose for you to sell. Your Thermoid representa- 
tive has complete information—or write for Hose Catalog No. 3680. It’s yours for the asking! 


*Also furnished with Red Cover for acetylene 
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There’s one that’s 
Right for Your 
Customers!... 


built-for-the-job 


CASTERS 


Light or heavy loads, rough or 
smooth floors, long or short hauls, 
sharp or easy turns 
typical 


these are 
conditions that 
Bond casters match 


service 
with ease. 
And because there are many dif- 
ferent types made from standard- 
ized components, your customers 
save money every time you sell 
them Bond casters for their jobs. 

Write for your free copy of the 
Bond Catalog K-38... it illus- 
trates and describes the entire line. 


BOND FOUNDRY & MACHINE CO. 
Manheim, Pennsylvania 


140-A Series. Structural Steel Swive! 
Caster equipped with Roller Bearing 
Semi-Steel Wheels—especially de- 
signed to handle heavy loads. 





3-A Series. Single Ball Race Swivel 
Caster — sturdy semi-steel construction. 


141-A Series. Structural Steel Rigid 
Caster equipped with Roller Bearing 
Semi-Steel Wheels — companion caster 
to the 140-A Series. 





V-Grooved Wheel Caster equipped 
with Roller Bearing Semi-Steel Wheels 

designed especially for use on 
track line assembly. 
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Earl D. Power 


member of the West Aurora School 
Board, a Director of the Community 
Chest for many years, member of the 
Board of Governors of Copley Hospi- 
tal, member of the Board of Trustees 
of Beloit College since 1941, and 
Chairman of the Board of Trustees at 
the New England Congregational 
Church of Aurora. 

Prior to going with Lyon Metal 
Products in 1928, Mr. Power had 
been with the White Motor Co. of 
Cleveland, Ohio, for seven years. He 
was assistant to the vice president and 
general manager of White when he 
left to become manager of one of the 
sales divisions at Lyon. Later he was 
successively general manager, vice presi 
dent, president and general manager 
from 1940 to 1950, and chairman of 
the board until his death. 

Mr. Power is survived by his widow, 
a son and daughter, three sisters, and 
a brother. 


Nathan B. Payne, Head, 
N. B. Payne & Company 


Nathan B. Payne, 79, president of 
N. B. Payne & Co., New York City, 
manufacturers of machinery for han 
dling heavy materials, died April 28 

Mr. Payne had represented Man 
ning, Maxwell & Moore. He was a 
grandson of the inventor of the Payne 
steam engine. 

His widow and a sister survive. 





Thank your stars for your competitors. 
They are probably making the same 
mistakes themselves. Remember, it is 
your competitors that often help you 
sell your line, simply because they talk 
about it so much. 


Successful Selling For 
The New Day 
By Harry Simmons 











High Speed Grinding on Chilled Iron 
Cli6o-—S7-Bl = 25% more 


production. 





ADELPHIA 37 


SIMONDS 


ABRASIVE CoO. 


Grinding Wheels 


That ‘formula’ sure paid off in one 
grinding department. What does it 
mean? Simply this: a Simonds Abra 
sive Company grinding wheel —speci- 
fication C16-S7-B1 
tion 25°). Why? Because this wheel 


boosted produc- 


is accurately specified for the job it 
had to do. This is true of all Simonds 
wheel specifications. They’re listed 
in our free data book, along with 
details on our complete line of grind- 
ing wheels, mounted wheels and 
points, segments and abrasive grain 
—plus information on how you can 
get Simonds wheels specially made 
for out-of-the ordinary jobs. Write 
for it. Also name of your nearby 
distributor. 


PA BRANCH WAREHOUSES CHICAGO 


DISTRIBUTORS IN PRINCIPAL THE 


Division of Simonds Saw and Stee! Co., Fitchburg, Mass. Other Simonds Companies: Simonds Stee! Mills, Lock- 


( Advertisement ) 


Many a Mickle 
in Grinding 
It often happens in our fast develop- 
ing technology that a process or a 
tool has to be named before its true 
function is clearly discerned. Such is 
the case with the grinding wheel and 
with grinding as a process. The word 
connotes heavy pressures, a slow rub- 
bing and polishing effect secured at 
a sacrifice of time and energy. The 
fact is, that in certain types of grind- 
ing the wheel operates under such 


light pressures that the workpiece is 
often held solely by magnetic flux. 


As for slowness, the process takes 
place at several hundred times the 
contact speed of its analogue in ma- 
chining practice, and the effect of 
polishing is secured by removing 
metal from the workpiece in billions 
of minute chips which under micro- 
scopic examination are seen to be no 
different from the corresponding 
hundreds of chips torn out by metal © 
tools. It is the great number rather 
than the character of the cuts that} 
accomplishes visual smoothness. 


The word billion in the foregoing’ 
paragraph is not an exaggeration; the 
figure can be supported. A grinding 
wheel of moderately fine grit and of 
a standard size such a wheel for 
example as would work on the cranks 7 
of automotive shafts would have © 
ibout a million sharp cutting grains 7 
in each cubic inch of substance, about 
a billion in the usable fraction of } 
the wheel, and upwards of five thou- 
sand in contact with the work at 
any instant. How these figures might 
rise astronomically for the sixty ton 
rolls which impart their mirror finish 
to automobile body sheets may be 
well imagined 


All of which calls to mind the old 
Scottish saying “Many a _ mickle 
makes a muckle.” And just in case 
you don’t have a Scot around to inter- 
pret it for you it means that a lot of 
small things add up to big things. 


The advertisement shown here is 
typical of Simonds Abrasive Com- 
pany’s current campaign carrying 
9 million sales messages to users 
of Grinding Wheels and Abrasive 
products. 





port, N. ¥., Simonds Canada Saw Co., Ltd., Montreal, Que. and Simonds Canada Abrasive Co., Lid., Arvida, Que. 
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aah NEWS 


a (Continued from page 136) 
to You aud Your Customers 





PRENTISS 


“BULL DOG” VISES 


The Complete Line : ow IARTERS 5 the . 
Machinists @ Top Swivel Jaw ‘ NEW QUARTERS house head office 


Combination Pipe @ Hinge Pipe of Shingle & Gibb Co. in Philadelphia. 
Woodworkers @ Utility 


Sold 100 through distributors Shingle & Gibb Co. 
PRENTISS VISE DIVISION, MERIDEN, CONN. Expands Operations 


OF THE CHARLES PARKER CO Shingle & Gibb Co., Philadelphia 


distributors, have undertaken an ex 


pansion program with the establish 
f | : | | ment of branch warehouses and offices 

PR N AS in three cities. 
In February the firm started branch 


operations in Camden, N. J., under 
the management of Fred W. Boldt, Jr. 


Che new Trenton, N. J., branch, man 
aged by John Arthur, will be in full 
operation by September. A_ third 
branch, opening this month, will be 
situated in Wilmington, Del., under 
the management of George Beven. 


Shingle & Gibb recently moved its 


INDUSTRIAL | Philadelphia head office from Lancas 


ter Ave. to new quarters at 1997 N 

BRUSHES AND BROOMS 63rd St. The main stock, however, 
will now be housed at the firm’s Cam 
den branch. 





Demand is at a new high 
now... 


Greater industrial production puts more CAPITAL 
Industrial Brushes and Brooms » work. The de- 
mand for CAPITAL t t grows 
with the need for added pr ar ons in industrial 
plants all over the country. Their long-wearing 
quolities—which have been proved conclusively—ore 
one of the reasons that men responsible for the out- 
lay of money for this equipment stick to CAPITAL. 
This is your opportunity for more business. We 
suggest to users that they buy thru their local 
distributor 





MARKETS. | ae Wares i mang Pow 


lation Plants . . 
Paper Mills Road aaa Bulging Contractors 
Mines Vente Mills ° blic Buildings 
Dairies Schoo! Garages 
Railroads Penis Plants . Warehouses 
Airports, ete 


MRO DATA is copied off by Fred 
Smith for order placed by customer 
INDIANAPOLIS BRUSH & BROOM MFG. COMPANY Charlie Nettles at Charleston, S. C., 


Corner Brush & Broom , iy Indianapolis 7, Indiana behind the counter of The Cameron & 


(eR RS MR ES A RES Barkley Co 


INDUSTRIAL DISTRIBUTION © JUNE, 1952 





CHOICE OF LEADING MANUFACTURERS 


mend. 


In a great variety of fields, leading —Campbell's guarantee of rugged 
manufacturers specify Campbell dependability and long lasting 
Chain as original equipment on their service. 

products for two big reasons: (1) 
Campbell makes chain that fits their 
specific needs to a “T". (2) Because 
quality has made their products 
famous, they want chain that’s safe 


There's good profit in selling Camp- 
bell Chain. In your area you'll find 
hundreds of potential customers for 
Campbell Chain—as original equip- 
ment and for use in the plant. Write 
today for full information on the 
Every link of Campbell Chain is in- Campbell line . . . the best line of 
spected before it leaves the factory chain for you to sell. 


AMR RRSALIAAS fps 


and sure. 


Chain for everyneed... INDUSTRIAL .,.MARINE... FARM... AUTOMOTIVE 


CAMPBELL CHAIN (Comsauy 


MAIN OFFICE —YORK, PA. « Factories —York, Pa., and West Burlington, lowa ~ CHAIN * 


MAKERS OF FAMOUS CAMPBELL LUG-REINFORCED TIRE CHAINS 
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The 


“3 P’s of Profit” 
are right 


for 
Distributors of 


Sier-Bat 


Fliexible 


GEAR COUPLINGS 


RODUCT-New., revolutionary— 
best in its field! Smaller, lighter, 
simpler, safer—slashes assembly costs, 
down-time —reduces 


wear on equip 


ment 


ROMOTION= Dominant adver- 


tising in leading trade magazines 


to both o.e.m. and user prospects— 
direct mail—supplies of product litera- 


ture, newspaper mats, et 


OLICY - Ali inquiries and orders 
from distributors’ territories re 


ferred to them —competitive prices — 
standard discounts 


WRITE FOR BULLETIN, POLICY DETAMS! 
Bulletin gives installation photes, advan- 
tages, specs for standard, vertical. mill motor, 
floating shaft types — sizes 7/8 to 6, WP 4 
to 550. Special types and sizes on request 
Rough bore couplings available from stock 
Also Manutacturers of Precision Gears 
and Screw and Geares Rotary Pumps 


Sier-Bath GEAR and PUMP CO., Inc 


9243 Hudson Boulevard, North Bergen, N. J. 
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SALES CONTEST res 
Ellis, In Newark, N 
out by D \ Abate 
treasurer te Fred A 


president 


s at Scither & 
, are pointed 
asst. secretary 
Seither, vice 


Seither & Ellis Contest 
Won by Charles L. Meyer 


I'wo tickets to the Broadway show, 
lop Banana,” and $20 in cash were 
presented recently to Charles L 
Mever, salesman for Scither & Ellis, 
Inc., Newark, N. J., for winning the 
company’s first sales contest of 1952. 
Che competition was the first in a 
new series opened in March by the 
Newark distributor to promote its key 
Object of the contest 
of power tools, with the manufac 
turer supplying half the prize mone 
Mi Mever was paced closely by 
runner-up Frank McKenna during 
most 


ling was a 


pulled ahead the last several davs when 
he losed A ¢ ish 
priz ilso awarded the runner up 
Fred A. Seither, vice president ot 
Seither & Ellis, said the contest month 
marked the best month of sales in the 
ompany’s history for the key line be 
ng featured. Contests will be held 
throughout the vear, each based on a 
id backed up by a direct 


1 single large order 


c was 


ngle line 
nail campaign 

Prizes for the next contest will be 
+ tickets to a ball game and the 
| In the low 
vill buy of beer for the 


cash 


wal addition, score! 


office 


1 CAaSsC 


University Students See 
Federated Metals Plant 


The W hiting, 

ited Metals Div 
& Refining Co., 
group of 40 
University 

The 


sored by 


Ind., plant of Fed 

American Smelting 
was host recently to a 
students from Purdue 
trip was one of a spon 
the company in cooperation 
with universities, to provide practical 
studies for metallurgy students 


SCTICS 
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of the 5-week competition, but | 


| 





Want a glacier 
MOVED? 


Only the gargentuen Paul Bun- 


like moving oa 

ber the — ° 

his ox dug 
lacier which they brought 
own from Alaska 
Wouldn't you like some of 
his great power at times? 


The “MORE POWER PULLER” 


is no myth nor does it move glaciers. 
However, it offers unlimited possibilities 
in providing a ready-to-use, powerful unit 
for solving so mony of your customers’ 
power puller problems 


This light-weight, flexible, sturdy puller 
is operated by one mon and requires no 
electrical or fuel connections. A most 
convenient unit for moving and loading 
heavy machinery, opening car doors and 
many other uses around plant or ware- 
house. 


it comes equipped with 20, 
30, or 40 feet of cable 


List Price $27.75 to $33.80 F.0.B. Factory 
Distributor and Dealer Openings 


The WYETH-SCOTT CO. 


NEWARK, OHIO 











The LONG and the SHORT and the TALL! 


Complete size selection 
Boosts 
Nut Driver 
Sales 


Offer the 
line with 


driver 
mplete 


nut 
the ¢ 


range ot sizes 
XCELITI 


zes, trom 


ustomer satis 
f mn Write today 
or complete catalogue! 


XCELITE INCORPORATED 
Formerly Park Metalware Co., Inc. 


Dept. F 
Orchard Park, N. Y. 





Everybody knows where this 


“Great Lady” 


can be found... but 


do all your prospective customers know 
what products you sell. ..where you are 
located? You can make your business a 
familiar industrial landmark in the ‘yellow 
pages’ of your telephone directory by 
featuring your name and products under 
every appropriate heading. 


The ‘yellow pages’ reach every indus- 
trial firm...every purchasing agent in your 
market. And surveys prove that men who 
make industrial purchases rely on them 
for buying information. Tell prospective 
buyers, through your ‘yellow pages’ adver- 
tising, just what you have to offer. . . just 


} 
t 
a 
$- 
=e 


when they’re ready to buy. 


CS esc ee 


2p 


‘Yellow pages’ advertising is helping 


© ave, 


ring up industrial sales all over America. 
Why not put it to work for you? 
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RDER 


your bolts, nuts, rivets and other 
with- 
Buffalo 


Bolt's latest catalog NO. 51— 


fasteners casier and faster... 


out confusion or error. 


gives you the information you 
need...in a hurry. It’s clear, con- 


cise ...and complete. 


STOCK 


top quality Circle ® Bolts in 
clearly-labeled, sturdy, corrugated 
board Handy-Pack containers. 
Simplify your handling problems. 
Write for folder explaining types 
of bolts, quantities and weights 


available in Handy-Pack cartons. 


SELL 


the high quality of the complete 
line of Buffalo Bolts which has 


never been surpassed. 


In com- 
bination with Handy-Pack car- 
tons, they offer a superior prod- 
uct at a price no 
higher than that 


ot ordinary bolts. 


BUFFALO 


BOLT COMPANY 


Division of Buffalo-Eclipse Corporation 


North Tonawanda, N. Y. 


Sales Offices in Principal Cities 


PRODUCERS OF CIRCLE @ PRODUCTS — BOLTS e NUTS e@ RIVETS AND SPECIAL FASTENERS 


252 


INDUSTRIAL DISTRIBUTION © JUNE, 1952 








MORE SPACE for display is added 
dividend from purchase of nearby 
building by Lilien Hdwe. & Supply 
Corp., Long Island City, N. Y. Wil 
liam Lilien, manager of branch, checks 
it over with John Harrison, custodian 
of shelves 


Lilien Hdwe. & Supply 
Doubles Branch Space 


Lilien Hardware & Supply Corp., 
Long Island City, N. Y., has com- 
pleted renovations on a warehouse it 
purchased earlier this year to double 
the space in its Jackson Ave. branch. 

The front of the building was re- 
furbished with bright paint and new 
display sections, permitting several tool 
displays to be added after the move 
from previously crowded quarters. In 
the rest of the warehouse, the organi- 
zation of shelves and supplies is virtu- 
ally complete, according to William 
Lilien, branch manager. 

The new building gives the Jackson 
Ave. branch two store fronts, within 
four doors of each other. It is a four 
story structure, designed to hold many 
of the bulkier items in the Lilien linc 

Besides its main store, also in Long 
Island City, the company has another 
branch in New York. 


Don F. Johnson & Co. 
Makes Name Change 


Don F. Johnson & Co. Inc., indus- 
trial supply house, 50 Pearl St., Buf 
falo, N. Y., has changed its name to 
Empire Industrial Supply Corpora- 
tion. Don F. Johnson, one of the 
founders of the concern in 1928, re 
signed from the company in 1946. 
The company realigned its executive 
setup last December 

President Howard A. Neubecker 
said the company has increased its 
sales force from five to nine men, in 
cluding two in Buffalo, two at the 
Jamestown branch and one in Erie, 
Pa. He added the company is consid 
ering establishment oF a branch in 
Erie. 











Here's What's Blowing 
Profits Your Way!.., 
* National Advertisi 
Peign in “Popular Mee ose 
'o ular Science”, “American 
uilder”, HomeCraftsman”, etc. 


* Counter Di 
SIMONDS board ) holds tentes men? card- 


€ 
Si-cLON PS er Counter Dis lay holds 
SAWS fi Packaged saws (this dis la 
* ree wit $75.00 mini play 
order). imum 


SIMONDS * Colorful fold : 
SI-CLONES fo your customers,” SY® #™4Y 
. ae window-streamers. 
a SAWS = re BE] own adttPer mt for your 


- +» and don't Sorget these 


advantages. . . 





IMMEDI ar 
DELIVER Ay 


Ao : 
oa 7 uantity 


With R 
Center Hole’ or Special Shape 


NEW 1) 





™ Any Size (up 


Dealers are all set up to reap a whirlwind of profits, with this new 
Simonds SI-CLONE line of high quality, “pop-priced” saws for home 
workshops, schools, contractors, and light industrial machines. And 
back of this line is a complete line-up of promotional material that 
carries right through to the point of sale on your counter. 

Simonds SI-CLONE Saws are made in 13 types, up to 12” diameter, 
and furnished with round or special-shape center holes...individually 
packaged...and priced and discounted to make the biggest : a 
dollar for you. And always remember . . . you're selling _» ‘. 
Simecnds Quality . . . fully guaranteed. Write the ' ™ 
nearest Factory Branch Office for details now. 


3 =|SIMONDS Ay ‘ 
SAW AND STEEL COE Bt 


77 


Factory Branches in Boston, Chicago, 
San Francisco, and Portland, Ore. 
rf dian Factory in Montreal, Que. 
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IT’S THE EVERYDAY REPEAT BUSINESS 
THAT COUNTS FOR DISTRIBUTORS 








MARKAL — 







FOR MARKING HOT SURFACES... 
up to 2000°F. ... Steel ingots, welding, 
heat treated metal. Marks can be 
removed in pickling bath. 


COLD SURFACES ...as low as —50°F. 
Any surface, wet or dry, icy, rough or 
slick, smooth or rusty. 


For Example — 


For— Extreme heat 250°F to 1800°F. . . per- 
manent . . . comes off in pickling bath. 
For — Hot metal 150° F to 1500°F . . . will not 


run, char, flow, discolor or peel. Immersion 
in cold water will not deface markings. 


For—Annealing, welding or acetylene torch 
work. Open hearth stickers, etc. For wide 
variation of temperatures. 





For — Metal to be annealed at temperatures up 
to 1600°F. Marking when cold. 


For— Quick drying... for immediate handling 
. removed in pickling bath. 


For—All purpose dry, oily, or icy wet surfaces” 
Stampings and indentations — metal, ceramics 
and plastics. 


For—Metal, wood, etc. 60°F to 160°F. Marks 
come off in pickling bath. 


For—Smooth lumber, dry or green. Also for 
crates, boxes, and shipping containers. 


For—Lumber, wet, dry, green, creosoted or 
Wolmanized. 


Other types are available for special marking 
requirements; our engineers will make 
recommendations if you will outline your 
special problem. 





Markal Paintstiks are widely used for mark- 
ing thousands of industrial items... for the per- 
manent identification and coding of material 
at room temperatures or red-heat tempera- 
tures. Colors available to conform with the 
A.1.S.1. Steel Code. Markings are permanent 
... fade proof... weatherproof... fool proof. 


A wide variety of Paintstiks all for special 
uses .. . assorted colors and special engineer- 
ing aid for special problems makes this an 
excellent line to handle. Selection chart makes 
choice of correct MARKAL Paintstik easy. 


WRITE FOR FULL DETAILS 





COMPANY 





3050 WEST CARROLL AVENUE, CHICAGO 12, ILLINOIS 
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A REPORT on the standings in the 
Jacksonville City Basketball League is 
given W. L. Lang, secretary-treasurer 
of S. B. Hubbard Co., by Bob Hatch, 
industrial supply salesman and a star on 
the Hubbard basketball team. 





“Induced Caving” Method 
Produces More Nickel Ore 


The International Nickel Co. of 
Canada, Ltd., has adapted a mining 
technique by which masses of ore, far 
underground, are induced to cave and 
disintegrate of their own weight. 

Company officers say that this type 
of bulk mining permits the recovery 
of nickel-copper ore from low grade 
sources once regarded as worthless, 
thus increasing current nickel produc 
tion. 

In caving, a slice, which may con 
tain as much as 1,500,000 tons, is 
undercut. The slice then breaks away 
and starts to disintegrate, the weight 
of the upper part of the mass crushing 
the ore at the bottom. 

New facilities and large under 
ground installations have been erected 
at the bulk mining sites. 








NEW ADDITION to the stock room 
of Butts & Ordway Co., Cambridge, 
Mass., adds substantially to storing 
space. Edward A. Madden of the cut 
ting tool department fills an order 




















No one knows better than industry itself just how important distributors are 
to the proper functioning of our nation’s industrial wheel. 

Industrial Distributors, among other things, buy in large quantities and pass 
the savings on to small quantity buyers. They warehouse these large stocks in anticipa- 
tion of customers’ needs . . . can assemble all parts of an order for delivery at 
virtually a moment's notice. 

And manufacturers like R. & J. Dick, who have been providing industry with 
efficient, dependable power transmission and conveying equipment for over four 
decades, also readily recognize how important distributors are in keeping their cus- 
tomers well satisfied. The trained sales and engineering personnel employed by 
distributors not only furnish informative, technical data . . . but are well qualified to 
help customers select the type of equipment to meet their exact needs. 

Yes, the Industrial Distributor is indisputably the “King” cog which keeps 
our industrial wheels turning! 


DICK'S BALATA BELTING 


DICK ROPE V-BELT DRIVES 
Constructed of hard surface, closely BARRY CONVEYOR PULLEYS 

V-Belt and sheaves operate with engi- woven duck. Thoroughly impreg- BARRY STEEL SPLIT PULLEYS 

neered efficiency. Give maximum ser- nated with Balota Gum. Free from Welded steel construction. in 
vice with minimum stretch . . . Resilience stretch and shrinkage —and moisture Scientifically designed—electrically weight yet extremely strong. y're 
maintained. Sheaves carefully bal- resistant. High in power transmission welded construction. Light in weight. Easy easy to install. Available in o wide 
enced and accurately shined to fficiency. All “Dick-belts” gvor- to install. Maintain exact shape under ail range of sizes for all general con- 
minimize belt weor. onteed. loads. 





veyor services. 


R. & J. Dick COMPANY, INC. PASSAIC, N. J. 


CHICAGO, ILL. SAN FRANCISCO, CALIF. SEATTLE, WASH. 
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Model 816 cuts 8” round 
ond 8” « 16” fiat. Model 
824 cuts 8” round ond 8” 
x24” flat. Both models 
oveilable with coolant 


equipment 


Model 610 is a low-priced 
sow with o@ capacity for 
” round and 6” 
Also available 

with coolant equipment. 


Model 1220 for extra lar 

cutting jobs. Capacity: 12” 
x 20” flat and 12” aes on 
rounds. Available with 
coolant equipment for con- 
tinveus production cutting. 


to help you SELL 
---and PROFIT! 


we’re pushing the 


advantages of 


Kalamazoo 


METAL CUTTING BAND SAWS 
to 333,784 readers 


of these national 
magazines... 


Iron Age 

Mill & Factory 

Modern Machine Shop 

Industrial Equipment News 

New Equipment Digest 

Domestic Engineering 

Industrial Arts & Vocational Education 
Contractors Electrical Equipment 
Metal Working 


Get the details on Kalamazoo . . . you'll be money ahead. 


MACHINE TOOL DIV. Kalamazoo TANK and SILO CO. 


618 HARRISON STREET 


KNOCKOUT BLOW! 


DOWN time for your machinery is 


OUT time on your profit state 
ment. To keep operation at 
peak efficiency, keep Dirt, 
Dust, and Grit out of every 
crack and crevice. Knock 

“em out with a CLEM 

ENTS CADILLAC 

blower suction 
cleaner—regularly 


Eligible under 
C.M.P_ regu 
lations 


* * * KALAMAZOO, MICHIGAN 


ADVERTISING 
LIKE THIS 


ee A 
=k 
— 

—_ 


DESIGNED TO 
STIMULATE 
BUYING INTEREST 
IN THIS’ NEEDED 
AND MUCH IN DEMAND 
CLEANING TOOL 


a 


APPEARS MONTHLY 
IN LEADING 
INDUSTRIAL 

* : MAGAZINES 





' 
ESTOCK BINS 


Made in 5 models 
with attachments for 


every cleaning job 
PORTABLE COMBINATION 
BLOWER-SUCTION CLEANER 


CLEMENTS MFG. CO. 


6622 S. NARRAGANSETT AVE., CHICAGO 38, ILL. 


IF YOU 
WANT A 


D 
SELLER 
WRITE US 
FOR DETAILS 
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ae 


ARS ats: the ae 


GEARS are casy to find for manager 
William Harris on neat shelves of the 
L. C. Bigelow, Inc., Long Island City, 
N. Y., branch, while across the aisle . 


. BUSHINGS are stowed away 
carefully by assistant, Edward Chachko. 
Classification is by alphabet, top to 
bottom, numerals, left to rnght. 





Rome, Ga., Distributor 
Puts Advice on Blotter 


Battey Machine Co., Rome, Ga., 
sends out blotters containing a bit of 
philosophical advice instead of adver 
tising. 

lhe title, “He Smiled,” explains the 
purpose of the message—good will. It 
is written in several short stanzas of 
blank verse, of which the following 
are samples: 

He smiled—and his co-workers in 
business worked better than in any 
other place of employment. 

He smiled—and his business clients 
and callers spoke well of him, and 
business increased. 

He smiled—and all who entered his 
office door were pleased to be greeted 
as friend and equal. 

He smiled—and followed the smile 
with a brotherly handclasp; and those 
who were discouraged and downcast 
went out and took a new grip on life 
and their work. . . 

Idea for the blotters came from H. 
I’. Yeargan, company vice president. 








ee 
TO BUILD GOOD WILL... elf 


DUFF-NORTON 
tty “Power 
HYDRAULIC. JACKS” 


-+- SAYS JACK CASH 














f f} 





bad : ie 
SreRaviic jh 


s = 


THE DUFF-NORTON MANUFACTURING CO. |) su! 


MAIN PLANT and GENERAL OFFICES. PITTSBURGH 30. PA —CANADIAN PLANT. TORONTO 6. ONT ee ‘ 


“Che House that Jachs Kuilt”’ 
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Easier to identify See how the label 
stands out? It's easy to read-——from the top-most 
shelf. Different colors identify different screws, 
bolts, nuts, metals, plating, etc. Saves time! 


Eadéer to handle preon products are 
packed in sturdy boxes that won't “‘bow out” 
when opened or stacked. Covers slip on and off 
with just the right friction grip. Easy to handle, 
pack and ship. No tearing, spilling or loss. 


Easier to get Prompt, reliable deliv- 
ery through convenient factory warehouses. 
Your Pheoll stocks cover most needs. Depend 
on this one source for a broad range of “in 
demand” fasteners 


Ea die’ to sell Pheoll products are 
money makers because they're easy to sell. 
They're fast movers. They repeat because they're 


made to build your business. Our reputation is 
your guarantee 


se feu3 


Reoll business builders 


Screws Machine Bolts 


{Wea Serene Carriage Bolts 
5 eet Metal Screws ore oats 
| Cap Screws Brass Washers 
~uare Head Set < 
| set 
Headless Ss, 2 
et mM 
Socket S, t ps : mi shed wuts 
Socket Se Screws sSemi Finished Nut: 
*Thumb so a Strows Captyuts 
S ws 4p Nuts , 
Knurled =~ 
T*Stove Bolt 
$ *T 
hreadea R i 
‘ods f 
{Slotted ond Phillips Recessed 
feel ond Bras, a 





> 


SCREWS e@ BOLTS e@ NUTS 


PROSPECTIVE BUYER _ inspects 
arc welder at Columbia Supply Co., 
$..< M. A. Cook, Jr., tried hard to 
close sale to shop owner Samuel Bare 
foot 





Somers, Fitler & Todd 
Marks 60th Anniversary 

Somers, Fitler & ‘Todd Co., Pitts 
burgh distributors, celebrated its six 
ticth birthday at a partly recently in 
the Sheraton Hotel. 

Company executives joined em 
ployees in marking six decades of serv- 
ice to industry located in the tri-state 
area of Western Pennsylvania, Eastern 
Ohio, and Northern West Virgima. 

Ihe group heard informal talks by 
William 'T. Todd, Jr., president; Ken 
neth R. ‘Todd, vice president in charge 
of abrasives; F. Crossman Fitler, vice 
president in charge of engineering, and 
tdward L. Alberter, vice president in 
charge of sales. H. L. Murray and 
Steve Church, two of the oldest of the 
company’s 250 employees, told of past 
events in the company’s history. 

Guests included two veteran retired 
employees who travelled from oppo 
site ends of the country to Pittsburgh 
for the party, Arthur Cox, of St. Peters 
burg, Fla., and William L. Fluke, of 
Ontario, Calif. 

Somers, Fitler & Todd is one of the 
tri-state district's oldest and _ largest 
supply houses. It is located on the 
same site where it began business in 
1893, along the banks of the Monon 
gahela River on Water St., in down 
town Pittsburgh 

Both William T. Todd, Jr., and 
Kenneth ‘Todd are sons of W. 
lodd, one of the four partners who 
started the firm. F. Crossman Fitler 
is the son of F. K. Fitler, another origi 
nal partner. W. A. Somers, who was 
the first president of the company, 
died a bachelor many years ago. 

I'he only one of the founders still 
alive is Louis S$. Clarke, who left the 
firm a few years after it was started 
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Send Today 
for 


SHERMAN’S 


Latest 
Prices 


on 
WATER HOSE COUPLINGS 


i 


oY Sy 


Sizes 3%” to 4” 





STEAM HOSE COUPLINGS 
No. 24 
Sizes 4" to 3” 





HIGH PRESSURE COUPLINGS 


No. 120 
Sizes 3"—7/16"—V2" 





GENUINE BRASS CLAMPS 


No. 14 
Sizes 


3/16" to 242" 


WRITE FOR INDUSTRIAL 
BRASS GOODS CATALOG 
(OR ASK YOUR DISTRIBUTOR) 








“We Profit from 
the Porter-Cable 
Direct-to-Distributor 
Policy...” 


T. W. Patton, President 


Machinery Sales & Supply Co. 
Dallas, Texas 


@ Because we deal directly with the Company. 


@ Because their method of appointing Dis- 
tributors is a selective one. It gives us confi- 
dence that the Company is protecting our 
interests in our market. 


@ Because no new Distributors are authorized 
in our marketing area without consultation 
with us. This protects us against indiscrim- 
inate competition. 


@ Because every Porter-Cable Distributor 
operates on the same basic discount. We, con- 
sequently, reap the full return from our efforts 
in our marketing area. 


@ Because their field representative is avail- 
able at all times to work with us and our sales 
people in building a profitable portable tool 
business — on a continuing basis. 


®@ Because Porter-Cable’s policy of dealing 
directly with Distributors enables them to 
put more value in their tools. This gives our 
customers more for their dollar and they come 
back for more. 


Sincerely, 





Porter-Cable’s 12-page Policy Booklet 
contains all the details. Want a copy? 


President 
Macutnery Saves & Suppty Co. 


MACHINE COMPANY 


SYRACUSE 8, N. Y. 
8106 N. Salina St. 


Manufacturers of SPEEDMATIC and GUILD Electric Tools 
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to pioneer in the automobile industry 
He started the Pittsburgh Motor Ve- 
hicle Co., which became the Autocar 


Co. in 1899. The company is still in 
production at Ardmore, Pa., manu 
tacturing heavy duty trucks 

Somers, Fitler & Todd has survived 
two world wars as well as major and 
minor depressions. It has grown with 
the industrial community it serves, ex- 
panding its physical plant into adjoin 


f E ing areas on both sides of its original 
or asy location. 


All of the company’s present top 
“gs bd executives have grown up with the 
Identificat business, and have been schooled in 
the ideal of services as expressed by 
former president W. T. Todd, Sr., in 

1928 

“Business methods have changed, 
ours among them, but the business 
policy of this company has never 
changed from the original plan. 

“It is the policy of quality and serv- 
ice which insures to our customers the 
best articles obtainable at the lowest 
safe price.” 





George The Salesman 








BUTCHER & HART MANUFACTURING CO. 
TOLEDO 6, OHIO 





When Purchasing Rope— 


“WATERPROOFED” LET THE 


— BLUE 
2 & 


ae “Here's a hot inquiry . . . the manu- 


MSs YELLOW facturer says it’s from a woodworker. 


w oe a me and see if you can sell 
im a lathe.” 
Sy Gili MARKER 


~~ 
SN ‘ BE YOUR 
; he sal 
\\ Ween oe “<—e 
oe eee = GUIDE 
' ‘Take - te 2 . Found on the outside 
+3 a . of %” diameter and 
larger sizes and on 
the inside of all 
smaller sizes 


H. FITLER CO. 
PHILADELPHIA 24, PA. 


Sold by Industrial Distributors Everywhere 
































“Yep .. . do a lot of woodworkin’ . . . 
whittlin’ mostly. Sit down, son, and 
tell me about them lathes . 
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Doors open like magic when you show : ! 
these two AMF products, Wahlstrom and | ~/M SECONDS: 


Float-Lock. They mean big savings in time, Lock SAFETY VISES 
, . MF FLOAT- our drill presses 
tools and money —savings you can quickly ae a the usefulness of your drill 


nd band sews Reduce meterial spoilage. 
demonstrate to your customers. ren ae, 
fast, sate accura’ 
They mean big profits to you because each pee: pass, rai 


. ° ing vise for vee 
demonstration results in many sales and deen gP Locks instantly 


nd production nes a depend 


e 
ney. insur 
save mo 


helps establish confidence in your entire line. 
exibility 
polts 
wasting clamps, straps, b 
. e e e Float-Lock 
OG gg all shapes and 
et) Wahlistrom Chucks and ) Float-Lock se ed 
asy without nands touc 
Vises are backed by a sound sales policy, effec- tolerances anne G _a savtecene” ove 
ng material... sm tic chain-feed 
tive sales aids and consistent advertising in ine ting. Ideal for automatic Cl 
MODERN MACHINE SHOP — wee 
inaustriat soppy aistripeter a6 © 
MACHINE and TOOL BLUE BOOK ovae rom yor inet roma Foat 48c8 
 ithysteat jolser 


pany, 511 Fifth 
AMERICAN MACHINIST wan, nmercan Machine & Feeney SS 
avenue, New York | 
METAL-WORKING 


For further information write: 
Wahlstrom/Float-Lock Division 


AMERICAN MACHINE & FOUNDRY COMPANY 
511 Fifth Avenue, New York 17, N. Y. 


rs 
Cutting regular ShAPOF — 
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Dr. C. W. Walton 


Walton Made Manager 
Of 3M Division 


Dr. Charles W. Walton, has been 
made general manager of the adhesives 
and coatings division of Minnesota 
Mining & Manufacturing Co., St. 
Paul. 

R. P. Carlton, 3M president, named 
Walton to succeed Louis F. Weyand 
of Detroit. | Wevand recently was 
made executive vice president in 
charge of all 3M tape operations. 


Manheim Mfg. Appoints 


Salesman to Maryland 


k Manheim Manufacturing & Belting 
A name nown to everyone Co., Manheim, Pa., has appointed 


William T. Eickelberg to cover Mary 


When you sell Pyrene,* you have a distinct advantage. For 
Pyrene is the best-known, most respected name in the fire- 
extinguishing field. Pyrene makes extinguishers for every fire 
hazard and sells them through you industrial distributors 


land, Delaware, Virginia and the Dis- 
trict of Columbia. 

Mr. Eickelberg will make his head 
quarters at Baltimore. 


because it knows that only you can serve industry properly. 
Furthermore, Pyrene backs you up with consistent advertising 
in Business Week and a long list of trade and industrial publi- 
cations. The ads tell your prospects to order through you. Ask 
for a Pyrene order on every call! *T.M. Reg, U.S. Pat. Off 


There’s a PYRENE for every fire hazard 


a 
Sgrene \ 


ERTINCLISHERS | 


PYRENE MANUFACTURING COMPANY 


581 Belmont Avenue ‘ Newark 8, New Jersey 
Affiliated with C-0-Two Fire Equipment Co. 
(a NE EEA RL PS William T. Eickelberg 
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Team tm CUTTING TeeLs.. . 











FIRST TEAM IN CUTTING 


TOOLS... 








HERE’S WHY EVERY UNION AD 


That’s the big, eye-catching sign-off you'll see from now on 
in every Union advertisement. Your customers and pros- 
pects will see it, too, because well over 1,000,000 Union 
messages are appearing this year in the following leading 
metal-working magazines: AMERICAN MACHINIST ... 
MACHINERY ... TOOL ENGINEER . . . MODERN 
MACHINE SHOP ...WESTERN MACHINERY and 
STEEL WORLD. 


Besides this continuous promotion giving you fifty-fifty 


FOR You 


prominence, Union supplies a fine group of sales aids de- 
signed to help you reach new customers and keep old ones. 
These sales aids include eye-catching counter displays, ad 
reprints, colorful product folders, handy and useful wall 
charts and gauges — plus net price sheets to assist you in 
pricing and bookkeeping. 

These sales aids will be imprinted with your name and ad- 


dress without charge. This leads business straight to you. 
Join the “First Team in Cutting Tools.” 


UNION TWIST DRILL COMPANY, ATHOL, MASSACHUSETTS - Milling Cutters + Gear Cutters + Twist Drills + Hobs + Reamers + Carbide Tools 


We own and operate S. W. CARD MANUFACTURING CO. Division, Mansfield, Mass., Taps, Dies, Screw Plates. .. 
BUTTERFIELD DIVISION, Derby Line, Vt., Taps, Dies, Screw Plates, Reamers, Twist Drills . . . 
BUTTERFIELD DIVISION, Rock Island, Que., Milling Cutters, Twist Drills, Hobs, Reamers, Taps, Dies, Screw Plates 


INDUSTRIAL DISTRIBUTION © JUNE, 1952 





Sr | a eee ee 


pattie Gord 


The 100 Hour 
Lantern 


The F. E. Myers & Bro. Co 


, Ashland, Ohio, recently held a three-day confer- 


ence at which company representatives told what is being done by the pump 
industry to cooperate with electric power companies in promoting running water in 


rural areas 


Sixteen district sales managers of 
Ihe F. FE. Myers & Bro. Co., attended 
a recent conference at the factory in 
Ashland, Ohio 

Special emphasis was placed at the 
three-day conference 


on cooperation 
between water 


system manufacturers 
and electric power companies for the 
promotion of running water in rural 
areas The district managers heard 
Myers company representatives tell 
of what is being done by the pump 
industry in this respect and what they, 
is Myers representatives, can do to 
carry out the cooperative program. 
Another topic covered by the con 
ference was the outlining of a new 
sales promotion for Myers Water con 
ditioning equipment 
Present were, J. F 
ant domestic 


Simmons, assist 


sales manager; E. M 


No. 40OR Traffic-Gard 


Stays lighted 100 hours and 


more on 18 oz. of kerosene 


Lighthouse type lens mag- 
nifies flame into far-reaching 
safety beam 


Cooler burning 
lens replacement. 


minimizes 


DW xcle- EMBURY MANUFACTURING CO 
WARSAW NEW YORK 


EMBURY 


LANTERNS & TORCHES 


USA 


a 


Parti ipants in the 
men 


continuous training 


3 salesmen from 16 states 
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onducted by Manning, Maxwell & Moore, Inc 


Myers, assistant to the president; 
C. M. Parquette; F. E. Myers, II, 
first vice president and secretary; C. D. 
Leiter, vice president and domestic 
sales manager; C. Ginn, Jr., president; 
G. J. Light; J. C. Myers, Jr., vice 
president in charge of industrial and 
public relations; and C. B. Sattler, 
sales training manager. 

Others attending were C. R. Jordan; 
C. W. Graham; A. E. Beible, Jr.; 
R. S. Marks; D. F. Mainz; W. L. 
Durza; H. T. White; H. H. Em 
minger; R. D. Morr; W. E. Booker; 
J. E. Tice; D. E. Brubaker, ass’t. do- 
mestic sales mgr.; and E. L. Board 

Others were C. L. Lutz, water con 
ditioning sales; L. R. Raudebaugh; 
C. B. Austin; E. H. Reaser, advertis 
ing manager; and L. Duffy, power 
sprayer sales. 


Manning, Maxwell & Moore Conducts Program 


program for industrial distributor sales 


, Stratford, Conn., numbered 





jokers Mone 


KING OF THE MONTH 


j-M MOGUL 
VALVE STEM 
PACKING 


STYLE NOS. 193, 
222 and 223 


A packing with 
long service life 
that’s perfect 
for use in 

small space 


Where to sell it: Every industrial plant uses Style No. 193—Twisted. The strands of this 
equipment with small packing spaces where handy packing can be untwisted to any desired 
Mogu! will pack effectively. Designed especially smaller size. Thus, one size fills the needs of 
as a valve stem packing, Mogul is also equally , many different valve stem stuffing box sizes. 
adaptable as 4 rod packing for both centrifugal Style No. 222—Braided round. This pack- 
and reciprocating rods. It provides excellent =. ics rec - os 
ing is recommended for v alves and reciprocating 


service against air, water, brine, ammonia, oil, , ; r eg 
service where packing space 1s limited. 


many weak acids and caustics wherever a soft, 
pliable packing without rubber is required. Style No. ge a rarer 
" square after braiding, t is style is particu arly 
_ What its selling poe moro recommended for packing small stufing boxes 
lubricated and graphited during manufacture. where a square section packing 1s preferred. 
This special treatment inside as well as outside How it is furnished: Style Nos. 193 and 
the packing assures long life and highly efficient 222 in coil form only, in sizes te” to 1” and Ys” 
service by reducing internal stresses. Mogul ol”, respectively. Style No. 223 is furnished in 


comes in three convenient styles. both coil and ring forms, in sizes fs” to ?. 


Note to Salesmanagers: For copies of this advertisement for distribution to 
your sales organization, write Johns-Manville, Box 60, New York 16, N.Y. 
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Look at this “platform”... it proves why | 


DART UNIONS 


are Elected by Acclamation! 


Ball Joint 
Makes the 


Difference 


“PLANK” NO, 1 


Darts are precision-ground to a perfect sphere. The true ball joint gives a drop- 
tight fit quickly, easily without excessive wrenching. 


“PLANK” NO, 2 


Dart seats are bronze-to-bronze for maximum resistance to pitting and cog- 
rosion 


“PLANK” NO, 3 


Dart threads are full and clean-cut, unlike threads of softer metal they won't 
deform or strip 


“PLANK” NO. 4 
Dart body and nuts are made of high test air refined malleable iron for resisting 
stress and stretching. They're practically indestructible! 

“PLANK” NO. 5 


Campaign for Darts it pays! 


That's why once your customers “elect” Darts 
They'll vote for them over and over again. 


. 
\ 





“nN 


DART UNION COMPANY 
Providence 5, Rhode Island 

The Fairbanks Co. — Distributors 

Boston New York Pittsburgh 


UNIONS 
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WEEDING OUT slow moving items, 
J. J. Ludeke, abrasives dept. manager 
at C. H. Tiebout & Sons, Inc., Brook- 
lyn, N. Y., works from sales analysis 
sheet held by Bill Hoft, 


warehouse 
men. Later, while 


RE-ARRANGING _ grinding 
wheels, he puts fast-selling types on 
easy-to-reach shelves Card system 
permits quick check on who buys 
what, and how often. 





3M Appoint Redpath 
Tape Merchandising Head 


Alan H. Redpath, St. Paul, has been 
promoted to the newly-created posi- 
tion of merchandising manager of all 
Minnesota Mining & Manufacturing 
Co. tape products. 

R. S. Frommer, also of St. Paul, is 
new manager of the tape group’s cen- 
tral sales inventory and production 
planning department. 

Mr. Redpath, a veteran of 21 years 
service with 3M, had been merchan- 
dising manager for cellophane tape 
and ribbons since 1949. He joined 
3M as a clerk in 1931 and moved 
into the general sales office in 1933. 
He was named a department head 
within the tape sales organization in 





POWERFUL ADS 


TO HELP YOU sett ARO TOOLS 


Hard-hitting ads like these 
. + month after month in lead- 
ing industrial trade journals... 
help build sales of ARO Air 
Tools for distributors! Tie-in... 
cash in on fast-growing demand for 
ARO. Your territory may be open. 
Write for franchise details. The 
Aro Equipment Corp., Bryan, 
Ohio. Aro Equipment of Canada, 
Ltd., Toronto. 


driver 204 
LUTION eaihanl ING 
Try this REVO FREL is AMAZ 
vd 


self a0 
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of CLEVELAND’S 


Add to the known advantages of socket screws, 

the extra strength and accurate forming that 
results from Kaufman Process manufacture — and 

you have extra values without extra cost. By this effi- 
cient double extrusion method, steel qualities are 
actually smproved. With modern heat treatment added, 
Cleveland Socket Screws are extra tough. And the true 
hex sockets, formed in one operation, are clean all 
the way to the bottom with sharp corners that give firm 
purchase to the key. It pays you to stock and sell 


Cleveland Socket Head Screws. 


— ‘ 
CLEVELAND 7 (24% FASTENERS 


QuRe 
HTRist! ) 
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A. H. Redpath 


1940 and assumed charge of cello- 
phane tape merchandising in 1947. 

Mr. Frommer has been with 3M 
since 1937, starting as a technician 
in the abrasive division. In 1940 he 
did time study work designing pro- 
duction incentive plans for abrasive 
division employees. He did similar 
work for the roofing granules division 
at Wausau, Wis., for a year and in 
1942 moved back to St. Paul to the 
abrasives planning department. In 
1948 he was made responsible for 
organizing and managing the tape in- 
ventory control department. 

Minnesota Mining & Manufactur- 
ing Co., now observing its 50th anni- 
versary, manufactures more than 1,000 
items including cellophane, masking, 
electrical insulating and sound record- 
ing tapes, coated abrasives, reflective 
sheeting, roofing granules, printing ac 
cessories, synthetic rubber, adhesives, 
coatings and chemicals. 





CRACK COUNTERMEN atthe 
Frank E. Laffan Co., Inc., Rochester, 
N. Y., are Harold Kester, Bill Boardway, 
William Sternberg, and Francis Kee- 
nan 








Sell the BUCKINGHAM Quality Line 


Buckingham’s nationally-advertised, high-quality products are strong sellers wher- 
ever shown. That’s because Buckingham equipment sells to all industries — every 
maintenance crew is a prospect! What’s more, Buckingham products tie-in easily 
with your other hand tool sales— earn quick extra profits. Attractive discounts to 
distributors. Write today for details and money-making sales proposition. 








Buckingham 
THREAD RESTORERS 


Restore flattened or rusted studs and bolts, pipes, 
threaded shafts. Quick and simple to use. Follow 
pitch of any left- or right-hand thread—SAE, 
ASME, pipe or tapered. Models easily adjustable 
to wide range of root diameters. 


Buckingham 
TOOL BAGS 


Made of high-grade, strongly stitched leather. Ad- 
justable shoulder strap. A good-sized, rugged tool 
kit for all kinds of repair and maintenance tools— 
ideal for electricians, mechanics, plumbers. Canvas 
bags also available. 


BUCKINGHAM MANUFACTURING CO., INC 
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Buckingham 
TOOL POUCHES 


Durable, long-wearing tool pouches for hanging on 
belt. Heavy leather with stitching and rivet con- 


struction. Thirteen different styles—economical 
and serviceable for every workman. 


Buckingham  ==ammaiosessSeoetOaD 
“PROTECTO GRIPS” 

Tubular dielectric plastic grips, closed at outer 
end, for slipping on the handles of 6”, 7” and 8” 
pliers. Once on, they form an integral part of 


the pliers, providing insulation and better gripping 
surface. 


e Binghamton 


N 


69-71 Travis Street 


¥ 


tii SecA EER EL A A ta 





@® SurerDuty 


PORTABLE ELECTRIC DRILLS 


For Production—Maintenance—Construction Work 





qwew , also Superduty 4g” and 24” Drills } 


An Opportunity for Easier Sales— 
MORE PROFITS 


Advertisements in leading industry and business magazines are now 
telling the SUPERDUTY story to your customers and prospects. Get 
details NOW! Ask about SuPpERpDuTY’s attractive distributor pro- 
posal. Be set for your share of easier sales . . . more profits. 


PORTABLE ELectric TooLs, INC. 


341 West 83rd Street, Chicege 20, Iilineis 
in Canada: 369 Danforth Road, Toronto 13, Ontario 
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KEYS to new branch of Rae Bearings 
Service, Hartford, Conn. are handed to 
Roy W. Smith, service manager, by 
Edward R. Owen, while Paul J. Menz 
looks on approvingly 


Rae Bearings Service 
Opens Bridgeport Office 


Rae Bearings Service, Hartford, 
Conn., has opened a service ware- 
house in Bridgeport. Roy W. Smith 
is the service manager in charge of 
the new office. 

Recently W. C. Clingan joined the 
sales organization of the four-year old 
company. Mr. Clingan had served 27 


| years as sales manager of the Hartford 
| SKF offices. 


Rae Bearings personnel represents 
over 65 years of bearing know-how. 
The company is headed by partners 
R. J. Smith, Sr., A. N. Klebes, E. R. 
Owen and P. J. Menz. 


| G. E. Opens Headquarters 


For Southwest Territory 


General Electric’s Lamp Division 
is conducting its business in the South- 
west from a new and larger head- 
quarters in Dallas, ‘Texas. 

A new building, under construction 


| since last September, has been opened 


at 6500 Cedar Springs Avenue, in the 
Airlawn Industrial District of Dallas. 
It is occupied by the Lamp Division's 
Southwestern Sales District, of which 
Ralph A. Nungesser is manager, and 
the Dallas Service District, managed 
by H. E. Lindberg 

The structure is a modern, one 
story brick building. It contains 
45,000 square feet of space, 8,000 of 
which is devoted to offices for the 
sales and service districts, and the re- 
mainder to warehouse with storage 
space ample to house millions of in- 
candescent, fluorescent, mercury and 
other types of lamps. 





just count the 
marks and 
cut rope off 


we 
a 
2s 








“Blue Heart” Display Coil cartons colored 
blue and silver. “Red Heart” cartons, red and 
silver. Hold plenty of footage. % inch, 1000 
ft. 5/16 inch, 700 ft. % inch, 500 ft. 7/16 
inch, 380 ft. Y inch, 260 ft. Approximately 
20 Ibs. of rope per coil. 


In addition to “Blue Heort” Manila and “Red 
Heart” Sisal Rope, H & A produces cordage of 
all dard ial grades, including Trans- 
mission Rope, Drilling Cable, Lariat Rope, Yacht 
Rope, Twisted and Braided Jute Packing, Jute and 
Hemp Twines, Hard Fibre Twines, Lath Yarn, 
Tarred Marlines, Plumbers and Marine Oakum. 








measure-marked 


Display Coils 


Display space is easily found on floor, counter or shelf, by 
the dealers who stock rope in these compact, quick- 
dispensing, hexagonal cartons. The bright gleaming coils 
automatically remind customers of rope needs. They say 
how much they want. Marks are counted as the rope is 
pulled out and the desired length cut off. Customers feel 
confident of receiving full footage . . . clerks know they 
ring up fast, easy, profitable sales. 


Industrial plant stock keepers likewise find these pre- 
measured rope coils a great convenience when filling 
requisitions. The bold clear marks, accurately spaced 
every five feet, save time formerly wasted in fumbling 
with yardsticks and other makeshift measuring devices; 
while the sturdy cartons protect their contents until the 
last foot has been withdrawn. 


Top quality rope, pre-measured and accurately marked; put up 
in protective cartons that provide vivid attention value by the 
mere removal of flaps! No wonder jobbers, retailers, industrial- 
ists and consumers all give hearty approval to H & A measure- 
marked Display Coils. Available in both the famous H & A “Blue 
Heart” Manila and H & A “Red Heart” Sisal Rope. Sizes up to 
half inch only (the same sizes are also furnished in full coils and 
half coils). Rope larger than half inch, not available in Display 
Coils. 


Complete information on request. 
THE HOOVEN & ALLISON CO. 
“Spinners of Fine Cordage Since 1869” 
XENIA, OHIO 


BRANCHES: KANSAS CITY, MO. © OMAHA, NEB. © MINNEAPOLIS, MINN. 
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FAST 
SELLER 
FROM ANY 
ANGLE! 











Any way you study “Tugit’, you see 
mith ules ahead. Plant mainte- 
service crews 


ngs 


” haa 


MANNING, MAXWELL & MOORE, INC. 


MUSKEGON, MICHIGAN 

t haw-Box'’ Cranes, ‘Budgit 
Hoists and other fling spe 
f ‘As? ft yauges, Han 


Jated’ Safety and Relief Vaives 


an’ Industrial Instruments 





Manheim Staff Gathers at ‘Headquarters 


The company’s entire sales staff attended recent annual meeting. 


The Manhein Manufacturing & 
Belting Co., Manheim, Pa., held its 
annual meeting recently in Manheim. 

Present at the meeting were: Fred 
H. Feldhaus, export manager; Charles 
A. Pfisterer, Chicago Branch manager; 
Robert G. Prouty, assistant sales man- 
ager; C. A. Best, secretary; N. B. 
Kelly, president and general manager; 
B. E. Wurtmann; vice president; Vin- 
cent K. Alexander, sales manager 
Stanley B. Flint, New York City; and 
Dan H. Taylor, Los Angeles. 

Also present were W. B. Hayes, 
Montreal; T. F. Buckley, Syracuse, 
N. Y.; Dan A. McKeever, Houston; 
Ray O. Leadbetter, Boston; Jack M. 
Patton, Philadelphia; E. M. Wake 
man, Lakeland, Fla.; J. T. Griffin, De- 
troit; Herbert D. Bangert, Jr., Colum- 
bus, Ohio; William C. McFarland, 


San Francisco; T. T. Watson, Seattle, 


Wash.; Walter C. Carolan, 
City; Ralph S. Carlson, 


Kansas 
Pittsburgh; 


ind John McNaught, ass’t export mgr. 





Famco Machine Co. Buys 
New Plant in Kenosha 


Famco Machine Co., Racine, Wis., 
has bought new plant and office fa- 
cilities in Kenosha, Wis., and expects 
to complete the move to the new site 
sometime this month. 

The purchase was part of the com- 
pany’s expansion program, since the 
new buildings add approximately 40,- 
000 sq. ft. of floor space. The plant 
situated on 12 acres of land, so fur- 
ther expansion is possible when 
needed. H. B. Noll, company presi- 
dent, in announcing the move, said 
that replacing the two separate Racine 
plants would provide for more efficient 
operation in one location. 

The company manufactures several 
types of presses, squaring shears, and 
cut-off band saws. 





Los Angeles Firm Opens San Diego Branch 


This modern building houses the new branch recently opened in San Diego by 


Warren & Bailey Co., Los Angeles. 
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RELIANCE SELLS YOU 


Another advertisement in the Eaton- 
Reliance series that works for you in 
greater sales and finer customer relations. 
Reprints of this, or past Reliance ads, will 
be gladly furnished. 


Today’s Shifting Markets Make Your 
Industrial Distributor a Very Important 
Member of the Production Team! 


@ Today’s quasi-war economy is doing some 
very queer things to sales charts . . . and 
production schedules, There’s no doubt that 
the daily mail contains reports on sudden 
availabilities of certain parts and on the 
other hand, longer delivery dates on others. 


e@ And if you’ve discussed the varying 
schools of thought on “no steel after July 
Ist” versus “plenty of steel by June,” you 
know that production planning is going to 
be very critical during °52. 


e@ Add to this the softening sales in some 
markets—particularly those markets where 
defense work is causing both high unem- 
ployment and high employment simultane- 
ously. 


@ Just what can any manufacturer do in 
such a situation such as this? 


@ There’s one step you can take now to 
help smooth out peaks and valleys in your 
production scheduling — make a good 
friend of your Industrial Distributor. 


@ How will this help? There’re many ad- 
vantages—inventories can be kept at mini- 
mums, knowing that your distributor can 
increase deliveries from his stocks as pro- 
duction spurts come along. And, you elimi- 
nate costly follow-ups and long distance 
calls with remote suppliers . . . your Indus- 
trial Distributor is as close as your tele- 
phone. 


e Consider too that this kind of service 
allows you to skip costly parts storage fa- 
cilities—cut freight and cartage costs and 
minimize handling. 


e There’s no doubt that today’s conditions 
make your Industrial Distributor a very 
important part of your production team— 
but under any type of conditions, it’s just 
good business to have this kind of relation- 
ship established. 


e Get well acquainted with the Industrial 
Distributor in your area. You'll find that 
he is ready to serve you... with prompt 
delivery, quality products and recommen- 
dations to meet your requirements. 


RELIANCE DIVISION 
EATON MANUFACTURING COMPANY 
MAIN OFFICE AND PLANTS: MASSILLON, OHIO 
Sales Offices: New York, Cleveland, Detroit, Chicago, 
St. Lovis, San Francisco, Montreal 
In Canada, Eaton Automotive Products, Ltd., London, Ont. 








_() 

a 

Dependable Distributors 
stock Dependable 


RELIANCE 


) 


LOC Opeing 








Reliance Spring Lock Washers are manufactured to Government Specifications 
in Carbon, Alloy and Stainless Steel, Phosphor Bronze, K-Monel and Aluminum. 
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MAIL BOX FILE is where orders go 
after shipping room at Hansen & Hasle, 
Brooklyn, N. Y. Mrs. Helen Ander 
son, billing clerk, next uses . 


Bundling Chains with locks 


e The new AMERICAN Bundling Chains with automatic 
locks will hold bundles of bars, rods, or pipes together 
indefinitely. They hold the bundles snug, tight, neat. 


They make lifting and moving easy. They’re easy to . .. FORMSWRITER to get out the 
hook up and they unlock with a flip of the fork. invoices, with address directory at el 
bow. Figures from copies of invoices 
are transferred to 


They will save your customers real money. That’s 
what satisfied users say. They make a fine entering 
wedge into plants for your salesmen. Write today for 
information on Bundle Locks* or the 1001 other items 
in the complete AMERICAN CHAIN Line. 


*Patent Pending 
— o * as 


. . .« CUSTOMER CARDS, tabulated 
by Mrs. Mildred McNellis, book- 
keeper 


a American : | Move Chicago Office 


. American Mfg. Co., Cordage Mill, 
AMERICAN CHAIN DIVISION Brooklyn, N. Y., and its Western 
AMERICAN CHAIN & CABLE ain 


factory division, St. Louis Cordage 


Mills, St. Louis, Mo., have moved 
York, Pa., Atlanta, Chicago. Denver, Detroit, Los Angeles | tl . off 1 -ho > Cl 
New York, Philadelphia, Pittsburgh, Portland | cir we ane ware use Mm Mn 
San Francisco, Bridgeport, Conr cago to 427 West Erie St 
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Here’s how NEOPRENE’S performance 


can promote sales for you 


You’re offering extra service-life when you 
recommend products of neoprene for use in 
metalworking plants. For neoprene resists oil, 
heat, abrasion and many chemicals—the very 
things most damaging to resilient materials 


in foundries, rolling mills, and machine shops. 
When products like V-belts, packing, gloves, 
solid tires, and hose are needed, be sure you 
recommend neoprene. That way you'll insure 
satisfied customers and build future sales! 


WORK GLOVES of fabric coated with neoprene outlast 
ordinary gloves many times over. The durable‘neoprene 
coating stands up under constant exposure to heat, oil, 
chemicals, and rough treatment. 


STANDING MATS of resilient neoprene can take daily 
scuffing by heavy work shoes. Neoprene means long 
wear despite use on greasy and oily floors around 


lathes, drill presses, and other shop machinery. 


PLATING ROLLS covered with neoprene withstand 
temperatures up to 210°F in continuous tin plating 
operations. Even on rolls submerged in the bath, the 
neoprene cover resists deterioration from heat and 
chemical attack. 


FREE! THE NEOPRENE NOTEBOOK. Your customers 
read the Neoprene Notebook regularly. So don’t 
miss the information it offers about new and inter- 
esting applications of neoprene. If you’re not getting 
it now, we'll be glad to send it to you. Write E. I. 
du Pont de Nemours & Co. (Inc.), Rubber Chem- 
icals Division, C-6, Wilmington 98, Delaware. 


INDUSTRIAL DISTRIBUTION 


8 ot mer oe 
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BETTER THINGS FOR BETTER LIVING 
.-. THROUGH CHEMISTRY 


NEOPRENE 


The rubber made by Du Pont since 1932 
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| SUPREME 
| PRODUCTS 


A McGRAW-HILL PUBLICATION 
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Experienced Shopmen say 
ONE LOOK AT A SUPREME BRAND CHUCK 
AND YOU KNOW IT'S QUALITY 















- 





sOrecns Cran 
Depry 
pe oe ate 


tev 
SUPREME ciuc 
CHUCKS 
nepreme Preteen me 12) bet (one Brome (mange Smee 


© CHUCE Teal tivet UF Te Ts wame surecme 
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nt 
nue enance 


Pe SUPREME 
Nt 


SRAMe CHUCKS 


. 
tNlcateces form accuracrt 


guesswork 
Precision manufacturing end 


finest meteriots 
DEPENDABILITY! 


Every Supreme brand chuck = me 
chameally checked for 
imapee 
prececn 
product - It s yust part of the careful 
marulecturnng thet ad 
preaent ths new Supreme chuck ss 
beth dependable and securste The 
best way to sppreciete it ie to try it 
ask for Supreme brand chucks 

tere Treg Omer the neat lume you order 


¢ SUPREME ttucxs 


eee Preteen me 0177 See Cotemes Aemey Cmcnge Mee 


330 WEST 42ND STREET, NEW YORK 36, NEW YORK gpg teatita ki sit ashe en atin sig as 
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UNEQUALLED 


for safe, hard blows 


Fr 
JAW-HEAD 


tlanced tool 
ont water buffalo 
»r needed 
ne finishes 
ices 
place- 
indle gives 
i prevents 
need a 
t hammer, make sureitsa 
-/R Rawhide Jaw-head 
FACES REPLACED IN SECONDS 
Merely 


jaws 


eleases 
3 
faces. V 


tightened es 
are held ir 
vise -i ® gil; 


@ Available 

from leading in- 
dustrial suppliers. Also 
C/R Rawhide mallets 
mau!ls, solid head 
hammers 


For (ther information write Dept 22 


CHICAGO Kawhide MFG. CO. 


1301 Elston Ave., Chicago 22, Il! 
Super Oi! Seal Mfg. Co., lid 


Hamilton. Onterio 


In Canada 








liffany style’’ cases of plate glass display 
ing Vonnegut Hardware Co., 


Vonnegut Hardware Co., of Indian- 
apolis, is observing its one-hundredth 
anniversary with a program of special 
merchandising events and other activi 
ties which started in May, the com 
pany’s anniversary month. 

Ihe business was established in 
1852 by Clemens Vonnegut, Sr., as a 
small retail hardware store. One of 
the founder's four sons, Franklin 
Vonnegut, 95, is still actively inter 
ested in the business. From the be 
ginning the Vonnegut company was 
interested in supplying the tool and 
equipment needs of the factories and 
shops in its territory. 

In the 1850's Indianapolis, then a 
mall town of only 6,500 population, 
was the market place for a largely 
undeveloped farming area, with very 
little industry. ‘The few factories and 
mills were small, with only limited 
local markets for their products. ‘The 
men who operated those small plants 
turned to the little hardware store for 
many of their production and mainte 
nance problems—and several of those 
pioneer manufacturers who are in 
business today, and the successors of 
others, still look to Vonnegut for 
many items. 

When Indianapolis became the 
hub of one of the largest networks of 
electric interurban lines in the coun 
try, the service was utilized by Von 
negut to speed up its delivery service 
throughout Indiana and adjoining 
states 

Indianapolis was one of the leading 
enters of the motor car industry dur- 
ing its early day, and at one time 
many of the leading automobiles of 
those times were manufactured in 
Indianapolis and engineers connected 
with automotive and speedway ac- 
tivities spent much time in the Von- 
negut store. 
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Indianapolis, 


Indiana House Reaches Century Mark 


merchandise in the modern building hous 
celebrating its 100th anniversary this year 


Now, after one hundred years’ 
growth, the Vonnegut mill supply 
division covers all of Indiana, and also 
some adjoining territories in Ohio, Ili 
nois, Michigan and Kentucky. It is 
one of the tew industrial distributors 
in the country in which factory sup 
pliers maintain permanent offices for 
their sales representatives. 

The industrial supply and wholesale 
divisions and display rooms of the 
Vonnegut Co. are housed in a mod 
erm building which was completed in 
1940. Designed, located and_ built 
especially for the purpose, the com 
pany displays merchandise in “Tiffany 
style” cases of plate glass, many of 
which were built in the Vonnegut 
plant by Vonnegut workmen, espe 
cially for a particular line of equip 
ment. 

Ihe building was designed to pro 
vide the simplest, fastest possible 
means of getting merchandise and 
equipment in and out. At the receiv 
ing docks, goods come in by railway 
cars and trucks. From the docks they 
are carried to the proper sections by 
chutes, tramrails, elevators and by 
hand and hydraulic trucks. There are 
nearly 300 running feet of these load 
ing and unloading docks, with access 
to the building proper through 23 
doorways with overhead doors. 

There is a large display room cover 
ing an entire floor, which is reached 
by a wide staircase directly opposite 
the parking area entrance. More than 
ten miles of shelves give quick access 
to many more thousands of items. 

Vonnegut salesmen are required to 
spend years of special training in the 
organization in order to become 
thoroughly familiar with the equip 
ment they are to sell, and with the 
engineering problems involved in their 
various applications. The basic train 





Franklin Vonnegut, 95, son of the 
founder, is still actively interested in 
the business 


ing for industrial salesmen at Vonne 
gut’s covers five years, and includes 
work in the stock room, over-the 
counter selling of minor items, tele 
phone selling, special schooling includ 
ing films on major lines, and trips to 
suppliers’ factories for first-hand train 
ing under the manufacturers’ own en 
gineers and salesmen. The average 
period of employment among Vonne 
gut mill supply salesmen is eighteen 
years, 

L. P. Russon, sales manager of the 
Industrial Supply division, in speak 
ing of the growth of this branch of 
the business, said: “In the early days 
when Vonnegut dealt largely with the 
farmer and the carpenter and sold all 
types of goods from pickling spices to 
casket hardware, the company func 
tioned strictly as merchants or store 
keepers. Today, in this division, we 
act as the middlemen between sup 
pliers and our industrial customers. It 
is our responsibility to know the 
answers to customers’ problems—or 
know where we can go to get the 


Richard E. Kremp: “Vision, imagina- 
tion, decision and a bit of courage form 
the basis of our planning—” 


ANOTHER REED 


The “heart” of any machinists’ 
vise is the main vise nut. 


Yet only in a Reed is this vital 
part machined from high carbon alloy 
steel. . . heat treated for perma- 
nence and maximum strength. 
Threads are cut to closest toler- 
ances to assure a perfect bearing 
for the heat treated alloy steel 
screw. And they stay close, for 
there is none of the wear found 
with the obsolete malleable nut. 


EXCLUSIVE 


Even the base of the Reed nuf 
is milled to a limit gauge to insuré 
correct alignment, less stress and 
more power. 


Important though itis, the vise nu? 
is only one of the many exclusivé 
REED features... for every works 
ing part is designed and built t¢ 
these same high standards, , 


That's why Reed Vises out-lost and 
out-perform all others. 


The exclusive features of Reed Vises will help 
you build volume, loyalty and good-will. 


Remember, In a vise or pipe tool, 
if it’s a REED . .. it’s RIGHT! 


MANUFACTURING COMPANY 


ERIE.) PENNSYLVANIA, 
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We're Looking For 
Distributors Who 


Are DUMB ie 


- 


Any smart Distributor knows that a product like Cling-Surface that was intro- 
duced in 1896 and still remains the leader in a profit-packed field, chat has now 
been invaded by 250-odd imitators, MUST have something worth IMITATING. 
That “something” is the fact that Cling-Surface is the on/y bele preservative on the 
market. The others vaguely call themselves belt “dressings.” This difference 
makes a// users of transmission belts turn to Cling-Surface eventually. Last year, 
as usual for over 56 years, we experienced another big increase. For that reason, 
we need several good, substantial A-1 Distributors that are “dumb like a fox.” 
Even if you are now handling a “dressing”, you should be interested in chang- 
ing to the leader in the field. If you can qualify, we can offer you a TOP propo- 
sition and would like to hear from you. 


ONLY Cling- Surface sells ONLY through distributors. 


Our salesmen will assist you, but they'll never compete with you. 


ONLY Chag- Surface stops ALL slippage and permits 


the economical “slack” bele operation that delivers up to 43% 
more power, reduces belt repair “down time” and makes belts 
last longer. 


ONLY Cling- Surface belt preservative has met and has 


passed rigid U. S. Goverament performance requirements. NO 
OTHER BRAND can say this. 


ONLY Chag- Surface backs you up with NATION 
WIDE ADVERTISING in all these magazines plus Direct Mail 
to your customers, plus a real Sales Promotion program in your 
territory. With this program and Cling-Surface’s 56 
year reputation, sales resistance is effectively 
minimized ahead of your good selling. Write 
us now for full particulars! First come, first 

served! 


CLING-SURFACE co. 1048 NIAGARA STREET 


alas Vue 3 NEW YORK 
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answers immediately—and to explain 
the customers’ needs in terms the 
manufacturer will understand.” 

Richard E. Kremp, Vonnegut presi- 
dent, said: “Through these one-hun- 
dred years we have been growing and 
progressing with Indianpolis and In- 
diana, and we are grateful for the in- 
creasing opportunities for service 
which the sturdy growth of our city 
and state have always afforded. We 
have adopted as the keynote of our 
Centennial observation the theme: 
‘Vonnegut enters its second century 
of Service to the people of Indian- 
apolis and Indiana. Vision, imagina- 
tion, decision and a bit of courage 
form the basis of our planning which 
is already under way. And, since it is 
our conviction that in business things 
do not just happen—you have to make 
them happen, we are building an or- 
ganization to see that they do hap- 
pen.” 


Quaker Rubber Corp. 
Appoints Works Manager 


Mr. C. H. Foulkrod has been a 
pointed works manager, Quaker Rub- 
ber Corp., Division of H. K. Porter 
Co., Inc., Philadelphia. 

Mr. Foulkrod will be responsible 
for all manufacturing operations in- 
cluding production, production plan- 
ning, factory personnel, laboratory, 
receiving, shipping and warehousing. 
He has been with Quaker more than 
ten years in various capacities. 

Advancing steadily in the organiza- 
tion Mr. Foulkrod has served suc- 
cessively as clerk in the Mill Room, 
assistant foreman, general foreman, 
plant superintendent and now works 
manager. He attended Temple Uni- 
versity and Penn State College. 


C. H. Foulkrod 





BAY STATE TAP & DIE COMPANY * MANSFIELD. MASS. 
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ROYE RSFORD 


Arber Press 
Lever Type 


21 tn. V-Belt 
Power Drill 
ivy Grill capacity 


Foot Press 





M2A Power Hack 
Saw. Ory Cut 
6” «6 Capac ity 





Since 1882 Gat Gan hy| 


MACHINE TOOLS 


The moderately priced sturdy tools 
you see illustrated can be had from 
Royersford. Many of your custom- 
ers need service tools for mainte- 
nance and intermittent use and Roy- 
ersford will help you take care of 
their needs. Be competitive! Bring 
your customers needed tools that are 
serviceable and moderately priced 
and you can depend, as other dis- 
tributors do, on Royersford Prod 
ucts and tools to live up to your cus- 
tomers needs. 

WE ALSO MANUFACTURE 
Power transmission items such as 
hangers, pillow blocks, couplings, 
collars, roller bearings, etc. 


ROYERSFORD Foundry & Machine Co.,/nc, 
AS.A. Coble Address: ROYMACHINE 





c 








ae ry your Copy oF 
TALOG NO. 51-C 


give your customers 


FASTER 


deliveries 


pressure 
regulators 


When your customers need pres- 
sure regulators in a hurry, you can 
give them both the best regulator 
and the best delivery available. You 
can get prompt shipment of your 
orders direct from the Keckley 
plant. Most sizes available from 
others assembled, tested and shipped 
in a few days. Screwed or flanged in sizes 
from §” to 6”. Pressure and temperature 
combinations available. 
Check with Keckley for better valves and 
better delivery 
Pressure & T. Regul 
Float ca a 
Pop Safety and Relief Valves 





© Fa onan. @ 3 on.@  - Gaoney yw. Bf 


400 W. MADISON STREET 


CHICAGO 6, ILLINOIS 
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LOADING DOCK is important ben 
efit from new warehouse addition at 
Abrasive Machine & Supply Co., New 
ark, N. J. Inside 


stock rooms 


. HAND TRUCKS speed orders 
to packaging tables and conveyors, head 
shipping clerk H. J. Callahan in charge. 


Adds 
New Room, Loading Dock 


Ihe Abrasive Machine & Supply 
Co., Newark, N. J., has completed a 
1,250 sq. ft. addition to its warehouse 
and loading dock in the rear of its 
main building. 

More space is also being made avail- 
able in another part of the old build- 
ing by removal of offices upstairs from 
the first floor. 

The new addition is already in use, 
serviced by a conveyor system installed 
recently to move shipments and in 
coming supplies the full length of the 
company’s main stockroom. 


Abrasive Machine 





SALES MANAGER W. H. Heinze, 
Jones & Auerbacher, Inc., Newark, 
N. J., talks products with factory man 
R. A. Jacques, Greenfield Tap & Die 





Manning, Maxwell & Moore 
Names Dey to Head Southeast 


Manning, Maxwell & Moore, Inc., 
Muskegon, Mich., has appointed 
Harry E. Dey as Southeastern district 
manager. His headquarters will be 
in Atlanta, Ga 

Mr. Dey, a World War II veteran, 
ecame sales engineer for a firm in 
Los Angeles after the war, specializing 


Rockwell brings you the FINEST! 


A hand saw masterpiece! For the tool 
perfectionist and craftsman. 26” straight 
ack, alloy steel, taper ground blade with striped 
finish. Solid walnut handle, natural finish, 
beoutifully carved. Also available in 
skew bock design. Optionol 
5% point rip, 8 or 10 
point crosscut 
teeth. ¢ —_ 


A superior quality hand saw throughout. 
No. 56 Pa skew back, alloy steel, taper ground 
blade with striped finish. Solid cherry handle, 
natural finish, beautifully carved. Also 
available in straight back design. 
Optional 52 point rip, 8 
or 10 point crosscut 
teeth. ; 


Preferred by craftsmen who desire top 
cutting efficiency at lowest possible cost. 
26° straight back, alloy steel, taper ground blode 
with striped finish. Beechwood handle, apple 
finish, beautifully carved. Also avail- 
able in skew back design. Op- 


Se ec a nent Se eee 


in application and sale of electric 

hoists and monorail systems. 
Following this, he entered the em 

plov of Manning, Maxwell & Moore, ; Ls . 

Inc., as a field engineer in the Los is ist price, $5.95 

Angeles territory His record there ; , 

esulted in his transfer to Seattle, 

Wash., where he was placed in charge 

of that territory, the position he held 

until his present promotion. 


tional 512 point rip, 8 or 
10 point crosscut 
teeth. 


Here's the highes! quolity line of 26-inch hand saws ever offered to Industry. Exclusive 
spring ond resilience . . . real sawing performance! Top grade hardwood handles . . , 
design engineered and scientifically processed for years of trouble-free performance, 
And... competitively priced! Alse available in 24-inch and 20-inch panel saws. 
Rockwell's superior quality combined with extremely interesting discounts now 
brings to the industrial distributer new stendards of product perfection plus greater 
profits. Don't weit! Mail the handy coupen today for complete distributer information. 





Rockwell Tools, Inc. 


Subsidiary of ROCKWELL MANUFACTURING COMPANY 
1314 KINNEAR ROAD, COLUMBUS 8, OHIO 


/00 Seats of Fi Fine Y. Quality Saw Mak ting 


Hend Sews ROCKWELL TOOLS, INC., 1314 Kinnear Rood, Columbus 8, Ohio 


Panel Sows 
Compass Sews | 
Keyhole Saws | 
Buck Sows | Name 
| 
| 
L 


Please rush me copies of the new Rockwell Hand Sew Catalog 


Please have your Rockwell representative call and tell me about New Profit 
opportunities with Rockwell's quality lines of Hand Sows and Circular 
Sow Biodes. 


WAREHOUSE TEAM Gets orders 
out fast at Poe Hdwe. & Supply Co., 
Greenville, S. C. Richard and Walter 
Latimore, Charles Smith, and Lee Hug 
gins work under manager R. L. Finley 





Cross-Cut Saws 
Special-Purpese Hand Sews 
Circular Saw Blodes 


Company 


City 
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Pump operates at any angle 
... in any position! 


If your customers have a job of pushing, 
pulling, bending or spreading to be done, 
a Hein-Werner “Push and Pull” Hydraulic 
Jack will prove to be a great time-and- 
labor saver. 


The new Hein-Werner “JacKit” (C-12) 
includes the service-proven 10-ton “Push 
and Pull’ Hydraulic Jack and basic attach- 
ments complete in sturdy wooden chest. 


Available in models of 4, 10 and 20 
tons capacity complete in wooden chest 
or rollaway metal stand. Write us for 
complete details. 

The Hein-Werner line of hydraulic jacks is 
COMPLETE! It includes Under-Axle Jocks 
of 3, 5, 8, 12, 20, 30, 530 and 100-tons 
capacity Bumper-Lift’ Hydraulic 


Jocks for passenger cars Swift-Lift 
and Service Jacks for shop use 


HEIN-WERNER CORPORATION 
WAUKESHA + WISCONSIN 








Pulling ond pushing to straighten bent 
lifting arm of Bulldozer without re 
moving from tractor 





Shimming and leveling of heavy 
grinder easily accomplished with 
Spreader. 





Pulling heavy main drive wheel off 
shaft. 
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Fleck and Coy Promoted 
By American Screw Company 


At a recent meeting of the Board 
of Directors of American Screw Com- 
pany at Willimantic, Connecticut, 
Arthur L. Fleck was elected vice 
president in charge of sales, and John 
J. Coy was named general sales man 
ager. Both men have been with the 
company for many years, Fleck hay 
ing been manager of the Chicago 
office before being called back to 
headquarters. 


John J. Coy 


Pump Manager Honored 


J. J. Thompson, manager of the 
sales personnel and training division 
of Worthington Corporation, Harri- 
son, N. J., was awarded a “Certificate 
of Service” by Secretary of Commerce 
Charles Sawver at Washington, D. C., 
yesterday. Mr. Thompson was hon 
ored at a luncheon along with 188 
U. S. businessmen who had served 
without compensation to aid the gov- 
emnment’s defense efforts. 





This $500,000 fire of undetermined origin at Crescent 
Flour Mills in Denver was beyond control when discovered. 


can stop disaster before it starts! 


You know the first five minutes of fire are crucial! 
Buffalo Automatic Fire Alarms, placed at intervals or 
near known fire hazards in your buildings, stand 
alert to warn the instant fire threatens. The fool-proof, 
wind-up mechanism is completely self-contained and 
independent of any power source. The moment 
surrounding temperature reaches 135°, the heat- 
sensitive fuse automatically releases the alarm. A 
loud, penetrating gong sounds for five minutes, sig- 


naling for quick action to prevent disaster. After 
sounding its warning, a new fuse and winding is all 
that is necessary to put your Buffalo Automatic Fire 
Alarm on the job again. 

Find out about this low cost, Underwriters’ Labora- 
tories approved protection now! It's easy to install 
and the copper-plated mechanism will last a lifetime. 
Also, ask about Buffalo's selective distributor sales 
policy, Write today! 


BUFFALO FIRE APPLIANCE CORP. 


SPATTER Ff, 


ESTABLISHED IN 1895 
OHIO 
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ALND 


‘Tops 


IN QUALITY! 


“Since 1857"' Klein 
Pliers have been the 
standard of quality with 
men who know good 
tools. Today, Klein 
offers the most complete 
line of quality pliers for 
standard or specialized 
service. Keep a repre- 
sentative stock on hand 
for your customers who 
want the best. 


Write for your free copy 
of the Klein Pocket Tool 
Guide today! 
DISTRIBUTED 
THROUGH 
JOBBERS 


Foreign Distributor: 
InternationalStand- 
ard Electric Corp., 
New York 


\ 


E *) 0} 
| ¥ °) 
Since 1857 VG a 


2K LEINSSS 


3200 BELMONT AVE CHICAGO 18 ILt 





COUNTER CLERKS Cecil Phillips 
(center) and Meldred Rauton mean 
double insurance that customer F. L. 
Glover will get precisely what he wants 
at Charleston Supply Co., S. C 





ASTE Elects Wiard 
Detroit Chapter Head 


E. D. Wiard, Detroit district sales 
manager in charge of the Detroit, 
llint and ‘Toledo territories for Ih 
nois Tool Works, Chicago, has been 
elected chairman of the Detroit Chap 
ter of ‘The American Society of ‘Tool 
Engineers to serve during 1952. Mr. 
Wiard was installed in office on 
March 13 and will direct the activi 
ties of the country’s largest A.S.T.E 
chapter 

\ registered professional mechanical 
engineer, Mr. Wiard is also a member 
of The American Society for Metals 
ind has worked in the cutting tool 
industry for nearly 30 years. He is 
ictive in ‘The Metal Cutting Tool 
Institute, serving as secretary of the 
research and technical committee 
ind as a member of the defense con 
sulting committee formed to assist 
defense industry in the solution of 
metal cutting tool problems. 


E. D. Wiard 
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JOB-TESTED 
FLOOR SWEEPS 


THE IMsiDE 2 
story U-" ond 
i construction. Sizes 12-36" 
MAIN TYPES JOB-TESTED SWEEPS 
LIST - 14” 
SUPREME 614 LINE for medium and 
smooth rs to remove light and 
medium dirt $5.50 
WIRE-CENTER $-2714 LINE for smooth 
unpolished surfaces to remove light 
and medium dirt 
3014 BORDERLINE for smooth unpolished 
surfaces to remove light and medium 
dirt 
SAMBO LINE for rough unpolished 
surfaces to remove wet or dry, medium 
to heavy dirt 2. 


Order Now—Write for discounts 


LAITNER BRUSH CO. 








See the new ey Duty 
No. 500 | 


Speee. Wt 


® Ail Ball Bearing 


®@ Wide-face Helical 
Gears 


@ integrally Die Cast 
Aluminum Body 
and Frame 


@eMore Powerful 
Heavy Duty Motor 
4 Pp 


@No. 348 Jacobs 
Geared Chuck and 
finest Electrical 
Equipment 


® Compact Powerful, — 


1832 Se. 52nd Avenve, Cicero 50, Illinois 
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REBUILT from top to bottom, Kas 
per & Koetzle, In presents impres 
sive front oa Brooklyn, N. Y., street 
Inside 


. . MANAGEMENT TEAM, Fred- 
erick Koetzle, president, and Walter 
I’. Koetz] v.p., check on counter 





International Nickel 
Elects Merica President 


I'he International Nickel Co. of 
Canada, Ltd., has elected Dr. Paul D. 
Merica president, succeeding Dr. John 
F. Thompson. 

Dr. Thompson continues as chair 
man of the board and chief officer of 
the company. R. Leslie Beattie, vice 
president and gencral manager of 
Canadian operations, has been elected 
a member of the executive committee 
of the board and a director of the 
company’s U. S. subsidiary, The In 
ternational Nickel Co., Inc. 

H. C. F. Mockridge, Q. C., was 
also elected to the executive commit 
tee. Other appointments were: J. R. 
Gordon, assistant vice president, 
elected assistant general manager; 
Ralph D. Parker, assistant vice presi 
dent, named vice president and a 
director of Canadian Nickel Co., Ltd.; 
William IF’. Kennedy, elected secretary 
of the company, succeeding Henry S. 


In PHILADELPHIA 


MATT OBERHOLZER says: 


ees ene 


M. R. Oberbolzer  E. C. Lindsay, Jr. 
of Lindsay, Oberbolzer & Co. 


“Our sales of ANGLgears amounted to $2306.40 
during the first sixty days we handled the 
line. They are units which enable our men to 
develop customer interest quickly.” 


Lindsay, Oberholzer & Co. has found that these unique standard- 
ized, right angle drives arouse interest wherever they are shown 
They sell easily and—because they are small, compact power- 
houses with the capacity of units many times their size—their 
applications are unlimited, the market for them is big. Among 
customers of Lindsay, Oberholzer & Co. are instrument 
manufacturers e chemical plants e electrical equipment 
manufacturers e textile mills. 





You have similar manufacturers in your 
territory. Call on them and show them 
ANGLgear. You'll create interest that's 


easily turned into sales. 


A FEW CHOICE TERRITORIES ARE STILL 
AVAILABLE. WRITE FOR INFORMATION. 





——— 
—— — ~ 
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ACCESSORIES CORPORATION 


CO AAC. 1414 CHESTNUT AVENUE «© HILLSIDE 5, NEW JERSEY 
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PARKER VISES 


America's First Vise Maker 


Accepted by Industry for 120 Years 


THEY ALWAYS 
STAY SOLD 


1 


NEE EL) 
9 
ABW SVN 


The Sales Policy is Machinists @ @ Top Swivel Jaw 
. ‘ Combination Pi @ Hin Pi 
100% through Distributors ae eral © Utility _ 


THE CHARLES PARKER CO. MERIDEN, CONN. 


LOOK TO 


WHO 


FOR THE FINEST 
COUPLING BOLTS 
CAP SCREWS 
SET SCREWS 
MILLED STUDS 





“WHO “SS Wy. H. eel lon vox. PA. 


Ottemiller products are sold through Mill Supply Houses. Write 
for free folder which illustrates and describes the complete line. 
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Wingate, who will devote his full time 
as vice president and a director. 

The following executive changes in 
the U. S. subsidiary, The International 
Nickel Co., Inc., were announced: 
Dr. Merica, president; Walter C. Ker 
rigan, vice president and general sales 
manager; L. R, Larson, assistant vice 
president and assistant general sales 
manager; Theodore H. Dauchy, Rich 
ard A. Cabell, and John A. Marsh, 
assistant vice presidents. 


Safety Socket Serew Exec. 
Elected to School Board 


Clarence W. Payne, vice president 
and general manager of Safety Socket 
Screw Co., has been elected to a 3- 
year term on the Niles Township, 
Ill., High School Board of Education. 

He was nominated by a caucus of 
parent-teacher and civic associations 
to represent Lincolnwood, Ill., on the 
board. Active in civic, church, and 
Boy Scouts work, Mr. Payne had not 
previously held public office. He has 
a son in the high school and a 
daughter will enroll next Fall. 


Boody Heads Coast Sales 
For Parker Appliance Co. 


Donald T. Boody has been named 
Pacific Coast sales engineer for indus- 
trial products manufactured by The 
Parker Appliance Co., Cleveland, 
Ohio. 

Mr. Boody comes to Parker from 
the Pacific Division of Bendix Avia- 
tion Corp., where for the past twelve 
years he has held posts in engineering, 
production and most recently, sales 
engineering. 


Donald T. Boody 





What more could be asked? 


.-- about steel pipe 


_Easy cutting and threading 


National Pipe retains its strength even in the lightest 
part of the smallest thread because the steel is uniform 
and free from slag inclusions, laminations and blisters. 


____~— Complete uniformity 


National Pipe is more than uniform in structure. It's 
uniform with regard to corrosion resistance, ductility, 
strength; as well as diameter, wall thickness and surface 
finish. 


Smooth coiling and bending 


Over the years, we've learned that more and more 
National Pipe is used for coiling and bending applica- 
tions. National Pipe’s strength and ductility are the 
result of specially selected materials, special processes 
and rigid tests and inspections. 


Spellerized 


Spellerizing is an exclusive National Tube development 
that assures a dense, homogeneous surface that gives 
the pipe added protection against corrosion and pitting 
Special roll-knobbed blooms work the metal to elimi- 
nate irregularities. 


Scale-free 


National Pipe is made by the National Scale-Free Proc- 
ess that removes the mill scale, inside and out. This 
gives you a smooth surface that minimizes corrosion 
and prevents clogged orifices and damaged valve seats 


NATIONAL TUBE DIVISION, UNITED STATES STEEL COMPANY, PITTSBURGH, PA. 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U°S°S NATIONAL Stce! PIPE 


Tb NLT E D STATES STEEL 
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VALUABLE 
CATALOGS 
FOR YOUR 
218 See 


. . + describing 

Harrisburg Seam- 
less Steel High- 
Pressure Cylinders. 





. describing 
Harrisburg Seam- 
less Steel Pipe 
Couplings. 





... describing 
Harrisburg Drop- 
Forged Steel Pipe 
Flanges. 





... describing 
Harrisburg Lite- 
Weight Liquefied 
Petroleum Gas 
Cylinders. 





... describing 
Harrisburg Drop 
Forgings. 


Copies of any or all of the 


releleh aa 


Catalogs will be 


Daleli (cre Melamasre [ists] order 


them by product name 


wy, — wey 


corrpoRe ATION 


290 


urg Steel 


Robert E. Workman 


Goodyear Tire & Rubber 


Names Product Executive 


Robert E. Workman, former St. 
Louis district manager of Goodyear 
lire & Rubber Co.’s chemical divi 
sion, has been named to the newly 
established post of manager of com 
mercial development, with headquar 
ters in Akron, Ohio. 

Mr. Workman, who joined the 
company in 1942 as factory office 
trainee, was a special representative in 
\kron and St. Louis, respectively, 
from 1947 until his appointment as 
St. Louis chemical division district 
manager in 1951. 

The post was created to investigate 
new products and direct their early 
sales development 


Standard Pressed Steel 
Appoints Lester Treasurer 
James V. Lester, controller of the 
Standard Pressed Steel Co., Jenkin 
town, Pa., for the past 5 years, was 
elected treasurer at the company’s re 
cent annual meeting. : 
Other officers, all re-elected, were 


James V. Lester 
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[help rour CUSTOMERS 


SELECT THE BEST... 


hand them 
CHAN NELLOCK 





Channellock plers are made by skilled 
craftsmen of a company known for nearly 
3.4 of @ century for its highest quality pro- 
ducts The outstanding features of Channel- 
lock phers such as Longer Wearing. No Wear 
on the doint Bolt, Closely Spaced Adjustments 
and Greater Strength make them the most 
desired pliers. 

Whenever your customers ask for pliers 
... help them select the Best .. . Hand them 
Channellock 

nd remember, Only Champion DeAr- 
ment makes Channellock. Send for Cataloy, 
today. 


CHAMPION DEARMENT TOOL CO. 
Meadville, Pa. 
Channeliock pliers are listed in the 





Hot water tanks and steam connections, Chicago Athletic Club, Chicago, Iil., with lifetime insulation of “Featherweight” 
85°, Magnesic. Plumbing Contractor: W. W. Watson Co. Insulation Contrector: Stondard Asbestos Co. of Chicago 


This insulation keeps them in hot water... and they love it! 


ANOTHER BOOST FOR RANGES OF KEASBEY & MATTISON LOW PRESSURE INSULATIONS 
"Featherweight" 85% Magnesia |" 


DUPLEX 
When a user is spending money to heat water, he 
wants it to stay hot until he needs tt—and that’s where Alm CELL 


Featherweight’ 85% Magnesia will do just that 
FINE CORRUGATED AIR CELL 


Take this installation, for example. “Featherweight” 
85% Magnesia completely insulates those big tanks, and SPECIAL FINE CORRUGATED AR Cols 
holds the heat so well that loss from radiation is at 


SIMPLEX "SUPER SHRUNK" 
a minimum 


You can get and hold business with performance like that! “PEATHERWEIGHT” 6S% MAGNESIA 


And this insulation is permanent . because ‘*Feather- 
weight” holds up—and will! not deteriorate and lose 
its efficiency 


You don’t have to baby “Featherweight”, either—it’s Nature mode Asbestos... 

light, yet rugged. And it’s easy to apply fits snugly Keasbey & Mattison has mode it serve 
to contours, can be sawed or cut, and goes on quic kly monkind since 1873 

You can get it in all forms, too—blocks for flat, curved, 
and irregular surfaces; in sections and sets of segments 
for standard pipe sizes. 


In fact, you’ll find the whole line of K& M Low Pressure KEASBEY & MATTISON 


Insulations, shown in the table at right, equips you to COMPANY ¢ AMBLER © PENNSYLVANIA 
handle any insulation problem. Write for further infor- 
mation on any or all of these insulations 
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Your Name 
Here 


... because we know 
how important 
our distributors are 


These pockoged shim stock racks 
are provided with your firm name 
very neatly imprinted on them. The 
only requirement is a minimum quan- 
tity of 25. 


Here's the ideal way to keep your firm name be- 
fore the people who actually use your products. 


Sell pockoges instead of inches! 
Rack holds four 6” X 100” cartons 
of brass or steel shim stock in gouges 
of the customer's choice. 


NATIONALLY ADVERTISED * EASY TO STOCK AND HANDLE 
All SALES THROUGH DISTRIBUTORS * HIGH QUALITY 


UNION STREET 


LAMINATED SHIM COMPANY .. 


iI 


Bolts... Nuts... Rivets 
... Screws-have provided 
their users with the same 


dependable uniform quality 


and accuracy of finish for almost 
a Century. 


For Greater Security... 


Fasten Fast with Clark Fasteners 


GLagx Bros four Cp 
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MILLDALE, CONN. 


BOLTS + NUTS 
RIVETS « SCREWS 


6-M-le 





Howard T. Hallowell, chairman of the 
board; H. Thomas Hallowell, Jr., presi- 
dent; J. Whiting Friel, vice president; 
and William L. Kryder, secretary. 

Harold F. Gade, one of the founders 
in 1903 of S.P.S. and its senior vice 
president and treasurer, retired after 
+9 years as an officer of the company 
Mr. Gade, born in Norway 80 years 
ago and educated in Germany, de- 
veloped the S.P.S. Flexloc locknut. 

Mr. Gade’s son, George A. Gade, 
field sales manager, was elected to the 
board of directors. The other four 
board members were re-elected. Be- 
sides the chairman, they are President 
Hallowell, J. Franklin Roberts, and 
Herbert K. Taylor. 

Mr. Lester, the new treasurer, is a 
graduate of Columbia University, in 
1941. He joined S.P.S. in 1946, and 
became controller in 1947. 


Rockwell Mfg. Co. Names 
Exec. Vice Presidents 
James E.. Ashman and L. A. Dixon 


have been elected executive vice presi- 
dents of the Rockwell Mfg. Co., 
Pittsburgh. 

Mr. Ashman joined Rockwell in 
1947 as controller and later held both 
this position and that of vice presi- 
dent. He had served in an executive 


sales capacity for several firms pre- 


viously. 

In his new post, Mr. Ashman will 
be in charge of the Power Tool and 
Rockwell Register Divisions of the 
company. 

Mr. Dixon joined the Pittsburgh 
Equitable Meter Co., now a division 
of Rockwell, in 1926 as assistant to 
the president. Later, he was presi- 
dent of the Pittsburgh-DuBois Co., 
continuing in the same capacity when 
the company was acquired by Rock 
well. He became later vice president 
of the Rockwell meter and valve divi 


s10ons 


James E. Ashman 








Double Barrel Advertising 


A avertising men agree — to do a complete 
advertising job you need the double effect 
of both Display Advertising and Direct 
Mail. 


Display Advertising keeps your name 
before the public and builds prestige. 


Direct Mail supplements your display 
advertising. It pin-points your message 
fight to the executive you want to reach — 
the person who buys or influences the 
purchases. 


More and more companies are constantly 
increasing their use of Direct Mail because 


Use 
Mc GRAW-HILL 
DIRECT MAIL LIST SERVICE 


it does a job that no other form of adver- 
tising will do. 


McGraw-Hill has a special Direct Mail 
Service that permits the use of McGraw- 
Hill lists for mailings. Our names give com- 
plete coverage in all the industries served 
by McGraw-Hill publications — gives your 
message the undivided personal attention of 
the topnotch executives in the industrial 
firms. They put you in direct touch with the 
men who make policy decisions. 


Some people have a wrong conception of 
Direct Mail. There’s no hocus-pocus to it— 
there’s no secret formula—nor is there need 
for an extensive department to plan and 
execute your mailing program. You don’t 
even need your own mailing lists. 


Probably no other organization is as well 
equipped as McGraw-Hill to solve the com- 
plicated problem of list maintenance in in- 
dustrial personnel. Our lists are compiled 
from exclusive sources, based on hundreds 
of thousands of mail questionnaires and the 
reports of a nationwide field staff, and are 
maintained on a twenty-four hour basis. 


In view of present day difficulties in 
maintaining your own mailing lists, this ef- 
ficient personalized service is particularly 
important in securing the comprehensive 
market coverage you need and want. 


Ask for more detailed information today. 
You'll be surprised at the low over-all cost 
and the tested effectiveness of these hand- 
picked selections. 


McGRAW-HILL 
PUBLISHING COMPANY, INC. 


33 WEST 42nd STREET 


NEW YORK 
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Binks Opens Southwest Branch in Dallas 


il D 

‘ j es.. y , sn : 
sMenutactinng (2. gut 

CARS 0 N ea EK OUIBVENTS 


“CARSON” “NEWTON” “ALLIGATOR” 


AMERICAN PATTERNS 





SWISS PATTERN 


Gi Y h New Dallas, Texas, branch sales office and warehouse of the Binks Manufacturing 
ive Tou t e Co. will serve Texas 


Louisiana, Oklahoma and Arkansas 


@ 3 Essentials e 
of Sound Business 


Profitable Distribution 
Consumer Acceptance 
Unquestioned Quality 


That these files are 
accepted as superior 
production tools by 
industry generally is 
evidenced by two 
factors, a constant 
increase in the per- 
centage of re-orders 
and a healthy sound 
growth in new busi- 
ness. 


Our Sales Policy 


Sold Through 
Distributors 


YOU 
CANNOT 
BUY 
OR SELL 
A BETTER 
FILE 


CARSON-NEWTON CO. 
Belleville, N. J. 





Binks Manufacturing Co., makers 
if professional spray finishing equip 
ment, has opened a new branch sales 
ofice and warchouse at 1209 Levec 
Street, in the ‘Trinity Industrial s« 
tion of Dallas, ‘lexas 

According to Burke B. Roche, 
president of the company, this new 
branch will serve as a district sales 
office and warehouse for the distribu 
tion of Binks products. By maintain 
ing an adequate stock of equipment 
in Dallas, prompt shipments can be 
made throughout the entire South 
west ‘Territory, consisting of the states 
of Texas, Louisiana, Oklahoma and 
Arkansas without waiting for deliv 
cries from the Chicago plant 

The new quarters provide 6,750 
square feet of office and warchouse 
space. The building is served by a 
railroad siding. ‘Truck-height loading 
facilities will speed up delivenes and 
shipment 

The new branch is managed by 
George Cook, who has had many 
vears of factory traming and actual 
field selling experience with the Binks 
Manufacturing Company. FE. A. Pres 
ton will serve the Dallas territory as 


sales engimect 


Carboloy Dept. Instructor 
Will Handle Die Service 


I'dgar A. Reed has joined the staff 
# the Customer ‘Training School of 
Carboloy Dept. of General Electric 
Co., Detroit 

In addition to his duties as die in 
structor in the school, he will handle 
die service on a national basis. Pre 
viously associated with the McCallum 
Die Co. and Hartley Tool & Die Co., 
he has had 17-vears’ experience in the 
carbide die field, 10 of which were in 
i supervisory capacity in both manu 
facturing and sales work. 
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American Pulley Makes Bain 
Manager of Manufacturing 


Charles E. Bain, Jr., has joined The 
American Pulley Co., Philadelphia, 
as manager of manufacturing. In this 
capacity he will be responsible for 
procurement, production scheduling 
and all manufacturing operations at 
both the Wissahickon Avenue and 
Woodland Avenue plants 

For several years prior to his com- 
ing to The American Pulley Co., 
Mr. Bain was Production Manager 
in general charge of manufacturing at 
I’. J. Stokes Machine Works, Phila 
delphia, and previous to that was 
Assistant to the Factory Manager of 
the Hobart Machine Co., Troy, Ohio. 

Mr. Bain is a graduate of the Miami 
University and the Harverd School 
of Business Administration, and a 
veteran of World War II, having 
served in the U.S. Navy. 


Andrew G. Colgin Joins 
N. Y. Belting & Packing 


Andrew G. Colgin has been made 
sales representative in the east ‘Texas 
and Mississippi oil fields for the New 
York Belting and Packing Co 

He will make his headquarters in 
Shreveport, La., and will handle the 
N. Y. Belting and Packing Co. line 
of conveyor and elevator belting, oil 
field specialties, hose, molded goods 
and other industrial rubber products. 

Mr. Colgin is a graduate of Louisi- 
ana State University. He spent four 
years in the U.S. Naval Reserve as a 
carner pilot. He was formerly em 
ploved by the Patterson-Ballagh Co 
as a sales engineer in the Gulf Coast 
oil fields 





Ray C. Neal 


Teamwork Vital to Sales, 
Neal Tells Executives 


Ray C. Neal, president of R. C. 
Neal Co., Buffalo, told the Providence 
Chamber of Commerce Sales Man 
agers’ Club recently that close coopera 
tion of well-balanced groups within a 
company is the key to sales volume. 

“The best selling force in the world 
can have its efforts discounted by poor 
coordination or cooperation from the 
other departments,” he said. “I would 
rather have a battery with an average 
of 85 percent of both catcher and 
pitcher than one which rates 100 per 
cent in one position and 70 percent 
in the other.” 

He stressed the tendency to over 
train the outside sales force at the 
expense of the inside men as an ex 
ample of poor balance. His own 
company, he said, holds about half as 
many sales meetings per year with in 
side personnel and closely related de- 
partment heads as are held for the out 
side salesmen. 

He said the stock control and pur- 
chasing departments shoulder one of 
the major 
business, proper inventory 
“Without inventory, properly pur 
chased in right quantities of the nght 
sizes and kinds, the sales manager’s 
position becomes unbearable.” 

Mr. Neal urged manufacturers to 
assist distributors by notifying them 
when shipping schedules change. Too 
often, he said, suppliers will catch up 
on their orders and overload the dis 
tributor without notice. Besides out 
side and inside sales, Mr. Neal said, 
two other distinct areas must be 
watched carefully by the sales man 
ager—good will, and relationships with 
manufacturers’ sales representatives 

He defined good will as “the only 
isset which competition can neither 
undersell or destroy.”” Good distribu 
tors, he said, are not separate entities 

n the business world, but practicalls 
the last outpost in the line of distri 
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I can get it for . 
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I can deliver the 


pump 





responsibilities of the 
control. 


Which distributor 
sells the pump? 


You can win new customers and please old ones 
by having pumps when they want them. Here’s how 


to do it: 


Order an initial stock of pumps from Goulds to- 
day. They will be delivered to you in a few weeks. 
As you sell pumps out of stock, reorder immediately 
—in that way you will always be ready to deliver on 


short notice. 


For advice on the most salable items to stock, for 
help in selling and merchandising, call your nearest 
Goulds Branch or write Pump Headquarters. 


STOCK THESE “ALL AROUND” GOULDS PUMPS 


Fig. 3769—Single stage 
centrifugal 


Fig. 3640—Close-Cupld 
centrifugal 





Self-priming centrifugal 
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Goulds branches in 
all principal cities. 


pent 


wld = 








bution of manufacturers’ products 
rhey must protect customers’ good 
will for both. 

Good working relationship between 
distributor and manufacturers’ sales 
men is exemplified, he said, by his 
own company’s experience’ with 
Nicholson File Co. and Jacobs Mfg 
Co. He said their service rated well 
with any other manufacturer for 
whom the company sells because their 
representatives were always well 
trained in product knowledge and 
were “distributor minded”. 

“It is the responsibility of the manu 
facturer,” he said, “to see that suff 
cient calls are made by his repre 
sentative.” Also, manufacturers’ sales 
men should be capable of reviewing 
with the distributors’ sales manager 
the purchases of products and sales. 
“The inventory of any distributor is 
the combined responsibility of the dis 
tributor and manufacturer,” he said 

He cited the need for “horse sense” 
on the manufacturer’s part in judging 


Rod Cutting 


at High Speed 
with the New 


DI-ACRO ROD PARTER 


The DI-ACRO Rod Parters further increase the applications of 
“DIE-LESS DUPLICATING” as a cost-cutting, time-saving pro- 
duction technique 
De yeu require precision? The DI-ACRO Rod Parters hold tolerance 
to .001" on duplicated cuts. The ends are square, and roundness is 
maintained 

De you went The Rod Parters exceed output of other methods 
with equal accuracy, on rods and bars up to *,". Torrington Roller 
Bearings incorporated in an exclusive multiple leverage arrangement 
provide remarkable ease of operation in both heavy and light materials. 
DI-ACRO Power Parter has air cylinder cushioned 

for quiet and efficient operation. Each cutting cycle 

obtained with 4-way foot valve— leaving operator's 


hands free 
GET 


and 


Rolle 


DI-ACRO POWER PARTER 





NEEDED by EVERY | 
PLANT and WAREHOUSE | 


to identify shelves, bins, boxes, benches, 
drawers, lockers and files 


LONG-LASTING METAL 








- LABEL and , 
CARD HOLDERS 








We can supply a COMPLETE RANGE 
OF STANDARD OR SPECIAL SIZES 
AND SHAPES FOR EVERY TAG OR 
CARD IDENTIFICATION NEED 


FAST PROFITABLY 
IN ANY QUANTITY 


@ Extra volume sales every call 
@ Fast delivery ® No stock problem 
® No investment © W-i-d-e market 


SEND FOR FREE SAMPLES, PRICE 
LIST TODAY! 


CHICAGO CARD HOLDER CO. 


Manufacturers 





dealer information— 
DI-ACRO Benders, 


“DIE-LESS DUPLICATING” CATALOG 


add to your sales with— 
Brakes, Shears, Rod Parters, 


ra, Notchers,. Punches. Write today 


312 8th Ave. 
Loke City, Minn. 


SHEARS ROD © 
PARTERS\ 


‘a Oe 


SEL 


SHIM STOCK 


> DETROIT STAMPING COMPANY 
332 Midland Ave. + Detroit 3, Mich. 
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sales potential, so that distributors are 
not overloaded, and good judgment 
by distributors to assure the supplier 
a sufficient number of outlets for the 
territory. 


R. J. Ahern 


Committee on Wrenches 
Names R. J. Ahern Chairman 


R. J. Ahern, president of The Bill 
ings & Spencer Co., Hartford, Conn., 
has been appointed chairman of the 
Standing Committee for Simplified 
Practice Recommendation R220 
Open-end and Box Wrenches. 

The committee is composed of 
three representatives each of manufac- 
turers, distributors, and users. Mr 
Ahern, as manufacturers’ representa- 
tive, succeeds E. J. Wilcox in the 
chairmanship. 





. a — || 
ORDER SPEED is demonstrated by 
Peggy Caldwell on teletypewriter at 
The Henry Walke Co. branch in Char 
lotte, N. C. Machine connects directly 
to both customers and suppliers 





Harnischfeger Promotes 
Monsler and Stephens 

The Harnischfeger Corp., Milwau 
kee, Wisc., has advanced M. O 
Monsler to the newly-created post of 
manager of the welder and electrode 


division. He was sales manager of this 


division for two years. 

W. R. Stephens is taking over the 
duties of sales manager of the com 
pany’s welder and electrode division 
Before his association with the com 
pany in 1947, Mr. Stephens had 11 
years of experience as a research lab 
oratory metallurgist and electrode sales 
engineer. 

Both Mr. Monsler and Mr. 
Stephens will handle their activities 
it Harnischfeger Corp.’s home plant 


in Milwaukee. 





STOCK CLERK Bud Ridenour gets 
personal instruction on products from 


CHICAGO 


SHELDON 


Precision Machine Tools 
+. 


* More capacity for size 


* Increased power to 


spindle 


** Anyone can operate 
* Save Floor Space 


* High speed operation 


Timken Tapered Roller 
Bearings 


* Extreme Accuracy 


* Stamina for Continu- 


ous Production 


Moderate Price—will 
often pay out ina 
single run. 


Tailor Made for 


Defense Business. 


These are ‘“‘packaged”’ units that 
come completely assembled, ready 
to plug in and operate. Capacities 
everyone needs—from 10”—1” (10” 
swing, 1” collet capacity), fo lathes 
that will swing 13” and have a 1%” 
hole through the spindle. Because 
of low initial cost, and minimum 
floor space and power requirements, 
SHELDON Precision Machine 
Tools offer double or triple produc- 
tive capacity for any given tool in- 
vestment. 


EASY TO SELL! 
Go after this priority defense busi- 
ness. Many of your customers can 
secure machine tool priorities. 


See that each salesman in your 
organization has his SHELDON Cata- 
log and shows it wherever possible. 





SHELDON MACHINE CO., INC. 


4232 North Knox Ave., Chicago 41, Illinois 


Art Huebner, Jr., vice president, Hardy 
& Dischinger Co., Toledo, Ohio. 
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“YANKEE” Spirals 


Standard on every 
assembly line 


“Yankee” Spirals take the twist out of 
assembly lines, do the hard wrist work, 
reduce many motions to just one ...a 
simple push. Wherever assembly shops 
are looking for time-saving, money-mak 
ing shortcuts, you've got a sale for 
“Yankee” Spirals. Made in three sizes and 
two styles regular and Quick- Return. 


Parking meter assembly with a “Yankee 135. 
Quick Return Spring brings back handle after each 
push, makes driving a one-hand job. Centering 
sleeve prevents slippage 


P Typewriter assembly with “Yankee"’ 30A Rapid 
Spiral saves woikers’ muscles, gives you more of 
their skill. 


Beaxcty assembly with “Yankee’’ 130A. Quick-Return 
Spring keeps bit in slot and worker's eyes on the job. 


We're telling your customers to 
ge to you for "Yankee"’ Spirals 


NORTH BROS. MFG. CO. 
Philadelphia 33, Pa. 


YANKEE” TOOLS NOW PART OF 


STANLEY 


Reg. U.S. Par. Off, 








Quaker Rubber’s Kearney Warehouse Completed 


With a floor space of approximately 


250,000 Ibs. of rubber products 


\ new stock carrying branch ware 
house and sales office has been es 
tablished by Quaker Rubber Corp., 
Division of H. K. Porter Co., Inc., at 
260 Schuyler Avenue, Kearney, N. J 
to provide better service and deliveries 
to customers in the New York metro 
politan area. 

Establishment of this branch ware 
house is in line with Quaker’s policy 
of expanding its distribution facilities 
to cover all important industrial areas 

With a floor space of approximately 
9500 square feet the warehouse is 
capable of carrying an inventory of 
250,000 Ibs. of rubber products. 

The new branch is under the super- 
vision of A. H. Smith, district man- 
ager for the New York area. 


Student Awards Added 
To Methods Competition 


Student awards will be added to 
this year’s Methods Improvement 
Competition sponsored by the Indus 
trial Management Society, it has been 
announced by chairman Damon 
Wheeler, supervisor of methods and 
planning, A. O. Smith Corp., Kan- 
kakee, Illinois 

I'he keen interest in this event was 
demonstrated by the number and 
quality of entries in the competition 
inaugurated last vear at the Society's 
15th Annual National Time and Mo 
tion Study Clinic. The first place 
bronze plaque was awarded last year 
to the Inland Manufacturing Division, 
General Motors Corp., Dayton, Ohio. 

Student groups in colleges and uni 
versities studying industrial engineer 
ng as well as industrial plants and 
companies are invited to submit en 
tries in the 1952 Methods Improve- 
ment Competition. Special Achieve- 
ment Awards will be presented at the 
Society’s 16th Annual Clinic sched 
uled for November 5-6-7, 1952 at 
the Sheraton Hotel, Chicago. 
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5 sq , the new 


of Quaker Rubber Corp., in Kearney, N. J., is 


branch warehouse 
apable of carrying an inventory of 





French Industrialists Visit 
Worthington Corporation 


Some of the “how” of industrial 
purchasing was explained to nine 
l'rench officials and industrialists by 
executives of Worthington Corp. at 
discussions, luncheon and plant tour 
recently. Special emphasis was placed 
on how the American purchasing 
igents assist in mobilizing an economy 
ind at the same time preserve a system 
that is highly competitive. 

The Worthington tour is the first 
of 37 which will be made by the 
French group in a six-weeks tour of 
the United States under arrangements 
made by the U.S. Department of 
Commerce under the auspices of the 
Mutual Security Agency technical as- 
sistance program. The group will study 
American principles of industrial and 
governmental procurement in efforts 
to increase French production for mu- 
tual defense and to maintain or in- 
crease living standards. 


Besly-Welles Appoints 
Hill Advertising Manager 


Besly-Welles Corp. of Beloit, Wis 
consin has appointed K. A. Hill ad 
vertising manager for all divisions of 
the Besly organization. These include 
machine tools, taps, drills, reamers 
and Besly Titan Abrasives. 

Mr. Hill was formerly a design en- 

gineer for Besly Production Grinder 
Division and as a result of his tech- 
nical background is in complete 
harge, not only of media and direct 
mail, but of specialized bulletins and 
engineering data for this Division. 
His work for the Cutting Tool Divi- 
sion and for the Besly Titan Abrasives 
Division includes dealer sales promo 
tion, direct mail, and the selection 
of advertising media. 





C. Louis Freeze 


C. L. Freeze To Sell 
For The McKay Co. 


(The appointment of C. Louis | 


'reeze as representative for the greater 
Philadelphia territory has been an 
nounced by The McKay Co., Pitts 
burgh, Pa. Mr. Freeze, from head 
quarters in Philadelphia, will serve as 
district sales representative in Dela 
ware, Eastern Pennsylvania and South 
ern New Jersey for the company’ 
Electrode Division 

Mr. Freeze brings to The McKay 
Co. a well-rounded background in 
welding. He has over 18 years of shop 
level know-how in all tvpes of weld 
ing and weldments plus experience in 
engineering and sales. He was asso 
ciated from 1933 to 1945 with the 
Armco Steel Corp., in its Fabrication 
Division. Since 1946 he has been in 
electrode sales 

Mr. Freeze studied Mechanical En 
gineering at the American School of 
Chicago and attended City College in 
New York. He is a member of the 
American Welding Society 





BRISK TRADE goes over counter at 
Hall & Co., Inc., Spartanburg, S. C., 
n firr vew Main St. quarter 


We've built our distributor policy 


as strong as our product 


Bristol has made its distributor policy strong, and printed it for all to see, 
for two very good reasons: 


1 We believe that industry, to run most efficiently, needs the dis- 
tributor as its quick, convenient, local source of supply. 


2 We believe that our success depends on the distributor's success. 
That’s why we treat our distributors as our branch offices. We pick 
them carefully, and make every effort to direct business through 
them. 

In addition to backing our distributors with a strong distributor policy, 
we make sure they've got the edge on competition. For only Bristol 
makes both hex head socket screws, for regular service, and multiple- 
spline socket screws (a Bristol exclusive! ) for more strenuous use. And 
both products are quality-made . . . from special alloy steel, Class III fit, 
heat-treated to eliminate splitting, rounding, burring. 

You'll do well with Bristol's Socket Screws . . . the line that supports 
you with national oe to purchasing agents, production men, 

maintenance men (magazines, direct mail, trade shows ). 


4 Ri STOL MILL SUPPLIES DIVISION 


THE BRISTOL COMPANY, WATERBURY 20, CONN. 
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A COMPLETE LINE 
Machinists 
Toolmakers 

with ratchet handle 
Combination Pipe 
Hinged Pipe 
Steamfitters 
Sheetmetal Workers 
Milling Machine 
Drill Press 
Utility 
Home Shop 


Each Vise packed in 
POSTING CHARGES against pur 
chase orders is the work of Mrs 
Jeanette Miller at Hall & Co., Inc., 
Spartanburg, S. C 


an individual carton 





ATHOL PROTECTS ITS DISTRIBUTORS. Athol Vises are never Bests & Whases Peotiien 
sold direct—only through recognized distributors. All distributors, 4 : is Rubb ‘ Meeti 
whether large or small, receive the same consideration. Attends Rubber Meeting 


4 " don > . ) ~ ™ 

ATHOL builds the complete vise in its own foundry and machine aS E. hg President of Petty & 

ierry, Inc., Brooklyn, N. Y., met 

shop. with Republic Rubber Division execu 

tives recently at the division’s regional 
meeting in Cleveland, Ohio. 

D. H. Strachan, Republic’s New 
York district manager, accompanied 
Mr. Petty to Cleveland. Executives of 
the Republic organization, a division 
of Lee Tire & Rubber Corp., Youngs 
town, Ohio, outlined the manufac- 


POSITIVE-ACTION turcr’s distributor policy. Attending 


Teo) 33 Rey Vs were E. M. Ikirt, general manager, 


QO. S. Dollison, vice president, G. I 
Smith, sales manager, and J. M. 


i VALVES Hughes, sales development manager 





Athol Machine & Foundry Co. Athol, Massachusetts 











WONT CHATTER 
LEAK OR DRIP 


SOLID BRASS 
CONSTRUCTION 


Guaranteed to Accurately 
Maintain Liquid Levels. 


Increase sales and customer satisfaction by 
stocking the complete line of Bob Float Valves 
and assemblies. Unequaled performance 
' under the toughest service conditions has 
Write for details | | convinced leading manufacturers and piping 
of the complete line | fabricators that there are rath pom _ _— 
nat Vi They are competitively priced and available 
er ees in siece foomn 94” 00 114°. WILLIAM H. MATHERS, member 
al Wt of the law firm of Milbank, Tweed, 
H Hope & Hadley, New York, was elected 
ROBERT Manufactu ring Company a director of The Yale & Towne Mfg 
9035 Venice Boulevard, Los Angeles 34, California Co., Philadelphia. 
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IN ON THE VOLUME SALE OF 


HI-TEST 





FLEXIBLE SHAFTING will be man, 
ufactured in new Los Angeles plant 
of F. W. Stewart Mfg Corp 


F. W. Stewart Completes 
New Los Angeles Plant 


The F. W. Stewart Mfg Corp. of 
Chicago has opened its new Los An 
geles plant on South Flower St. 

The building provides more manu 
facturing space than the former Venice 
Blvd. site. It will be devoted entirely 
to the manufacture and fabrication of 
flexible shaft assemblies and flexibl 
shafting and their components. 

Raymond McDaniel is plant man 


ig¢ 


Sylvania Electric Names 
Chicago Representative 


Robert V. Smith has been pro 
moted to national accounts sales as 
the Chicago representative for the 
Lighting Division of Svlvania Elec 
tric Products, Inc. He will sell all TM Hi-Test and TM Boomer Chains. Binding 
lighting equipment for large accounts 


Start now to get your share of the profits from 


throughout the Chicago area logs, steel, pipe and other cargo is only one of 
Mr. Smith joined Sylvania Electric 


as a field representative in the Min : i 
neapolis area and prior to that was a TOS presents a market for these famous chains. The 
salesman for Armour Co. and The BS 

Borden Co. After service in the Pacific h k 
as Communication Chief in World now. You can sell them even more . . . make 
War II, he returned to Sylvania as 
Field Representative with headquar . me . ia. ‘ 
ters in Indianapolis, Indiana Hi-Test and TM Boomer Chains. Their strength, 


the many applications. Industry everywhere 
chances are, that you're reaching these people 
extra commissions and extra profits with TM 


safety and dependability make them far superior 
to BBB and Proof Coil types now in general 
use. Investigate this great profit opportunity 


today! Coupon brings complete details. 


S. G. TAYLOR CHAIN COMPANY, Hammond, Indiana 


S$. G. TAYLOR CHAIN COMPANY 
Department 6 
Hammond, Indiana 


Scones Tayior MADE 


T NAME 


rRE 
Name e 
hetv SINCE 1873 
Address 


Robert V. Smith 
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PALMETTO, DISTRIBUTORS 
IN UNIQUE POSITION 
TO SWELL PROFITS— 

WIN INCREASED 
CUSTOMER FAVOR 


The demond for compressed asbestos sheet 
packing is growing greoter ... shipments 
from mony lorge producers are poor! That's 
a cue to Palmetto Distributors to move in— 
alleviate, enjoy attractive packing business, 
further sales on other lines. 


Three shifts, working around the clock, are 
making enough sheet to protect you . . . to 
enable you to get delivery to your cus- 
tomers fast! Don't miss this golden chance 
to feed PALMETTO to those busy new and 
old plants in your orea. Delay too long and 
they'll find an inferior substitute and stick 
with it. 


OFFER ALL Gh capers! 


PALMETTO SUPERSHEAT £2900—Top quality 
all service flange and joint sheet packing 
for super-heated and saturated steam at 
all pressures ond temperatures. 
PALMETTO HI-4 42910—Wherever an oil- 
proof, alkali-proof, petroleum solvent 
proof, extremely heat resistant sheet is 
required 

PALMETTO AERONAUTICAL 72915 —Expressly 
designed for aircraft engine fuel, lubri- 
cant and coolant systems applications. 
PALMETTO NEOPRENE #2935 —Specially 
svitoble for freon and other refrigerant 
services, also suitable for oil, gasoline 
ond petroleum solvents 


22, SURE WAYS TO ACTION 


1. Send new promotional literature to 
your customer list...Write us your 
requirements today. 


+ Ask your soles force to mention the 
availability of Palmetto Compressed 
Asbestos Sheet —leave a copy of 
Bulletin SP-21 on every call. 


— TWEED ¢ Co. 


ALE PENNSYLVANIA 





Easy to sell because it's 
the soldering flux that's 
easy to use. 


Fast selling as well as 
fast acting to properly 
condition metal for a 
strong union 


Cost less 
in the 
long run. 


Available in liq 
uid and paste 
Customers like it 
advantages, com: 
back for more 
Rubyfiuld wil! 
make friends and 
tuild business for 
_— oe you, too. 
Will Cain + — For stainies 
steel, sell Ruby's 
Stainless Stee 
Flax Derfecte:| 
for that metal 


RUBY 
A. O. Smith Corp. has appointed 


y r 
. “e CHEMICAL CO. 
Will Cain as New Orleans, La., sales = 76 S. MeDowell St 
representative tories Columbus 8, Ohio 
Mr. Cain will handle process equip 


ment, line pipe casing, industrial grat 
ing, and vertical turbine pumps for 
the Southern Louisiana petroleum 
and chemical industries. A graduate 
of the University of Texas, he was 
previously a sales engineer on the 
company's Houston, ‘Texas staff. 


A. O. Smith Corp. Appoints 
New Orleans Representative 


Matthews Joins Brake Shoe 


Norman A. Matthews has been ap. | 
pointed assistant chief metallurgist ot | 
American Brake Shoe Co.’s metal- | 
lurgical research department at Mah. | 
wah, N. J. He was formerly division 
metallurgist for the Electro-Alloys | IN ALL METALS” 


Division at Elyria, Ohio | _ ‘@) LT S) wo 
\ nuts = 


> SCREWS © 


THREADED & 
PRODUCTS 


STAINLESS STEEL ‘aa! 
NAVAL BRONZE - STEEL - BRASS 
ALUMINUM - MONEL - EVERODUR 

NICKEL ALLOY STEEL 





hahal 


TRUCK DRIVERS Sam Simpson and 4 E Y STON a 
Dan MI Cullough arc pon eo con BOLT & N UT (ee) R p 


1 which they keep their vehi 135 CHURCH ST., N.Y. 7,N.Y 
\Matthews-Morse Sales Co., WOrth 4-4600 
N. ¢ 





Charlotte, 
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Charles F. Keyser 


Shakeproof Appoints 
District Sales Manager 

Charles F. Keyser has been ap 
pointed Central District Sales Man 
ager of Shakeproof, Inc., a division of 
Illinois Tool Works, Chicago. The 
Central District is comprised of the 
states of Illinois, Iowa, Minnesota, 
Missouri, Wisconsin, Michigan, Indi 
ana and Ohio. Mr. Keyser’s office will 
be located in the company’s Chicago 
plant at 2501 North Keeler Avenue 

Mr. Keyser has been associated with 
Shakeproof Inc. since 1937, serving 
in various capacities in connection 
with sales and advertising. Most re 
cently, he was manager of distributor 
sales and had charge of the company’s 
national distributor sales program 

In his new capacity, Mr. Keyser 
will have responsibility for the sale 
of all Shakeproof Lock Washers, 
SEMS. KEPS and special fastening 
devices in the Central district. 





WORLD WAR I broke out (1914) 
when Harold C. Norris joined White 
Tool & Supply Co., Cleveland. He 


is now sales manager 


ALL AERO-SEALS 
HAVE 
STAINLESS STEEL BANDS 


ONE-HAND INSTALLATION 


Install an Aero-Seal any place you can 
reach with thumb and one finger. Self- 
feeding when band engages worm 
threads. Thumb-grip and screwdriver 
types available. Four sizes cover 90% 
of the automotive market—all with 
stainless steel bands. 


dd 


ao Sy. 
Ee 


ay 


Wherever you have to clamp a hosg 
connection tight...or wherever you 
want to lock two objects of any sha 

together in an unshakeable bond . .4 
your best bet is AERO-SEAL. ; 





Threads of steel worm engage deep in 
slots in stainless steel band — hold ti 
under extreme vibration in automoti 
aircraft and industrial applicatio 
CAN’T SHAKE LOOSE, 


RE-USE AGAIN AND AGAIN 


When hose is frayed and worn you 
RE-USE the same Aero-Seal again 
and again. RE-USE Aero-Seals 
scores of times on temporary clamp- 
ing jobs — they hold any shape ob- 
jects together, conform to any shape 
without damaging clamp band. 


ero-Seal’ 


WORM DRIVE 


avcomen (BRERER) rxooucr 


BREEZE CORPORATIONS, INC., 41 S$. Sixth St., Newark, N. J. 
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GREATER PROFITS 
CLIPPER 


Y v Constant Consumer Demand 
No Factory Sales to Users 
VW Nationally Advertised 

YW Firm Resale Price Policy 

ov Highest Uniform Quality 


SPECIFY 


vara 
“WHITE-TAPE 


Lama 





8 FT OR IO FT LENGTHS 


/ 


* Quality features 
packed into 
every inch of this 
outstanding 
white tape: 


Snow-white. blade with bold, legible, 
jet-black numerals and graduations. 
Graduated in 32nds for first 6 inches. 

Sturdy die-cast case heavily chrome- 
plated, calibrated for quick reading in- 
side and outside measurements. 

Blade 44" wide made of finest high 
carbon steel—tempered— Bonderized— 
enamelled—baked. 

Blade replaceable in seconds — with- 
out tools—without even opening case. 
And Evans replacement blades cost far 
less. 


@7847 


|} 


QuIPMENT 


the best BU Ihi ant. am made 


at the lowest price yet 


Exclusive Evans automatic brake 
gives smoother push-pull action with 
absolutely no “creeping” of tape into 
case. 

Underside is white too. Mark with 
ordinary pencil, remove mark with 
flick of thumb. 

Every “Evans White-Tape” is un- 
conditionally guaranteed. 


k these list prices: 


Chee: 
10-ft.$1.49 8-f1. $1.19  6-ft. 98¢ 


Evatt &CO.: Elizabeth, N. J—Montreal, Que. 


vreces higher im far west and Canada. 


Makers of Evans Folding Rule and 


The Folding Yardstick 
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HOSE is braided in this new addition 
to Quaker Rubber Corp.’s plant. 


Quaker Rubber Completes 
New $275,000 Department 


The new $275,000 wire braided 
hose department at Quaker Rubber 
Corp., division of H. K. Porter Co., 
Inc., Philadelphia, has been completed 
and is now in operation. 

Five specially designed braiders are 
producing high pressure hydraulic con 
trol hose for military and civilian use, 
turning out a full range of sizes and 
specifications, according to company 
officials. 

I'he company said the new depart 
| ment was created to meet demands for 
| a heavy duty high pressure hose, result 
| ing from increased use of hydraulic 
| systems for control purposes. 


Worthington Corp. Names 
| Manager of Paver Sales 


Worthington Corp. has appointed 
| John S. Bachman manager of paver 
and portable mixer sales at its Con- 
struction Equipment Div., Plainfield, 
N. J. 
Mr. Bachman joined the company 
in 1940 as sales engineer in the Wash- 
ington district office and became a 
regional manager in the Construction 
Equipment Div. in 1948. A year 
later he became assistant division 
manager. 


John S. Bachman 








LEAP YEAR BIRTHDAY was cele- 
brated by Ruth R. LaFrance, secretary 
in the industrial department of Bab- 
cock Hinds & Underwood, Inc., Bing 
hamton, N. Y 


David Round Makes 


Fergus Sales Manager 


David Round & Son, Cleveland, 
Ohio, hoisting equipment manufac 
turers, has appointed Hollister G. Fer 
gus as the firm’s new general sales 
manager. 

Formerly David Round’s Chicago a Sa ; 

6 Simple as A-B-C, Cullman Semi-Stock 
district sales manager, Mr. Fergus suc . 
; converts made-to-order sprockets, in small 
ceeds William J. McSherry who is eee ~ ae i 
, ‘ quantities, into “off-the-shelf” stock items—cost 
now operating as a manufacturers are d deli +R h d 
representative in Ohio, Michigan, west - wapraadbe ne mes oe as x 
ern Pennsylvania and western New " By betioger ten larger hehe = ange: Cullman 
York states. McSherry is contacting Semi-Stock type A sprocket, it — be 
industrial supply and wholesale hard converted en ee B or type C sprocket. 
ware accountsiin Mia Seeritocy fox Finish machining and bore sizing complete the 
several namutarbares< including sprocket to specifications. Or—plate sprockets 
d 4 ‘ ; g 
David Round & Son. may be purchased separately. 

Mr. Fergus has managed the Chi V arious pitches and number of teeth may be 
cago sales office for David Round & Son combined with different hubs, in a 
for nearly twenty vears. We hes aleo multitude of combinations, to supply sprockets 
traveled extensively during this time with bore sizes according to each 
in a special sales capacity for the com individual need. 
pany As soon as arrangements can 
be made he is moving his family from : ; TYPE A h ¢ 
Chicago to Cleveland and his new A} 
ries 


rem et 


headquarters will be at the general 


offices of David Round & Son in : ad ous om ct 
Cleveland. . " | y “ve / 


Ny 


é 


Plates and hubs for all Cullman Semi- 
Stock sprocket combinations are 
carried in stock. This is but another 
for a Cullman Semi- step in Cullman's consistent effort to 
Stock catalog or 
contect your lecel offer a complete power transmission 
Culiman distributor service to its Many customers 


SEND TODAY 


CULLMAN WHEEL COMPANY @1347M W. ALTGELD 8T., CHICAGO 14, ILL. 


CULLMAN 


power Lrandrmisdtoun 


SPROCKETS a OLLER CHAIN 
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Hollister G. Fergus 
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BELT-SAVER 
PULLEYS 


SAVE 
BELTS... 
BUILD 
PROFITS! . 


Today, thousands of Sprout-Wal- 
dron BELT-SAVER Pulleys are in 
use throughout the world — on 
applications. ranging from stone 
and gravel to wood chips and 
foundry sand. 

The exclusive cone and wing 
design of the Sprout-Waldron 
BELTSAVER makes it ideal for 
rough service installations where 
hard, abrasive materials must be 
handled. That's why it's regularly 
specified by leading manufactur- 
ers of conveyor belts and con- 
veying equipment. 

Actual case histories report belt 
life increases from 50 — 400%. 
Repeat orders are proof that this 
is a profitable item for industrial 
distributors to feature. 


and read the enthu- 
siastic reports of Belt-Saver Pulley 
users. See for yourself how you 
can help your customers profit by 
acquainting them with Belt-Saver 
Pulleys. Sprout-Waldron & Com- 
pany, Inc., 3 Logan Street, Muncy, 
Pennsylvania. 
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PRESIDENT Paul Van Duren, of Van 
Duren Supply Co., Paterson, N. J., 
confers with Donald Anderson, who 
recently joined firm as inside man. 





Mid-West Abrasive Co. 
Elects Sales Manager 


Ihe Mid-West Abrasive Co. 
Owosso, Mich., 
Foresman, 


eral sales manager. Mr. Foresman, a 





has elected R. J. | 
vice president and gen- | 
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The New ) 
ATLAS 
PERFECT 


Car Mover 
SPURS 


Sicreealall 

PERFECT 
SHARP 
EDGES 








Sc tenene!” 


PERFECT 
TEMPERED 
STEEL 


SPURS are the most important element in the per- 
fect operation of Car Movers. ATLAS Perfect 
SPURS can be used—not only on all ATLAS Car 
oe on other makes as well. They are man- 

d the strain placed 
on them pon can be turned regularly to make use 
of all four edges, thereby giving much longer wear. 
Let us send you all facts on ATLAS Car Movers 
and ATLAS SPURS. We urge users to buy through 
their local distributors. 


APPLETON-ATLAS CAR MOVER CORP. 


1421-25 SO. SECOND ST. 
MILWAUKEE 4, WISC. 





director, has been employed by the | _ 


company in various 
nearly twenty years. 
directly in charge of the sales, service 
engineering and advertising depart- 
ments of the company. 

All other officers of the company 
were re-elected at the annual meeting 


capacities for 


of the board of directors, which also | 


reported that it had recently purchased 
the entire stock and business of the 
Abrasive & Supply Co., Los Angeles, 
Calif. This will be operated as a 
direct factory branch and warehouse. 
Glenn E. Winton, formerly of 
Owosso, Mich., has been appointéd 
West Coast manager. 

The Mid-West Abrasive Co. oper- 
ates two plants in Owosso; one in 
Rochester, Penn.; and maintains 
branch offices and warehouses through- 
out the country. 


Protective Coatings 
Future Optimistic 


Industry is becoming more and 
more aware of the losses sustained 
through corrosion and the future pros- 
pects for protective coatings, organic 
and inorganic, is particularly bright, 
according to Professor H. H. Uhlig 
of the Massachusetts Institute of 
l'echnology. Professor Uhlig discussed 
future corrosion problems and their 
solutions at a public meeting spon 
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COLLET 
EQUIPMENT 


Use-Em-Up Type Drill Sleeves 
Use-Em-Up Type Drill Sockets 
Standard Type Drill Sleeves 





Standard Type Drill Sockets 
Short Shank Type Sleeves 
Short Shank Type Sockets 

B. & S. Taper to B. & S. Taper Sleeves 

B. & S. Taper to Standard Taper Sleeves 

Standard Taper to B. & S. Taper Sleeves 


Drill Drifts 
Magic Type Chucks and Collets 
Standard tools for all drilling, > and 
needs and special tools 


tapp: 
Immediate attention to regular R, special 
requirements. 


THE COLLIS COMPANY 








| CLINTON, IOWA 








sored by the Metropolitan New York 
Section of the National Association of 
Corrosion Engineers in New York City 
recently. 

The labor-saving features of wash 
primers, Professor Uhlig pointed out, 
are a decisive factor in increasing the 
en to this protection. It will 

economical to industry to pay more 

for better products when developed 
because corrosion costs run so high. 
At present, there is a more scientific 
approach to paints and_ protective 
quality in the search for a more uni 
versal resistance to corrosion. 

Professor Uhlig foresees greater de- 
velopments in the use of glass as a 
corrosion preventative, especially when 
the matter of brittleness has been 
overcome. Inhibitors will also be more 
extensively developed to cover wider 
conditions. 

Cathodic protection is progressing 
in use and development but it has 
been found that even when such a 
method is used it is made more 
economical by the use of special paints 
and coatings 

Corrosion is also being fought along 
the line of materials and recent tests 
have indicated particular merits of 
pure aluminum and titanium clad 
steel as corrosive resistant. Noble 
metal coatings (nickel, copper, chro 
mium) must be pore-free to be re- 
sistant to pitting and this, at present, 
is achieved by thickness. 

Dr. J. E. Draley, corrosion specialist 
for the Atomic Energy Commission, 
presented some unpublished data on 
corrosion of aluminum in nearly pure 
water which substantiated Professor 
Uhlig’s comments. 





Check every one of the feat 


ures below before 


buying a folding rule. Then, compare a Stanley 
“Green End” with any other folding rule. 

See how much more real rule value there is 

in a rule that has “Green Ends”. Famous Stanley 
“Zig-Zag”, “Pull-Push” and Boxwood rules are 
available in a wide variety of styles, sizes and 
markings for every industrial need. 


Call your distributor. 


Greater Accuracy 
“Ball-socket” action locks joints, 
prevents “stretching or jack-knifing”. 
Exceeds U. S. Govt. stand- 

ards for accuracy. 


Of 


. wld 
‘ ce At) > 
rh ee 
me,,} 
44, 


G 
a hihi) 


Longer Wearing 


asd 


Easier Reading 

Large black numerals and mark- 
ings on white finish. Graduated 
in inches and 16ths on 

all edges for convenience. 


a 
yd 
way 


Pocket-size. 
needed, up to 6’. 


Rust-resistant nickel silver joints — longest wearing 


of any folding rule. 
Protective plates on outside sticks. 


New plastic coating on all sticks — wears 


four times longer. 
Select rock maple sticks — tough 
and flexible. 


ens af 


Stanley Tools 
New Britain, Conn. 





Distributors! 


Month after month Stanley 
Tool advertisements reach 
your best customers and 
prospects through the pages 
of Facrory, Mitt & Fac- 
TORY, PLANT ENGINEERING, 
INDUSTRIAL EQUIPMENT 
News and New EquipMeNt 
Dicest. 

This advertisement, like 
all Stanley Tool advertise- 
ments works hand-in-hand 
with your own sales efforts 


— tells readers to see YOU, 
STAN LEY their distributor, for real 
tool value. 


Reg. U.S. Pat. Off. 


Look for the famous “Green Ends” 
— your assurance of 


finest quality. 


THE TOOL BOX OF THE WORLD 





CHECKING a newly arrived shipment 

of gears is Newt Treece, industrial de- 
ent warehouse manager of S. B. 

Hubbard Co., Jacksonville, Fla 














HARDWARE + TOOLS + ELECTRIC TOOLS + STEEL STRAPPING + STEEL 
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CONGRESS SHEAVES and V-BELTS 


@ Precision built. Soundly engi- 
neered. Widely used as original 
equipment by hundreds of the 
largest manufacturers of such 
appliances as washing machines, 
dryers, laundry equipment and 
air conditioning installations. 


Congress FHP pulleys are avail- 
able in attractive 3-color indi- 
vidual boxes, with pulley outside 
diameter and bore size plainly 
marked. Simplifies storing—sell- Iebn 3. Gee, Be 

ing. 

Morse Twist Drill 

@ Immediate Delivery — From Elects Vice President 
Stock 
John J. Hayes, Jr. was recently 
elected vice president and general 
manager of the Morse Twist Drill 
WRITE FOR CATALOG and “Machine Co., New Bedford, 
Mass. 

Charles F. Myers was re-elected 
Cc ° | G 4 E S Ss DR 1 VE s Di Vv | s | 3° La | vice president and director of sales; 
TANN CORPORATION A. L. Carr was re-elected vice presi- 
dent, and Lloyd H. Stanton was re 
WA 10M a TiMmeliit tae lata ° Detroit 34, Michigan elected treasurer and comptroller. 
Anthony J. Snyder was named assist 


. Dan 4 ~e int to the president. 
: 


World's Largest Manufacturer of FHP Pulleys 





Louis Allis Co. Names 
Wareham to New Post 
The Louis Allis Co., Milwaukee, 


CONCO SPUR GEAR HOIST Wis., has named Richard C. Ware- 


ham manager of distributor sales. 

In capacities ranging from %-ton through He had previously been on leave 
25-ton. All modern features. Request bulle- of absence from the company, serving 
tin 1540. F d low-headr in Washington, D. C., as chief of 
- For army type and low-headroom the expediting section in the motor 


type trolley hoists request builetin 1550. control branch of NPA’s Electrical 
Equipment Div. 








CONCO DIFFERENTIAL HOIST 


Light weight, low cost. Capacities 4-ton 
and l-ton. Request bulletin 1520. 


CONCO 1-BEAM TROLLEYS 


Plain or geared type, with Hyatt Roller Bearing wheels, 
in capacities of 1-ton through 10-ton. 
Request bulletin 1510. 

CRANES WWSTS 


CONCO ENGINEERING WORKS 
Division of HD. Conkey & Co, Division Street, Mendota, Illinois Richard C. Wareham 
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CARBIDE TOOLS are tumed out in 
this new Carboloy Dept. plant recently 
completed at Edmore, Mich 


New Carboloy Plant 
To Hold Open House 


The new standard carbide tool fab 
ricating plant of the Carboloy Dept 
of General Electric Co. at Edmore, 
Mich., will be shown to employees 
and their families and local residents 
at open house festivities June 5. 

The +5,000 sq. ft. plant is now 
mass producing carbide tools on a 
production line basis. It is located 
on a 33-acre plot near the rural com 
munity of Edmore, 60 miles west of 
Saginaw, Mich 

More than 3,000 are expected to 
attend the open house, which will in 
clude plant tours, product displays, 
entertainment, and a talk by Chester 
H. Lang, General Electric vice presi 
dent in charge of public relations 
K. R. Beardslee, Carboloy Dept. gen- 
eral manager, Robert Paxton, GE 
executive vice president, and Justin 
R. Whiting, chairman of the board, 
Consumers Power Co., will also take 
part in the program. 

The new Alnico permanent magnet 
manufacturing plant, to be completed 
in 1953, will be located adjacent to 
the Edmore plant 


Stanley M. Hunter Resigns 
Post at American Hoist 


Stanley M. Hunter has resigned as 
vice president and director of Amer- 
ican Hoist & Derrick Co., St. Paul, 
Minn 

He joined the company’s sales de- 
partment in 1936, later becoming 
general manager of sales, vice presi- 
dent of sales and director in 1945, and 


BUFFALO Conveyor BELTS 


My tather always said that ‘the things that last you 
the longest cost you the least’. You know I'm often: 
accused of being a little conservative but that good 
old fashioned advice has served me pretty well. We 


"always buy the best for our planc if it will give us 


longer service. The wonderful part of these Buffalo 
Belts is that they don't cost a cent more than those 
other belts.” 

Here is another typical customer reaction to these 
better Buffalo Conveyor Belts. These solid woven 
cotton belts are MADE TOUGHER by taking the 
strongest cotton yarn available and WEAVING IT 
TIGHTER with our exclusive WOV-IN-WEAR 
process. From more than 50 years of experience, we've 
found out how to weave under HIGHER TENSION 
to produce a belt that always LASTS LONGER 
Would YOU like some good old fashioned proof of 
a product's superiority? Ask your mill supply jobber 
or write us direct. Buffalo Belts are available in over 
200 sizes, 35 widths, 7 thicknesses and 7 special sur 
face treatments 


Send or Gree Golder | 


14 illustrated pages of sizes, types and prices 


BUFFALO WEAVING & BELTING COMPANY 


executive vice president in 1949 ee le 


Previouslv, he had been with the Novo 


BUFFALO 7, NEW YORK 
Engine Co. for 17 vears. 


OETROIT SAN FRANCISCO 


NEW YORK PHILADELPHIA CHICAGO 
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de 


Sa 


TO THE WORLD’S 
MOST SUCCESSFUL 


SUBMERSIBLE 


PUMP LINE! 


3 TYPES SUBMERSIGLE PUMPS AVAILABLE 


P-101 BILGE 
PUMP wp to 
850 GPH 


P-104 AiL- 
PURPOSE PUMP 
wp te 1000 GPH 


P-109 sumP 
PUMP wp te 
3300 GPH 


BURN-OUT PROOF + TROUBLE-FREE « 
GUARANTEED + DEALERS INQUIRIES 
INVITED. 


KENCO, INC., 

Dept. ID-652, 1125 North Ridge Road, 
Lorain, Ohio 

Send me more information. 

Neo me 








ee a ee ee ee ee ae ae oe ed 








eemeeees! 


Jake Marras, manager of Strong, Carlisle & Hammond Co.'s (Cleveland) new Fastener 


Division, and his assistant, Dick Kuhlas, report faster handling of orders 


specialty set-up. 


A new specialty division for fastener 
sales has been organized at Strong, 
Carlisle & Hammond Co., Cleveland 
industrial supply firm. Formerly fast- 
eners were handled as a general supply 
item by the company. Under the new 
setup, two men now devote full time 
to servicing all types of fasteners. 

Jake Marras was named manager 
of the new division. Mr. Marras has 
been with Strong, Carlisle & Ham- 
mond for 11 years. He has worked in 
various capacities which included 
buving fasteners for the purchasing 
department. 

Dick Kuhlas was 
Marras’ assistant 

“Customers,” Mr. Marras remarked, 
“are sometimes amazed at the speed 
with which we're able to handle their 
fastener orders. This is done by 
pecial attention to these orders and 
maintaining close contact with our 
sources of supply. Recently a cu: 
tomer called us for cap screws which 
weren't available in the area. Delivery 
was quoted at from cight to 10 weeks 
We were able to fill the special order 
within two weeks to meet his needs.” 


named as Mr. 


American Pulley Co. Names 
Manager of Engineering 

Ellsworth J. McCloskey has been 
promoted to the post of manager of 
engineering by The American Pulley 
Co., Philadelphia. 

He has been connected with the en- 
gineering department since 1935. 
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Babcock & Wilcox Moves 
New York Headquarters 


The Babcock & Wilcox Co. has 
moved its New York City headquar- 
ters from the downtown financial dis- 
trict to a 5-floor suite in the new 
Chrysler Building East on 42nd St. 

The company will have about 120,- 
000 ft. of floor space in the new 
building. Sales offices of the Tubular 
Products Div., however, will remain 
at their present location, 22 E. 40th 
St 

It required 220 truckloads to trans- 
fer the company’s files and equipment 
from its old Liberty St. offices, where 
Babcock & Wilcox had been located 
since 1868. 

The company’s first office was at 70 
Broadway, established in 1867 when 
George Babcock and Stephen Wilcox 
invented the water-tube boiler. Three 
years later it was moved to 30 Cort- 
land St., where the company’s prod- 
ucts were displayed down the center 
of the room, with the desks of the 
two partners arranged along the sides. 
he drafting room was in the rear. 

At this time New York had less 
than 1 million inhabitants. Tvpe- 
writers were almost unknown, and the 
partners wrote their letters in long- 
hand. The company moved twice as 
it expanded, finally taking space in 
1898 in the Singer Building, from 
which the most recent move was 
made. 





TELEPHONE SALESMEN, C. L. 
Cunningham and W. E. McComas of 
Howard Supply Co., Los Angeles, talk 
over the specifications listed on an 
order taken by Mr. Cunningham 





U. S. Rubber Division 
Makes Personnel Changes 


Six erganizational changes in the 
development department of Nauga 
tuck Chemical Division, United States 
Rubber Co., were announced as fol 
lows 

Dr. Vadim C. Neklutin, assistant 
manager of process development. 

Robert M. Greene, group leader of 
Paracril and synthetic latex develop 
ment in the process development sec- 
tion 

Robert L. Knapp, group leader of 
Vibrin and Kralac development in the 
process development section. 

Dr. William F. Brucksch, Jr., senior 
group leader for physical chemical re- 
search. 

FE. Leonard Borg, senior group 
leader for applied and developmental 
research in synthetic rubber. 

John A. Flickinger, group leader 
for dispersions and Sealz development 





' i? 
OFFICE MANAGER John Keziah, 
of Allison-Erwin Co., Charlette, N. C., 
doubles on a counter sale, while Her- 
bert Diehl is on the phone and Cus- 
tomer Lloyd Baker repeats specifica 
tions on a gear 


Fairbanks Products 


for 


PROFITS Plus 


Fairbanks Valves 


Fairbanks 
Steel Casters 








Fairbanks products assure profits plus, Profits plus fer you in 
customer satisfaction. Profits plus for you in faster easier sales. 


Fairbanks Valves are standards for dependability. Sound engineering, 
rugged construction, have been proven in service. You and your cus- 
tomers get a complete line of bronze and iron body valves! 

Fairbanks Trucks — American industry runs on Fairbanks Trucks. Their 
rugged construction, smoother operation, takes the load off your cus- 
tomers’ minds. The most complete line of hand trucks, platform trucks, 
and dollies for every kind of service. 

Fairbanks Steel Casters are revolutionary achievements in design. Give 
your customers many exclusive advantages. The “Lock-weld” construc- 
tion eliminates the king-pin, the cause of most caster failures, and sub- 
stitutes an all welded structure providing greater strength and rigid 
alignment for easier swiveling. 

Fairbanks Wheels — A complete line to insure the ultimate in customer 
satisfaction. There’s a wheel for every type of service to fit your cus- 
tomer’s precise need. 


Dart Unions — General distributing agent for Dart and Pic Unions. 


393 LAFAYETTE STREET 
NEW YORK 3, WN. Y. 


Fairbanks 


“COMPANY 


Branches: New York 3 
Pittsburgh 22 
Boston 10 * Rome, Ga. 


INDUSTRIAL DISTRIBUTION © JUNE, 1952 

















For Unusual Applications, too— 


UNIVERSAL 


) METAL HOSE 
—adds flexibility, portability 
and durability! 


For example—the Electric-Aire dryers 
use “UMH” aluminum flexible tubing 
for easy directional adjustment and 
application of preheated air in dry- 
ing plastic casts in fracture cases and 
in shock treatment. 


Perhaps you have a specific prob- 
lem in conveyance of gases, liquids, 
semi-solids, dust, granular materials 
—give us the particulars and we will 
be glad to make recommendations 
no obligation, of course. 


Write for 
Catalog U-101 


UNIVERSAL METAL HOSE CO. 





2163 SOUTH KEDZIE AVE. ° 


CHICAGO 23, ILLINOIS 


_, The Mercury Automatic Clutch is 
the perfect solution to prevailing 
power transmission problems on 
motor-operated machinery. 


R. C. Neal Co. Instructs 
Buffalo School Teachers 


Two Buffalo, N. Y., school teachers, 
were taught recently by one of their 
former pupils when a — from 
the city's public and parochial schools 
paid an all-day visit to R. C. Neal Co., 
Inc. 

Albert C. Pitzonka of the R. C. 
Neal Special Tools Div., helped con- 
duct a tour of plant departments for 
the group of 12 teachers, which in- 
cluded Mr. Pitzonka’s former English 
and history teachers from East High 
School. He also gave a lecture on “‘In- 
dustrial Distribution and Education.” 
The delegation was one of 170 which 
visited various industries on Business- 
Industry-Education Day, sponsored by 
the Chamber of Commerce and the 
schools with the help of cooperating 
companies. 

R. C. Neal’s program included tours 
of all departments, lunch, and talks by 
Ray C. Neal, company president, Fred- 
eric J. Zierk, treasurer, Harry J. Lock, 
general sales manager, and Mr. Pit- 
zonka. Donald A. Schmidt, asst. pur- 
chasing agent, Carlton H. Russow, 
asst. treasurer, and Merrill C. Wilcox, 
idvertising manager, conducted tours 
of the plant. 


Jackson Mfg. Co. Makes 
Kister Sales Manager 

Paul D. Kister has been appointed 
sales manager of Jackson Manufac- 


turing Co., Harrisburg, Pa. 
Mr. Kister has been associated with 


the firm for the past 14 years, except 
while serving in the Armed Forces 
during World War II. He has been 
assistant sales manager during the 
past four years. 

Glenn A. Bucher has been ap 
pointed assistant sales manager 


REASONS WHY A 
MERCURY AUTOMATIC 
CLUTCH IS A 





GOOD INVESTMENT 
FOR YOUR CUSTOMERS 





A Mercury Automatic Clutch installed 
ona Dry Cleaning Machine 


@ INCREASED PRODUCTION ... 
@ UTILIZATION OF MAXIMUM MOTOR TORQUE... 





e@ SAVING OF MOTOR COST... 
@ PROVEN DEPENDABILITY... 


Wherever you find an electric motor or gasoline engine at work in the 
Replacement, Maintenance, or Service markets, there is an opportunity to 
sell a MERCURY AUTOMATIC CLUTCH 


The MERCURY line is a profitable one for distributors reasonably priced 


with generous discounts. Write today for the MERCURY Distributor Discount 
Schedule and a copy of Catalog A-13 








MERCURY CLUTCH DIVISION 


AUTOMATIC STEEL PRODUCTS, INC. 





CANTON 6, OHIO 
Paul D. Kister 
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DISTRIBUTORS 
who handle the (Strand Line of 


FLEXIBLE SHAFT EQUIPMENT 


E. H. Stau 


Stau Made General Manager 
Of Avildsen-Pacifie Div. 


Avildsen Tools & Machines, Inc., 
has appointed E. H. Stau to the po A complete line is a big aid to making 
sition of general manager of Avildsen a sale. A choice of H. P., a choice of 
Pacific division with headquarters in R. P. M., a choice of models, the ability 
Los Angeles to change speeds are the important 
Mr. Stau, formerly general managet factors in meeting customer requirements. 


in charge of production and sales for Strand Flexible Shaft equipment is 
the Cherrv Rivet Co. of Los Angeles known for quality ... has built a reputa- 
for 11 vears, will assume all responsi tion for dependability for over forty 
bilities for West Coast sales and man years. Strand Flexible Shaft equip- 


Drill & Tool Division and Celfor Tool 

Division of Avildsen. His activities 

have been devoted to the aircraft in WRITE FOR OUR 

dustrv since 1938 DISTRIBUTOR PLAN 
Avildsen Tools & Machines, Inc., 

wns and operates four factories, mak- 

ing drills and reamers in Chicago, 


New York and Los Angeles. 


gives customer satisfaction. 


Flexible Shaft Machines 
mounted 
30-inch 


| 
ufacturing activities of the Republic ment is the kind of equipment that & 
+ 
¥ 


on 
Steel Stand 


Union Carbide Elects 
Three Executives 


Morse G. Dial has been elected 
president of Union Carbide and Car 
bon Corporation 
Mr. Dial as president, succeeds 
Fr. H. Haggerson, who continues as 
chairman of the board. 
Mr. Dial, a graduate of Cornell 
Universitv, was elected executive vice 
president of Union Carbide in 1951. 
He joined the corporation in 1929, 
became assistant secretarv and assist- : 
int treasurer in 1939, secretary and ~~ 


treasurer in 1945, vice-president and Swivel, Adjustable, 
Floor Type Tripod Stand 


director in 1949, and a member of 

the executive committee of the cor- MN ) [mae 

oration in 1951. EASTERN ~ 

Kenneth H. Hannan has been | Woodbury, ~b awh 1, Corporation lide cheat eto pul. 

clected treasurer of the corporation. Maryland Chicago 40, Iilinois 
Mr. Hannan joined the law depart- N. A. STRAND DIVISION 

ment of the corporation in 1936 upon 


graduation from Yale Law School. 


Flexible Shaft Machines 
mounted on 


Double Swivel 
Yoke Bench Column 
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WITH VICTOR'S. 
‘COMPLETE LINE! 


ween ene 
Years of consumer acceptance and 
Victor dependability are just a few of 
the many reasons why Victor is con- 
stantly making new customers... re- 
peat sales! And when you add Victor's 
complete textile belting line, you've got 
a combination that’s hard to beat for 
voiume sales! 


You can broaden your sales horizon 
when you sell Victor's complete line 
of textile belting—solid woven cotton 
— Neoprene impregnated — canvas 
stitched and Balata, plus a complete 
variety of belting specialties. They're 
made in a full range of widths and 
plies, and are available with special 
treatment to meet specialized service 
requirements. Always sell Victor Belt- 
ing ...the first choice for conveying, 
elevating and power transmission. 


" N . w 


| A _— Besine Ca 


Easton, P 


He served in the U. S. Navy from 
1941 through 1945, rising from the 
rank of Ensign to Lt. Commander 
Returning to the finance department 
of Union Carbide, Mr. Hannan be 
came secretary and assistant treasurer 
of the corporation in 1949 

Ihe election of Walter I 
ic vice-president, Alloy 
ilso announced 

Mr. Remmers joined 
bide in 1936. He has been president 
of Electro Metallurgical Co. since 
1945, and president of United States 
Vanadium Co. since 1950 Both 
companies are Divisions of Union 
Carbide 


Re mmcrs 


Division, w 


Union Car 


Capewell Mfg. Co. Names 
Gordon Sales Manager 


Seerv (¢ Gordon has 
pointed domestic sales manager for the 
Capewell Mfg. Co., Hartford, Conn 

Mr. Gordon has been identified 
with the Capewell concern for the 
past 9 vears. He is in charge of sale 
in the U.S. and Canada of the com 
mercial line of products including 
pipe fitters’ tools, band and hack saws 
ind parachute hardware 

He came to the Capewell concern 
is purchasing agent and later was 
identified with the sales organization 
He has been active particularly in the 
production and distribution of Cape 
well’s line of metal fittings for para 
chutes of all types, including person 
nel and cargo 

Prior to coming to Capewell, he 
was a commercial manager with the 
Connecticut Light and Power Co. at 
Bristol. He also was with the General 
Electric Co. in Schenectady, New 
York 


been ap 





MANAGEMENT conference at 
Schultz & Anderson Co., Newark 
N. J involves A. Y. Loftus, sales 
manager, Wilham Schultz, president, 
ind Zeke Robbins 


department 


manager, supply 
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THE OUTSTANDING 


QUALITY 


of Chicago Saws has a 
definite value for the dis- 
tributor and for the user. 


Their reputation for ability, 
long life, and economy has 
been well earned through 
the past 30 years. 


CHICAGO SAW WORKS, INC. 


5042 S. WENTWORTH AVE. 
CHICAGO 9, ILLINOIS 


C.S.«evs 


Make us ha supply source for 


prompt delivery on or 


@ FEATHER KEYS 


No-Head 
Tapered 











No-Head 
No-Taper 








Both Ends 
Round 


@ GIB KEYS 


(i = 
——_ ci 


This is a good item for distributors. Let us discuss 
the of repr i in your territory 
We are equipped to make up special types as well 
as to supply the standard types shown. Send for 
catalog and price fist. 


CARLSON-SKEA siravi‘tu. 


CORPORATION: 


Straight 























BLUE DEVIL 


SOCKET SCREW PRODUCTS 


Fred J. Ebeling 


Dodge Appoints Ebeling 
General Sales Manager 

Dodge Mfg. Corp., -Mishawaka, 
Ind has named Fred J. Ebeling to 
the newly created post of general sales 
manager 

Mr. Ebeling has been associated 
vith the ymmpanv since 1943 when 
he became credit manager. Soon after 
he was elected assistant treasurer and 
later assistant secretary and treasuret 


F. A. Brede Joins 
Graton & Knight 

Frank A. Brede has joined Graton 
& Knight ¢ ompany as chief engineer, Bive DEVIL 
transmission and d velopment, in 7 

i ’ C ac | Socket Heads — 
their research and development de 
partment in Worcester, Massachusetts cap screws, 

Mr. Brede has been associated with set screws, 
the engineering and sales of mechani 


cal power transmission equipment for 4 
many vears and will contribute to flat heads and pipe 


power transmission “Know How plugs—are quality- 
gained in the Company’s more than right for every 
100 years service to industry 
application. See 
: 2 your distributor for 


stripper bolts, 





the complete 
spoons Ess Catalog 
-or write direct. 


Sold Through Authorized 
industrial Distributors 


cety Cocker 


ca 


6500 Avondale Ave., Chicago 31, Illinois 


TOOL DISPLAY was recently enlarged " “SOCKET SCREWS EXCLUSIVELY! 
by Waite Hardware Co., Worcester, 
Mass., distributor 
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CALDER ... the Dresser Line Clover Appoints Poster 


° ‘ Abrasive Sales Engineer 
for Bigger Profits... Easier Sales 


Russell E. Poster has been ap- 
pointed abrasive sales engineer of 
Clover Mfg. Co., Norwalk, Conn. 
BUILT RIGHT—Best materials throughout tool In this capacity Mr. Poster will pro- 
steel cutters Right and Left hand Threaded Bushings vide specialized technical and engl 

neering service to both the company’s 

customers and its distributors. In 
addition, he has taken over the re 
sponsibility for Clover sales of both 
coated abrasives and lapping and 
grinding compounds in Fairfield 

County, Conn. 

After graduating from the Pennsyl- 
vania Military College and the Gradu 
| ate School of Engineering at New 

York University, Mr. Poster became 

employed as chief project engineer 

with Raymond Associates, Inc., New 

York, N. Y., consultants and produc- 

tion engineers. He has had a con 


for Automatic Tightening 


EASY TO HOLD— Extra 


Weight well distributed siderable background of experience in 
for smooth handling the coated abrasives field. 


During World War II Mr. Poster 


PN Eide CALDER Fine Diomand Siension feels served as a captain in the Military 
\ Intelligence Division of the United 


\'SOLD ONLY THROUGH DISTRIBUTORS NG States Army. 





CALDER MANUFACTURING CO. George The Salesman 


2049 North Prince Street . Lancaster, Pennsylvania 








W. A. WHITNEY 
LEVER 
PUNCHES 


, | 
No. 2 PUNCH j 
time. . . . Vl bet you ten bucks 


Since 1907 you get nothing.” 


Expertly designed, quality 

No More Rummaging . : 
Through Stacks of Drills built, will meet every re- 
Sell it to industrial plants, hard quirement of Sheet Metal 


ware stores, stock rooms. The en . 
tire stock of drills can be seen at Shop or Shop -Maintenance. 
a glance Compartments with 
rounded bottoms hold dozens of Punches 5 16” hole thru 
dritls Huot’s built-in imventory 
system does away with cost sheets y," 
speeds up sales l4l, 4 steel. 
714" high, 7'4" deep 
boked enamel finish over steel 


























® Write for catalogue, then 
Dispensers for: Fractional, number 
and letter drills seal contact your Jobber. 


Write for catalog pages 
HUOT 
DRILL 


HUOT MANUFACTURING CO. Tht 5% ( w. A. Whitney Mfg. Co. 


y 636 Race St. Rockford, Ill. 








551 No. Wheeler St. © St. Paul W4, Minn 
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Alva L. Cremean 


Bunting Brass & Bronze 
Names Vice President 


Alva L. Cremean has been made 
vice president in charge of manufac 
turing of The Bunting Brass and 
Bronze Company, of Toledo, Ohio, 
manufacturers of bronze bearings and 
Dars 

Joiming the tool design department 
of the company in January, 1935, Mr. 
Cremean quickly qualified for man 
agement positions. He was first made 
superintendent, and on July 
1, 1951, received the appointment 


plant 


of plant manager. At a recent meet- 


ing, the directors of The Bunting 
Brass and Bronze Company voted him 
vice president in charge of manufac- 
turing 


Yale & Towne Div. Names 
Engineering Directors 


The Philadelphia Div.. Yale & 
lowne Mfg. Co., has appointed O.S 
Carliss and George F. Quayle as di 
rector of engineering and assistant di 
rector, respectively. 

Mr. Carliss succeeds Charles $ 
Schroeder and Mr. Quayle replaces 
Krank A. Vossenberg, who were ap 
pointed to become, respectively, di 
rector and assistant director of the 
new Reseach and Development Div 


Republic To Distribute 
Starrett Tools in California 


Che Republic Supply Company of 
California has been made statewide 
California distributor for the entire 
line of L. S. Starrett Company, Athol, 
Mass. 

The Starret line of machinists’ tools, 
metal-cutting saw blades, precision- 


with NEW BEDFORD PRE-MEASURED 
ROPES—MANILA or SISAL—in 3 
SPENSING CARTONS 


aE ARO 


half — customers. know 
_ they're getting just the 
f they 


There are no bands to cut, no covers to remove. 
Rope feeds out smoothly—can’t kink or foul—and 
stays clean. What’s more, you can stack cartons 
ceiling high without danger of toppling over. 


New Bedford Dealers sell right from the main floor 
—rope is sealed tight in transit—stays factory clean 
always. : 


There are no remnants. Because you sell the exact, 
pre-measured length the customer asks for, you 
sell every inch of rope in carton. And re- 
member — NEW BEDFORD MEASURED 
ROPES COST NO MORE! 


ON THE BANDWAGON TODAY. ' 


FY ou Pay No Premium For Pre-Measurement— 
tra For Self-Dispensing Cartons 


EW BEDFORD CORDAGE CO. 
New Bedford, Mass. 


@® 7288 








NEW BEDFORD CORDAGE COMPANY, NEW BEDFORD, MASS. 
[-] Rush me full details on New Bedford's triple profits 
[_] Please send me introductory trial order: Manila [_] Sisal [7] 
Rope Size | ) 

My Jobber 

My Name 

Company 

Address 
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Whatever the security job — there's o Master 
Padiock to fit providing maximum pro 
tection at the lowest possible price! 


COMBINATION PADLOCKS — Strong, double 
wall construction; 3 number dioling; self- 
locking tumblers; virtually unlimited combine 
trons. Also available with key-control 
one company-owned key opens all locks 


. 
. 
. 
. 
e 
e 
es 


LAMINATED PADLOCKS Stronger thon oa 
solid steel block; hardened steel shackles; pin- 
tumbler mechonism; 
throughout 


cadmium = rust-prooted 
Strongest padlock construction 
known 


Special service on master-keyed 
and keyed-alike sets. 


Sales Tip — Check the number of yeors 
your customers’ padlocks have been in 
use. Old Ht ore dang 

ond should be replaced . . . NOW! Per- 
sonnel turnover, lost keys, etc. might 
permit access by unauthorized persons. 





oo oo 6 oN Ses 


OS ve 
5. 


Catalog of 
complete Master 
line. Write 
for it! 


Master lock Company. Milwaukee 45, Wis 
World s Leading Padlock Manufacturers 


318 


ground flat stock and bar stock stecl 
is nationally known. Under the dis 
tributorship agreement, Republic Sup 
ply is the only statewide distributor 
on the Pacific Coast. Republic Sup 
ply dispenses industrial supplies to 
the heavy industries of the West 
through 16 branch stores and head 
quarters warchouses in California. 

In addition to the regular coverage 
by Republic’s 80 outside salesmen, 
service for the Starrett line will be 
supplemented by three Starrett factory 
representatives working with Republic 
Supply and 
that firm 

Ihe Republic Supply Company of 
California carries over 35,000 different 
items of industrial supplies in the 
$5,000,000 inventory maintained to 
Western Industry Merchan 
dise includes Abrasives; Shop Supplies 
and Tools; Pipe, Valves and Fittings; 
Wire Rope and Rigging Supplies; 
Mechanical Rubber Goods; Hose and 
Belting; Machinery; and Oilfield Sup- 
plies. Sales for the vear 1951 were 
in excess of $21,000,000 


servicing customers of 


Sscrv¢ 


Heads Advertisers’ Group 


Merrill C. Wilcox, advertising man 
iger of R. C. Neal Co., Inc., Buffalo, 
N. Y., has been elected president of 
the Niagara Frontier Chapter of the 
National Industrial Advertisers Asso 
ciation. 


Besly-Welles Appoints 
Daly to N. Y. State 


Besly-Welles Corp., Beloit, Wis., 
has appointed ‘Thomas Edward Daly, 
Jr. to the position of sales and service 
representative for their cutting tool 
division in central and western New 
York state 

Products of the cutting tool divi- 
sion consists of precision taps, drills 
and reamers. 


/ 


Thomas Edward Daly, Jr. 
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. THE 


|ctoriry-vowef] 


Driver 


SALES 











You've got more 
features to sell with 
the DRIVER 


simplicity Two basic 
parts—barrel and firin 
anit. Integral cartridge 
stud units eliminate match- 
ing and fitting, come ready 
to use. Load—position— 
fire. Stud embedded, job 
done. One-hand operation. 











versatility torer- 
changeable barrels permit 
driving of either 4 or % 
inch studs from same firing 
unit. Drives studs into con- 
crete and steel, fits the 
needs of any fastening job. 
Wide range of studs avail- 
able—solid head, internal 
or external threaded types. 








safety Accidental dis- 
charge impossible—spring- 
loaded safety arm must be 
rotated 180 degrees and 
held before stud can be 
fired. All cartridges are 








center-fire type, completely 





assembled, and color- 
tipped to assure right load for the job. 
Barrel design and long bearing area of 
piston avoids ricochet, flash and recoil. 





ActNOwWw gy 


Some dealerships are still open! 
Broad market waiting. Ideal 
item for maintenance, repair, 
construction. Cartridge-studs 
bring repeat business. Send 
now for product and price 
information. 








VELOCITY POWER TOOL CO 





A“GOOD DEAL’ 


FOR YOUR CUSTOMERS 
... AND FOR YOU! 


E. A. McKenna 
Stanley Tools Divisions 
Elect Two Directors “M-40-U” ALLOY CENTERS 
At the annual meeting of the 
stockholders held on April 17th in the 
compan\ S 


office in Philadelphia, Pa., Gorham “M-40-U” Alloy Centers outlast high speed and 
North Bros. Mfg. Co., a division of 


: other ferrous or non-ferrous alloy centers from 3 to 10 times before 
Stanley Tools, announced the elec " . 
tian of Edward A. Motieans @: virx wear occurs—and they can be re-dressed many more times! 


Br ig re 1 ; — — ot ; North “M-40-U” is a special alloy developed by Gorham expressly for use as a 

34 ve ITS “of wobec er whe ee wear, heat and abrasion-resistant material. A solid core of ““M-40-U” 
Born and reared in Philadelphia, is induction brazed into the steel shank, after which the entire center 

Mr. McKenna attended Philadelphia is finish ground. Thus, the wear material is 2/ways supported by tough 

public schools and at the age of 16 shank steel throughout the long life of the center. These centers require 

began work as an apprentice brick only a cleanup grind when wear finally occurs, and many cleanups can 

laver. After learning the trade, he s . . e ‘a i 

dechtel Gh he wall mask elle be made without loss of wear-resistant properties, since the ““M-40-U 

sell than use the tools, so he obtained alloy is actually a deep core, rather than a clad, or applied ¢ip. 

a position as missionary salesman for 

the Henry Disston Line of trowels. 

Mhat was in 1915. After a period of NO aust You can sell nationally advertised Gor- 


A CAP ‘ fi 
missionary work, he was given a sales ham centers to shops with lathes, grinders, 
territory with the Disston tool line st 


NO just tics and many other types of 
In 1922 Mr. McKenna came to at < Y machines. They pay for themselves in 
downtime saved, plus the precision 
BUT A LONG production that’s possible with centers 
SOLID CORE that stay true longer . . . while their 
performance builds goodwill and repeat 
sales for youl Centers or half-centers, 
The whole story of why this design all popular sizes, with Morse, Jarno or 
means more wear material end Brown & Sharpe taper shanks—In stock, 
longer center life is right in these immediate delivery! Write for literature 
diagrams. Tell it... and sell more and complete details on the profitable 
Gorham centers! Gorham Distributor Plan . . . today! 


ova 


TOOL COMPANY - 


14406 Woodrow Wilson Avenue 
Detroit 3, Michigan 











C. Kenneth Freedell 
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CARBIDE TIPPED 
WORK SUPPORT BLADES 
for CENTERLESS GRINDERS 


Standard thrufeed and in- 
feed work support blades 
available from stock. Prices 
on special blades quoted on 
receipt of prints. We also 
regrind worn blades — and 
salvage all standard blades 
by retipping and regrinding. 


WRITE FOR CATALOG 


WILLEY’S CARBIDE TOOL CO. 


allclabaaeh, 


Ol tiaelii 











SELL 


Arbor Spacers and Shims 


332 Midland Ave. + Detroit 3, Mich. 


Flux 


Sodering Paste 
SAVES TIME—SAVES LABOR 


Safest—fast working 
sodering poste made. 


Sodering Liquid 
Double strength, 
non-evaporating. 
Adaptable to hand 
or machine soder- 
ing. Works like 
lightning. 

Call Your Distributor 4 

or Write to « 


LB. ALLEN CO., INC 


6731 BRYN MAWR AVE 
CHICAGO 31 ILLINOIS 
@ Sold thru Distributors 

@ Send for Catalog 
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North Bros. and was given the New 
England, New York and Atlantic 
Seaboard states as a regular territory. 
Since 1946 when Yankee became a 
part of Stanley, Mr. McKenna has 
been the sales specialist on Yankee 
tools and has traveled most of the 
country with Stanley Tool salesmen 

Russell Jennings Manufacturing 
Co., Chester, Corn., now a division 
of Stanlev Tools, announced the elec- 
tion of C. Kenneth Freedell as a 
director of Russell Jennings Manu 
facturing Co 

Mr. Freedell, who was appointed 


| general sales manager of Stanley Tools 
| in June, 


1950, joined the Stanley 
ools production department in 1923 
[wo years later, he was transferred 
to the advertising department and 
handled Stanley Tool and Stanley 
Electric ‘Tool advertising, and devel 
oped merchandising plans for the 
hand tool division. In 1939, he was 
transferred to the sales department as 
assistant to the sales manager. 


Worthington Corp. Promotes 
Three on District Staffs 


Worthington Corp., Harrison, N. J., 
has appointed J. P. McArthur as man- 
ager of the company’s Philadelphia 
district sales office, succeeding the late 
W. J. Daly. 

Mr. McArthur was formerly re 
gional manager of West Coast sales. 

H. W. King, formerly manager of 
the San Francisco district office, has 
succeeded Mr. McArthur as regional 
manager, West Coast sales. P. L. 
McManus, formerly resident manager 
in Portland, Ore., has been appointed 
manager of the San Francisco district 


office 





DIRECTORS’ report occupies M. J. 
Schwanzl, president, M. |. Wilcox 
Co., Toledo, Ohio, prior to the an- 
nual meeting 





ALFRED J. FAIRFIELD is retiring 
as sales manager for Russell, Burdsall 
& Ward Bolt & Nut Co. at Detroit 
and Coraopolis, Pa. The company also 
announced the appointments of 


How IDEAL’S Hard Hitting 


Promotion Scores EXTRA 
SALES for You! 


RICHARD D. BAKER as resi 


dent vice president, Pittsburgh and . . . 


In the last year, 14,252 inquiries result- 
ing directly from IDEAL’S promotion 


program were channeled by IDEAL 


Right now, as you read this, your cus- 
tomers are seeing and reading IDEAL 


advertisements — direct mail — cata- 


through its Distributors. A very high logs —directory advertising — trade 


percentage of these resulted in report- shows where IDEAL products are al- 


ed sales on the first call. Many were ways crowd stoppers. 


door openers to new accounts and am 
3 : This never-ending program has one ob- 
steady volume business. This was in 


eee ject — to help you, as an IDEAL Dis- 


to the many thousands of 
sales traceable to IDEAL’S promotion 
and handled directly by Distributors. 


to sell more easily 


and profitably. 


tributor, more 


IDEAL Covers the Field with: 


Continuous advertising in 200,000 direct mail 

THOMAS TOBY as assistant 22 leading magazines folders and broad- 
manager of sales for the same area Sidi define coudsuned sides 

30,000 more cata- 


catalogs, envelope pieces 
for distributor use legs distributed in 
52 


Six national trade shows 


Hundreds of display 
boards for distribu- 
tors 


» leading purchasing 
Russell, Burdsall & Ward directories 


Makes Management Changes 
Russell, Burdsall & Ward Bolt & 

Nut Co. has announced three man 
gement changes in its sales staff 
Alfred J. Fairfield, sales manager a 


IDEAL INDUSTRIES, Inc., 


1000 PARK AVENUE, SYCAMORE, ILLINOIS 


+ 
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see MOTORS and MACHINES... 


with LOVEJOY 





GET YOUR 
LOVEJOY 
CATALOG 
WITH QUICK- 
FINDING 
SELECTOR 
CHARTS 





L-R FLEXIBLE COUPLINGS 


They have been engineered 
to give the maximum effi- 
ciency in the counteraction 
of misalignment, vibration. 
surge and backlash. No 
more excessive wear of bear- 
ings and shafts when you 
use these better couplings. 
Lovejoy Flexible Couplings 
are equipped with free-float- 


ing load cushions—available for every 
duty from 1/6 to 2500 H.P. No shut- 
downs for changing . . . no lubrication. 


OVEJOY FLEXIBLE COUPLING CO. 


5079 W. Lake Street 


Chicago 44, Illinois 


Also mfrs. of Lovejoy Universal Joints and Lovejoy Variable Speed Transmissions 

















Soverance 


CHATTERLESS 
COUNTERSINKS 


LT 

Designed to take light or heavy 
cuts and produce exceptionally 
smooth seats without “Chatter.” 


TR 
For Complete Information Ask For Bulletin “C 





IT’S NEW! 


Severance engineering leads 


again 


This time introducing a “Micrometer” 


“Stop-Countersink” with a NON-ROTAT 


ING HEAD 


You owe it to yourself to investigate 
and learn all the facts 


Absolutely a brand new ideo in “ 
Countersink” 


Stop 
design and construction 


Ask for Leaflet No. 649 





SEVERANCE TOOL INDUSTRIES INC. 


687 lowa Avenue, Saginaw, Michigan 





SELL THE BEST 
WITH THE REST! 











Sell the Complete Line 





RAN - 


CENTRIFUGAL 











US \\ 


PORTABLE 


COOLANT SYSTEMS 


Tare | 


PUMPING UNITS 


1 GPM TO 70 GPM 


he 


uP TO 70 PSI 


1/25 HP to ‘2 HP, Gear and Centrifugal 
Models. New catalog with selection chart 
makes it easy to sell, recommend and buy 
the right Graymill unit for the job. Write 
for details today! 


GRAYMILLS CORPORATION 
3715 LINCOLN AVENUE * CHICAGO 13 
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Coraopolis, Pa., 
tired after 42 


and Detroit, has re- 
years’ with the 
company. Two new sales executives 
have been appointed, Richard D 
Baker, named resident vice president, 
ind Thomas Toby, who bec 
sistant manager of sales. Both will 
have their headquarters at the com 
pany’s new sales offices in Pittsburgh 

Mr. Fairfield, who will make his 
home in Florida after retirement, 
joined Russell, Burdsall & Ward in 
1910, at the age of 17. In 1930, two 
vears after the company’s new Coraop- 
olis plant was opened, he became dis- 
trict sales manager there. He assumed 
the additional post of Detroit sales 
manager several years ag 

Mr. Baker, the new resident vice 
president, has been connected with 
the fastener industry sincé 1919, when 
he joined Pittsburgh Screw & Bolt 
Corp. For the past 12 years he had 
been vice president in charge of sales 
for Pittsburgh Screw & Bolt and the 
company’s Western division, Gary 
Screw & Bolt. 

Mr. Toby, new assistant manager of 
sales, was also formerly with Pitts 
burgh Screw & Bolt. For the past year 
he had been assistant general manager 
of sales in Pittsburgh 


service 


mes as 


General Maxwell Appointed 
Ordnance Assoc. Executive 
Major General R. L. Maxwell, vice 


president in charge of personnel and 
public relations of American Machine 
& Foundry Co., has been elected a vice 
president of the American Ordnance 
Association’s New York post 
General Maxwell has been 
tor of the New York post fo: 
vears. He was national secretary 
A.O.A. in 1925 and 1926 and 
the Association's magazine, At 
nance, in the same period 


1 direc 
several 
of the 
editor of 
mv Ord 





GOOD DISPLAY produces sa 
cording to Edward Harms and 
Payne, checking catalog at Noland Co., 
Atlanta, Ga 





E. G. Brown, Jr. 


J. H. Williams Names 
Sales Representative 
J. H. Willams & Co., Buffalo, has 
ippointed E. G. Brown as sales repre 
sentative in the Philadelphia district 
Mr. Brown will assist J. J. McCann 
Philadelphia district manager. He has 
been associated with J. H. Williams in 


the export division at the Buffalo office ther: 
ince 1946 


Olin Industries Executive 


Named to NPA Metals Post more promptly 


David 'T. Marvel, on leave from 
Olin Industries, Inc., East Alton, Il., Thanks to additional manufacturing space and more equip- 
has been appointed deputy assistant weR 
idministrator of the Metals & Minerals ment, we can now fill your orders for Bassick’s famous-for- 


Bureau of NPA. He is sales manager quality truck casters more promptly. 
of the Metals Division for Olin 


Ste wilt oid sestahenh oileelaisenien Even with the largest volume of business in our history, we 

Walter H. Wiewel in directing the are in a better position to assist our distributors in serving their 
> I I \ JTISISTS Oo , 

NPA burcau, which consists of the customers’ needs than we have been for months. 

Iron & Steel, Copper Div., Tin, Lead ; 

& Zinc and Miscellaneous Metals & So be on the lookout for Bassick Caster orders! THE Bassick 


Minerals Divisions Company, Bridgeport 2, Conn. Jn Canada: Belleville, Ont. 








Bearing raceways of Bassick 
‘ f Series “99” swivel casters are 
Sure Sign . fully-hardened, assuring easy 
—— swiveling for the caster’s life 
and better quality. One of the 
| Quality many mech Bassick helps re- 
duce the “Reducible 30%,""* 
and keeps your customers so 
very satisfied. 
* Materials-handling . .. about 


30%, of total cost, one of the 
All bearing surfaces fully-hardened! few costs reducible today. 


aw eg 
i STEWART 














OPERATORS of the new Bruning 


Whiteprinter at Samuel Harris & Co., MAKING MORE. KINDS OF CASTERS 
Chicago, are Mrs. Gladys Field and j 


...- MAKING CASTERS DO MORE 
Ida Shaw, who take turns running the 


g WARANER 
machine 
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GIVE RECORD BREAKING 
PERFORMANCE 


Three basic CMC innovations are responsible for the 
inherent superiority of CMC DUAL PRIME PUMPS. 
1. Improved open thrash type impeller 


2. Rotary double shaft seals RICHARD H. DAVIS has been ap 
pointed manager of Worthington 


3. Double jet method of priming Corp.’s Marine Div. at Harrison, N. J 
These improvements combined with ad 
vanced, centrifugal design guarantee 
taster seli-priming and greater capacities. 





Ducommun Re-elects 
The extra air handling ability of CMC 


z ar 4 
DUAL PRIME Centrifugal Pumps permits All ‘ of Its Directors 
constant and dependable performance 
when the ordinary centrifugal pump loses Ducommun Metals & Sup ay Co 
prime and becomes air bound. : : oe 


; Los Angeles, re-elected all seven of its 
Available in 3 basic assemblies, close 7 
coupled, flexible coupled and skid mounted directors at its recent annual stock 


pump aly, coc DUAL, PRIME, rows holders meetings. 
240,000 G.P.H. They are: Edmond F. Ducommun, 
president; Al Lohn, vice president for 
chairman; Charles E. Ducommun, 
“i finance; Wayne Rising, vice president 
i é = for merchandising; Elmer Wall, treas 
ONSTRUCTION Monee . Soe, urer; Alan Ducommun, secretary; and 
WATERLOO HOWA, USA oo" a a Murray Ward, president of Hall Rich- 
ards, the firm through which Ducom- 
mun shares were originally sold to the 

public 

In his report, President Ducommun 
cited company progress in cultivat- 
ing the areas it serves. He said estab- 
lishment of a methods and _proce- 
dures department was an important 
step in improving service and reduc 
ing cost. He also stressed new sales 
training plans now in operation. A 
number of new salesmen were ap 
pointed in 1951 and better sales cov 
erage is under constant study, he said 














Chucks can mean important new vol- 
ume when you sell Buck Ajust-Tru— 
the world’s fastest precision chuck! 
Combines the speed of scroll chucks 
with the accuracy of 4-jaw chucks— 


6 JAW CHUCK HANDLES gives great machining advantages. It’s 


new... and different . . . and so good 
WORK OF 93 COLLETS! it captures the attention of all chuck 


Gives 0005 Precision With Scroll Chuck users and buyers. Every shop or plant 
Rechucking Speed. Performs Collet and in your territory can use one or more 
Step Collet Operations Buck Ajust-Tru Chucks to great ad- 
Ends Most Needs For Stub Arbors, vantage. Send for latest catalog and 
Mandrels, Special Fixtures price list. 


Compensates For Spindle Runouwt — 


Lengthens Useful Life of Old Machines B U Cc K TOOL co. JOHN F. CAMO tes heen elected 


Con Be Adapted to Dividing Heads, assistant treasurer of J. Russell & Co., 
Grinders, Screw Machines 630 Schippers Lane Kalamazoo, Mich. Inc., Holyoke, Mass. He joined the 


company a year ago as comptroller 
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B. F. TEELE is being kept buy at 
5 Christopher Co., JacksonVille 
He's looking up some information to 


answer a telephone query while, at the 
ame time, a Counter Customer prepares 


to pose another problem . Fully ‘Machined Bronze 
Maintenance Bars And 
Yale & Towne Establishes Standard Stock Bearings 


New Research Division 





The Yale & Towne Manufacturing 
Co., Stamford, Conn., has established 
1 research and development division, it 
was announced at the 84th annual 
stockholders’ meeting by Gilbert W. 
Chapman, president. 

[he newly created research and de 
velopment division will coordinate and 
supplement the research and product 
development activities now being con 
ducted at Yale & Towne’s eight manu 
facturing divisions in the United States 
Stamford, Conn.; Philadelphia; 
Salem, Va.; Berrien Springs, Mich.; 
ind Chicago), Canada, England and 
Germany 





LITERATURE is kept available for all 
ounter customers who visit Oliver H 
Van Horn Co., in Fort Worth. Each 
morning Mrs. Norma Chandler checks 


mai ete gare Me a TINSLEY 
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MEASURING TOOLS 
from HOMESTRAND 


bring you 


WORLD-FAMOUS 
SWEDISH PRECISION 


; 


@ VERNIER HEIGHT 
AUGES 


Hard-chrome plated tool 
steel bar 
@ Measurements § trom 
zero-height 
@ Unobstructed slide 


movement 


@ Measurements to 
1/1000 inch 


@ Machine Cut 
Graduations 






12” size—list price $63.50 
(without case) 

18” size—list price $130.00 
(without case) 
less customary distribu 
tor discounts 





®@ Dial Gauges 
Range: Plus or minus .015 
Graduated to .001 


@ Vernier Calipers 
".12" - 24 


izes: 6 36" 





@ Depth Gauges 
Sizes: 8” - 12” 


) All Tools Graduated in Inches in accordance 
with standard American practice. 


: ®@ Available immediately 


) or with short delivery 


from stock, 


superior design and supreme quality from 
one central source: 


LARCHMONT, N.Y 
Phone: MU 4-1998 


\s Swedish Precision Measuring Tools of 
} 
; 


FPeeeeeee eee eee ee 
8 HOMESTRAND, INC. | 
8 LARCHMONT, N. Y. | 
v Please send me 7 
i 12 imeh size 1 
( VERNIER HEIGHT GAUGES—@ $63.50 
1 18 inch size | 
( VERNIER HEIGHT GAUGES—@ $130.00 
i less usual Distributor Discounts a 
4 ( Please send complete illustrated. descriptive 4 
pamphlets on all Homestrand precision measuring 
g tools 4 
8 rim ' 
- . ; 
iw . 
y Lone State 2 i 
gw ke ek oe ee ee ecm ea 
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Modern Building Houses Chain Belt Offices 








ie 


+ we 
~= "ea 2RRmc 


Administration building of Chain Belt Co 
steel and glass construction 


Chain Belt Co. is now occupying its 
new administration building, located 
at 4701 W. Greenfield Avenue, Mil 
waukee, Wisc. For the past 50 years, 
the firm had its executive headquarters 
at 1600 W. Bruce St., Milwaukee 

The new building, of brick, stain 
less steel and glass construction, is di 
rectly adjacent to its Milwaukee manu 
facturing facilities, and houses the 
offices and departments of general 
administration, field sales administra 
tion, sales promotion and advertising, 
purchasing, accounting, statistical, tax, 
cost and castings sales 


aSeanecy, 





_ — —_— 


in Milwaukee, Wis., is of brick, stainless 





Arn Allen Elected 
Seattle Chapter Head 


Ihe Seattle chapter of the Ameri 
can Steel Warchouse Assn. has elected 
Am Allen, general sales manager of 
the Seattle Hardware Co., as presi 
dent. 

Other officers are Jesse Schoenfeld 
of Schwabacher Hardware Co., vice 
president; W. V. Latimer, Electric 
Steel Foundry, secretary-treasurer, and 
R. W. Raport, Barde Steel Co., na 


tional director. 





California Distributor Visits N. J. Manufacturer 





P. M 
Los Angeles, visits the office of F 
Co., Roselle, N. J., 
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Pike, chairman of the board of The Republic Supply Co. of California, 
\. Stillman, president of The Watson-Stillman 
during a recent tnp to the East 





TRY THIS ONE, John Buckles, 

Dodge Mig. Co., tells Cal Counts 

salesman for The W. M. Pattison Co., 

Cleveland, in selecting item from 
for a customer 





Worthington Redesignates 
Plant at Plainfield, N. J. 


What has been known as the Dunel 
len, N. J. plant of Worthington Corp 
has been redesignated as the Plain 
field Works according to F. J. Whelan, 
sales vice president 

Though known as the Dunellen 
Works since 1943 when purchased 
from Ransome Machinery Corp., the 
plant is not actually located in the 
town of Dunellen. It is located parth 
in Plainfield, N. J. and partly in Pis 
cataway Township which is between 
Plainfield and Dunellen 


Graymills Moves Plant 


Graymills Corp. has moved _ its 
plant and offices from Evanston, IIl., 
to 3705 North Lincoln Ave., Chicago 
The new plant provides added manu 


DRIVES THAT WORK aattract the 
ittention of passersby to Southern 
Pump & Supply Co.’s window in 
l'ampa, Fla. Roy T. Stanley, president 
of Southern, designed and built the 
window board to show customers the 
variety of drives that can be supplied 
wih mpany 


© <, 
awe 


JACKSO 
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JACKMANCO 
WHEELBARROWS 


are sold than 
any other make... 


This is an enviable position to be in, and 
JACKMANCO Distributors are well aware of 
their many sales advantages. JACKMANCO 
products are recognized the world over to be 
of superior quality. 


The Jackson line consisting of Barrows, Con- 
crete Carts, Mortar Pans, Mixing Boxes, Drag 
Scrapers, etc. has demonstrated its profit 
earning capacity for distributors and has 
long been recognized as the line from which 
you get the most repeat business. 


Are you Profiting 
from this Popularity ? 


REG. U. 5. PAT. 
Oldest and Largest 
Wheelbarrow maker 

in America 


MANUFACTURING COMPANY 
HARRISBURG, PENNA. 








it’s the 
ANGLE 

n the 
female end SEATS IN ALL 


CATAWISSA UNIONS ARE A 

55° ANGLE ON THE FEMALE END TO 

A BALL ON THE MALE END .. . ASSURING 
A PERFECT SEAL EVEN ‘THOUGH THE PIPE IS NOT IN ALIGNMENT! 


m PERFECT SEAL a 
catawissa /\ unions 


are made by 
union specialists! 









see the complete line... write for Catalog 11 
a type for every use... all temperatures, all pressures! 


VF ad corawissa VALVE & FITTINGS CO. 


RA 4 A 300 MILL ST. CATAWISSA, PENNA. 
tandardized 


Sell 
setup appliances 


For Every T-Slot Work Table 












Machine Shop men are forced to waste time on Machine Tool Set-ups. 
CAD Standardized Appliances will convert this non-productive time 
into productive labor. 









All sizes—to suit the little bench machine 
to the brute of a planer. 


Sold only through selected distributors. 


WRITE FOR CAD FOLDER A85 
AND DISTRIBUTORS’ PLAN 


STANDARD SHOP EQUIPMENT CO, 
8153 Tinicum Ave., Phila. 42, Pa. 











aT-C: 
je vs Fa 
4. a. 
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INQUIRIES at Dessil Tool & Supply 


Co., Cleveland, are answered by 
Maurice Silberman, partner 





Sales Manager H. W. Hultgren 
Retires from Cushman Chuck 


Harry W. Hultgren, sales manager 
for The Cushman Chuck Co., Hart 
ford, Conn., has retired after almost 
30 years with the company 

He joined the company in 1922 
and spent 15 years traveling exten- 
sively. With the retirement of George 
H. Pratt in 1937, he became sales man- 
ager. 

Mr. Hultgren is a member of 
lechnical Committees No. + & 11 
for the standardization of small tools 
and machine elements. 

While retiring from active duties, 
he will remain with the company on 
an inactive basis as sales consultant 


Ask Removal of Order 
Banning Light Jacks 


Jack manufacturers have urged 
NPA to remove restrictions on certain 
types of jacks, particularly light 
models. 

They said demand for heavier jacks 
had decreased, while lighter models 
were in greater demand. However, 
they reported that the industrv was 
operating smoothly under CMP and 
expressed fear that if CMP is revoked, 
the materials situation would deterio- 
rate rapidly. 


Small Business Grants 


Will Be Easier To Get 


Small firms producing civilian-type 
products will find it easier to obtain 
materials from the Small Business 
Hardship Account, NPA and_ the 
Small Defense Plants Administration 
have announced. 

For the third quarter, an applicant 





will be entitled to a supplementary 
allotment of controlled materials to 
help him operate at a minimum, and 
will not have to prove, as formerly, 
that he is faced with a prolonged 
shutdown or failure 


Small Firms Better Off 


Che impact of controlled materials 
allocations on many smaller metal 
working firms has been removed o1 
minimized by raising the quantities 
for which a manufacturer may self 
certify, according to findings from a 
recent NPA Office-of-Small-Business 
survey , 

The study, which covered 45 small 
companies in the service and house 
hold machinery industries for the last 
3 quarters of 1951, showed that the 
impact of the defense program on 
them was no greater than on the larger 
companies in their industries, NPA 
officials said. The study emphasized 
slackening of demand as an important 
factor 

By permitting manufacturers to 
self-certify up to 30 tons of carbon 
steel, 22 of the 45 firms were allowed 
during the fourth quarter of 1951 to 
use carbon steel at 100 percent of 
their highest consumption during any 
of the previous three quarters. 


Special Group to Probe 
Military Bearings Needs 


Anti-friction bearing manufacturers 
and NPA officials have agreed to 
recommend a survey by a special task 
force on bearings requirements for 
military items. 

NPA said nickel bearing grades of 
stainless steel are still in tight supply, 
but assured manufacturers of allot- 
ments of non-nickel bearing steel for 
defense procurement 





FATHER-SON team, Louis Salzinger, 
president, and Seymour Salzinger, v-.p., 
run National Bolt & Nut Co., Brook 
lyn, N.Y 


MORE GRINDING per HOUR 


6-hole bearing blocks 
6 times the service 


More Grinding per Wheel 


You'll speed up grinding production—get more 
work per hour AND per grinding wheel—when 
you dress wheels periodically with the right 
Desmond dresser for the job. Only Desmond 
makes the famous Hex Dresser, (illustrated) 
using Huntington-type cutters mounted in 
6-holes bearing blocks which give six times 
the service 


The Desmond Dresser Guide—oa 9’ x 12” 
wall chart—shows the main types of dressers 
and when to use them, helps maintain top 
grinding production. Contact your Desmond 
distributor for free copies of the Guide and 
for all your dresser and cutter requirements 


THE DESMOND-STEPHAN MFG. CO. 
URBANA, OHIO 


Desmond 


DRESSERS & CUTTERS 
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HINGED PLATEG 


BELT FASTENER No. 5 


for conveyor belts 
Specially designed to permit 
quick and easy method of 
adding to, or reducing length 
of belt. Just pull the hinge 
pin to open joint. 





BILLING at R. J. Atkinson, Inc., 
Brooklyn, N. Y., is handled by Amelia 
Hoffman, assisted by receptionist, Mrs 
Hughla Osborne 





PLATEGRIP for dust-tight 
permanent joints. HINGE 
PLATEGRIP for “add-on” 
belts. REPAIR PLATES for 
patching worn or repairing 
torn belts. 





Aluminum Distributors 
Urge Plans for Surplus 


The Aluminum and Magnesium In 
dustrv Advisory Committee has asked 
NPA to consult with warehousemen 
on any plan for distributing surplus, 
when defense contracts are terminated. 


ARMSTRONG-BRAY CO. 
Ihe committee also recommended 


Write for Catalog Sheets. 





5356 Northwest Highway that 
minum above the quantity that the 
market can reasonably absorb without 

Dur Customers (2) That a section of warehouse 
order M-88 permitting distributors 

PROCUNIER ing the way for surplus dealers to enter 
this market. 


Chicago 30, Illinois (1) The government consider re 

melting for stockpile any surplus alu 

) ye i VALUE serious disruption of warehouse ser\ 
ices or mill operations. 

holding “AM” numbers to purchase 

surplus aluminum be eliminated, open- 
- . “sm ™pD 

Ta in & ul ment (3) That when NPA increases pri 

marily aluminum production in the 


Production goes up—spoilage goes down is a 
phrase most frequently used in connection with 
Seosmdes Tapping Equipment Production men 
ind top management officials in America’s leading 
industrial plants all agree that when it comes to 
tapping machines, productivity, accuracy and de- 
pendability speak louder than all the salesman- 
ship and advertising in the world. Feature for 
feature, Procunier tappers incorporate more value, 
more user efficiency, greater reliability and ver 
satility than any other on the market today. For 
the industrial distributor who wants his cus 
tomers to get the maximum value on every put 
chase of tapping machines, he'll recommend and 
sell PROCUNIER “The finest in tapping equip 


ment 


third and fourth quarters, the pound 
percentage which distributors will be 
permitted to order be increased accord 
ingly. 

Industry spokesmen asked NPA to 
permit the fabrication and installation 
of aluminum ducts, flashings, and val 
leys on a building job. At present such 
building materials may be installed 
only after shop production by fabri 
cators having approved production 


Backed by extensive advertising schedules. 


The many Procunier advantages are being dramatized to NPA cleared up a misunderstanding 


your customers and prospects through the most extensive 
trade paper advertising campaign in Procunier history 


regarding warehouse order M-S88, 
Month after month, hundreds of thousands of tapping which permits distributors to accept 
equipment users read exactly why Procunier design means 

better value. Alert distributors can tie in with a line that orders from persons who have no 
& going places For full details authorized production schedule, up to 
5 percent of total sales from stock the 
; preceding month. NPA said sales from 
PROCUNIER Query the 5 percent must not be made to any 
Chuan COMPANY one who presents a CMP ticket, since 
it is intended for household, hobby, 

ind retail uses. 


12-16 SOUTH CLINTON STREET, CHICAGO 6, ILL. 
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Flexible Steel Lacing 
Transfers Harry Beach 


Harry Beach, who formerly covered 
the North Central states, has now been 
to the Pennsy!vania-New 
Jersev area to represent the Flexible 
Steel Lacing Co., manufacturers of 


Cif METEOR 


Fast, low headroom electric wire 
rope hoist. Specially designed 
for heavy service applications. 
Many exclusive design features. 
Single and two speed models 
Capacities: % to 5 tons. 


, 
assigned 


belt fasteners for joming conveyor and 
transmiussit 

Ihe new territory was formerly cov 
Creighton | 
I tired 

Mr. Beach has gained an excellent 
background of experience and knowl 
edge in the field of belt fastening. He 


pt SSCSSCS 


m belts 
ered by Garesche, who 
recenth 


a mechanical engineering de 


from Purdue University 


gree 
Independent Pneumatic 
Moves Branch Managers 
lool Co.., 


has made three appoint 
involving Thor branch man 


Independent Pneumatic 
Aurora, Ill 
ments 
Ages 

J. E. Johnson, formerly manager of 
the Philadelphia branch, has been pro 
moted to the post of assistant sales 
Aurora. M. A. Sorenson, 
formerly manager of the Salt Lake City 
branch, succeeds Mr. Johnson as 
Philadelphia manager, while R. J. 
Horrocks, former service engineer at 
Salt Lake City, has been named man 
iger at Salt Lake City. 


engineer at 


Stayman Made Sales VP 
Of Pittsburgh Screw 


Pittsburgh Screw and Bolt Corp. 
has elected Alexander I. Stayman to 
the office of vice president, sales. Mr. 
Stavman had been assistant to the 
president since May, 1951 

Mr. Stayman has been with the 
company for 17 vears in the sales di 
vision and was manager of sales in 
the Pittsburgh and Southeastern dis 
trict. He was elevated to assistant to 
the vice president and general sales 
manager prior to becoming issistant 
to the president 


Copper Increase Later 
Predicted by Industry 


Copper continues in tight supply 
but more should be available at the 
end of the year, members of the in 
dustry told NPA recently 

However, they said it would be im- 
possible to make closer estimates of 
future supply, because of the uncer- 
tainty of scrap collection and foreign 
ind the possibility of strikes. 

They doubted that any new meas 
ures to increase it are feasible. More 
scrap is becoming available, and the 
world price has softened 


sources 


Industrial buyers and production executives listen when you talk 
CM Hoists because they recognize a service-proven line manufactured 
by an experienced company that knows overhead materials handling 
problems and answers. Product acceptance is the first step to profitable 
orders here are four “stock” items that move. 








Cif CYCLONE 


Model M high speed chain 
hoist. Light, easy to handle. 
1 ton model weighs only 35 
Ibs. Popular with maintenance 
workers. Herc-Alloy steel load 
chain. Capacities: % to 10 tons. 


If 


Cl COMET 


Portable, speedy, low-cost elec- 
tric chain hoist. Favored for 
production line applications. 
Sturdy and compact. Plug in 
on single or 3 phase power 
line. Capacities: % to 1 ton. 


there is any question in your mind as to the efficiency and 
economy of your present materials handling methods then 


wis MeN Roce HU 18 


: 

Cif PULLER” 
Lifts and pulls at any angle. A 
safe, easy operating, low-cost 
general utility tool that saves 
time on countless jobs. % ton 
model weighs 13 Ibs. Capac 

ities: % 1%, 3 and 6 tons. 


Wetle: 


CHISHOLM-MOORE 


HOIST CORPORATION 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y 


SALES OFFICES New 


Y 
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“custom” 
precision 


Orders for Sewall Stock Sprockets carry the 
assurance of complete interchangeability 
and satisfactory performance. Wide range 
of sizes. Send for the Sewall Catalog. 


We can provide you with prompt quotations 
on your customers’ requirements of special 
gears and sprockets. 


SSeeeeeeeaas 


By the Makers 
of 








E. B. SEWALL MANUFACTURING CO, 
662 Glendale St. 





St. Paul 4, Minnesota 


Sewall Gears 





PNEUMATIC SHOP TOOLS 


Workers turn out more production, faster and easier, 
with light-weight, vibrationless tools that cut down the 
fatigue factor. Sell your industrial customers MALL 
Pneumatic Power Tools. This Lever Throttle Die Grinder 
weighs only 34 of a pound, fits easily in the palm of 
one's hand. Guaranteed speed, 30,000 r.p.m., with 
0015 maximum runout at the collet. Accuracy, pre- 
cision, and ease of operation assured. Many other 
Precision-built Pneumatic Tools in the full MALL Line 


Illustrated Bulletin and Prices Upon Request 


TOOL COMPANY 


7802 S. Chicago Avenve 
Chicage 19, lilinois 
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Aluminum Cable Companies 
Operating at Half Capacity 


Aluminum cable fabricators have 
urged NPA not to reduce their allot- 
ments, since most manufacturers are 
reported to be operating already at 
less than 50 percent of capacity. 

Industry spokesmen stated their 
case at a recent meeting with NPA 
officials, who outlined several formu- 
las for allocating aluminum for the 
manufacture of steel reinforced alu- 
minum cable, known in the industry 
as “ACSR.” The present allotment 
is 100 percent of base period (1950) 
shipments. Some fabricators com- 
plained that this base period is inade- 
quate, and warned against further cuts. 

NPA cited the aluminum problem 
as the result of a switch from scarce 
copper to less-scarce aluminum for 
producing large tonnages of electric 
cable conductor needed in defense 
installations. Officials said the out 
look now is for increased aluminum 
production during the remainder of 
1952 and 1953. 


Industries’ Prospects: 


Find Your Customers 


In spite of all the talk about decon 
trols, a lot of industries are still having 
their troubles with materials. And it 
looks as if this is going to last through- 
out the year. Where certain materials 
grow in better supply, NPA is increas- 
ing the amount of self-certifications 
that consumer plants can make, but 
the feeling is that there will be cases 
of tight supply continuing until early 
next vear. 

Perhaps your customers are in some 
of the industries whose prospects are 
discussed in the following paragraphs 


BOILERS—New orders for small 
boiler plants are expected as a result of 
relaxation of controls on construction 
of schools, hospitals, and 
Manufacturers of large boiler plants 
report full capacity operation, but 
many smaller plants are operating at 
50 percent capacity, and some smaller 
operators cite insufficient materials 
rather than iimited orders as the cause. 
\ steel strike would disrupt the indus 
trv severely. 


churches. 


WATCH CASES-—Industry spokes 
men sav 4 additional net tons of nickel 
a vear would enable them to meet for 
eign competition, and NPA officials 
are studying the request. NPA has 
granted third quarter allotments for 
watch cases amounting to 50 percent 
of military requirements and about 10 
percent of base period use for civilian 





cases, but officials warn that nickel is 
still tight, only 14 million Ibs. being 
available per month, of which 70 per- 
cent must go into direct military items. 





DIESEL ENGINES~—Production is 
it a reasonably high level, though not 
it capacity, and industry spokesmen re 
port little difficulty in procuring mate 
rials under CMP. Backlogs average 
ibout the same as in 1951. 


WARM AIR HEATERS-—The cop- A AYA E! 
per shortage remains serious. Allot 
ments of galvanized sheet, which were ( 


low recently because of the zinc short 


‘| ‘ 

g ase 1eD 

age, are expected to increase so that no aun TESTE ‘ pecESseD 
shortage is felt in the third quarter. ain te ion paass SEAT 
Though inventory levels of heaters are WALLE 


high, industry spokesmen predict a . 
shortage of heating units later, because 
of the expected high level of construc 
tion. Thev want higher allotments of 
aluminum and nickel bearing stainless 
steel, and a longer inventory limita 
tion 





SOUND RECORDERS — Chief 
problems are procurement of special 
recorder motors and_nickel-bearing 
illovs. However, the industry is so 
voung that many contracts are of a 
developmental rather than produc 
tion nature. Standardization of speci- 
fications among the services would ad 
vance production rapidly, according to 
industry spokesmen. 


OUTBOARD ENGINES-—Alloved 


staal Songingg bene tnd quer sual ene COMPLETENESS OF LINE MEANS 


reportedly hard to get, but NPA off- 
cials reported alloved steel in good ABILITY TO MEET ALL NEEDS 
supply and promised to investigate 
availability of forging bars to the in- Wherever piping is used, Jefferson provides the right unions for the job. By 
dustr (he industry enjovs a high looking to Jefferson as your source of supply. you are assured a complete- 
level of sales, but spoke smen_ report ness of service which will enable you to take care of your customer's re- 
difficulty in filling orders due to ma quirements promptly and satisfactorily. 
terial shortages and long lead times. 
NPA has provided “B” product manu- 
facturers the same procurement ad- 
vantages as “A” manufacturers, and 
predicted that controls may soon be 
lifted on certain types of steel and 
dluminum : Ask tor Rounding out the Jeff serv- 
details. ice are a full line of unions 
RUBBER PROCESSING MA- ‘ with all-iron seats as well as 
CHINERY-~—The industry’s third quar 2 AAR male and female unions, 
ter allotments are almost 20 percent ee Enduro 300#, Excel 250# and 
higher than those in the second quar Ri Master 150% unions . .. a truly 
ter. NPA officials predict further in , complete line from a single 
crease Low initial allotments have | source of supply. 
hampered production, industry spokes 
men report, but supplementary allot 
ments were sufficient to fill the gap. 
Labor shortages continue to be the 
most pressing problem. 


The uniformly fine performance of Jefferson Unions is a sales feature made 
possible by the exclusive Recessed Brass Seat. Common to all Jeffersons. 
this true brass-to-iron machined seat is fully protected, cannot rock loose and 


imposes no restrictions to free flow. Its advantages are obvious and easily 
demonstrated. 





>y5O! UNION CO. 


ilotment of 387,000 tons of rails is 671 W.26thST..NEW YORK 1.8.7 
insufficient to meet the need, railroad 
officials stated. They had requested 
400,000 tons. The fourth quarter al 


RAILROADS—The third quarter 
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TILDEN 


ROTARY 
KONKRETE KORE 
DRILL 


Dealers and jobbers every 
where are happy with Tilden 
rotary Konkrete Kore drills 
because TILDEN DRILLS 
pay off where it counts most 

in increased sales and 
greater profits! 


HERE'S HOW YOU PROFIT! 


Sales and profits shoot 
up for three big reasons 
1. TILDEN makes better 
drills to do a better job 
People who use "em, like 
em. 2. TILDEN’S substan- 
tial mark-up assures you of 
more profit per sale. People 
who sell ‘em, like ’em 
3. TILDEN backs up your 
sales with consistent nation- 
al advertising. People who 

; need ‘em, read about and 
automatically! }yuy TILDEN DRILLS 


HERE'S WHY TILDEN’S BEST! 


s 5 to 7 times more holes, 
} more cutting surtace, is 
70% more efficient —will drill 
up to 1,000 inc hes of concrete 
without resharpening. And fac- 
tory resharpening is FREE! 
Uses any electric or air drill. 
29 standard sizes, 3/16” to 
1”. Interchangeable shanks 
up to 60 
You too, can profit by 
selling TILDEN Rotary 
Konkrete Kore drills. Send 
coupon below for full in 
formation No. obligation 
of course 


ILDEN’S NATIONAL ADVERTISING 
BACKS DEALERS 


N ads appear in ten na 
| publications covering the 
Electrical, Industrial, Construc 
tion and Communications Fields 


Patented core 
slot expels 
cuttings 





rILDI 
1 


tror 


S Pat. No. 2506474 


TILDEN TOOL Manufacturing Company 


209 Los Molinos © San Clemente, Calif 
Branch Office: 7111N. Glenwood Ave., Chicago 26, II! 


MAIL THIS COUPON TODAY! 


TUDEN TOOL 
Manufacturing Company 
209 Los Molinos * San Clemente, Calif 


\ 


T”) Send full information on TILDEN DEALER 
PLAN 


[ ] Send illustrated TILDEN DRILL Catalog 
Name 
Position 
Company 
Address 
City Zone State 


lotment program, awaiting approval 
»y DPA, calls for 450,000 tons. 


FREIGHT CARS—Car builders 
and NPA officials are alert to a dimin 
ishing trend of orders and its effect 
on allocation schedules for the first 
quarter of 1953. The Defense Trans 
portation Administration has recom 
mended fourth quarter 1952 alloca 
tions for the building of 33,000 
railroad freight and tank cars, 100 
passenger train cars and 100 street 
and rapid transit cars 


STEAM TURBINES—Th« 


rials situation 


mate 
“could get better but 
it may get worse,” according to NPA 
officials. Talk of decontrols does not 
apply to this industry A priorities 
system on heavy castings above 10, 
000 Ibs. may be established to help 
on deliveries. A serious bottleneck 
results from lags in delivery of throttle 
valves. The only solution suggested 
so far is more subcontracting. 


POWER SWITCHGEAR-—Some 
companies have begun substitution of 
iluminum for copper in bus bars and 
other electrical conductors. Industry 
spokesmen believe further expansion 
of their manufacturing facilities is 
unnecessary. 


FOOLS & DIES—Third quarter al 
lotments to the tool, die, jig and fix 
ture industry are 100 percent of 
screened requirements for military use, 
90 percent for non-military. Advance 
allotments of 70 percent of third 
quarter requirements have — been 
awarded for the fourth quarter, and 
50 percent for the first quarter of 
1952. Industry members have asked 
special attention in processing their 
certificates of necessity, for plant ex 
pansion 





WHEEL INDEX FILE helps I. A 
Scott, Jr, and W. W. Cagle of Pve 
Barker Supply Co., Atlanta, Ga., in 


there is No 


DETOUR 
from SAFETY 


when 


is on the Job 
DIETZ NIGHT WATCH LANTERN 


Releases 
Straight - line 
Pencil Beam of 
great intensity, 
visible from all 
angles, nearby 
and at really 
great distances. 
Exclusive fresnel 
globe and trip- 
lock release of 
chimney. 


a mye 


Burns 100 hours 


First in safety— 
for safety first. 


DIETZ RED GLOBE LANTERNS 


The world’s 
most reliable, 
portable light. 
Burn bright or 
dim for long 
hours, to the last 
drop of Kero- 
sene, regardless 
of weather con- 
ditions. Econom- 
ical. Available 
upon request 
with stamped-in 
“name” to prove 
your ownership. 


DIETZ HIGHWAY TORCHES 


Made better, to 
serve better. 
Non-tip base. 
Leak proof, and 
weather proof. 
Burn for 30 
hours. Popularly 
priced and very 
economical, too. 


eae 
“1840 


QUTPUT DISTRIBUTED THROUGH THE J0BBING TRADE EXCLUSIVELY 
writing customer orders AL SEES EEE Ihe 
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Paint Brush Factories 
Running at 25% Capacity 


The paint and varnish brush indus 
try is running at 25 percent of capacity, 
industry spokesmen told NPA officials 
recently 

They urged revocation of order 
M-18 controlling use of hog bristles, 
charging that mventory restrictions 
ind limitations on use of Chinese 
bristles are working hardship on legiti 
mate manufacturers. NPA officials 
promised to check on alleged viola 
tions of the order by some brush 
makers 

One industry representative said the 
government should purchase stagnant 
inventories of Chinese bristles from 
brush makers for the stockpile 

Che industry reported growing popu 
larity of svnthetic bristle brushes, like 
nvlon, with the military services. This 
trend, spokesmen reported, increases 
their hardship under M-18, because it 
reduces the number of customers for 
Chinese bristle brushes of more than 
2% in. length, which are saleable only 
on DO orders 

Industry members conceded that 
misbranding, which they called an old 
complaint in the industry, has had a 
harmful effect on trade. Another has 
been the growing use of rollers instead 
of brushes 

A tentative amendment to order 
M-18, now under discussion, would 
tighten restrictions on use, sale and 
delivery of Chinese hog bristles but 
remove existing restrictions on non 
Chinese bristles 

Order M-18 was adopted following 
l'reasury Dept. action to prevent the 
exchange of U. S. dollars for hog 
bristles from Communist China. Since 
then, use of China bristles longer 
than 2% in. has been controlled to 
conserve the domestic supply, aug 
mented by licensed imports. Early this 
vear, all China bristle imports wer« 
banned 


In Attendance 


Ravmond M. Brown, of NPA’s 
Consumer Durable Goods Div., pre 
sided at the meeting with the industr 
committec The following industry 
representatives attended: Harry Schul 
man (Baker Brush), F. E. Richards 
Devoe & Reynolds), Edward Edelson 
Edy Brush), Franklin C. Maxwell 
Elder & Jenks), Alfred J. Pironc 
Elgin Brush), E. J. Schmidt (Gerts, 
Lumbard), Philip H. Thaver (Hanlon 
& Goodman), F. M. Frenzel (Maend 
ler Brush), Douglas K. Rose (Paint 
Brush), J. H. Herov, Jr. (Pittsburgh 
Plate Glass), Elwood M. Jones, Jr. 
Rubberset), Isidor A. Rubin (Rubico), 
E. Vines (Star Brush), Stanley R 
Welty (Wooster Brush 


Ki , 
A COMPLETE V-BELT LINE FOR 


FULL SALES COVERAGE 


© GRIPBELTS 


The all-purpose high quality 
belt. Gum treated to eliminate 
internal friction and assure 
longer life 


e GRIPLINK BELT 


Adjustable to any length. Ideal 
for fixed center drives. Easily 
and quickly installed as sub- 
stitute for any length belt. 


e GRIPROLL BELT 


Conventional V-Belt design for 
use where endless belts cannot 
be conveniently used. Excellent 
substitute for belts of any 
length. 


e STEEL CABLE 
GRIPBELTS 


Because of its great strength 
this belt con carry heavier 
loads with smaller sheaves or 
fewer belts. It has nearly zero 
stretch. 


¢ DOUBLE V 
GRIPBELTS 


For multiple shaft drives with 
shafts operating in the same 
or opposite directions. Avail- 
able from stock in a wide range 
of AA, BB and CC sizes. 


e SUPER GRIPBELTS 


Oilproof, heat resistant, and 
non-spark. They have the fine 
qualities of Gripbelts with 
added features for tough rug- 
ged drives 


co--- 


; A LINE WITH 




















PROFIT MAKING ADVANTAGE i 


Write for particulars, 


BROWNING MANUFACTURING COMPANY 


1952 BROWNING DRIVE 


MAYSVILLE, KENTUCKY, U.S. A. 
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Commander production tools 
are the big demand line of 
drilling and tapping tools 
this means more sales—more 
profits! Advertised to 1,000,000 
prospects each month 


Stock, talk and sell the Com 


mander line and get your 


share of the profits 


DRILL CHIP 
BREAKER 


& MORE SHALLOW OR DEEP HOLES 
PER HOUR 


*® MORE HOLES PER GRIND 
*® MORE ACCURATE HOLES 





Write for descriptive literature on the 
Commander Line of Production Tools 








MACHINE TOOL 
ACCESSORIES 


Synonymous with 
Distributor Service 


This line of set up T-bolts and accessories has been 
serving distributors’ customers year after year with 
distinction and satisfaction. Universal acceptance 
among users for ZIP products makes them a profita 
ble line to handle. It will pay you, too, to come to 
Seltzer for your customer's requirements on T-slot 
bolts and accessories 


GEO. H. SELTZER & CO. 
DREXEL HILL, PA. 








REDUCED DRILLING COSTS 


C Commander rc. co. 


4217 W. KINZIE ST 


, CHICAGO 24, iLL. 


“HARRI S- 
FLOATS 


in COPPER—MONEL—NICKEL—BRASS 
—EVERDUR—ALUMINUM—STAINLESS 
STEEL 


Top quality is always in demand and that is one 
reason why industry continues to specify and use 
Harris engineering and processing equipment. They 
have been preferred by American Industry for more 
than 65 years and distributors have been finding 
them a good source of income all that time. Our 
ergineers are always available for consultation 
without charge We can give prompt service on 
orders—get particulars 


« . cous 
ALSO EXPANSION JOINTS . 
OIPPERS . EVAPORATORS . 
COOLERS - CHEMICAL APPARATUS 


¢ ARTHUR HARRIS & COMPANY e 
210-218 N. Aberdeen St. Chicago 7, IN. | 


. BENDS 
KETTLES 
WEATERS 
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Certificates of Necessity 


Total 2,851 in 11 Weeks 


Certificates of necessity for rapid 
tax write-off of 3,056 new or expanded 
defense facilities, amounting to $5,- 
307,630,672 were approved by DPA 
in the period between February + and 
April 24. 

DPA official estimate that 52 per- 
cent of the facilities expansion pro 
gram was in place by March 31. This 
represents a 10 percent increase in the 
cumulative value in place at the end 
of the first quarter of 1952 over the 
last quarter of 1951. Officials ex- 
plained that no larger increase was 
possible because of a cutback in ma 
terials allotted for industrial expansion 
for the first quarter of 1952, shortages 
of equipment, including machine 
tools, and adverse weather during the 
winter. 

Following is a selected list of pro 
jects approved between February + 
and April 24: 

Company: Split Ballbearing Corp., 
Lebanon, N. H.—Product: ball bear- 
ings—amount certified: $43,024—per- 
centage allowed: 65 percent. 

New England Brass Co., Taunton, 
Mass.—brass stnip—$361,250—50. 

The Cushman Chuck Co., Hart- 
ford, Conn.—lathe chucks—$175,000 
~65. 

Preferred Bearing, Inc., Bristol, 
Conn.—ball  bearings—$75,000—65. 

American ‘Tool Works of Hartford, 
Inc., Hartford, Conn.—aircraft parts— 
$62,113—80. 

John A. Roebling’s Sons Co., Tren- 
ton, N. J.—wire rope for armed services 
$175,000—50. 

New Process Gear Corp., Auburn 
N. Y.—ordnance—$225,508—65. 

Universal Mfg. Co., Inc., Hillside, 
N. J.—tools dies, fixtures—$22,055—75. 

Motor Valve & Mfg. Co., Marine 
City, Mich.—valves for military end 
items—$66, 380—65. 

The Timken Roller Bearings Co., 
Columbus, Ohio—tapered roller bear- 
ings—$73,782—65; Canton, Ohio— 
tapered roller bearings—$380,695—65; 
Canton, Ohio—tapered roller bearings 

$281,730—65; Columbus, Ohio— 
tapered roller bearings—$332,278—65; 
Stark City, Ohio—tapered roller bear 
ings—$349,040—25. 

The Gear Grinding Machine Co., 
Detroit—precision pump gears—$21, 
782—70. 

Bethlehem Steel Co., Bedford Park, 
Ill.—wire rope—$153,000—50. 

The Colorado Fuel & Iron Corp., 
Pueblo, Colo.—wire nails—$153,482 
50 

Norma-Hoffmann Bearings Corp., 
Stamford, Coniu.—precision ball & 
roller bearnigs—$372,043—65. 

Bearings Co. of America, Lancaster, 
Pa.—ball bearings—$102,647—65. 





Certificates of Necessity 
(Continued 


Simonds Worden White Co., Dav 
ton, Ohio—abrasive grinding wheels 
$77,000—65 

The D. C. Morrison Co., Coving 
ton, Ky.—machine tool accessories 
$37,780—70 

FE. W. Tool & Mfg. Co., Cleveland, 
Ohio—tools, jigs, gages—$49,181—75 

Ihe Timken Roller Bearing Co., 
Canton, Ohio—tapered roller bearings 

$451,461—65; Bucyrus, Ohio—ta 
pered roller bearings—$311,661—65. 

Viking Tool Co. of Bridgepurt, 
Inc., Bridgeport, Conn.—fixtures, jigs, 
gages—$45,200—80. 

QO. S. Walker Co., Inc., Worcester, 
Mass.—magnetic chucks—$111,618 


Universal Mfg. Co., Inc., Hillside, 
N. J.—tools, dies, fixtures, gages, jigs 
$40,758—80 

Warren Mfg Co., New York—tools, 
dies, jigs, fixtures—$17,513—80. 

I'he Carbon Limestone Co., Hill 
ville, Pa.—fluxing stone—$643,906—35 

Hose Accessories Co., Philadelphia 

brass hose couplings for armed set 
vices—$24,686—S80. 

Brickner-Kropf Machine Co., 
Muskegon Hgts., Mich.—tools & dies 

$20,440—65 

Sekelv Industrial Tool & Mfg., Inc., 
Salem, Ohio—tools, dies, jigs, fixtures 

$261,070—70. 

American Gage & Machine Co., 
Chicago—gages & precision measuring 
instruments—$69,413—70; Aurora, Ill 

voltmeters—$11,708—7. 

Superior Steel Products Corp., Mil 
waukee, Wis.—die sets—$4,214—80 

Lake Shore Tool Works, Chicago 
cutting tools—$117,500—80. 

Waterous Co., St. Paul, Minn 
rotary pumps for armed services—$13, 
9?1—50 

Western Gear Works, Seattle, 
Wash.—gears, gear components for 
military end items—$15,968—75 

he Fairfield ‘Tool Co.,  Inc., 
Bridgeport, Conn.—tools, dies, jigs, fix 
tures, gages—$16,188—70 

Federal Machine & Tool Co., Inc., 
Long Island Citv, N. Y.—tools, dies, 
jigs, fixtures, gages—$5,020—75 

Ihe Baker-Raulang Co., Cleveland, 
Ohio—industrial trucks for armed 
ervices $34,918 6U; $85,749 50 

Cutter Salvage Corp., Cleveland, 
Ohio—broaches, drills, reamers—$5, 
54S—S0 

The Balas Collet Mfg. Co., Cleve 
land, Ohio—collets & special holding 
fixtures for machine tools—$38,482 

SU 

Ehrhardt Tool & Machine Co., St 
Louis—precision tools, gages, dies, 
drilling fixtures—$21,264—80 

Boston Woven Hose & Rubber 


Twin Coach finds 


COLYMBIAN VISES sturdy 
and dependable! 


L. J. Fageol, Twin Coach Company president (left), looks on os Walter E. Boyce, superintendent 
of Twin’s experimental division, files down a door bracket firmly held in a Columbian Vise 
Mr. Fageol is one of America’s outstanding automotive engineers. He holds numerous bus and 
truck patents, pioneered the use of propane as motor cooch fuel and is the designer of the 
famous Fageo!l Twin Coach Convertible”. The latter is a multi-purpose military vehicle which 
can be easily converted from truck to bus or field ambulance. 


pth OF AMERICAN MANUFACTURERS which have standardized 
on Columbian Vises for many years is the Twin Coach Company. 


This pioneer builder of buses, large capacity cargo trucks and 
aircraft components has 234 Columbian Vises in its two Kent, Ohio 
plants. Other Columbians are used in its mammoth Buffalo aircraft 
factory and at Twin Coach of Canada, Limited, Toronto. 

Yes, you can always depend on Columbian Vises for strength. 
accuracy and long life. They’re sold by leading industrial distrib- 
utors everywhere. A-b6ne 


COLYMBIAN 


Y4E8 re columbian Vise & Mfg. Co. 
PF. CLEVELAND 4, OQHEO 


SLEDGE-TESTED 
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TO 


ible shaft 
MACHINES 


your BEST BUY 
becouse they 
serve your customers 
_ BETTER! 


oat Se jm ae” 


These two STOW Variable 
Speed Machines permit 


choice of operating speeds 

. are specially designed to 
provide the highest efficiency 
wherever applied. Many other 
models available. 


Stow STREAMLINER 


N-40 


STOW FLEXIBLE SHAFTS 


are the result of specialized know! 
edge and 76 years of experience 
Reliable, efficient they're famous 
for long-wearing, trouble-tree per 


formance 


Write for Free Copy! 


Don't delay 
day for you 


write to 
ree copy 
ot Catalog 25! 


MANUFACTURING CO 


S ShearS: 8 ton. N.Y 


Certificates of Necessity 


(Continued ) 


Co., Cambridge, Mass 
ber—$456,800—45, 
zontal wire 
6> 

Industrial Tape Corp., New Bruns 
wick, N. J.—industrial tapes for armed 
services—$1,301,010—65. 

Ihe National Supply Co., 
Pa.—steel pipe—$299,456 
steel pipe—$135,701—50. 

Rockwell Mfg. Co., Barberton, 
Ohio—plug valves—$601,585—65. 

Minnesota Mining & Mfg. 
Chicago—industrial tape for 
services—$9,030,000—65 

American Saw & Mfg. Co., 
Longmeadow, Mass.; metal 
tools—$184,500—70. 

Universal Wire Products, Inc., 
Branford, Conn.—wire rope for mili- 
tary use—$88,450—50. 

Union Mfg. Co., New 
Conn.—drill » a die 
chine tools—$20,039—70. 

Manning, Maxwell & Moore, Inc., 
Stratford, Conn.—aircraft parts—$187,- 
670—70. 

G & H Mechanical 
tain View, N. J 
113—70. 

American Smelting & Refining Co., 
Barber, N. J.—salenmmum—$755,540— 
70. 

Abarrv Steel Co., Perth Ambov, 
N. J.—steel warehousing—$10,467—50. 

Sylvania Electric Products, Inc., 
Seneca Falls, N. Y.—electronic tubes 
$70,605—65. 

The Carborundum 
N. Y.—electronic 

65 

The Black & 
Hampstead, Md 
$2,330,829—50 

Streed Fabricating Co., Inc., Gads 
den, Ala.—pipe fittings for defense 
supporting industries—$61,112—50. 

Southeastern Metals Co., Birming 
ham, Ala.,—steel welded tubing for 
miltary end items—$348,462—50. 

Buckeye ‘Tools Corp., Dayton, 
Ohio—pneumatic tools—$250,000—25 

Copperweld Steel Co., Warren, 


Ohio tubing—$15,266,115— 
50 


reclaimed rub- 
$124,600—60: hori 


braided hose—$1 30,738 


Etna, 
50; threaded 


+ 
armed 


East 
cutting 


Britain, 
sets for ma- 


Lab., Moun- 
—tools & gages—$47,- 


Ca. 


resistors- 


Falconer, 


$151,215 


Decker Mfg. Co., 
drills and tappers 


seamless 
Industrial Tectonics, Ann Arbor, 
Mich.—ball bearings—$20,050—75. 
Che Taylor-Winfield Corp., War 
ren, Ohio—welding machinery & spe 
cial dies & fixtures—$95,464—70 
The Lufkin Rule Co., Saginaw, 
Mich.—precision measuring — tools 
$71,.504—70 
Lovejov Flexible 
Chicago—ordnance 
Aurora Pump Co., 


pumps for military 
065—50 


Coupling Co., 
$89,600—50. 
Aurora, II 


end items—$95,- 
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STAINLESS STEEL 
FASTENINGS 


In-Stock-Service on small or 
large quantities * Cap Screws 
* Machine Screws * Sheet 
Metal & Wood Screws * Set 
Screws * Nuts, Washers, Etc 
Class 3 AN Drilled Fillister Heads 
Fast service on special screw 
machine products 

WRITE, WIR 

OR PHONE TODAY 


New Catalog just off the 
press—write today 


STAINLESS SCREW CO. 
O¢ ta (a [a 
ws ARmory 4-1240 
230 Union Avenue * Paterson 2, N. J. 


GLAMOUR GLASSES 
Extraordinary Features 


Feature No. 1—Transparent amber color frame 
has the glamorous appearance of prescription 
glasses. Feature No. 2—Flat steel spring, \” 
wide, embedded in demi-plastic moulded pad- 
dle-type temples. Feature No. 3—Ends of 
temples are grooved or serrated to add com 
fort Feature No. 4—The embedded spring in 
the temples may be bent to fit the face and keep 
the glasses firmly in place. Feature No 
Optical hinges. Feature No. 6—Each pair sup 
ed with tuf plastic leather-finish case 


No. 603—Men's size. Large easily replaceable 
48 x 51 m/m Drop Eye Clear XL Hard 1.25 or 
6.00 Diopter curve lenses. 


No. 604—Women’'s size Regulation 
drop oval (42 x 45 m/m) lenses. Also 
with Green Sel Hardened lenses. 


44 m/m 
available 


IndustrialSpectacies with Side Shields 
Nickel frame, plastic covere¢ 
ible perloid nose pad 
lenses in five types 


1 temples, adjust- 
50 m m diopte 
< r 5D 


ened, (2 
Flat He (4) Clear Flat Sel Safe Laminated, 
(3) Cleat Flat Sel Hard 

No. 3001—Perforated leather 


Wire screen side s 


Solid green acetate side 


Write for samples « 


Sure to 


of one or both of t 


satisfy your trade 


SELLSTROM 
MANUFACTURING COMPANY 


Sellstrom Eye and Face Safeguards 
are Popular Everywhere 
662 North Aberdeen Street, 
Chicago 22, Ill. 


ar sellers 
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t lubes Co., Milwaukee, 
1 tubing—$1,969,700—50. 
Harper Co., Morton Grove, & 


for military end items— 


__Bowset Ine, Ft, Wayne, Ind one COMPLETE line of 


Nation Twist Drill & Tool Co., 


en Ae? TORQUE TOOLS 


I'he Aro Equipment Corp., Byran, 


Ohio—oxygen  regulators—$305,076 


mmee =~ for INDUSTRY 


Chicago—cut and ground gears—$99, 
310 “0 
Foote Bros. Gear & Machine Corp 
Chicago—aircraft parts—$195,000—30 
Globe Steel Tubes Co., Milwaukee, 
Wiis.—steel tubing—$78,300—50. 
Ducommun Metals & Supply Co., 
Vernon, Calif.—steel siicesing . = Yes, Apco Mossberg Torque Tools are 


5 easy to handle . . . for you as well as 


$265,655—50 
Ihe Stanley Works, New Britain, the man on the job. 


Conn.—cold rolled strip steel—$139, , : 

114—50 muh. ¢ First, with Apco you sell the only 
Cortland Grinding Wheels Corp., ae: 

— Mass.—abrasive tools—$42,- a2 thus enabling you to fill every order on 
Worthington Corp., Holyoke, Mass. the spot, right from stock. Secondly, 


air compressors for Navy—$254,418 with Apco you sell tools that are in 

a d demand, because all Apco Mossberg 

Ettco Tool Co., Inc., Brooklyn, nail ligh d ‘ 
N. Y.—dnilling & tapping equipment Tools are lighter, stronger and preci- 
$9. 400—70 sion-made for on-the-job accuracy. 

Porter-Cable Machine Co., Svra 
cuse, N. Y.—actuator parts for aircraft mee | A dial ij 

$43.000—50 get-at places, Apco dial readings are 

Worthington Corp., Succasunna, instantaneous and exact, since there are 
N. J.—centrifugal pumps for armed » no springs or complex parts to get out 
services—$227,762—50. a : : 

Millersburg Reamer & Tool Co., 5 of ilese. Show: Sagayeam, Agee tal 
Millersburg, Pa.—reamers & milling 5 ’ berg Torque Tools have the reputation 
cutters—$14,504—75 ' 

Link-Belt Co., Indianapolis, Ind 
ower transmission equipment—$26, : : 
B50 50: Colmar Hatfreld Township, ° studs and bolts that require a consist- 
Pa.—material handling equipment for / % ent, uniform pressure, from 280 inch 
defense—$7,151,100—50. 

Worthington Corp., Oil City, Pa - : , : 
ir compressors for armed services \ For more information on this com- 
$313.745—50 

Anchor Drawn Steel Co., Latrobe, 
Pa.—steel drill rods for machine tools : ifine. : 

$70.257—50 ; berg Co., today! Descriptive litera- 

Morse Chain Co., Detroit—ord 
nance parts—S$245,550—50 of automotive wrenches and original 

Keller Tool Co., Grand Haven, 


complete line of torque tools made, 


Even on fussy tightening jobs in hard- 


of being unerringly accurate in the 
measurement of final tension on screws, 


grams to 2000 foot pounds. 


plete line that is so easy to sell — so 
hard to sell against—write Apco Moss- 


ture is also available on the Apco line 


Mich.—pneumatic tools—$315.950— equipment tools, 
50 
Simonds Worden White Co., Davy 
ton, Ohio—metal cutting tools—$17, 
975—50 
The National Screw & Mfg. Co., 
Cleveland, Ohio—parts for military A p C '@) M O S o a c ae 4 O. 
end items—S603,278—50 


The Oster Mfg. Co., Cleveland ATTLEBORO, MASS. 


Ohio—machine tools—$559,243—70 
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They’re all needed to keep steel production up 
---5'FO AID DEFENSE 


Every pound of unused iron and 


steel you have is needed to help steel 
mills and foundries keep production 
up to rising capacity. 

Scrap inventories are alarmingly 
low. Mills that normally maintain in- 
ventories of several months, are now 
down to a day-to-day basis. Shut- 


downs are threatened. 


One way we can maintain desired 
level of both military and civilian pro- 
duction is for you to dig up and turn in 
your iron and steel scrap now. 

Get in touch with your local scrap 
dealer and write for the free booklet, 
“Top Management: Your Program 
for Emergency Scrap Recovery” to 
Advertising Council, 25 W. 45th St., 
New York 19, N. Y. 


NON-FERROUS SCRAP IS NEEDED, TOO! 


This advertisement is a contributi 


in the nati 





l interest, by 


McGRAW-HILL PUBLISHING COMPANY, INC. 


330 WEST 42nd STREET, NEW YORK 36, N.Y. 
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ORANGEVILLE. 
TRUCKS 








‘Keep Loads Alive’ 


‘Make Heavy Loads Light and Light 
Loads Lighter’ 


The Orangeville line of floor trucks has 
been continuously added to and today is 
complete in a wide range of sizes and 
types. 

Designed for high quality and iS Nee service, 
Orangeville offers all [race Se factory and 
warehouse service and special trucks built 
to order. The trucks illustrated ior all- 
round industrial and store use are typical 
of the many cvailable from Orangeville. 


Distributors 


Your inquiries and orders will receive 
prompt attention. Be sure u have our 
complete catalog in your files for ready 
reference. 


ORANGEVILLE MFG. CO. 


ORANGEVILLE 6, PENNA. Since 1879 














MERRILL 


MATERIALS HANDLING 
DEVICES 


E 
8 


TWIN LIFTER 
eeeeee 


<8 


agi 


MERRILL BROTHERS 
56-16 ARNOLD AVENUE 
MASPETH, N. Y. 


: 
——— 


f 


hs 


4 SIZES 


Certificates of Necessity 


Continued from page 339 


Henry Vogt Machine Co., Louis 
ville, Ky.—heat exchangers for ord 
nance—$411,260—50 

Ihe Dayton Rubber Co., 
Ohio—military tires & tubes 
440—25. 

Acromatic ‘Tool Co., Oak Park, 
Mich.—cutting tools—$132,584—70. 

The Taylor-Winfield Corp., Wat 
ren, Ohio—metal working machinery 
$54,.710—70. 

Foote Bros. Gear & Machine Corp., 
Chicago—aircraft parts—$75,047—70 

Ihe Gates Rubber Co., 
Colo.—power transmission 
$191,600—25 

Link-Belt Co., San Francisco, Calif 

material handling equipment for de 
fense industries—$34,254—50. 

Manning, Maxwell & Moore, Inc., 
Watertown, Mass.—high 
valves—$40,875—65 

J. H. Willams & Co., Buffalo, 
> Y SeTVICE tools & drop forgings 

71.415—25-50 

General Grinding 
Philadelphia—abrasive 

$11,375—65. 

Jones & Laughlin Steel Corp., Pitts 
burgh—steel products—$280,000—50. 

The Lufkin Rule Co., Saginaw, 
Mich.—micrometer $353,226— 
0. 

Modern 
tools—$152.685—70 

Morse Twist Drill & Machine Co., 
New ae Mass.—machine tools 
$471,526—75: $63,982—60 

R: eee Manhattan, Inc., 
N. J.—wire braided hose for 
$40,000—65. 

United States Rubber Co., 
N. J.—wire braided hose for 
$193,194—65: 
004—65. 

New Brunswick Tool & 
New Brunswick, N. ] 
& fixtures—$3,873—80 

The B. F. Goodrich Co., Akron, 
Ohio—wire braided hose for aircraft 
$105,.988—65 

The Osborn Mfg. Co., 
Ohio—power brushes & foundry ma 
chines—$255,344—65 

The Lunkenheimer Co 
Ohio—steel valves for armed services 
$132.075—50 

Thermoid Co., Huntington, Ind. 
wire braided hose for aircraft—$1,132 
400—40. 

Edward Valves, Inc., East Chicago, 
Ind.—steel valves for defense indus 
tries—$239.731—65 

A. Leschen & Sons Rope Co., St 
Louis—wire rope—$394,980—50. 

The Goodyear Tire & Rubber Co., 
Akron, Ohio—wire braided hose for 
aircraft—$196,000—65. 


Dayton, 
$5,041, 


Denver, 
belts 


pressure 


Wheel Corp., 


grinding wheels 


gages 


Corp., Detroit—cutting 


aircraft 


aircraft 


$1,326,436—25; $30, 


Die Co., 
tools, cutters, 
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Passaic, | 


| line offers d in de 


HOISTS 
AND 
TROLLEYS 

















Differential 


Lowhead Room 
Gear Hoist 


Trotley Hoist 


. for All Needs 


Co Gear 
ist 


| from 1% to 20 tons 


| Distributors can count on “Philadelphia” f 


supply users’ needs in all types of chaip 
hoists and trolleys . . . hoisting equipm 
which is safe, convenient, efficient and whi 
will simplify and speed up materials ham 


| dling. 
Passaic ’ 


Every item in the complete “Philadelphia” 





value and utility of Philadelphia Equipm 
that are selling points on which industrid 
distributors can capitalize. % 


Full details of the complete * ‘Philadelphia’ 
line are available on request. 


sign and construction which enhance 








Cleveland, | 


, Cincinnati, | 


CHAIN BLOCK &/ MFG, CO. 


MASCHER & NORRIS STS. 
PHILADELPHIA 22, PA. 
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vere's way DLANHTARD seces 


A comparison of a Standard Twin Wheel Tool Grinder with any other grinder 
clearly shows Standard’s tremendous time and labor saving advantages. Check 


the comparison chart below. Point for point, feature for feature, you'll see why 
every grinder prospect is a Standard prospect. 





THE OLD way THE wew aa Way 


;{ bat | =, 
check Fee Sn om 


Wheel on each end of shaft | V Both wheels at front. Aisle on one side 
isle space on four sides of only Place Grinder against wall. 

t h e § e i Floor space wasted. Log vy “One Step.” Distance — een wheel 
nd effort carrying t centers: 10TD, 21”; 14TD, 

» wheel to the other. UV Resilient (center) tray _4 tools and 


honing stone. 
STAN f) A RD pensate for wheel ’ @ For details on wheel wear and struc- 
é ’ splash pan and ‘ tural plate steel hinged wheel guard, see 
: ,0ved. Carbide a Figs. 1 and 2. Splash pan built integral 


s serious wW with base. 
COS r loosenes¥ip moving pa . Tilting table remains stationary. No 


maintendigge Chatter moving parts. Table lock and non-wearing 
ground t features assures a solid, rigid table and 


C lJ t t | nl 9 Renewa tohile — precision ground tools for life of Grinder. 


plates wv Renewable (DOUBLE LIFE) Reversi- 





ble table top wear plates 
Graduate s Y Legible graduated table dial conveni- 
a | u [ e S venient to o é ent to normal standing position. 
* To mount new wheel—see Fig. 2. 
Mounting yheel requires | MAXIMUM time required — five (5) min- 
dismantling o eel guard, mov- utes. 
+ iota i ie ; . 
ne —— aoe VY Hinged a plate steel guard for 
; maximum safety 
yo ae my > ~~ Each wheel served by one built-in 3- 
Heavy cas ard way coolant control valve on top of guard. 
. Turn to ‘right’ when wheel is rotating 
Each two coolant clockwise. ‘Center’ for off position. ‘Left’, 
control es. when wheel rotation is counter-clockwise. 
V Waterproof reversing switch mounting 
switch away from | in center of panel at either operator's 
working Ji working position 


Complete operator comfort. Absolutely 
NO SPRAY or SPLASH. Use copious 
coolant supply. Operator need not wear 
apron. 

space insid ase v Comfortable access to large area inside 

fe coolant and sett] rw me the base. See Fig. 3 . * 
pump and motor Mount new belts in less than five (5) 
minutes. Remove cover, per Fig. 3. Locate 
belt drive in center s - belts on each spindle sheave (see Figs. 1 
The simple operatio f re- and 5). Locate belts on motor sheave 
‘ing V-belts involves ‘a¥jajor Adjust motor base for belt tension. NO 

intenance job of moving >S, DISMANTLING or TOOLS involved. 

. — Ma : W Heavy spindle head for each wheel 
heel ‘spindle, ete. ty Perfectly balanced. Each wheel Head on 
. ‘ Type 10TD has three ball bearings (total 
Only two ball bearings to Sap- of six bearings): 14TD with four ball 
port the double end wheel spindle bearings (total of eight bearings). Next 
for this precision grinding opera- to each wheel are two matched pre-loaded 
tion precision Bakelite Retainer Ball Bearings. 


stawtardize with 
the STANDARD electrical tool co. 


2520 RIVER RD @ CINCINNATI 4 e OHIO 
TOOL ct-T) feels: See us at Booth 18, Aisle D, Industrial Finishing Expositi 


Amphitheatre, Chicago, Ill,, June 16 through June 20. 














PATENTS PENDING 








we STANDARD 
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“Tool Buyers Kecoguize “(here 
SIGNS OF 
GOOD DISTRIBUTOR 


N 
IN 
ILLUMINATED SIGN 


Brilliant plastic face and bright finish metal 
case. Measures 1412” x 6” x 4’’. Stands 
on base for window or counter use. Fur- 
nished with chain for hanging and flasher 
attachment. 


PLASTIC MICROMETER SIGN 


Actual size — 8% x 16 inches. Non- 
electric sign with a brilliant fluores- 
cent effect. Highly visible in any loca- 
tion. Adaptable for window, wall or 
counter use. 


The Starrett 
Starrett signs on your counters, on your = 
- Sales 


walls and in your windows identify your house as head- Promotion 


quarters for the finest in tools, equipment and materials. Plan 


Packed with eye-catching qualities, they attract tool buy- —_ This 8-point sales promotion program in- 
” ; of : cludes many sales-tested display, direct 

ing trade — the finest customers a distributor can have. mail and sales promotion items .. . plus a 
complete advertising mat and electro serv- 

Ask your Starrett salesman about these two new Starrett —_ ce. Cash in on these valuable sales aids. 
Get the whole story from the Starrett sales- 


signs... or write for complete information. man or write for Bulletin No. 1300. 


‘sere A 
THE L.S. STARRETT COMPANY ATHOL, MASS., U.S.A. 


SINCE 1880 STOCK AND SELL THE COMPLETE LINE 
WORLD'S GREATEST TOOLMAKERS EMO Mara ge rage Tor ev 
. HACKSAWS, BAND SAWS and BAND KNIVES 








CC 


product 


Offer More, and 
oee SCH More! 


@ This WRIGHT Speedway Hoist is a time and 
effort saver for your customers. It’s the mod- 
ern way to handle shop material, and the 
WRIGHT Speedway is the completely modern 
hoist for hook, lug or trolley suspension. 

In the Speedway you offer alloy steel gears, 
self-lubricating ball and roller bearings, pre- 
formed improved plow steel cable, grooved 
drum, rigid metal weatherproof wire conduits, 
silver contact controls, and other important 
features. The WRIGHT Speedway is designed 
for long life and requires minimum mainte- 
nance. Capacities from 14 to 10 tons. 

The reputation of WRIGHT Speedways for 
satisfactory service helps you sell more. 

Write us for full details. 


WRIGHT 


Hoists 


WRIGHT HOIST DIVISION Lix-lit-y23 
AMERICAN CHAIN & CABLE Penmaes 


York, Pa., Chicago, Denver, Detroit, New York, Philadelphia, 
Pittsburgh, San Francisco, Bridgeport, Conn. 





